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AT&T  bets  computer  business  on  NCR  takeover 


Besieged  execs  spurn  unwanted  bid,  but  users 
see  value  in  marriage  of  open  systems  strategies 


Industry’s  history  frowns  on  hostile  takeovers 


ANALYSIS 


BY  NELL  MARGOLIS 

CW  STAFF 


If  AT&T  succeeds  in  the  hostile 
takeover  of  a  computer  firm,  it 
will  join  a  highly  selective  group; 
if  it  acquires  NCR  Corp.  and  pro¬ 
ceeds  to  actually  create  the 
merged  firm  it  envisions,  it  will 
be  in  a  class  by  itself. 

“The  history  of  acquisitions 
in  the  computer  industry  is  that 
they  generally  don’t  work,”  not¬ 
ed  Peter  Labe,  an  analyst  at 
Labe,  Simpson  &  Co. 

The  most  spectacular  failure 
of  recent  years  is  the  attempt  of 


former  Burroughs  Corp.  Chair¬ 
man  W.  Michael  Blumenthal  to 
swallow  Sperry  Corp.  and  build 
Unisys  Corp.  into  a  $10  billion 
powerhouse  designed  to  carry 
enough  weight  to  challenge 
IBM.  Today,  after  layoffs  and 
restructurings,  Unisys  is  a  rela¬ 
tive  shadow  of  its  former  self, 
with  its  shareholdings  valued  at 
considerably  less  than  $1  billion. 

If  the  general  prognosis  for 
computer  industry  acquisitions 
is  dim,  several  analysts  saw 
nothing  brighter  in  the  particu¬ 
lar  prospect  of  an  AT&T/NCR 
union. 

“Takeovers  are  risky;  hostile 
takeovers  are  all  the  more  so  — 
Continued  on  page  125 


Global  view  It  §4 

If  it  acquires  NCR,  * 

AT&T  will  gain  a 

foreign  presence  that  dwarfs  its  own 


1989 


istalled  base 

Small  scale  1 

u.s. 

AT&T 

NCR  1 

41,400 

51,500 

Worldwide 

48,900 

106,700 

2 

Medium  scale 

U.S. 

6,100 

1,800 

Worldwide 

6,900 

4,900 

1989  value  of  small  and 
medium  scale  shipments 


U.S. 

$470M 

$470M 

Worldwide 

$520M 

$1,140M 

1  Systems  costing  $10,000  to  $100,000 

2  Systems  costing  $100,000  to  $1  million 


Source:  International  Data  Corp. 
CW  Chart:  Paul  Mock 


BY  ELLIS  BOOKER 
and  MICHAEL  FITZGERALD 

CW  STAFF 


While  NCR  Corp.’s  chairman 
struggled  against  the  unwanted 
embrace  of  AT&T’s  hostile 
$6.12  billion  takeover  bid  last 
week,  NCR  customers  were 
calmly  evaluating  the  merits  of  a 
proposed  merger. 

A  merger  “would  strengthen 
me  as  a  customer  and  offer  the 
marketplace  [a  strategy]  that 
would  complement  but  not  di¬ 
rectly  compete  with  IBM,”  said 
Jim  Wegmann,  vice  president  of 
corporate  electronic  data  pro¬ 
cessing  at  Talman  Home  Federal 


Savings  and  Loan  in  Chicago. 
The  bank  uses  NCR  personal 
computers  and  Tower  systems 
and  AT&T’s  Unix  System  V. 

Analysts  baffled 

The  proposed  merger,  which  be¬ 
gan  with  talks  first  reported  in 
mid-November,  left  analysts 
amazed  at  the  sudden  aggres¬ 
siveness  of  AT&T  and  debating 
the  likelihood  of  yet  another 
grand  computer  industry  part¬ 
nership  going  up  in  flames  (see 
analysis  at  left). 

The  all-cash  bid  to  sharehold¬ 
ers  of  the  Dayton,  Ohio,  comput¬ 
er  maker,  which  AT&T  hopes 
Continued  on  page  124 


Humbug!  No  Officevision 
under  the  tree  this  season 

BY  ROSEMARY  HAMILTON 

CW  STAFF 


IBM  will  miss  its  year-end  dead¬ 
line  for  delivery  of  Officevision 
Release  2,  industry  sources  con¬ 
firmed  last  week. 

The  company  plans  to  release 
a  status  report  on  the  strategic 
integrated  office  platform  later 
this  month,  an  IBM  spokesman 
reaffirmed. 

Analysts  and  an  industry 
source  with  access  to  develop¬ 
ment  plans  said  IBM  will  an¬ 
nounce  a  delay  of  at  least  three 
more  months.  They  said  they  be¬ 
lieve  the  earliest  IBM  can  deliver 
Officevision  Release  2  is  early  in 
the  second  quarter  of  1 99 1 . 

Industry  sources  said  they  ex¬ 
pect  IBM  to  pin  the  delay  on  a 
shift  in  development  efforts  for 
the  workstation  version  of  Offi¬ 
cevision.  Apparently,  the  com¬ 
pany  has  decided  not  to  proceed 
with  its  previous  plan  to  deliver 
the  local-area  network  version  of 
Officevision  Release  2  on  OS/2 
Release  1.2  but  will  instead  tar¬ 
get  it  for  OS/2  Release  1.3, 


which  has  two  availability  dates. 
OS/2  Release  1.3  Extended  Edi¬ 
tion  is  scheduled  for  shipment  by 
year’s  end.  The  LAN  Server  ver¬ 
sion  is  due  out  in  March. 

The  shift  to  Release  1.3  will 
likely  cause  delays  on  the  host- 
based  versions  of  Officevision 
Release  2,  the  sources  said.  A 
key  aspect  of  the  host  versions  is 
a  direct  connection  to  OS/2,  re¬ 
quiring  an  accommodation  to  the 
shift  to  Release  1.3.  • 

Simmons  puts 
Bank  of  Boston 
on  IS  offensive 

BY  MARYFRAN  JOHNSON 

CW  STAFF 


BOSTON  —  With  the  defensive 
posture  of  a  bank  beset  by  tum¬ 
bling  real  estate  values  and  se¬ 
vere  economic  doldrums,  senior 
managers  at  Bank  of  Boston  will 


Latin  America  making  connections 


BY  ELISABETH  HORWITT 

CW  STAFF 


Drug  wars,  political  upheavals  and 
alligators  in  the  public  waterways 
notwithstanding,  one  of  the  biggest 
deterrents  to  doing  business  in  Lat¬ 
in  America  has  been  the  lack  of  de¬ 
cent  communications  services. 

That  may  be  on  the  verge  of  a  change,  with 
commerce-hungry  administrations  bringing  in 
foreign  companies  to  provide  the  necessary 
funding  and  expertise  to  bring  their  telephone 
systems  up  to  snuff. 

The  improvements  cannot  come  fast  enough 
for  communications  managers  struggling  to 


provide  an  adequate  network  infra¬ 
structure  for  their  companies’  Latin 
American  business  dealings. 

Among  the  major  hassles  are  unreli¬ 
able  or  nonexistent  telephone  cir¬ 
cuits,  exorbitant  charges,  regula¬ 
tory  obstacles  to  implementing 
communications  and  computer 
equipment  “not  made  here”  and  de¬ 
lays  in  circuit  orders  that  can  stretch  out  over 
months. 

“The  hardest  places  to  get  private  lines  are 
in  Latin  America;  it’s  been  a  burr  in  our  sides,” 
said  Patrick  Greenish,  managing  director  of 
Federal  Express  Corp.’s  international  tele- 

Continued  on  page  6 


take  a  look  at  a  new  offensive 
from  their  top  information  sys¬ 
tems  executive  this  week. 

Michael  Simmons,  group  ex¬ 
ecutive  vice  president  for  tech¬ 
nology  and  opera¬ 
tions,  will  present 
the  bank’s  audit 
committee  with  his 
“Technology  Strat¬ 
egy,”  a  five-year 
blueprint  for  stream¬ 
lining  the  bank’s  dis¬ 
jointed  IS  plan. 

When  Simmons 
came  to  Bank  of  Bos¬ 
ton  last  spring  from 
the  top  IS  job  at 
Bankamerica  Corp., 
he  surveyed  the 
technical  landscape 
and  found  131  major  applica¬ 
tions,  55  separate  databases,  13 
local-area  network  operating 
systems,  110  LAN  servers, 
nearly  3,500  workstations  and 


more  than  10,000  dumb  termi¬ 
nals  and  personal  computers. 

Ironically,  part  of  his  blue¬ 
print  involves  casting  off  some  of 
the  local  computer  vendors 
whose  woes  are  of¬ 
ten  seen  as  partially 
to  blame  for  the  de¬ 
cline  of  the  Massa¬ 
chusetts  economy, 
which  has  been  in  a 
slump  since  late  last 
year. 

From  11  different 
hardware  platforms, 
Simmons  will  be  par¬ 
ing  away  several 
vendors  including 
Data  General  Corp., 
Wang  Laboratories, 
Inc.,  Nixdorf  Com¬ 
puter  Corp.  and  Bull  HN  Infor¬ 
mation  Systems,  Inc.  However, 
Simmons  said  he  will  keep  IBM 
mainframes,  Digital  Equipment 
Continued  on  page  123 


INSIDE 

Executive  Report  —  Is 

moving  from  central  IS  to 
business  departments  a  ca¬ 
reer  advancement?  Many  IS 
staffers  think  so.  Page  87. 

In  Depth  —  Career  boost¬ 
ers  for  women  in  IS.  Page  95. 

Computer  systems  are 
vulnerable,  security  panel 
says  —  and  users  are  quite 
often  their  own  worst  enemy. 
Page  4. 

Northern  Telecom  bails 

out  of  LAN  development, 
leaving  small  user  base  won¬ 
dering  where  to  turn. 

Page  123. 
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Simmons  to  offer 
new  strategy  to 
streamline  IS 
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NEWS 

4  DEC  introduces  new 
products,  including  a  messag¬ 
ing  system  that  links  appli¬ 
cations  on  machines  from 
separate  networks. 

6  In  an  effort  to  boost  inte¬ 
gration  strategies,  IBM  is 
making  organizational 
changes. 

8  New  avenues  are  open¬ 
ing  up  for  alternative  provid¬ 
ers,  thanks  to  the  availability 
of  co-location  provided  by 
New  York  and  New  En¬ 
gland  Telephone. 

1 0  NASA  officials  protest 
the  amount,  but  they  don’t 
deny  that  computer  hackers 
have  run  up  their  telephone 
bills. 

1  2  In  the  event  of  an  out¬ 
sider  grabbing  20%  of  Ora¬ 
cle’s  stock,  a  protection 
plan  gives  shareholders  the 
option  to  buy  stock  at  re¬ 
duced  cost. 

1 4  CGI  Informatique 

takes  over  Yourdon,  combin¬ 
ing  the  CASE  firms’  custom¬ 
er  bases  with  the  long-range 
goal  of  moving  Yourdon  us¬ 
ers  to  CGI’s  platform. 

1  23  Northern  Tele¬ 
com’s  last  remaining  LAN 
product  gives  up  the  ghost 
as  the  firm  withdraws  from 
the  market. 

124  Analysts  and  users 
weigh  the  pros  and  cons  of 
AT&T’s  attempt  at  a  hos¬ 
tile  takeover  of  NCR. 


Quotable 

“¥  tmustbeades- 
1  perate  attempt  to 
salvage  AT&T’s  di¬ 
sastrous  foray  into 
the  computer  busi¬ 
ness.  ” 

CHARLES  E.  EXLEYJR. 

NCR 

Chuck,  all  we 
have  is  a  differ¬ 
ence  of  opinion  on 
price.  ” 

ROBERT  E.  ALLEN 
AT&T 

On  AT&  T’s  bid  for  NCR. 

See  story  page  124. 


SYSTEMS  & 
SOFTWARE 

29  Although  DEC  sup¬ 
ports  several  Unix  products, 
it  stands  behind  Ultrix  as  its 
main  flavor. 


PCs  & 

WORKSTATIONS 

4 1  The  Software  Pub¬ 
lishers  Association  keeps 
companies  on  their  toes  with 
Spaudit,  which  checks  PCs  for 
illegally  copied  software. 


NETWORKING 

7 1  Credit-card  companies 
foresee  the  day  when  no 
doors  will  be  closed  to  plas¬ 
tic-waving  customers. 


MANAGER’S 

JOURNAL 

81  At  Mondavi  Winery, 

timeless  tradition  takes  a  sip 
of  today’s  technology  to 
flavor  the  vintner’s  sweet 
taste  of  success. 


COMPUTER 

INDUSTRY 

1 03  Concurrent  has 

seemingly  lost  its  edge  in  the 
Unix  market,  largely 
because  of  postmerger  blues. 


EXECUTIVE  REPORT 

87  Now  that  they’ve 
tasted  life  outside  of  IS,  some 
systems  professionals  say 
they  may  never  go  back. 


IN  DEPTH 

95  Career  boosters  for 
women  in  IS.  By  Maryfran 
Johnson. 
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LATE  NEWS 

Signet  signals  outsourcing  vendors 


BY  ELISABETH  HORWITT 

CW  STAFF 


RICHMOND,  Va.  —  Signet  Banking  Corp.  is 
expected  to  put  out  a  request  for  proposals  to  a 
number  of  “major  outsourcing  vendors”  this 
week  as  part  of  a  recently  initiated  outsourcing 
evaluation,  according  to  Floyd  Griggs  Jr.,  exec¬ 
utive  vice  president  of  information  systems. 

The  bank’s  IS  department  initially  met  with 
bank  management  to  propose  the  evaluation  on 
Nov.  5,  Griggs  said  late  last  week. 

"We  felt  we  could  not  overlook  the  outsourc¬ 
ing  alternative  as  a  means  to  accomplish  a  num¬ 
ber  of  planned  major  IS  initiatives,”  he  added. 
“The  timing  and  cost  of  getting  those  initiatives 
done  [in-house]  is  known;  the  outsourcing  eval¬ 
uation  is  simply  to  see  if  there  is  a  provider  that 
can  implement  those  plans  in  a  more  cost-effec¬ 
tive,  shorter  time  frame  than  we  could.” 

I  he  initiatives,  which  have  been  approved  by 
management  for  implementation  during  the 
next  four  years,  include  the  following: 


•  Developing  application  software  for  an  inte¬ 
grated  systems  approach  “so  that,  for  example, 
you  would  have  one  deposit  application  instead 
of  several  to  handle  different  kinds  of  activi¬ 
ties,”  Griggs  said. 

•  Data  center  automation  targeting  lights-out 
operations. 

•  Migration  of  the  bank’s  data  center  opera¬ 
tions  from  “a  multivendor  mainframe  environ¬ 
ment  to  a  single  environment:  IBM’s,”  Griggs 
said. 

The  financial  firm  has  hired  First  Manhattan 
Consulting  Group  of  New  York  to  assist  it  in  the 
evaluation  process.  The  process,  which  should 
be  completed  by  March,  “will  put  everything  on 
the  table”  as  possible  outsourcing  fodder,  in¬ 
cluding  IS,  data  center,  networking  and  net¬ 
work  management  operations,  Griggs  said. 

Signet,  a  $12.4  billion  holding  company,  has 
banking  operations  in  Virginia,  Maryland  and 
Washington,  D.C.,  as  well  as  an  international  di¬ 
vision.  With  6,592  employees,  it  is  the  46th 
largest  U.S.  bank. 


EXECUTIVE  BRIEFING 

■  NCR  users  appeared  unconcerned 

last  week  about  AT&T’s  $6. 12  billion  hostile 
takeover  attempt.  Users  said  the  two  ven¬ 
dors  share  similar  open  systems  strategies, 
and  some  hoped  AT&T’s  bankroll  would 
shore  up  NCR’s  ambitious  plans  to  overhaul 
its  product  line.  But  the  computer  industry’s 
poor  merger  history  has  many  analysts  con¬ 
cerned  that  the  combination  could  be  disas¬ 
trous  for  both  firms.  Some  European  users 
think  NCR’s  position  will  be  strengthened 
overseas  if  it  can  get  an  injection  of  Unix  sav¬ 
vy  from  AT&T.  Pages  1, 124  and  125. 

■  Can  IS  and  business  really  mix?  IS 

professionals  who’ve  made  the  move  into 
user  departments  say  yes.  Although  some 
twinges  of  separation  anxiety  are  common, 
most  say  they  were  able  to  adjust  to  the  new 
setting.  Some  are  anxious  to  shake  their 
technical  image  and  blend  into  the  main¬ 
stream  for  career  advancement.  Page  87. 


■  Computers  are  too  vul¬ 
nerable  to  security  breach¬ 
es,  and  the  government,  ven¬ 
dors  and  users  aren’t  doing 
enough  to  deal  with  the  prob¬ 
lem,  a  government  study 
group  said  last  week.  The 
panel  of  experts  recommend¬ 
ed  that  a  nongovernment 
foundation  be  established  to 
promote  safe  computing. 
Page  4. 

■  Kill  the  letter:  Save  a 
buck  —  even  ten.  That 
could  be  the  word  coming 
from  corporate  offices  when 
executives  learn  that  despite 
the  use  of  PCs,  the  cost  of 
producing  a  one-page,  dictat¬ 
ed  letter  has  risen  79%  in  10 
years  to  $  1 0.85.  Page  8 1 . 

■  Sweeping  changes  are 
on  the  horizon  for  IS  at  ail¬ 
ing  Bank  of  Boston.  Newly  in¬ 
stalled  CIO  Michael  Simmons 
has  outlined  a  strategy  that 
cuts  out  existing  proprietary 
systems,  consolidates  data 
centers  and  greatly  expands 
networks.  Page  1 . 

■  IBM  will  miss  its  1990 
target  ship  date  for  Office- 
vision  Release  2,  sources  say. 
It  will  probably  blame  the  lat¬ 
est  delay  on  a  decision  to 
move  to  OS/2  Release  1.3  as 
the  workstation  platform  for 
Officevision.  Page  1 . 

■  Northern  Telecom  has 
quit  the  LAN  market,  dis¬ 
continuing  its  Lanstar  hub 
and  leaving  about  100  users 
with  no  easy  migration  solu¬ 
tion.  Northern  will  continue 
to  support  Lanstar  but  won’t 
enhance  it.  Page  123. 

■  Hiring  plans  are  pro¬ 
ducing  negative  numbers 

for  the  first  time  since  1983, 


said  a  report  by  Manpower. 
The  agency  found  that  more 
firms  plan  to  cut  workers  than 
to  hire  them.  Most  of  the 
15,000  companies  respond¬ 
ing  to  the  survey  reported  no 
plans  to  change  their  staffing 
levels.  Page  82. 

■  IS  professionals  in  non¬ 
profit  organizations  say 
that  while  salaries  may  lean 
toward  the  low  end,  generous 
benefits,  job  security  and  sat¬ 
isfaction  make  their  vocations 
worthwhile.  Page  108. 

■  New  York-area  users 
who  are  nervous  about  di¬ 
saster  recovery  should  get 
a  boost  from  a  decision  by 
New  York  Telephone  and 
New  England  Telephone  to 
let  alternative  access  provid¬ 
ers  share  central  office  space. 
The  move  should  make  back¬ 
up  services  more  accessible. 
Page  8. 

■  On-site  this  week:  New 
technology  means  new  mar¬ 
ket  opportunities  for  the 
world’s  leading  credit-card 
companies.  Firms  such  as 
Visa  and  Mastercard  hope  to 
use  computers  and  sophisti¬ 
cated  networks  to  help  cus¬ 
tomers  use  credit  cards  in 
new  ways.  Page  71.  Having 
started  out  with  an  old,  donat¬ 
ed  minicomputer  to  support 
its  processing  needs,  Litel  is 
among  the  first  to  try  DEC’s 
mainframes.  Page  33.  Resi¬ 
dents  of  Ontario  will  soon  be 
getting  copies  of  official  rec¬ 
ords  out  of  an  imaging  data¬ 
base.  Page  34.  PCs  are  be¬ 
coming  a  standard  systems 
development  tool  at  First  Na¬ 
tional  Bank  of  Chicago,  which 
hopes  that  type  of  technology 
use  will  help  it  become  a  lead¬ 
er  in  quality.  Page  45. 
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The  Dow  Chemical  Company, 
AT&T  and  97  of  the  Fortune  100 
companies  —  have  saved 
tremendous  amounts  of  time 
and  money  by  sorting  with 
Syncsort. 
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outperforming  all  competition. 
Year  after  year,  customers  have 
given  Syncsort  the  highest  marks 
for  reliability,  efficiency,  ease  of 
installation,  ease  of  use,  technical 
support,  and  user  education. 
Working  in  partnership  with 
businesses  of  all  sizes,  Syncsort 
helps  them  get  the  fastest,  most 
efficient  sorts. 

For  increased  productivity 
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NEWS 


U.S.  systems  open  to  threat,  panel  says 


BY  GARY  H.  ANTHES 

CW  STAFF 


WASHINGTON,  D.C.  —  An  in¬ 
dependent  panel  of  experts  said 
last  week  that  computer  systems 
in  the  U.S.  are  highly  vulnerable 
to  intruders  and  are  becoming 
more  so  as  a  result  of  the  failure 
of  the  federal  government  and 
the  computer  industry  to  set 
standards  and  develop  technol¬ 
ogy  for  security,  safety  and  reli¬ 
ability. 

The  panel,  a  committee  of  the 
National  Research  Council,  also 
faulted  users  for  their  failure  to 
follow  the  most  basic  and  impor¬ 
tant  tenets  of  computer  security, 
and  it  said  that  recent  highly 
publicized  reports  of  viruses, 
worms,  Trojan  horses  and  the 
like  are  “leading  indicators”  of 
the  security  problems  of  the  next 
decade. 

Horror  stories 

The  panel  cited  a  number  of 
computer  horror  stories,  includ¬ 
ing  a  $259  million  currency  scam 
at  Volkswagen  of  America,  Inc., 
an  attempt  that  was  very  nearly 
successful  to  bilk  the  Pennsylva¬ 
nia  lottery  out  of  $15  million  by 
printing  counterfeit  lottery  tick¬ 
ets  and  thousands  of  reported  at¬ 
tacks  from  viruses  and  other 
rogue  programs. 


While  the  panel  blamed  poor 
technology  for  some  of  those  in¬ 
cidents,  it  said  users  are  often 
their  own  worst  enemies  when  it 
comes  to  computer  security. 

Users  routinely  do  things  that 


defy  basic  security  principles, 
such  as  picking  easily  guessed 
passwords,  storing  passwords  to 
secure  machines  on  machines 
with  no  security,  failing  to  reset 
default  logons  provided  by  ven¬ 
dors,  failing  to  log  security-rele¬ 
vant  system  actions  for  later  au¬ 


dit  and  failing  to  develop  recov¬ 
ery  mechanisms,  according  to 
the  panel’s  300-page  report. 

Users  often  suffer  because 
they  buy  equipment  without  se¬ 
curity  features  to  save  money, 


said  Harold  F.  Tipton,  a  commit¬ 
tee  member  and  computer  secu¬ 
rity  manager  at  Rockwell  Inter¬ 
national  Corp.:  “It’s  like  seat 
belts.  When  they  cost  extra,  not 
many  people  bought  them.”  He 
said  the  equipment  evaluation 
and  certification  process  recom¬ 


mended  by  the  panel  would  en¬ 
courage  more  bundling  of  securi¬ 
ty  features  with  basic  equipment 
configurations,  “so  users  can’t 
strip  it  out  to  save  $  1 ,000.  ” 

Nurture  security 

The  panel  recommended  estab¬ 
lishment  of  a  nongovernment 
foundation  to  nurture  the  devel¬ 
opment  and  commercialization 
of  technology  for  computer  secu¬ 
rity,  safety  and  reliability. 

“Our  central  conclusion  is 
that  national  computing  and 
communications  systems  are 
vulnerable  to  potentially  cata¬ 
strophic  security  breaches  and 
accidental  failures,”  said  David 
D.  Clark,  committee  chairman 
and  a  computer  scientist  at  MIT. 
“So  far  the  nation  has  been  re¬ 
markably  lucky  in  escaping  any 
successful  systematic  attempts 
to  subvert  critical  computing 
systems.” 

The  panel’s  report,  “Comput¬ 
ers  at  Risk  —  Safe  Computing  in 
the  Information  Age,”  released 
last  week,  caps  an  18-month  ef¬ 
fort  by  16  representatives  of  in¬ 
dustry  and  academia  appointed 
by  the  National  Research  Coun¬ 
cil,  the  principal  operating  arm  of 
the  National  Academies  of  Sci¬ 
ences  and  Engineering.  The 
work  was  requested  by  the  Pen¬ 
tagon’s  Defense  Advanced  Re¬ 
search  Projects  Agency  in  the 
wake  of  the  Internet  worm  inci¬ 
dent  two  years  ago. 


Committee  members  Peter  Neumann,  Richard  Kemmerer 
and  Chairman  David  Clark  (from  left)  briefed  the  press  on  U.S. 
computers  at  risk 


Foundation  developed  for  software  security 


The  National  Research  Council-sanctioned  commission  on 
computer  security  recommended  the  establish¬ 
ment  of  an  Information  Security  Foundation, 
which  would  be  a  consortium  of  users,  vendors 
and  parties  such  as  insurance  companies. 

The  foundation  would  formally  evaluate  and  certify 
security  products  as  well  as  “broker  and  enhance  com¬ 
munications  between  commercial  and  national  securi¬ 
ty  interests.” 

The  foundation  would  also  develop  and  publish 
software  development  principles  for  secure  systems.  For  exam¬ 
ple,  the  committee’s  report  stated  that  software  developers 


should  strive  for  simplicity  and  smallness,  use  higher-level  lan¬ 
guages,  design  software  that  would  limit  the  need  for  se¬ 
crecy  and  provide  excess  memory  and  processing  power 
to  reduce  the  need  to  later  solve  performance  problems  by 
introducing  complexity  in  the  software. 

Possible  elements  of  generally  accepted  system  se¬ 
curity  principles,  according  to  the  report,  would  include 
quality  control,  access  control,  user  identification  and 
authentication,  protection  of  executable  code,  securi¬ 
ty  logging,  data  encryption,  operational  tools  to  sup¬ 
port  security,  independent  audit  and  hazard  analysis. 

GARY  H.  ANTHES 


DEC  to  unroll  network, 
applications  blueprint 


BY  MARYFRAN  JOHNSON 

CW  STAFF 


MAYNARD,  Mass.  —  Digital 
Equipment  Corp.  will  roll  out 
some  big  wheels  for  its  network¬ 
ing  and  distributed  applications 
strategy  this  week  with  the  in¬ 
troduction  of  DEC  Message  Q 
and  Application  Control  Archi¬ 
tecture. 

Akin  to  electronic  mail  sent 
among  users,  DEC  Message  Q  is 
like  E-mail  between  applications 
residing  on  different  network 
machines.  This  high-level  appli¬ 
cation  programming  interface 
will  be  available  in  early  Febru¬ 


ary  in  versions  for  VAX/VMS, 
DEC’S  Unix-based  Ultrix,  MS- 
DOS  and  OS/2. 

“At  a  shop  where  program¬ 
mers  have  to  write  all  the  com¬ 
plex  linkages  between  different 
applications,  most  of  us  would 
rather  buy  it  than  write  it  our¬ 
selves,”  said  Shalom  Bryski,  vice 
president  of  VAX  systems  and 
networks  at  Bankers  Trust  Co. 
in  New  York. 

What  analysts  considered  to 
be  the  more  significant  part  of 
the  announcement,  however, 
was  Application  Control  Archi¬ 
tecture.  While  it  is  only  a  paper 
architecture  at  this  point  —  no 


software  will  be  available  for  six 
to  nine  months  —  it  will  eventu¬ 
ally  enable  separate  applications 
to  communicate  across  a  net¬ 
work  without  forcing  each  com¬ 
puter  to  run  its  own  version  of 
that  application. 

Application  Control  Architec¬ 
ture  “really  can  be  considered 
the  second  version  of  DEC  Live 
Links,  which  today  requires  the 
application  to  be  resident  on 
each  computer,”  said  Cliff  Con- 
neighton,  an  analyst  at  Gartner 
Group,  Inc.  in  Stamford,  Conn. 
“This  is  DEC’s  first  serious  stab 
at  an  object-oriented  environ¬ 
ment  for  end  users,  but  it’s  not 
the  part  they  see.  It’s  all  about 
how  applications  communicate.” 

Also  this  week,  DEC  will  com¬ 
mit  itself  to  fully  integrating  the 
Open  Software  Foundation’s 
Distributed  Computing  Environ¬ 


ment  into  its  own  Network  Ap¬ 
plication  Support  program, 
which  is  the  marketing  umbrella 
for  a  number  of  its  networking 
software  products. 

DEC  Message  Q  was  born  out 
of  actual  customer  experiences 
with  distributed  applications. 
“The  product  has  been  around 
for  four  years  but  only  through 
DEC’s  customer  software  ser¬ 
vices  contracts,”  Conneighton 
explained.  “Now  DEC  is  packag¬ 
ing  it,  pricing  it  and  documenting 
it  better.” 

Unlike  the  industry  standard 
Remote  Procedure  Call,  which  is 
intended  for  communication  be¬ 
tween  tightly  coupled,  synchro¬ 
nous  applications,  the  Message 
Q  software  is  a  collection  of  in¬ 
terfaces  for  building  loosely  cou¬ 
pled  applications  that  can  com¬ 
municate  asynchronously. 
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Catching  U| 
Cost  Cor 

plo  lower 
riputing 

Oracle  database  software  lets  businesses  take  advantage  of  each  new  generation  of  low  cost  computing. 

Whatever  types  of  computer  a 
business  buys  today,  there’s  sure  to  be 
something  significantly  better  and 
cheaper  tomorrow. 

Yet  companies  continue  to  sink 
money  into  software  that  runs  on 
only  one  kind  of  computer.  Locking 
themselves  out  of  newer,  more  cost- 
efficient  computers. 

This  trap  is  avoidable  for  most 
companies.  All  they  need  is  the  right 


software.  Software  that  works  with 
virtually  every  computer  and  network 
Present  or  future. 

Oracle  has  become  the  world’s  largest 
database  software  company  by  pro¬ 
viding  just  that.  Software  that  runs  on 
virtually  every  type  of  mainframe,  mini¬ 
computer,  workstation  and  PC. 

And  every  time  a  newer,  faster, 
more  cost  efficient  computer  has  come 
along,  Oracle  has  provided  the  database 


software  not  only  to  run  on  it,  but  allow 
it  to  share  data  with  existing  computers 
as  well. 

Call  1-800-633-1071  Ext.  8113  for 
more  information. 

Fortunately,  you  no  longer  have  to 
predict  the  future  to  take  advantage  of  it. 


Software  that  runs  on  all  your  computers. 


By  1968,  minicomputers 
lowered  the  costs  to  a 
.  more  accessable  $3.7 
^  million  per  MIP. 


Cost  per  MIP  (millions  of 
instructions  per  second)  is  the  most 

■mmon  measure  of  computer 
cost-effectiveness. 

Source:  Gartner  Group  1990 


By  1978,  personal  computers 
began  appearing.  Crude,  but 
k  relatively  affordable  at 
^  $46,000  per  MIP. 


1 988.  Microcomputers 
revolutionize  business. 
Largely  because  the  average 
cost  per  MIP  dropped  to 
k  under  $1 ,300. 


©1980  Oracle  Caporatoi  ORACLE  is  a  repstered  trademark  of  Oracle  Corporator  All  trade  names  referenced  are  Ihe  savioe  mak, 
trademaK  or  registered  fraternal*  of  *ieirapectire  manufacturer  Call-SOOORACLElfcr  hardware  and  software  requirements. 
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The  room-sized  computers 
in  1958  had  an  average  cost 
per  MIP  over  $20  million. 


IBM  branch  makes  move  to  UK 


BY  JOHANNA  AMBROSIO 

CW  STAFF 


ARMONK,  N.Y.  —  IBM  an¬ 
nounced  last  week  it  is  moving 
the  headquarters  staff  of  its 
Communication  Systems  line  of 
business  overseas,  marking  the 
first  time  it  has  located  responsi¬ 
bility  for  that  important  a  divi¬ 
sion  outside  the  U.S. 

IBM  said  that  the  staff  will  re¬ 
locate  to  the  UK  in  a  bid  to  be¬ 
come  a  more  “global”  organiza¬ 
tion.  Communication  Systems  is 
responsible  for  products  in  the 
areas  of  networking,  value-add¬ 
ed  network  services  and  net¬ 
work  management. 

About  120  IBM  employees, 
most  of  them  from  the  U.S.,  will 
be  in  new  offices  in  Staines,  En¬ 
gland,  just  outside  of  London.  In¬ 
cluded  in  the  move  will  be  Ellen 
M.  Hancock,  general  manager 
and  the  top  executive  at  Commu¬ 
nication  Systems;  Frank  J.  El¬ 
liott,  assistant  general  manager 
for  marketing;  and  John  J.  Ca- 
chianes,  assistant  general  man¬ 
ager  of  finance  and  planning.  The 
move  will  occur  in  phases,  to  be 


complete  by  September  1991. 

Outside  observers  and  IBM 
executives  said  the  move  should 
have  no  immediate  impact  on  us¬ 
ers  because  support,  product  de¬ 
velopment  and  marketing  will 
remain  much  the  same  as  they 
are  now. 

“Most  customers  deal  with 
the  marketing  organization,  not 
the  headquarters  staff,”  Elliott 
said.  He  also  pointed  out  that 
most  of  Communication  Sys¬ 
tems’  12,000-plus  employees 
will  remain  where  they  are.  The 
hub  of  the  organization’s  U.S.  ac¬ 
tivity  will  continue  to  be  in  Ra¬ 
leigh,  N.C. 

Telling  time 

The  move  does  mean  that  devel¬ 
opers  in  IBM’s  Communication 
Systems  group  in  Raleigh  will 
“have  to  learn  how  to  deal  across 
different  time  zones”  with  head¬ 
quarters  staff  when  it  comes  to 
discussing  such  issues  as  “world¬ 
wide  opportunity  and  market 
segmentation”  for  various  IBM 
communications  products,  El¬ 
liott  said. 

The  move  puts  Hancock  and 


her  staff  closer  to  major  IBM  de¬ 
velopment  laboratories  in  Eu¬ 
rope,  company  sources  pointed 
out.  These  include  the  CICS  lab 
in  Hursley,  England;  the  La- 
gaude,  France,  lab,  which  is  pri¬ 
marily  responsible  for  communi¬ 
cations  controllers  and  modems; 
and  the  Rome  laboratory,  which 
develops  Open  Systems  Inter¬ 
connect  products  as  well  as  some 
Netview  components  and  which 
IBM  recently  announced  it 
would  expand. 

Analysts  noted  that  the  move 
will  give  users  better  access  to 
products  developed  for  the  more 
standards-conscious  European 
market.  “It  gives  customers  a 
more  leading-edge  viewpoint,” 
said  H.  Paris  Burstyn,  vice  presi¬ 
dent  of  telecommunications  re¬ 
search  at  Business  Research 
Group  in  Newton,  Mass. 

He  said  it  is  a  “good  move  for 
IBM.  If  you’re  going  to  play  in 
the  global  market,  it’s  important 
to  be  geographically  close  to  the 
various  countries,  because  each 
one  has  different  requirements.” 

Senior  editor  Elisabeth  Hor- 
witt contributed  to  this  report. 


Connections 

FROM  PAGE  1 

communications  group. 

Federal  Express  avoided  the 
problem  of  line  scarcity  in  South 
America  by  negotiating  with 
governments  to  put  in  its  own 
very  small-aperture  terminal 
networks,  Greenish  said.  The 
drawback  of  this  arrangement  is 
that  once  such  systems  are  built, 
the  government  usually  takes 
them  over  and  leases  the  band- 


caro,  the  Italy-based  firm’s  infor¬ 
mation  systems  manager. 

Brazil  continues  to  protect  lo¬ 
cal  industry  by  prohibiting  the 
use  of  communications  and  com¬ 
puter  equipment  “not  made 
here,”  users  reported.  Federal 
Express  ran  up  against  this  poli¬ 
cy  when  it  wanted  to  install  IBM 
Systems  Network  Architecture 
(SNA)  terminals  at  the  Brazilian 
offices  of  its  Flying  Tiger  subsid¬ 
iary,  according  to  Denise  Smal¬ 
ley,  Federal  Express  senior  tele¬ 
communications  analyst.  The 


Southern  allure 

Already  the  major  trading  partner  of  Latin  American  countries,  the  U.S. 
may  benefit  from  a  thriving  demand  for  technology  in  the  southern 
countries,  according  to  the  International  Trade  Administration 


Number  of 
telephones  per 
100  inhabitants 

1989  U.S. 
trade  balance 
(in  millions 
of  dollars) 

Projected  market 
growth  rate 
(hardware/ software) 

1  ®  I  Argentina 

8.3 

$(389) 

20% / 20% 

1  1  Brazil 

6.5 

$(5,103) 

20%  /  1 8% 

m  Chile 

6.0 

$50 

10%  /  30% 

Colombia 

5.9 

$(600) 

6%  /  NA 

||jjgj  Venezuela 

7.8 

$(3,750) 

1 5%  /  30% 

Mexico 

7.4 

$(3,000) 

1 8%  /  20% 

Source:  Guide  to  Computer  Hardware  and  Software  Markets  in  Latin  CW  Chart:  Doreen  St.  John 

America,  International  Trade  Administration 


width  back  to  the  user,  he  added. 

Global  garment  manufacturer 
Benetton  Group  S.p.A.  employs 
a  General  Electric  Information 
Services  network  to  maintain  in¬ 
formation  flow  among  its  subsid¬ 
iaries,  foreign  plants  and  agents 
in  23  countries.  However,  “We 
don’t  communicate  with  our 
company  in  Brazil,  although  we 
would  like  to,  because  gateways 
are  too  costly,”  said  Bruno  Zuc- 


firm  has  been  testing  SNA  equip¬ 
ment  manufactured  by  a  Me- 
morex  Telex  N.V.  subsidiary  in 
Brazil  but  has  no  guarantee  that 
such  equipment  will  interoper¬ 
ate  with  Memorex  Telex  equip¬ 
ment  manufactured  in  Argenti¬ 
na,  she  said. 

The  good  news  is  that  the 
newly  elected  Brazilian  govern¬ 
ment  recently  said  it  would  low¬ 
er  trade  barriers,  including  im¬ 


port  duties  on  telecommunica¬ 
tions  equipment. 

A  common  practice  for  users 
in  many  Latin  American  coun¬ 
tries  is  to  “purchase  twice  as 
many  lines  as  you  need  at  any 
given  time,  because  roughly  half 
of  them  will  be  out  of  service,” 
said  Yousef  Javadi,  a  spokesman 
at  international  carrier  Overseas 
Telecommunications,  Inc. 

There  are  exceptions  to  this 
bleak  picture.  Countries  such  as 
Chile  and  Costa  Rica  “have  out¬ 
standing  [telecommunications 
companies],”  said  Richard  Bo- 
ley,  manager  of  international 
communications  at  Westing- 
house  Electric  Corp.  However, 
the  systems  in  most  countries 
“couldn’t  get  any  worse,  or  they 
would  totally  collapse,”  he  add¬ 
ed. 

Relief  may  be  coming,  howev¬ 
er,  on  the  wave  of  privatization 
that  is  sweeping  Latin  America 
and  has  extended  to  telephone 
companies  in  at  least  three  coun¬ 
tries  (see  story  at  right).  Howev¬ 
er,  while  improving  telecom¬ 
munications  services  is  a  stated 
objective  for  such  sales,  it  could 
take  years  for  users  to  experi¬ 
ence  any  significant  change  for 
the  better,  sources  said. 

One  of  the  most  serious  ob¬ 
stacles  to  a  large-scale  revamp  is 
the  entrenched  government 
bureaucracies  that  the  new  own¬ 
ers  will  have  to  deal  with  —  and 
probably  trim.  “These  are  state- 
run,  feather-bedding  compa¬ 
nies,”  Boley  said.  “You  can’t  af¬ 
ford  to  pay  all  these  people  who 
are  doing  nothing;  however, 
when  the  new  buyers  start  hand¬ 
ing  out  pink  slips,  they  will  run 
up  against  the  unions.” 


Better  integration  is  focus 
of  IBM  software  unit  shift 


BY  JOHANNA  AMBROSIO 

CW  STAFF 


ARMONK,  N.Y.  —  IBM  has 
quietly  made  a  series  of  organi¬ 
zational  changes  to  coordinate 
integration  strategies  among 
various  business  units.  Among 
these  moves  is  a  new  group  to 
oversee  client/server  computing 
and  integration  between  Sys¬ 
tems  Application  Architecture 
(SAA)  and  AIX  computers. 

Taken  together,  the  moves 
mean  “customers  should  see 
better-integrated  solutions  than 
in  the  past,”  said  William  J.  Ma¬ 
lik,  program  director  of  software 
management  strategies  at 
Gartner  Group,  Inc.  in  Stamford, 
Conn.  “IBM  is  focusing  on  the 
key  area  of  applications  compati¬ 
bility  across  its  platforms.” 

The  changes  were  announced 
on  Nov.  30  to  IBM  employees 
via  the  company’s  electronic  bul¬ 
letin  board.  No  formal  statement 
was  issued. 

Among  the  changes  was  the 
creation  of  a  new  group  called 
Systems  Structure  and  Manage¬ 
ment.  It  is  based  in  Somers, 
N.Y.,  and  is  under  the  purview  of 
the  Programming  Systems  orga¬ 
nization  headed  by  Earl  F. 
Wheeler.  The  new  unit  is 
charged  with  overseeing  cooper¬ 
ative  processing,  client/server 


computing  and  integration  be¬ 
tween  the  company’s  SAA  and 
AIX  platforms. 

Mike  Saranga  was  named  as¬ 
sistant  general  manager  of  Sys¬ 
tems  Structure  and  Manage¬ 
ment.  He  had  previously  been 
the  assistant  general  manager  of 
the  Development  Operations 
Group  in  the  Personal  Systems 
organization  based  in  Boca  Ra¬ 
ton,  Fla. 

Another  unit  was  formed  to 
coordinate  the  development  of 
all  operating  systems  for  person¬ 
al  computers  and  workstations. 
IBM  had  previously  announced  it 
was  working  on  common  subsys¬ 
tems  for  OS/2  and  AIX,  and  this 
group  provides  the  organization¬ 
al  framework  to  do  so,  an  IBM 
spokeswoman  said. 

The  group,  called  Program¬ 
ming,  is  also  based  in  Somers  but 
is  part  of  the  Personal  Systems 
organization  headed  by  James 
Cannavino.  Leland  Reiswigjr.  is 
assistant  general  manager  of 
Programming.  He  had  previous¬ 
ly  been  vice  president  of  pro¬ 
graming  in  the  Entry  Systems 
Division  in  Boca  Raton. 

The  IBM  spokeswoman  char¬ 
acterized  the  moves  as  “small 
reorganizations.  They’re  more 
for  operational  efficiencies  and 
don’t  signify  any  new  mission  in¬ 
tents.” 


Going  private 


Mexico,  Brazil,  Chile  and  Argentina  are  at  the  head 
of  a  trend  that  might  be  described  as  “Latin  Amer¬ 
ican  Glasnost.” 

The  administrations  in  those  countries  are 
“putting  aside  nationalistic  tendencies  to  attract 
investments  and  grow,”  said  Grady  Means,  chief  economist  at 
Coopers  &  Lybrand. 

About  four  years  ago,  Chile  began  the  trend  of  privatizing 
various  state-owned  companies,  including  transportation,  post 
offices  and  most  recently,  telephone  companies. 

Chile  has  sold  off  its  telephone  company  to  a  consortium 
that  includes  Telefonica  de  Espana  and  The  Chase  Manhattan 
Bank  N.A.  Argentina  is  on  the  verge  of  consummating  the  sale 
of  its  telephone  company,  Entel,  to  two  separate  consortiums: 
one  led  by  J.  P.  Morgan  &  Co.  and  the  other  by  Citicorp.  The 
Mexican  government  recently  announced  the  three  final  bid¬ 
ders  for  Telefonos  de  Mexico  (Telmex). 

Such  moves  are  likely  to  benefit  all  parties  involved,  includ¬ 
ing  users.  The  governments  gain  a  much-needed  infusion  of 
cash  and,  in  the  case  of  Argentina  and  Chile,  forgiveness  of 
some  of  their  debts  to  U.S.  banks.  Argentina  will  receive  $100 
million  in  cash  and  $2.3  billion  of  the  debt  it  owes  J.  P.  Morgan 
in  return  for  the  northern  part  of  its  telephone  company,  J.  P. 
Morgan  spokesman  Joseph  Evangelisti  said. 

The  governments  can  also  hand  the  burdensome  responsi¬ 
bility  of  running  the  telephone  network  over  to  owners  with 
the  funding  and  expertise  to  give  it  a  much-needed  overhaul. 

The  Mexican  government  laid  out  in  its  operating  license  for 
Telmex  certain  minimal  improvements  that  the  new  owners 
must  make  to  keep  the  license,  said  Raoul  Robledo,  director  of 
international  projects  for  Banco  International,  the  govern¬ 
ment’s  agent  in  the  bidding  process. 

ELISABETH  HORWITT 
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and  departmental  levels.  Whatever  your  own  environment  looks  like,  we  re  one 
multi-vendor  resource  you  can  count  on.  For  information,  write  or  call  Systems  Center,  Inc. 
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NEWS  SHORTS 

Mattson  joins  Gillette 

Information  systems  executive  David  E.  Mattson  lost  one  job 
because  of  a  corporate  merger,  but  he  recently  found  a  new 
one  at  a  company  that  successfully  resisted  a  takeover  at¬ 
tempt.  Mattson,  the  former  director  of  MIS  planning  at  Ster¬ 
ling  Drug,  Inc.,  has  joined  Gillette  Co.  as  director  of  corporate 
systems  development.  He  reports  to  Gillette’s  top  IS  execu¬ 
tive,  Vice  President  Herbert  W.  Moller.  Mattson  left  New 
York-based  Sterling  Drug  earlier  this  fall  after  his  position  was 
eliminated  in  a  reorganization  related  to  Sterling’s  1988  acqui¬ 
sition  by  Eastman  Kodak  Co.  Gillette,  on  the  other  hand,  was 
able  to  rebuff  last  year’s  takeover  attempts  by  an  investment 
group  led  by  Revlon,  Inc.  Chairman  Ronald  0.  Perelman. 


Pick  ported  to  Aviion 

Pick  Systems  announced  last  week  that  the  Advanced  Pick  re¬ 
lational  database  management  system  has  been  ported  to  Data 
General  Corp.’s  Unix-based  reduced  instruction  set  computing 
Aviion  workstations.  Under  the  terms  of  the  OEM  agreement, 
DG  will  market,  sell  and  support  the  Pick  software  through  its 
direct  sales  force  and  through  Pick  resellers  targeting  vertical 
market  industries.  In  a  separate  announcement,  DG  said  that 
the  Aviion  family  now  supports  the  Informix  Software,  Inc. 
Wingz  spreadsheet. 


IS  rides  out  Continental  problems 

Company  spokesmen  said  the  Chapter  1 1  filing  by  Continental 
Airlines  Holdings,  Inc.  caused  nary  a  ripple  at  the  IS  arm  of 
Continental  Airlines  and  System  One,  the  firm’s  reservations 
division.  They  said  that  no  freezes  were  planned  for  either 
equipment  purchases  or  hiring.  “I  know  it’s  hard  to  believe,  but 
it’s  really  business  as  usual,”  System  One  spokeswoman 
Yvonne  Donaldson  said,  adding  that  System  One’s  proposed 
deal  with  Electronic  Data  Systems  Corp.  (EDS)  was  also  still 
alive.  EDS  spokesman  Roger  Still  said  the  firms  hope  for  a  facil¬ 
ities  management  contract  and  a  joint  marketing  agreement. 


Exchange  standard  backed 

The  U.S.  Department  of  Commerce  called  on  U.S.  industry 
last  week  to  help  implement  an  international  product  data  ex¬ 
change  standard.  The  standard  is  to  become  a  cornerstone  of 
the  U.S.  Department  of  Defense’s  (DOD)  Computer-Aided  Ac¬ 
quisition  and  Logistics  Support  program.  The  standard,  which 
allows  the  electronic  expression  and  exchange  of  all  useful  in¬ 
formation  about  a  product,  would  be  useful  to  any  company  in¬ 
volved  in  computer-integrated  manufacturing  and  concurrent 
engineering,  the  Department  of  Commerce  said.  The  agency 
said  it  would  work  with  the  DOD  to  spur  research  of  the  tech¬ 
nology  in  the  government  and  the  private  sectors. 


DEC  fleshes  out  TCP/IP  support 

As  part  of  its  recently  announced  commitment  to  supporting 
Transmission  Control  Protocol/Internet  Protocol  (TCP/IP)  on 
its  Decnet  Phase  V  architecture,  Digital  Equipment  Corp.  an¬ 
nounced  last  week  that  its  Decserver  300  will  now  support  the 
TCP/IP  protocol  Telnet,  as  well  as  its  own  Local  Access  Trans¬ 
port  (LAT)  protocol.  This  will  allow  terminals  to  concurrently 
access  DEC  and  non-DEC  hosts  via  either  protocol  or  over  Eth¬ 
ernet  networks,  DEC  said.  3Com  Corp.  also  announced  Con¬ 
nection  Service  software  for  its  terminal  servers  providing  the 
same  dual  Telnet-LAT  host  connections. 


DEC,  System  Industries  settle  suits 

Storage  products  vendor  System  Industries,  Inc.  and  DEC  last 
week  settled  lawsuits  centered  on  DEC’s  1989  claim  that  Sys¬ 
tem  Industries’  disk-  and  tape-drive  products  infringed  on  DEC 
patents.  System  Industries  had  filed  counterclaims  charging 
DEC  with  violating  antitrust  laws.  Under  the  settlement,  Sys¬ 
tem  Industries  agreed  to  phase  out  sales  of  products  covered 
by  several  DEC  interface  patents  and  to  compensate  DEC.  In 
return,  DEC  agreed  to  provide  System  Industries  with  alter¬ 
nate  means  for  attaching  its  products  to  future  DEC  systems. 

More  shorts  on  page  123 


Nynex  carriers  to  allow 
rivals  shared  access 


BY  ELISABETH  HORWITT 

CW  STAFF 


The  New  York  and  New  England 
Telephone  companies  said  last 
week  that  they  would  allow  al¬ 
ternative  access  providers  to  co¬ 
locate  transport  equipment  in 
their  central  offices  as  a  way  to 
give  their  rivals  access  to  the  re¬ 
gional  Bell  operating  companies’ 
(RBOC)  network  facilities. 

The  announcement  paves  the 
way  for  “disaster-sensitive” 
metropolitan-area  businesses  to 
finally  get  the  backup  services 
they  need,  according  to  Henry 
Levine,  a  partner  at  Washington 
D.C.,  law  firm  Morrison  &  Foer- 
ster. 

Co-location  would  significant¬ 
ly  extend  the  potential  market 
base  of  alternative  providers  to 
companies  with  some  sites  out¬ 
side  the  providers’  fiber-based 
network,  said  Marie  Brockhurst, 
a  spokeswoman  at  Metropolitan 
Fiber  Systems,  Inc.  (MFS). 

Currently,  MFS  and  other  al¬ 
ternative  providers  can  only  con¬ 
nect  sites  directly  over  their  own 
fiber  connections.  Co-location 
would  allow  them  to  sell  fiber 


links  to  the  regional  carrier, 
which  would  then  direct  user 
transmissions  to  those  sites  that 
MFS  does  not  serve,  Brockhurst 
added.  MFS’  customer  base  is 
now  in  the  “tens,”  with  its  oldest 
rival,  Teleport  Communications 
Group,  “probably”  having  a 
slightly  larger  revenue  base, 
Brockhurst  said. 

Alternative  options 

Co-location  also  gives  the  re¬ 
gional  operating  companies’ 
Centrex  customers  the  option  of 
using  an  alternative  provider’s 
network  as  backup  facilities,  said 
Jeffrey  Marshall,  managing  di¬ 
rector  of  communications  at 
Bear  Stearns  &  Co. 

The  New  York  investment 
firm  currently  uses  a  variety  of 
network  providers,  including 
MFS  and  Teleport  Communica¬ 
tions,  to  ensure  that  its  network 
runs  over  diverse  lines  and 
switching  facilities,  according  to 
Marshall.  Indeed,  Bear  Stearns 
became  one  of  the  first  compa¬ 
nies  to  participate  in  a  co-loca¬ 
tion  arrangement  when  it  set  up 
a  direct  link  to  a  long-distance 
carrier  through  Teleport  Com¬ 


munications,  “so  I  am  familiar 
with  some  of  the  struggles  in¬ 
volved  in  co-location,”  Marshall 
said. 

Alternative  providers  such  as 
MFS  and  Teleport  Communica¬ 
tions  compete  against  the 
RBOCs  in  a  narrow  but  lucrative 
market  segment:  Fortune  500 
companies  that  are  looking  to 
back  up  rather  than  replace  then- 
regional  carriers,  Levine  said. 
However,  alternative  providers 
have  been  handicapped  by  then- 
dependence  on  their  rivals  for 
access  to  long-distance  carriers, 
as  well  as  to  the  regionals’  much 
more  extensive  customer  base. 

The  Nynex  Corp.  companies’ 
announcement  has  potentially 
broad  implications  for  users  in 
other  parts  of  the  country,  Le¬ 
vine  said,  because  it  takes  all  the 
force  out  of  past  arguments  by 
Nynex  and  other  regional  hold¬ 
ing  companies,  which  said  co-lo¬ 
cation  was  impossible  and  inap¬ 
propriate. 

To  date,  the  two  Nynex 
RBOCs,  in  addition  to  Bell  Atlan¬ 
tic’s  New  Jersey  Bell,  may  be  the 
only  regional  carriers  to  provide 
any  type  of  direct  link  to  alterna¬ 
tive  providers,  Levine  said.  Te¬ 
leport  Communications  and 
MFS  are  both  actively  negotiat¬ 
ing  with  Pacific  Bell  to  provide 
“some  sort  of  virtual  but  not 
physical  co-location,”  Brock¬ 
hurst  said. 


Claris  checks  out  Windows  applications 


BY  JAMES  DALY 

CW  STAFF 


SANTA  CLARA,  Calif.  —  Apple 
Computer,  Inc.  is  using  its  Claris 
Corp.  software  division  to  pro¬ 
duce  applications  for  Microsoft 
Corp.’s  red-hot  Windows  3.0 
package,  a  competing  product 
that  replicates  the  once-unique 
screen  appearance  of  Apple’s 
Macintosh  personal  computer. 

Analysts  have  long  speculat¬ 
ed  that  Apple  abandoned  long¬ 
standing  plans  to  spin  off  Claris 
into  a  separate  business  unit  ear¬ 
lier  this  year  because  it  feared 
Claris  would  focus  on  building 
applications  for  the  success  of 
Windows  3.0,  which  Microsoft 
said  has  sold  more  than  1  million 
units  since  being  introduced  in 
May. 

“There  has  always  been  a 
misconception  that  we  brought 
Claris  back  to  prevent  them 
[from]  building  a  Windows  prod¬ 
uct;  we  want  a  Windows  prod¬ 
uct,”  Apple  Chairman  John  Scul- 
ley  said  last  week  at  a  forum  here 
hosted  by  Technologic  Partners. 

While  Sculley  admitted  that 
Windows  development  “will  not 
be  Claris’  great  mission,”  Claris 
executives  said  the  rapid  success 
of  Windows  3.0  has  made  it  diffi¬ 
cult  to  ignore.  “We  no  longer  be¬ 
lieve  that  Windows  will  go 
away,”  said  Yogen  Dalai,  vice 
president  of  product  develop¬ 
ment  at  Claris. 


Dalai  added  that  Windows  de¬ 
velopment  efforts  “are  still  a  lit¬ 
tle  squishy,”  but  initial  work 
would  most  likely  focus  on  port¬ 
ing  existing  Claris  products  such 
as  the  Macwrite  word  process¬ 
ing  application,  Filemaker  data¬ 
base  management  software  and 
the  Macdraw  graphics  package 
to  Windows. 

Later  undertakings  could  en¬ 
tail  the  creation  of  entirely  new 
applications,  he  noted.  “We 
want  to  avoid  addressing  users 


BY  J.  A.  SAVAGE 

CW  STAFF 


SAN  JOSE,  Calif.  —  By  the  end 
of  1991,  Sun  Microsystems,  Inc. 
will  no  longer  distribute  new 
software  releases  on  media  oth¬ 
er  than  compact  disc. 

Donna  Novitsky,  group  mar¬ 
keting  manager  at  Sun,  an¬ 
nounced  at  the  8th  Annual  Sun 
User  Group  meeting  here  last 
week  that  the  company  would 
promote  CD  drives  by  offering 
one  free  drive  with  two  years’ 
service/support  contract  —  if 
the  pack  was  paid  for  up-front. 

While  several  vendors  offer 
documentation  or  software  on 
compact  disc/read-only  memory 
(CD-ROM)  discs,  Sun  is  appar¬ 
ently  the  first  mainstream  sys- 


on  a  lowest  common  denomina¬ 
tor  basis,”  he  said. 

Users  were  enthusiastic  at 
the  possibility  of  Claris  develop¬ 
ing  for  Windows.  “We’d  love  to 
see  a  package  that  could  span 
both  DOS  and  Apple,  because  it 
would  really  ease  the  pain  of  in¬ 
tegrating  the  two  environ¬ 
ments,”  said  Mary  Howlett, 
manager  of  management  infor¬ 
mation  technologies  at  Hughes 
Aircraft  Co.’s  ground  systems 
group  in  Fullerton,  Calif. 


terns  supplier  to  make  it  a  re¬ 
quirement  and  refuse  to  ship 
tapes  or  disks.  Next  Computer, 
Inc.  initially  shipped  its  systems 
with  a  CD-ROM  instead  of  a  hard 
drive  but  revised  that  policy 
when  it  ran  into  user  opposition. 

Sun  users  who  said  they  have 
seen  the  firm  suddenly  drop  oth¬ 
er  endeavors  or  product  lines 
groaned  but  appeared  to  take  the 
announcements  in  stride. 

“Drives  are  cheap,”  said 
Doug  Kingston,  a  systems  ad¬ 
ministrator  at  Morgan  Stanley  & 
Co.  “For  about  the  price  of  a  box 
of  tapes,  you  can  get  a  drive.” 
Kingston  priced  the  drive  at  ap¬ 
proximately  $1,000.  “The  rub 
will  be  the  one-  and  two-man 
shops,  then  $1,000  will  be  a  lot 
of  money.” 


Sun  to  limit  releases  to  CDs 
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Oracle  Client/Server  Systems  are  open ,  portable ,  integrated.  And  here. 


Oracle’s  integrated  family  of  products  lets  you  ORACLE  works  with  all  your  existing  networks, 
take  everything  you’ve  read  about  client/server  Or  any  networks  you’d  like.  Novell  Netware  286/386, 


systems  in  the  magazines  and  put  it  to  use  in  the 
workgroup.  Combining  the  economy  and  flexibility 
of  PCs  with  the  performance  and  integrity  that 
used  to  require  a  mini  at  the  very  minimum. 

ORACLE  is  portable.  Giving  you  the  widest 
choice  of  desktop  servers:  OS/2,  six  different  UNIX 
systems  and  shortly,  both  Netware  and  Macintosh. 
ORACLE  also  lets  your 
existing  minis  and  main¬ 
frames  act  as  servers  to 
desktop  machines. 
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IBM  LANserver,  Microsoft  LAN  Manager,  Banyan 
VINES,  TCP/IP,  and  many  others. 

And  it  goes  without  saying  that  because  ORACLE 
is  open,  it  supports  all  the  front  running  front-ends. 
Including  Paradox,  Lotus  1-2-3,  even  Dbase 
applications. 

Or  you  can  develop  your  own  client  applications 
with  Oracle’s  integrated  set  of 
development  tools.  Including  a 
powerful  4GL,  screen  generator, 
report-writer  and  menu  generator. 


But  more  than  just  software  products,  Oracle 
provides  all  the  support  services  to  fully  transfer 
client/server  technology  to  you.  These  services, 
combined  with  ORACLE  software  products, 
guarantee  your  technology  investment. 

1-800-633-1073  Ext.  81 19 

Call  for  more  information,  or  to  register  for  an 
Oracle  Client/Server  Forum.  You’ve  been  stuck  in 
never  never  LAN  long  enough. 
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NASA  refutes  hacker  break-in  story 


BY  MICHAEL  ALEXANDER 

CW  STAFF 


HOUSTON  —  A  National  Aeronautics 
and  Space  Administration  (NASA) 
spokesman  angrily  denied  a  published  re¬ 
port  last  week  that  computer  hackers 
rang  up  a  $12  million  telephone  bill  over  a 
two-year  period  after  compromising  a  pri¬ 
vate  branch  exchange  at  the  Johnson 
Space  Center. 

“We  strongly  disagree  with  the  dol¬ 
lars,”  said  Steve  Nesbitt,  a  public  infor¬ 
mation  officer  at  the  Johnson  Space  Cen¬ 
ter.  The  $12  million  figure  is  twice  what 
Johnson  Space  Center  paid  in  telephone 


charges  over  the  past  two  years,  he  said. 
“Our  entire  bill  per  year  is  only  $3  million, 
and  that  serves  the  legitimate  needs  of 
10,000  users,”  Nesbitt  said. 

The  Houston  Chronicle  said  the  $12 
million  figure  was  “extracted  from  costs 
of  similar  break-ins  around  the  nation  de¬ 
scribed  by  law  enforcement  agents  spe¬ 
cializing  in  computer  crime.” 

An  Arizona  assistant  attorney  is 
quoted  in  the  Chronicle  article  as  having 
said  that  hackers  typically  ring  up  illegal 
charges  of  $100,000  per  month  at  small 
firms  and  $500,000  per  month  at  large 
firms. 

Assuming  the  unknown  hackers  used 


NASA’s  telephones  for  two  years,  the 
agency  could  have  lost  service  worth  as 
much  as  $12  million,  based  on  the  assis¬ 
tant  attorney’s  valuation,  the  newspaper 
said. 

Officials  at  the  space  center  said  they 
are  willing  to  believe  that  hackers  were 
able  to  get  into  the  Federal  Telephone 
System,  a  dedicated  telephone  service  for 
government  employees,  through  the 
space  center,  but  they  added  that  the  cost 
of  the  intrusions  was  probably  less  than 
$10,000. 

While  investigating  the  break-in, 
NASA  officials  discovered  that  one  of  its 
AT&T  calling  cards  had  been  fraudently 
used  to  ring  up  $9,600  in  charges.  “That 
is  the  only  theft  that  we  have  been  able  to 
verify,”  Nesbitt  said. 


Carriers  offer 
ISDN  alternate 

BY  JOANIE  M.  WEXLER 

CW  STAFF 


The  most  sought-after  Integrated  Ser¬ 
vices  Digital  Network  (ISDN)  application 
is  now  available  sans  the  ISDN  price  tag 
from  two  major  long-distance  carriers. 
This  scenario  could  tide  users  over 
through  tough  economic  times  until  they 
can  make  the  equipment  and  service  in¬ 
vestments  the  technology  requires. 

U.S.  Sprint  Communications  Co.’s  re¬ 
cent  bundling  of  an  automatic  number 
identification  service  with  its  Ultra  800 
offering  joins  MCI  Communications 
Corp.’s  service  and  leaves  only  AT&T 
customers  out  in  the  cold  for  getting  call¬ 
er  identification  capabilities  without  in¬ 
vesting  in  ISDN.  Automatic  number  iden¬ 
tification  is  the  ability  of  a  network  to 
notify  the  called  party  of  the  caller’s 
and/or  directory  listing. 

Aside  from  potential  equipment  up¬ 
grades,  ISDN  services  carry  hefty  per- 
connection  installation  and  monthly  ser¬ 
vice  fees.  Sprint  and  MCI  are  also 
actively  marketing  ISDN,  and  analysts 
see  the  recent  offerings  as  both  another 
stumbling  block  and  a  potential  migration 
path  to  full-blown  ISDN  technology. 

“If  the  carriers  offered  only  ISDN 
[automatic  number  identification]  [like 
AT&T],  they  would  encourage  the  use  of 
ISDN,”  commented  Steve  Sazegari,  an 
analyst  at  Dataquest,  Inc.,  a  market  re¬ 
search  firm  in  San  Jose,  Calif.  “However, 
ISDN  is  currently  considered  a  luxury  and 
is  on  the  back  burner  for  many  firms.” 

‘  ‘Having  a  cheaper  way  to  do  [automat¬ 
ic  number  identification]  could  prove  its 
usefulness  to  would-be  ISDN  users,” 
countered  H.  Paris  Burstyn,  vice  presi¬ 
dent  of  telecommunications  at  Newton, 
Mass. -based  Business  Research  Group. 

“If  all  you’re  looking  for  is  [automatic 
number  identification],  ISDN  is  a  poor 
choice,”  commented  Sanjeev  Malaney, 
president  of  Mediatel  Corp.,  a  service  bu¬ 
reau  in  Campbell,  Calif.,  that  has  been 
beta-testing  Sprint’s  non-ISDN  automat¬ 
ic  number  identification  service  since 
September.  “Why  spend  the  money  [for 
ISDN]  if  the  only  ISDN  capability  you 
need  is  [automatic  number  identification], 
and  you  can  get  it  on  existing  equip¬ 
ment?” 

Mediatel  uses  a  homegrown  voice  re¬ 
sponse  system  for  its  business,  and  Ma¬ 
laney  said  the  investment  in  an  ISDN-ca¬ 
pable  private  branch  exchange  alone 
would  currently  be  prohibitive  for  him. 

Frank  McConnell,  director  of  telecom¬ 
munications  at  Colonial  Penn  Group,  Inc. 
in  Philadelphia,  said  that  as  soon  as  he 
heard  Sprint  had  rolled  out  non-ISDN 
automatic  number  identification,  he  got 
on  the  phone  to  his  long-distance  carrier, 
AT&T,  and  “demanded  to  know  if  they 
had  it  and  if  not,  when  they  were  going  to 
get  it.” 

AT&T  has  reportedly  remained  ada¬ 
mant  in  requiring  users  to  subscribe  to 
ISDN  Primary  Rate  Interface  service  for 
automatic  number  identification.  That  is 
one  reason  Mediatel  uses  Sprint,  Malaney 
said.  “We  refuse  to  be  bullied  by  the  com¬ 
pany  into  using  ISDN  just  for  [automatic 
number  identification].”  AT&T  was  un¬ 
available  for  comment  at  press  time. 


As  long  as  the  aim  of 
CASE  vendors  is  better  software, 

they’ll  be  off-taiget. 


The  aim  of  CASE  should  be 
better  business. 

“Self-evident,"  you  say?  Well, 
not  from  what  you  see  and  hear  in  the 
CASE  marketplace. 

At  BACHMAN,  we  have  some 
unique  ideas  about  what  CASE  should  do 
for  the  enterprise.  And  unique  ways  of 
helping  you  hit  what  you’re  aiming  for. 

Help  business  people  understand  technicians 
Help  technicians  understand  business 

Companies  realize  their  full  strategic  potential  when 
business  can  talk  to  MIS  and  vice  versa.  For  the  first  time,  with 
the  new  BACHMAN/Analyst™,  an  entire  enterprise  can  speak  a 
common  language — rich  enough  for  non-technicians  to  under¬ 
stand,  precise  enough  to  create  software  that  works  well. 

Companies  can  build  reliable  systems  quickly,  and  go 
about  the  business  of  doing  business  competitively. 

Create  a  complete  business  model — 

Always  responsive  to  change 

Staying  competitive  means  first,  staying  ahead  of  the 
changes  imposed  by  the  real  world  of  business,  and  second, 
having  the  means  to  exploit  advances  in  information  technology. 
In  both  cases,  BACHMAN  offers  a  unique  advantage. 

BACHMAN  products  decouple  business  needs  from  the 


technical  details  of  implementation 
when  specifying  and  designing  sys¬ 
tems.  Companies  can  respond  to 
changes  in  business  requirements  inde¬ 
pendent  of  the  opportunities  or  con¬ 
straints  presented  by  the  technology.  They 
can  exploit  technical  innovations  without  alter¬ 
ing  the  rules  that  define  the  business.  The  result? 
Synergy,  not  conflict 

Generate  production-quality  systems — 

Systems  that  remain  current 

A  BACHMAN  business  model  is  readily  translatable  to 
high  performance  systems.  Surely  a  boon  to  new  systems 
development  And  the  BACHMAN  business  advantage  only 
begins  with  new  development 

The  recognized  capabilities  of  the  entire  BACHMAN/Re- 
Engineering  Product  Set®  mean  that  business  models  are  kept 
current  technology  designs  are  easily  optimized,  and  application 
systems  are  readily  maintained  and  enhanced.  Sound  good? 

There’s  a  great  deal  more 

We’ve  only  begun  to  zero  in  here  on  the  competitive  ad¬ 
vantage  BACHMAN  represents  to  your  organization.  Information 
about  seminars,  and  substantial 
proof  of  what  we  say,  is  available. 

Please  call  to  find  out  the  ways  in  which  our  aim  is  true. 


1-800-BACHMAN 


BACHMAN 

For  more  than  software.  For  business. 

8  New  England  Executive  Park  /  Burlington.  MA  01803  /  Phone:  (617)  273-9003  Fax:  (617)229-9904 

C  IW#  Copynghi.  Bachman  Inhumation  S>uenu  Inc  All  Right*  KcvcrvcJ  BACHMAN/ Analyu  i»  *  trademark  and  BACHMAN/Rc  Engineering  Product  Set  n  *  registered  trademark  erf  Bachman  Inloonanon  Syvlcsni.  Inc 
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ORACLE  gives  i 

PC  and  Macintosh  users  direct  access  tc 

)  mainframe  data. 

Oracle  makes 
accessing  corporate 
information  from  the 
mainframe  as  easy  as 
getting  gum  from  a 
machine. 


Many  large  companies  are  wasting  millions  of 
dollars  worth  of  vital  business  information.  Data 
critical  to  their  operation  is  isolated  from  the 
employees  who  can  really  use  it,  locked  away  in  the 
mainframe  database. 

ORACLE®  provides  a  direct  link  between  the  data 
users  need  and  the  PC  and  Macintosh  applications 
they  already  know  how  to  use. 

Users  can  query  and  update  DB2,  or  other  databases 
such  as  IBM’s  SQL/DS  or  DEC’S  RMS  and  then 
manipulate  the  data  using  PC  and  Mac 
applications  such  as  Lotus  1-2-3, 

HyperCard,  4th  Dimension,  ORACLE 
for  DBASE  and  Professional 
ORACLE. 

And  while  users  put  the  data  to 
work,  MIS  departments  still  have  total 
control  over  security  and  passwords 
because  they  determine  access  issues  at  the 
mainframe. 

Oracle  backs  all  of  its  products  with  the  largest 
database  service  and  support  group  in  the  world.  If 
not  satisfied,  users  can  return  ORACLE  in  30  days  for 
a  full  refund. 

Professional  ORACLE  Tools  and  Database  cost 
$1299.  The  ORACLE  Tools  alone  are  $799.  ORACLE 
for  1-2-3  and  ORACLE  for  DBASE  are  just  $299.  And 
ORACLE  for  Macintosh  is  $699.  All  come  with  full 
phone  installation  support  and  the  30-day  guarantee. 

Call  1-800-ORACLE1  ext.  8101  and  turn  your 
company’s  most  valuable  commodity  into  its  most 
productive  asset. 


Compatibility  •  Portability  •  Connectability 


« 

DG 

Users  can  update  the 
mainframe  from  the  PC 
just  as  easily.  To  leam 
more,  call  now. 

1 -800-ORACLE  1 
Ext.  8101. 


©1 990  Oracle  Corporation  ORACLE  Is  a  registered  trademark  ot  Oracle  Corporation.  4th  Dimension  is  a  registered  trademark  ot  Actus  Corporation.  All  trade  names  referenced  are  the  service  mark,  trademark,  or  registered  trademark  ot  the  respective  manufacture.  Can  1  -800-ORACLE  1  for  hardware  and  software  requirements. 
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Microsoft  buys  into  natural-language  interfaces 


BY  JEAN  S.  BOZMAN 

CW  STAFF 


BERKELEY,  Calif.  —  Microsoft  Corp. 
plans  to  incorporate  natural-language  in¬ 
terface  options  into  its  next  generation  of 
personal  computer  software,  Microsoft 
Chairman  Bill  Gates  said  last  week.  How¬ 
ever,  the  company  does  not  expect  En¬ 
glish  to  replace  point-and-click  graphical 
interfaces  any  time  soon. 

Microsoft  hedged  its  bets  last  week  by 
increasing  its  holdings  in  Berkeley-based 
Natural  Language,  Inc.,  to  10%.  Micro¬ 
soft  has  the  right  to  use  Natural  Lan¬ 
guage’s  technology  in  its  future  products. 


The  investment  comes  three  months  af¬ 
ter  IBM  announced  its  own  natural-lan¬ 
guage  interface  for  database  query,  IBM 
SAA  Language  Access,  which  will  be 
available  by  June  1991. 

Natural-language  interfaces  allow  us¬ 
ers  to  request  data  in  English,  with  the 
computer  translating  the  queries  and 
prompting  the  user  for  more  detailed  in¬ 
formation  if  necessary.  While  future  Mi¬ 
crosoft  products  may  offer  the  natural- 
language  interface  as  an  option  for  certain 
applications,  the  keyboard-driven  inter¬ 
faces  are  not  meant  to  replace  graphical 
user  interfaces  such  as  Windows,  Gates 
said. 


In  the  short  term,  industry  analysts 
said,  Microsoft’s  and  IBM’s  investments 
will  not  change  the  niche  nature  of  the 
fledgling  natural-language  business. 
However,  Gates  said  the  natural-lan¬ 
guage  interface  holds  promise  for  the 
next  generation  of  Intel  Corp.  1486-based 
desktop  workstations. 

Currently,  products  made  by  Natural 
Language  and  its  primary  competitor,  In¬ 
telligent  Business  Systems,  Inc.,  in  Mil¬ 
ford,  Conn.,  run  on  Digital  Equipment 
Corp.  VAXs,  Sun  Microsystems,  Inc. 
workstations  and  other  Unix  computers. 
AI  Corp.  in  Waltham,  Mass.,  also  sells  nat¬ 
ural-language  query  systems  for  mi¬ 


drange  and  mainframe  computers. 

“As  personal  computers  become  more 
powerful,  there  will  be  lot  of  cases  where 
the  natural-language  interface  will  be  su¬ 
perior,”  Gates  said. 

Gates  called  the  investment  a  long¬ 
term  strategic  move  by  Microsoft.  “This 
is  high-end  stuff,”  he  said.  “This  invest¬ 
ment  wasn’t  made  thinking  that  some¬ 
thing  was  going  to  explode  [in  this  area]  in 
the  next  12  months.” 

Some  of  Natural  Language’s  100  user 
sites  reported  that  the  interface  can  work 
well  for  certain  classes  of  end  users  who 
may  feel  uncomfortable  with  point-and- 
click  interfaces  for  database  query. 
“There’s  a  comfort  factor  in  this,”  said 
Ron  Bleed,  vice  chancellor  of  information 
technologies  at  Maricopa  Technical  Com¬ 
munity  College  in  Phoenix,  which  uses 
Natural  Language’s  products  on  its  VAX 
6400s.  “In  our  end-user  community,  col¬ 
lege  advisers,  faculty  and  administrators 
are  used  to  dealing  in  words.”  However, 
Bleed  said,  the  college  system  has  invest¬ 
ed  much  more  heavily  in  PC  software  that 
has  graphical  user  interfaces. 

Natural  Language  has  received  $12.4 
million  in  venture  capital  funding  since 
1984,  while  Xerox  Corp.  and  Ing  C.  Oli¬ 
vetti  &  Co.  have  invested  $26  million  in 
Intelligent  Business  Systems,  which 
makes  the  competing  Easytalk  interface. 
Intelligent  Business  Systems  has  about 
25  sites,  compared  with  Natural  Lan¬ 
guage’s  100  sites  worldwide;  neither 
company  has  annual  sales  of  more  than  $5 
million. 

In  the  PC  market,  the  dominant  natu¬ 
ral-language  query  product  is  Q&A,  made 
by  Cupertino,  Calif. -based  Symantec 
Corp.  Q&A  runs  against  a  proprietary  da¬ 
tabase  and  works  with  less  than  512K 
bytes  of  memory.  Symantec  said  it  has 
sold  more  than  300,000  units  of  the  $350 
MS-DOS  based  product  since  1985. 

In  contrast,  prices  for  the  Natural  Lan¬ 
guage  and  Intelligent  Business  Systems 
products  range  from  $3,000  per  unit  to 
$100,000. 

Oracle  moves  to 
deter  takeovers 

REDWOOD  CITY,  Calif.  —  Oracle  Sys¬ 
tems  Corp.  has  created  a  “poison  pill”  de¬ 
signed  to  fend  off  any  hostile  takeover  at¬ 
tempts,  the  company  said  last  week. 
Oracle’s  board  of  directors  approved  a 
stockholder  rights  plan  that  gives  share¬ 
holders  the  option  to  buy  additional  Ora¬ 
cle  stock  at  a  fraction  of  its  market  value. 
That  option  is  triggered  if  an  outside 
group  acquires  20%  of  Oracle’s  stock. 
The  plan  goes  into  effect  on  Dec.  3 1 . 

“You  don’t  want  to  allow  a  raider  to  ac¬ 
cumulate  a  lot  of  the  stock  before  your 
board  [of  directors]  has  a  chance  to  act,” 
said  Michael  Musson,  director  of  investor 
relations  at  Oracle.  “You  want  to  have  a 
plan  in  place  that  forces  the  acquiring  par¬ 
ty  to  negotiate  with  your  board.” 

The  plan  was  designed  to  delay  any 
takeover  attempt,  giving  the  board  time 
to  find  another  buyer  or  bargain  for  a 
higher  price,  Musson  said.  At  week’s  end, 
Oracle  stock  was  trading  for  less  than  $8 
per  share. 

At  the  same  time,  Oracle  announced 
that  it  had  named  George  Paul  Dreyer  as 
president  of  its  subsidiary  Oracle  Com¬ 
plex  Systems  Corp.  in  Arlington,  Va. 


vvWe  HADTVvD  CHOICES: 

BuildANewCKiaCenter 
QrGet  Some  PCs 
And  RealiaCOBOL77 


Michael  Abrahamson 

Wagner  Stott  Clearing  Corporation 
subsidiary  of  Merrill  Lynch 


"Our  mainframe  overload  was  severe,  and  there  wasn't  room  to  bring  a 
larger,  water-cooled  mainframe  into  the  existing  data  center,"  Abrahamson 
explained.  The  solution  was  PCs  with  Realia  COBOL  and  RealCICS. 

"One  program  took  50  minutes  to  execute  on  our  high-end  4381,"  said 
Abrahamson.  "The  same  program,  with  the  same  file,  ran  in  4:03  minutes 
after  being  downloaded  to  the  PC  * 

" Were  very  satisfied  with  the  PC  as  a  workstation  environment.  CICS 
COBOL  programs  compile  in  seconds,  not  minutes.  Realias  done  an 
excellent,  very  faithful  mainframe  emulation. 

"The  software  is  robust  and  the  technical  support  is  very  good.  Its  worth 
a  lot  to  know  that  you  have  somebody  knowledgeable  to  deal  with." 

Call  Realia  for  a  free  evaluation  of  the  Realia  programming  environment. 

REAIM 


Tt  was  a  20  MHz  80386  AT  clone  with  an  ESDI-controlled  hard  drive. 
Average  access  time  of  hard  drive  was  rated  at  23  milliseconds. 


U.S.:  312/346-0642  •  U.K.:  071/602-8066  •  CANADA:  613/725-9212 
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Only  The  Most 


Advanced  RDBMS 
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Today,  you  need  on-line,  real-time 
access  to  information. 

No  matter  where  it  resides. 
No  matter  what  form  it  takes.  No 
matter  how  old  it  may  be. 

Only  SYBASE  seamlessly 
integrates  data  sources  of  every 
kind  into  an  advanced  client/ 
server  environment.  Data  from 
an  RDBMS  or  flat  hies,  SQL  or 
non-SQL.  Application  services 
like  electronic  mail.  Real-time 
data  feeds  like  stock  quotes, 
satellite  transmissions,  process 
control  data.  And  most  important 
for  mainframes,  SYBASE  leverages 
legacy  applications  written  in 
PL1,  COBOL,  or  Assembler  that 


you  can’t  afford  to  rewrite. 

SYBASE  mainframe  access 
works  through  SNA  and  CICS  to 
provide  both  turnkey  access  to 
DB2  and  transaction  specific  access 
to  VSAM,  IMS/DB  or  any  other 
data  source  accessible  from  CICS. 
(IMS/DC  support  is  coming.)  This 
preserves  pre-existing  main¬ 
frame  security  and  integrity  rules, 
so  you  can  do  far  more  than 
decision  support— you  can  now 
integrate  new  transaction  proc¬ 
essing  applications  with  old  ones. 

In  short,  you  can  safely 
make  your  mainframe  a  server. 

In  today’s  real  world  of  multi¬ 
vendor  environments — including 


MVS,  VMS,  UNIX,  and  OS/2,  with 
PC  and  Mac  integration— SYBASE 
lets  you  leverage  prior  hardware 
and  software  investments  while 
keeping  your  options  open  for 
the  future. 

To  find  out  what  else  the 
most  advanced  RDBMS  can  do 
for  you,  call  1-800 -8 -SYBASE.  We’ll 
be  happy  to  give  you  the  time 
and  place  of  the  next  free  Sybase 
Seminar  nearest  you. 


Sybase 

Client/Server  For  The  On-Line  Enterprise 


For  seminar  reservations  or  information  on  the  1991  Sybase  User  Meeting 
and  Training  Conference  (January  6-1  Oat  the  San  Francisco  Hilton)  call  1-800-8-SYBASE. 

©Sybase,  Inc.  1990.  Other  company  or  product  names  may  be  service  marks  or  trademarks  of  their  respective  companies. 
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Five  HP  minicomputers  debut 


BY  J.  A.  SAVAGE 

CW  STAFF 


CUPERTINO,  Calif.,  —  Hew¬ 
lett-Packard  Co.  filled  in  its  mini¬ 
computer  lines  with  three  Unix- 
based  systems  and  two  models 
based  on  its  proprietary  operat¬ 


ing  system  last  week. 

Adding  Models  948  and  958 
to  the  high  end  of  the  company’s 
Series  3000  line  of  midrange 
systems  that  run  the  proprietary 
MPE/XL  operating  system 
leaves  HP  with  midrange  mini¬ 
computers  extending  from  the 


low  end  at  5.7  trans/sec.  for 
$26,000  with  the  Model  920  to 
38.6  trans/sec.  for  $245,000 
with  the  new  Model  958,  accord¬ 
ing  to  the  company.  Users  can 
upgrade  among  models  in  this 
range  with  a  board  swap. 

Barry  Zarakov,  director  of 


corporate  information  services 
at  Pip  Printing  International  in 
Agoura  Hills,  Calif.,  said  the  in¬ 
troductions  make  him  more 
comfortable  that  there  is  room 
to  grow  from  his  Model  925  with 
only  a  board  swap.  “Board  swaps 
are  obviously  an  easier  creature 
to  deal  with,”  he  said. 

With  the  new  introduction, 
the  price  per  trans/sec.  is  now 
below  $20,000,  according  to 


Wim  Roelandts,  vice  president 
and  general  manager  of  HP’s 
Computer  Systems  Group. 

“Less  than  a  year  ago,  it  was 
$30,000  to  $35,000,”  he  said. 
The  figure  is  based  on  the  Trans¬ 
action  Processing  Council’s  esti¬ 
mate  of  the  cost  of  five  years  of 
ownership,  and  it  includes  termi¬ 
nals,  memory,  disks,  software 
and  maintenance. 

The  company  also  rolled  out 
three  Unix-based  models.  In  the 
lower  end  of  the  range,  users  can 
go  from  the  11  million  instruc¬ 
tions  per  second  (MIPS)  Model 
822S,  which  costs  $27,900,  to 
the  52  MIPS  Model  852S,  priced 
at  $143,000,  with  a  board  swap. 

The  Model  842S  was  also  in¬ 
troduced  with  a  processing 
speed  of  29  MIPS  and  a  price  of 
$85,000.  HP  filled  in  the  middle 
of  its  high-range  Unix-based 
computers  with  the  Model  865S, 
which  runs  at  53  MIPS  and  costs 
$275,000. 

CGI  buys 
Yourdon 

BY  ROSEMARY  HAMILTON 

CW  STAFF 


CGI  Informatique,  the  Paris- 
based  computer-aided  software 
engineering  (CASE)  company 
last  week  acquired  Yourdon, 
Inc.,  a  company  founded  by  Ed 
Yourdon,  the  man  who  estab¬ 
lished  the  popular  Yourdon 
CASE  methodology. 

The  move  should  give  CGI  a 
boost  in  the  U.S.  CASE  market. 
The  company  will  pick  up  more 
than  250  users  in  North  Ameri¬ 
ca,  which  is  twice  the  amount  of 
CGI  users  in  Europe. 

The  acquisition  will  also  pro¬ 
vide  CGI  with  a  set  of  front-end 
tools  that,  in  some  cases,  over¬ 
laps  its  current  lineup.  Yourdon 
sells  a  personal  computer-based 
design  tool  and  a  code  generator. 
CGI  Systems,  Inc.,  the  U.S.  sub¬ 
sidiary  of  CGI  Informatique, 
markets  a  repository-based  full 
life  cycle  tool  set  for  mainframe 
and  local-area  network-based 
CASE  development. 

According  to  Richard  Rams- 
dell,  president  of  CGI  Systems, 
the  plan  is  to  provide  support  for 
Yourdon  users.  However,  the 
long-term  goal  will  be  to  move 
them  to  the  CGI  environment. 

He  said  CGI  will  provide  a 
data  transfer  interface  but  added 
“we  don’t  anticipate  building  a 
totally  integrated  connection.” 

The  company  will  also  give 
Yourdon  users  a  break  on  licens¬ 
ing  the  CGI  system.  “We  will 
probably  give  them  the  benefit  of 
the  price  they’ve  already  paid 
[for  the  Yourdon  tools],”  Rams- 
dell  said.  The  Yourdon  tools  are 
based  on  the  Yourdon  Struc¬ 
tured  Method,  which  approach¬ 
es  CASE  from  a  process  point  of 
view. 
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You’ll  get  all  of  the  modem  features  that  you  need  to  up  your 
performance  while  lowering  your  costs. 

The  versatile  MultiModemV32  gives  you  transmission  speeds 
from  300  to  9600  bps.  Completely  upward  and  downward 
compatible  with  the  V.32,  V.22bis,  212A,  V.22,  V.21  and  103 
standards,  the  MultiModemV32  automatically  recognizes  and 
matches  speeds  and  protocols.  There’s  V.42  and  MNP®  error 
correction  too,  as  well  as  remote  configuration,  callback 
security  and  more. 

You’ll  also  get  the  new  CCITT  V.42bis  data  compression 
(as  well  as  MNP®  Class  5),  allowing  the  MultiModemV32  to 
achieve  throughputs  approaching  approaching  38,400  bps. 
And  the  MultiModemV32L  gives  you  dial-up  and  4-wire 
leased  line  operation,  with  automatic  dial  back-up. 

You  can  get  the  top-rated  MultiModemV32  in  desktop, 
internal  and  rack-mounted  versions.  You’ll  also  get  toll-free 
technical  support  that  is  second  to  none. 

The  closer  you  look  at  Multi-Tech,  the  more  you’ll  like  what 
you  see.  And  with  complementary  products  such  as 
multiplexers,  3270/3780  emulators,  and  LAN  adapters,  hubs 
and  gateways,  you’ll  like  what  you  get. 


MultiTechA 

Systems 

The  right  answer  every  time 

Multi-Tech  Systems,  Inc. 

2205  Woodale  Drive 
Mounds  View,  Minnesota  55112  USA. 
(612)  785-3500  (800)  328-9717 
U.S.  FAX  (612)  785-9874 
International  Telex  4998372  MLTTC 
International  FAX  (612)  331-3180 
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Ue  need  to  re-evaluate  our  plan; 
the  retirement  of  non-pro*rammab 
terminal;  by  the  end  of  the  year 

The  substantial  investment  we've 
found  a  better  way  to  integrate 
into  our  SAA  environment. 

McGregor  in  Accounting  says  the 


Modify  screen. . . 
Display  letter  catalog 
Edit  letter... 

Send  letter... 
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Now  they’re  calling  it  a  non  programmable  terminal.  Which 
might  make  you  think  technology  has  simply  passed  it  by. 

At  SAS  Institute,  we  see  things  a  little  differently.  After 
all,  your  mainframe — and  the  thousands  of  terminals 
attached  to  it — are  the  backbone  of  your  business.  Not  to 
mention  your  largest  single  investment  in  computing.  And 
we  just  don’t  think  you  should  have  to  replace  that  invest¬ 
ment  to  enjoy  the  interactivity  of  a  PC  environment. 

Just  get  the  SAS’"  System  of  software. 

Bring  the  Individual  Productivity 
of  a  PC  to  Your  Mainframe. 

Only  the  world’s  leading  applications  system  could  bring  the 
look  and  feel  of  SAA/CUA  to  your  mainframe... and  breathe 
new  life  into  your  3270  terminals.  Just  point  and  shoot  to 
gain  total  control  over  your  strategic  data-driven  tasks:  data 
access,  management,  analysis,  and  presentation. 

Pull-down  menus  and  pop-up  windows  make  it  more 
intuitive  than  ever  to  take  advantage  of  the  SAS  System’s 
wide  range  of  applications — from  report  writing  and 
graphics  to  decision  support  and  applications  development. 


Let  the  SAS  System  point  the  way  to  greater  produc¬ 
tivity  on  your  mainframe... on  your  minicomputers  and 
UNIX'-based  workstations.. .and  on  your  PCs  running  OS/2® 
and  MS-DOS®  Wherever  you  choose  to  run  the  SAS  System, 
you’ll  get  fast-and-friendly  software  backed  by  expert 
technical  support,  consulting  services,  documentation, 
and  training. 

All  from  SAS  Institute  Inc.,  one  of  the  world’s  most 
respected  names  in  software.  For  a  SAS  System  executive 
summary,  plus  details  about  how  you  can  receive  the 
SAS  System  for  a  free  trial,  give  us  a  call  at  919-677-8200. 

In  Canada,  call  416-443-9811. 

SAS  Institute  Inc. 

Software  Sales  Department 
SAS  Campus  Drive 
Cary,  NC  27513 

Phone  919-677-8200  □  Fax  919-677-8123 

SAS  is  a  registered  trademark  of  SAS  Institute  Inc.  UNIX  is  a  registered  trademark  of 
AT&T.  SAA  and  OS/2  are  registered  trademarks  of  IBM  Corp.  MS-DOS  is  a  registered 
trademark  of  Microsoft  Corp. 

"Computer  Intelligence,  La  Jolla,  CA. 

Copyright  ©  1990  by  SAS  Institute  Inc.  Printed  in  the  USA. 


How  to  tell  a  great  idea  from 


First,  get  your  rough  wireframe  model  done 
faster,  with  the  instantaneous  response  of  over 
one  million  3D  vectors  per  second. 


Now  create  a  solid-shaded  image  fast,  using  up  to 
300,000  polygons  per  second.  The  high  quality 
of  the  image  makes  it  easy  to  comprehend. 


Fast  response  gets  you  through  the  tedious  phase  of 
finite  element  mesh  generation  more  quickly. 
Superi(/r  image  richness  improves  comprehension. 


Contour  mapping  helps  you  spot  design  flaws 
in  60  seconds  or  less,  instead  of  the  hours  you 
might  spend  searching  through  numerical  data. 


Model  designed  and  analyzed  using  PDA  Engineering's  PATRAN*  MCAE  system.  ©  1990  Hewlett-Packard  Company  CPWG006 


a  flop  in  60  seconds  or  less. 


Spot  rudimentary  design  flaws  in  seconds  with 
sectioning  and  capping.  At  this  stage,  interference 
checking  also  makes  flaws  readily  apparent. 


Ray  tracing,  anti-aliasing  and  our  exclusive  TurhoVRX 
texture  mapping  make  superrealistic  designs  that  really 
communicate  your  ideas.  Fewer  prototypes,  too. 


The  new  HP  Apollo  graphics 
workstations  make  it  quick 
and  easy. 

Since  they’re  faster  than  other 
workstations,  ideas  develop 
faster.  So  your  engineers  have 
the  time  to  explore  more  inno¬ 
vative  designs.  They  also  have 
more  time  to  correct  those 
unexpected,  but  almost  un¬ 
avoidable,  design  flaws. 

If  a  flaw  does  appear,  they’ll 
see  it  more  clearly.  Because 
our  unique  features,  such  as 
sectioning  and  capping,  inter¬ 
ference  checking  and  contour 
mapping,  make  even  the  most 
complex  designs  easier  to 
understand.  And  combining 
features  like  texture  mapping 
and  radiosity  adds  levels  of 
realism  you  won’t  see  in  other 
workstations. 

All  this  means  your  engineers 
can  make  critical  design  deci¬ 
sions  more  quickly  and  accu¬ 
rately.  And  bypass  costly, 
time-consuming  early  proto¬ 
types.  They’ll  also  find  it  much 
easier  to  explain  their  designs 
to  everyone  else,  because  HP 
Apollo  graphics  workstations 
can  render  them  with  stun¬ 
ning  clarity. 

Can  1-800-752-0900,  Ext.  1663 

today  for  more  information 
about  the  fast  new  HP  Apollo 
Personal  or  ThrboVRX  graphics 
workstations.  You’ll  be  seeing 
a  lot  more  great  ideas— without 
a  flop  among  them. 
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Microsoft  aims  for  desktop  document  standard 


BY  RICHARD  PASTORE 

CW  STAFF 


Suppose  you  could  embed  a  Lotus  Devel¬ 
opment  Corp.  1-2-3  spreadsheet  into  an 
Aldus  Corp.  Pagemaker  document  and 
link  them  together  so  a  change  to  the 
spreadsheet  would  automatically  be  re¬ 
flected  in  the  Pagemaker  text.  This 
“compound  document”  could  also  travel 
as  a  single  unit  across  a  network.  And  the 
live  links  would  be  invisible  to  the  user, 
who  would  only  see  a  single  document. 

This  idealistic  scenario  will  become  re¬ 
ality  if  Microsoft  Corp.  can  convince 
enough  third-party  applications  develop¬ 


ers  to  support  its  latest  effort  to  set  a 
desktop  computing  standard. 

Microsoft  expects  more  than  200  de¬ 
velopers  to  attend  a  conference  today  to 
receive  copies  of  its  new  compound  docu¬ 
ment  specification,  dubbed  OLE,  for  Ob¬ 
ject  Linking  and  Embedding.  Among 
those  expected  to  announce  support  for 
the  Windows  3.1-based  OLE  are  Lotus, 
WordPerfect  Corp.,  Aldus,  Micrografx, 
Inc.  and  Borland  International.  “If  you’ve 
got  a  word  processing  document  that  con¬ 
tains  a  spreadsheet  brought  in  from  Lotus 
[1-2-3]  or  [Microsoft’s]  Excel,  it  makes 
sense  to  work  on  the  spreadsheet”  data 
without  having  to  manually  load  the  appli¬ 


cation,  said  Michael  Drips,  senior  strate¬ 
gist  at  U.S.  Sprint  Communications  Co. 

Because  of  the  popularity  of  Windows, 
Drips  thinks  OLE  will  become  a  standard. 

In  the  past,  various  applications  have 
made  it  possible  to  “hot-link”  and  embed 
portions  of  one  application  into  another, 
but  only  with  applications  specifically 
modified.  For  instance,  linking  is  already 
possible  between  certain  Lotus  and 
WordPerfect  applications. 

Interleaf,  Inc.  is  incorporating  a  similar 
capability,  active  documents,  in  the  next 
release  of  its  publishing  software  due  to 
ship  this  month.  However,  the  feature  is 
for  Unix-based  systems,  and  Interleaf  is 


not  pushing  its  technology  as  a  standard. 

But  Microsoft  seeks  to  widen  the 
scope  of  this  capability  to  all  applications 
on  all  personal  computer  platforms. 

“We  can  already  do  [linking]  between 
our  own  applications,  but  this  is  a  lot 
smoother,”  said  Chuck  Middleton,  direc¬ 
tor  of  OS/2  and  Windows  Development  at 
WordPerfect.  “Microsoft  seems  to  be  the 
logical  company  to  start  a  move  toward 
standardizing  that  capability.” 

The  next  major  releases  of  Microsoft’s 
own  Windows-based  applications  will  sup¬ 
port  OLE,  according  to  Darryl  Rubin,  vice 
president  of  application  strategy.  Micro¬ 
soft  also  plans  to  adopt  OLE  for  Apple 
Computer,  Inc.’s  System  7  when  it  is  re¬ 
leased  and  for  OS/2  with  Presentation 
Manager  “at  a  later  date,”  Rubin  said. 

Morris  looking 
for  new  ruling 

BY  MICHAEL  ALEXANDER 

CW  STAFF 


NEW  YORK  —  Seeking  to  overturn  the 
January  1990  conviction  of  Robert  T. 
Morris  for  creating  a  worm  program  that 
immobilized  computers  on  the  Internet 
computer  network,  his  attorney  argued  in 
federal  appeals  court  last  week  that  Mor¬ 
ris  did  not  deliberately  set  out  to  cause 
harm. 

Thomas  Guidoboni,  the  Washington, 
D.C.,  attorney  who  defended  Morris,  told 
the  panel  of  three  judges  in  oral  argu¬ 
ments  he  understood  the  law  to  mean  that 
the  government  had  to  prove  Morris  in¬ 
tended  to  access  the  computer  systems 
and  cause  the  harm  that  resulted  from 
paralyzing  thousands  of  computers  for  up 
to  three  days  in  November  1988.  In  his 
trial,  held  in  Syracuse,  N.Y.,  last  January, 
Morris  said  a  programming  error  caused 
the  worm  program  to  replicate  out  of  con¬ 
trol  and  clog  the  memories  of  the  comput¬ 
ers  that  were  attacked. 

Guidoboni  also  said  Morris  did  not 
break  into  the  computers  but  merely  ex¬ 
ceeded  a  right  to  use  the  computers  while 
attending  Cornell  University  as  a  comput¬ 
er  science  graduate  student  in  1988. 

Ellen  Meltzer,  one  of  two  government 
attorneys  who  prosecuted  the  case,  ar¬ 
gued  that  the  law  clearly  does  not  require 
the  government  to  prove  the  intruder  in¬ 
tended  to  cause  harm. 

In  an  interview,  Guidoboni  said  the  is¬ 
sue  of  intent  was  both  familiar  and  evident 
to  the  judges.  The  second  argument,  that 
Morris  had  a  right  to  use  the  computers 
but  exceeded  his  privileges,  was  more 
technical  and  thus  may  not  have  been  as 
readily  grasped  by  the  judges. 

The  second  U.S.  Circuit  Court  of  Ap¬ 
peals  in  New  York  is  expected  to  prepare 
a  written  statement  and  issue  a  decision, 
probably  within  four  to  six  months,  Guido¬ 
boni  said. 

Morris,  25,  was  the  first  person 
brought  to  trial  under  a  section  of  the 
Computer  Fraud  and  Abuse  Act  of  1986 
that  makes  it  a  felony  to  break  into  a  “fed¬ 
eral  interest”  computer  and  prevent  its 
authorized  use.  He  was  convicted  and  sen¬ 
tenced  to  three  years’  probation  and  400 
hours  of  community  service  and  was  fined 
$10,000.  He  has  been  fulfilling  his  com¬ 
munity  service  requirement  by  working 
part-time  at  the  Boston  Bar  Association. 
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’Windows,  Lotus  1-2-3,  and  dBase  are  trademarks  of  their  respective  companies. 
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Until  now,  a  mirror  has  always  reflected  what  it  was  shown.  Until  now, 
there’s  only  been  one  way  to  look  at  data.  Now  there’s Thinx ™  software. 
The  revolutionary  Windows'  program  that  works  with  Lotus'  1-2-3,' 
Excel  and  dBase’  and,  for  the  first  time,  lets  you  create,  analyze  and 
present  data  in  a  whole  new  way.  For  a  free  demo  disk  call  1-800-688-4469. 
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Be  a  key  player 


With  AccuMAX ™  you  can  be  a  key  player  in  maxi¬ 
mizing  the  performance  of  DB2.  Under  any  circumstance. 
No  matter  what  your  role.  No  matter  what  your  level  of 
experience. 

From  applications  development  to  data  base 
administration  to  systems  support.  All  the  information  and 
facilities  you  need  to  customize  the  management  of  DB2.  All 
function  key-driven  in  SAA/CUA  format. 

There’s  never  been  There's  the  application  trace  facility- 

t  .  Using  pop-up  windows,  you  can  start  or  stop 

a  better  time  nim  .  .  n  A  .v  f  . 

DB2  traces  dynamically.  And  it  s  easy  to  view 
tO  bliy  a  DB2  current  and  historical  data  online.  So  you  can 
performance  manager.  diagnose  a  problem.  Tune  an  existing 

application.  Or  test  a  new  or  modified  one. 

If  your  role  is  subsystem  performance, 
AccuMAX  allows  online  access  to  any  DB2  area. 
And  you  can  monitor  multiple  DB2  subsystems 
concurrently.  Without  modifying  system  parameters 
or  rolling  through  numerous  displays. 

There’s  even  a  multi-level  help  facility  with  field 
definitions,  helpful  hints  and  recommendations.  And  the 
smart  window  in  the  upper  left  corner  gives  a  constant 
readout  of  real-time  performance  exceptions. 

Maximum  appeal  and  ease  of  use.  Under  any 
circumstance.  That’s  AccuMAX  for  DB2.  To  find  out  how 
you  can  be  a  key  player,  call  800  323-2600.  Ask  for  ext.  1184. 
We’ll  send  you  a  demo  diskette  or  arrange  a  free  30-day 
evaluation. 
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Get  XEST  EDI.  Because  if  one 


Here  at  AT &T  we  know  that  an  Electronic  Data 
Interchange  service  is  only  as  good  as  its  component 
parts.  That’s  why  we’ve  designed  each  part  of  AT&T  EDI 
to  be  equally  strong.  Why  does  our  EDI  stand  up  to  your 
business’  needs  better  than  any  other?  It’s  a  matter  of 
simple  addition. 

Network 

AT&T  EDI  is  part  of  the  AT&T  Global  Messaging  Net¬ 
work.  This  network  is  based  on  our  patented  “Message 
Transfer  Architecture”  that  uses  CCITT  MHS  X.400,  the 
internationally  accepted  messaging  standard.  So  you 
can  easily  link  up  with  trading  partners  around  the 
world.  And  you  can  send  and  receive  encrypted  data, 
ensuring  the  security  of  sensitive  documents.  Further- 

C’  j 


more,  the  AT&T  Global  Messaging  Network  can  be  used 
not  only  for  EDI  but  for  electronic  mail  and  enhanced  fax. 

+ Systems 

Our  unique  open  architecture  means  that  our 
EDI  can  work  with  whatever  systems  you  have,  whet  her 
they’re  mainframe,  mini  or  PC-based. We  have  the  soft¬ 
ware  and  systems  for  you  and  your  trading  partners,  no 
matter  what  size  they  are  or  how  advanced  they  may 
be.  And  with  our  open  architecture, we  make  it  easy  for 
your  system  to  adapt  as  your  business  grows. 

+ Support 

From  the  day  you  start  talking  with  us  about  EDI, 

J  J  Cy 

you  can  get  an  extensive  range  of  support  services.  From 
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piece  is  out  of  balance, 
well, you  know  whaf  11  happen. 


customized  trading  partner  conferences  and  imple¬ 
mentation  seminars  to  on-site  technical  support. You 
also  get  the  benefit  of  our  extensive  experience  with 
EDI.  After  all, we’ve  been  using  EDI  here  at  AT&T  for 
more  than  ten  years. 

=The  best  EDI. 

So  get  the  most  advanced  EDI  network  there  is, 
with  the  most  flexible  systems  and  unsurpassed 
support.  AT&T  EDI.  Because,  on  balance,  the  best  EDI 
is  the  sum  of  superior  parts. 

Quality.  Another  AMT  advantage. 

For  more  information,  call  your  AT&T  Account 
Executive  or  1 800  321-6747  Ext.  EDI. 
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New  from  NCR 

■  NCR  Corp.  is  showing  off 
what  it  said  is  one  of  the  first 
commercially  available  man¬ 
ufacturing  cell  control  sys¬ 
tems  based  on  Open  Sys¬ 
tems  Interconnect  standards. 
The  cell  control  system  is 
also  one  of  the  first  to  inte¬ 
grate  Unix  Version  3  and 
Manufacturing  Automation 
Protocol  (MAP)  3.0,  the 
company  said.  The  system  is 
aimed  at  manufacturers  who 
want  to  integrate  shop-floor 
devices  made  by  a  variety  of 
vendors,  according  to  Ray 
Chagnon,  director  of  manu¬ 
facturing  industry  marketing. 
NCR  will  market  the  cell 
control  system  under  an 
agreement  with  AEG,  Inc., 
based  in  Germany.  The  Ger¬ 
man  firm  will  market  MAP 
hardware  and  software  and  a 
programmable  logic  control¬ 
ler. 

Mobile  money  machine 

■  Anyone  who  uses  an  auto¬ 
mated  teller  machine  (ATM) 
must  wonder  what  people 
did  before  cash  dispensers 
were  invented.  ATMs  have 
become  so  popular,  in  fact, 
that  First  Citizens  Bank  and 
Trust  Co.  in  South  Carolina 
has  decided  to  put  one  on 
wheels  to  make  the  rounds  of 
country  fairs,  racetracks  and 
other  places  where  cash- 
hungry  hordes  are  apt  to 
gather.  The  mobile  ATM,  an 
NCR  5084  cash  dispenser,  is 
housed  in  a  two-ton  truck 
equipped  with  dial-up  tele¬ 
phone  line  and  satellite  anten¬ 
na  system. 

Brainy  chip 

■  Local  operating  networks 
using  an  inexpensive  device 
called  a  neuron  chip  will 
make  it  possible  to  automate 
everything  from  security 
systems  at  home  to  energy¬ 
saving  thermostats  at  the  of¬ 
fice.  At  least,  that  is  the  plan 
of  A.  C.  “Mike”  Markkula 
Jr.,  ex-chairman  of  Apple 
Computer,  Inc.,  and  M.  Ken¬ 
neth  Oshman,  co-founder  of 
Rolm  Corp.,  now  jointly 
owned  by  IBM  and  Siemens 
AG.  The  two  Silicon  Valley 
entrepreneurs  hope  to  have 
the  programmable  neuron 
chip  implanted  in  a  wide  vari¬ 
ety  of  appliances. 


Tackling  systems  tasks  in  tandem 

Processors  in  hybrid  computers  use  cooperative  approach  to  boost  performance 


BY  GARY  H.  ANTHES 

CW  STAFF 


High-performance  comput¬ 
ers  of  the  year  2000  are 
likely  to  be  built  from  spe¬ 
cialized  modules  employing 
different  architectures, 
each  module  performing  a  task  —  such 
as  image  or  speech  processing,  sorting 
or  encryption  —  for  which  it  has  been 
explicitly  designed.  Manufacturers  are 
now  beginning  to  combine  specialized 
engines  for  better  overall  system  per¬ 
formance,  and  experts  said  the  trend 
will  accelerate  as  companies  look  for 
ways  to  distinguish  their  products  in  an 
increasingly  standardized  world. 

Companies  have  traditionally  made 
their  machines  more  powerful  by 
building  faster  processors.  But  as  the 
laws  of  physics  threatened  to  flatten 
soaring  performance  curves,  it  became 
a  matter  of  faith  that  the  fastest  com¬ 
puters  would  need  multiple  proces¬ 
sors. 

Mainstream  companies  such  as 
IBM  embraced  the  concept  of  parallel 
processing  in  a  limited  way,  while  a  few 
bold  companies  —  often  with  help 
from  Uncle  Sam  —  went  whole-hog 
with  systems  having  thousands  of  pro¬ 
cessors. 

While  the  limits  of  neither  approach 
are  in  sight,  computer  designers  are  in¬ 
creasingly  trying  out  a  third,  comple¬ 
mentary  tack  in  which  heterogeneous 
systems  —  computers  or  groups  of 
computers  —  employ  multiple  special¬ 
ized  components,  each  doing  what  it 
does  best. 

Super  specialized 

Last  month,  the  supercomputer  unit  of 
Intel  Corp.  announced  the  planned  de¬ 
livery  of  a  new  generation  of  its  Touch¬ 
stone  computer,  an  ultra-fast  —  peak 


byte/sec. 

Intel  plans 
to  add  a  spe¬ 
cialized  pro¬ 
cessor  for 
three-dimension¬ 
al  graphics  to  the 
next  generation, 
available  in  one  year. 

IBM’s  recent  rollout  of 
the  new  System/390  included  a 
$125,000  optional  processor  specially 
designed  to  do  the  number  crunching 
demanded  by  data  encryption  algo¬ 
rithms.  Michael  Monachino,  director 
of  IBM’s  Mid-Hudson  Valley  Develop¬ 
ment  Laboratory,  said  a  European 
bank  with  the  add-on  has  been  able  to 
extend  total  machine  performance  by 
46%  while  running  programs  requir¬ 
ing  encryption  or  decryption. 

James  Key,  assistant  director  at  the 
University  of  Maryland’s  Engineering 
Research  Center,  said  future  super¬ 
computers  will  have  basic  architec¬ 
tures  with  hooks  for  field  additions  of 
modules  for  graphics,  animation, 
speech  input  and  output,  image  and 


Paul  Mock 

standardization,  how  do  you  add  value? 
You  drop  in  specialized,  application- 
specific  modules.”  Key  said  manufac¬ 
turers  will  be  reluctant  to  incur  the 
enormous  expense  of  developing  new 
architectures  if  product  differentiation 
can  be  achieved  some  other  way. 

Key  said  demand  will  blossom  for 
image  processing  in  areas  such  as  med¬ 
ical,  seismic  and  satellite  photography 
applications.  And  users  will  increasing¬ 
ly  want  their  images  animated  — 
something  that  takes  enormous  pro¬ 
cessing  power.  Even  relatively  mun¬ 
dane  applications  such  as  processing 
digitized  credit-card  receipts  could 
benefit  from  specialized  modules,  he 
said. 


speed  is  claimed  to  be  32  billion  opera¬ 
tions  per  second  —  machine  with  528 
Intel  I860  processors.  But  Touchstone 
also  uses  42  Intel  80386  processors 
for  I/O  and  special  routers  that  pass 
messages  between  processors  at 
a  whopping  40M 


data  compression  and  encryption. 
Some  of  these  will  work  in  parallel  with 
the  CPU,  and  some  will  act  as  front  or 
back  ends. 

Key  said  the  approach  will  increas¬ 
ingly  be  used  in  mainframes  and  small¬ 
er  systems,  too.  “As  we  move  toward 


Hitachi  show  is  a  preview  of  things  to  come 


BY  JOHANNA  AMBROSIO 

CW  STAFF 


If  Hitachi  Ltd.  has  anything  to  do 
with  it,  the  future  will  include  a 
programming  language  that 
works  by  animation,  an  intelli¬ 
gent  optical  filing  system  and 
laptop  video  cassette  recorders. 

These  and  other  prototypes  were 
on  display  at  Hitachi  Technology  1991, 
a  kind  of  mini  World’s  Fair  held  in  New 
York  late  last  month.  Walking  robots, 
medical  imaging  gear,  a  neural  com¬ 
puter  with  more  than  1,100  neurons 
[CW,  Dec.  3]  and  other  futuristic  de¬ 
vices  filled  the  arena.  Most  of  what  was 
shown  is  at  least  two  years  away  from 
being  offered  as  actual  products  in  Ja¬ 
pan,  with  U.S.  availability  coming 
some  time  after  that. 

Especially  novel  was  the  Visual  Pro¬ 


gramming  Language,  which  allows  us¬ 
ers  to  specify  a  sequence  of  events  us¬ 
ing  keyboard  commands  or  speech  and 
watch  an  animated  helpmate  carry  out 
the  prescribed  actions  on-screen. 

Suppose,  for  example,  the  user 
wants  a  series  of  on-line  databases 
searched  for  a  specific  topic.  The  user 
can  either  type  in  or  speak  what  he 
wishes  to  be  done  and  then  the  user 
watches  Sally,  the  on-screen  helper, 
simulate  the  job.  If  at  any  point  during 
the  process  the  user  decides  to  alter 
the  process,  the  animation  will  re¬ 
spond  instantly. 

After  a  sequence  of  events  has  been 
defined  and  the  user  is  satisfied,  the  Vi¬ 
sual  Programming  Language  trans¬ 
lates  all  the  commands  into  code. 

The  intelligent  optical  filing  system 
allows  users  to  search  through  a 
1,000-page  database  of  text  and  pic¬ 


tures.  Using  expert  system  tech¬ 
niques,  the  system  will  present  the 
user  with  a  list  of  possible  matches  to  a 
query.  It  works  somewhat  like  today’s 
text-management  systems. 

Also  on  exhibit  were  computer-aid¬ 
ed  software  engineering  (CASE)  tools, 
which  are  being  used  internally  at  Hita¬ 
chi  but  are  not  yet  sold.  These  include 
software  for  systems  analysis  and 
something  called  Problem  Analysis  Di¬ 
agram,  a  picture  of  the  program  that 
replaces  flow  charts.  All  the  CASE 
tools’  output  can  be  used  as  input  into 
the  other  programs. 

Other  research  and  development  ef¬ 
forts  at  Hitachi  include  neural  net¬ 
works  and  fuzzy  logic,  an  offshoot  of  ar¬ 
tificial  intelligence.  The  company 
already  sells  expert  systems  in  Japan, 
including  a  machine  that  translates  En¬ 
glish  into  Japanese  and  vice  versa. 
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What  to  expect  from 
our  new  gateway  products. 


Lots  of  products  promise  you  the  world.  But  DCA’s  new 
IRMALAN™  products  which  provide  3270  terminal  emulation 
to  the  PCs  on  your  LAN  deliver  it. 


USING  ONLY  29K,  IRMALAN  MAKES  YOUR 
MEMORY  PROBLEMS  A  THING  OF  THE  PAST 


RamXpander,™  DCA’s  efficient  new  memory  manager, 
breaks  the  640K  barrier.  RamXpander  swaps  the  emulator  to 
either  hard  disk  or  network  drive,  so  you  no  longer  have  to 
buy  additional  memory.  Or  you  can  use  extended/expanded 
memory.  If  you’re  using  a  direct  token-ring  connection, 
IRMALAN  uses  only  29K  of  resident  memory.  With  DFT,SDLC, 
or  token-ring  gateway  connections,  less  than  40K  is  needed. 

So  you  can  run  your  most  powerful  DOS  applications 
alongside  IRMALAN,  without  giving  up  any  of  IRMALAN ’s 
popular  features.  Like  host  printer  emulation,  and  access  to 
as  many  as  five  host  sessions  simultaneously. 


IRMALAN  NOW  SUPPORTS  NOVELL’S 
IPX/SPX  PROTOCOL. 


IRMALAN  for  NetWare®  is  tightly  integrated  with  Novell’s 
IPX/SPX  protocol,  providing  significant  performance  and 
memory  advantages.  And  since  there’s  a  NETBIOS  version, 
IRMALAN  fits  into  any  environment. 


IT’S  THE  MOST  COST-EFFECTIVE 
SOLUTION  AVAILABLE. 


DCA’s  unique  concurrent  user  licensing  makes  our  cost- 
per-user  unbeatable,  because  it’s  licensed  to  every  node  on 
the  LAN,  the  price  is  based  only  on  how  many  people  need 
to  access  the  mainframe  at  once. 

Plus,  when  you  have  new  software  installations  or  up¬ 
dates,  you  only  have  to  load  them  on  the  network  server,  not 
each  PC  on  the  LAN. 

All  of  these  benefits,  plus  unparalleled  support  and 
training,  make  IRMALAN  out  of 
this  world.  For  help  in  your  gate¬ 
way  decision,  call  1-800-241-IRMA 
ext.  63E*  to  receive  A 

your  free  “SNA  IT)  (Vs 
Gateway  Guide.”  \ 


IRMALAN 

Gateway  Suw 


I 
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•Or  call  1-404-442-4500,  ext.  63E.  ©  Digital  Communications  Associates,  Inc.  All  rights  reserved.  DCA  is  a  registered  trademark  and  IRMALAN  and  RamXpander  are  trademarks  of 
Digital  Communications  Associates,  Inc.  All  other  brand  and  product  names  are  trademarks  of  their  respective  owners. 


VIEWPOINT 


EDITORIAL 

Good  for  you? 

IN  HIS  BOOK  Wave  of  Change,  published  a 
decade  ago,  Charlie  Lecht  foresaw  a  battle 
of  galactic  proportions  between  IBM  and 
AT&T,  who  Lecht  felt  would  fight  it  out  for 
supremacy  in  the  future  days  of  networked  com¬ 
puting  (once  AT&T  was  broken  up,  which  Lecht 
also  foresaw). 

Certain  pieces  of  this  scenario  actually  began 
to  fall  into  place.  IBM  became  more  aggressive 
in  the  communications  area,  investing  heavily  in 
a  satellite  venture  and  buying  up  a  promising  pri¬ 
vate  branch  exchange  vendor  named  Rolm. 

AT&T  jumped  full-force  into  the  systems  are¬ 
na,  striking  a  major  deal  and  equity  investment 
with  Olivetti  while  pouring  untold  tens  of  mil¬ 
lions  of  dollars  into  the  sinkhole  of  large  systems 
development. 

Today,  Satellite  Business  Systems,  Rolm  and 
the  Olivetti  deal  are  part  of  a  costly  and  futile  his¬ 
tory,  while  the  systems  sinkhole  continues  to 
pull  millions  away  from  AT&T’s  bottom  line,  and 
the  basic  premise  of  Lecht’s  book  holds  true: 
AT&T  feels  its  future  depends  on  being  able  to 
provide  totally  integrated  solutions,  leveraged 
by  its  fabulous  communications  network.  So  it’s 
gunning  for  NCR. 

As  of  this  writing  late  last  week,  NCR  had  de¬ 
cided  that  AT&T’s  takeover  attempt  might  not 
be  all  that  bad  if  the  telephone  company  could 
just  raise  its  offer  a  bit,  despite  pronouncements 
earlier  in  the  week  that  NCR  just  wasn’t  for  sale 
to  AT&T. 

Interestingly,  in  the  many  news  accounts  of 
this,  the  biggest  buyout  in  computer  industry 
history,  the  focus  has  been  on  what’s  good  for 
NCR’s  shareholders  and  Chairman  Charles  Ex- 
ley  and  what’s  good  for  AT&T  and  its  failed  com¬ 
puter  strategy  and  what’s  good  for  the  fictitious 
widows  and  orphans  who,  it  used  to  be  said,  own 
AT&T. 

What  about  the  customer?  What  would  make 
such  a  megamerger  right  for  them?  Is  AT&T’s 
long-term  survival  strategy  in  harmony  with  the 
customers’  best  interests? 

Recent  history  indicates  that  big  hardware 
mergers  soon  falter,  stumble  and  even  crash. 
Consider  Rolm/IBM,  Burroughs/Sperry,  Bull/ 
Honeywell.  And  when  the  stride  of  these  big 
merger  partners  is  broken  by  poor  performance, 
you’d  be  hard-pressed  to  make  a  case  that  the 
customer  ultimately  benefits.  Without  question, 
some  shareholders  do  benefit,  at  least  those  who 
dump  their  stakes  early  enough. 

Still,  it  is  the  customer  who  both  prevails  in 
determining  whether  the  merger  works  —  and 
suffers  if  it  doesn’t.  We’ve  heard  NCR’s  senior 
management  clearly  state  that  the  merger  is  not 
in  NCR’s  interests  and,  by  extension,  not  in  the 
interests  of  its  customers. 

Should  AT&T  sweeten  its  offer  even  higher 
into  the  financial  stratosphere,  these  same  exec¬ 
utives  are  going  to  have  a  very  difficult  job  con¬ 
vincing  customers  that  all  of  a  sudden  this  mar¬ 
riage  makes  sense  and  that  it’s  time  to  put  away 
the  shotgun  and  take  out  the  rice. 


LISPing 

Regarding  the  articles  by  Jo¬ 
hanna  Ambrosio  and  Shaku  Atre 
on  expert  systems  and  object- 
oriented  programming  (OOP) 
systems  [CW,  Sept.  17],  artificial 
intelligence  has  come  a  long  way 
in  the  past  seven  plus  years,  and 
I  believe  that  it  is  poised  to  pro¬ 
vide  a  foundation  for  the  chal¬ 
lenge  of  the  coming  decade. 

While  many  of  today’s  AI  ven¬ 
dors  are  writing  in  C,  I  believe 
only  LISP  can  handle  the  need 
for  expert  systems  and  AI  in  a 
true  high-volume,  high-perfor¬ 
mance  production  environment. 

The  key  to  an  AI  product  suc¬ 
ceeding  in  the  marketplace  will 
be  its  ability  to  consistently  give 
high  levels  of  performance  under 
the  burden  of  large  volumes  of 
data. 

AI  systems  need  to  provide  a 
seamless,  portable  environment 
that  businessmen  and  data  pro¬ 
cessors  can  use  to  quickly  devel¬ 
op  tools  and  implement  systems. 

I  will  look  forward  to  more  ar¬ 
ticles  on  AI,  expert  systems  and 
OOP  systems  in  the  future. 

Robert  S.  Dom  inko 
President 
RSD  Associates  of 
New  Jersey,  Inc. 

Annandale.N.  J. 

Racial  tension 

In  “IS:  A  tough  road  for  minor¬ 
ities”  [CW,  Nov.  19],  Ms.  Wilson 
levels  a  number  of  accusations  at 
the  information  systems  estab¬ 
lishment  regarding  racial  in¬ 
equality.  But  to  imply  that  blacks 
are  still  discriminated  against 
with  little  published  factual  basis 
within  the  article  borders  on  the 
inflammatory. 

I  find  Ms.  Wilson’s  claim  that 
a  “majority”  manager  would 


prevent  a  black  manager’s  ca¬ 
reer  advancement  simply  be¬ 
cause  the  “majority”  manager  is 
intimidated  or  insecure  to  be 
highly  offensive.  I  trust  that  in 
those  cases,  the  one  being  dis¬ 
criminated  against  would  bring 
some  type  of  discrimination  suit 
against  his  or  her  employer. 
However,  to  suggest  that  white 
managers  squelch  black  subordi¬ 
nates’  career  aspirations  due  to 
insecurity  and  intimidation, 
without  citing  actual  cases  or 
statistics  of  occurrence,  is  alarm¬ 
ing.  Where  did  this  information 
come  from? 

Ms.  Wilson’s  recommenda¬ 
tion  to  blacks  to  “continue  a 
sense  of  giving  110%  to  accom¬ 
plish  the  same  as  their  ‘majority’ 
counterparts”  is  intended  to  en¬ 
courage  blacks  to  disprove  the 
“majority”  misconception  that 
blacks  are  not  as  hard-working. 
What  she  is  saying,  in  fact,  fos¬ 
ters  the  belief  that  blacks  are  not 
as  good  as  whites;  that  they  are 
not  as  smart  or  as  diligent  or  as 
competent.  How  ludicrous!  All 
IS  professionals  should  work 
hard  and  be  rewarded  as  a  result 
of  their  efforts.  It  is  equally 
wrong  to  promote  on  the  basis  of 
skin  color. 

Michael  K.  Ackerbauer 

Systems  Administrator 
C S  Technologies,  Inc. 

Poughkeepsie,  N.  Y. 

Beyond  relational 

Regarding  your  article  on  IBM’s 
object-oriented  direction  [CW, 
Nov.  5],  by  announcing  that  its 
relational  systems  will  be  en¬ 
hanced  to  provide  object-orient¬ 
ed  support,  IBM  is  admitting 
that  relational  technology  is  no 
longer  state-of-the-art.  They  are 
acknowledging  that  users  need, 
and  are  demanding,  the  signifi¬ 
cant  advantages  of  semantic  and 


object-oriented  databases. 

Will  IBM  be  able  to  make  such 
enhancements?  My  guess  is  no. 
The  fact  that  they  have  not  ruled 
out  the  development  of  a  new  da¬ 
tabase  management  system 
shows  they  realize  the  enhance¬ 
ment  approach  might  not  work. 
Users  who  move  from  IMS  to 
DB2  may  be  in  store  for  yet  an¬ 
other  conversion  in  the  future. 

This  may  not  be  a  problem  for 
many  shops  if  this  newer  tech¬ 
nology  is  years  away.  Many  be¬ 
lieve,  as  the  article  states,  that 
“it  will  take  at  least  two  or  three 
years  before  object-oriented 
technology  gains  widespread  use 
in  mainstream  information  sys¬ 
tems  shops.”  This  is  only  true  if 
“mainstream  information  sys¬ 
tems  shops”  means  those  using 
IBM  hardware.  This  advanced 
technology  has  been  commer¬ 
cially  available  for  a  number  of 
years  and  is  now  being  used  to 
build  production  systems. 

This  is  not  widely  known  be¬ 
cause  it  is  happening  outside  the 
IBM  hardware  environment. 
Unisys  has  had  a  powerful  post- 
relational  DBMS  for  a  number  of 
years.  But  IBM’s  monopoly  of 
the  mainframe  market  continues 
to  make  it  difficult  for  other 
hardware  vendors  to  get  publici¬ 
ty  for  their  products. 

Robert  Finkle 
Consultant 

Effective  Systems,  Inc. 

San  Francisco,  Calif. 

Computerworld  welcomes  com- 

ments  from  its  readers.  Letters 
may  be  edited  for  brevity  and 
clarity  and  should  be  addressed 
to  Bill  Laberis,  Editor  In  Chief, 
Computerworld,  P.O.  Box  9171, 
375 Cochituate Road,  Framing¬ 
ham,  Mass.  01 701.  Fax  number: 
(508)  875-8931;  MCI  Mail: 
COMPUTERWORLD.  Please 
include  a  phone  number  for  ver¬ 
ification. 
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U.S.  must  seize  tech  initiative 

MICHAEL  DUKAKIS 


This  is  a  transi¬ 
tional  moment 
for  U.S.  high 
technology.  Rap¬ 
id  political  and 
technological 
change  hold  the 
promise  of  great  things  to  come 
in  the  1990s,  yet  a  lot  of  industry 
people  I  talk  to  these  days  are  as 
anxious  and  perplexed  as  I  have 
ever  seen  them.  Where,  they 
say,  do  we  go  from  here? 

As  the  people  of  Massachu¬ 
setts  know,  I  am  an  inveterate 
optimist.  We  saw  what  the  tech¬ 
nology  industries  were  capable 
of  in  the  1980s  as  the  computer 
companies  boomed.  And  the 
1980s  were  only  a  taste  of  things 
to  come,  as  rapid  progress  in  a 
variety  of  technologies  begins  to 
sow  the  seeds  of  new  growth  in 
the  1990s.  What  troubles  me  is 
that  I  don’t  see  any  evidence  that 
our  country  is  prepared  to  lead 
the  technology  revolution. 

Think  back  just  a  few  months, 
when  the  Berlin  Wall  came  down 
and  communist  governments  fell 
all  over  Europe.  Suddenly,  the 
Cold  War  was  over.  Democracy 
had  triumphed.  The  time  was  at 
hand  to  throw  off  the  dead 
weight  of  an  endless  arms  race 
and  recommit  ourselves  to 


Dukakis  is  the  governor  of  Massachu¬ 
setts  and  will  be  leaving  office  in  January. 


peacetime  investments  in  tech¬ 
nology,  education  and  training 
—  the  things  we  need  to  restore 
the  U.S.’  competitive  edge. 

Yet  just  when  great  opportu¬ 
nity  beckons,  we  find  ourselves 
mired  in  a  morass  born  of  the  op¬ 
portunities  squandered  in  the 
1980s.  Twelve  years  after  the 
last  great  energy  crisis,  the  U.S. 
is  back  at  the  mercy  of  the  oil 
markets,  with  no  national  energy 
policy.  Ten  years  after  massive 
federal  tax  cuts  —  tax  cuts  that 
were  to  revive  U.S.  productivity 
and  technological  leadership 
through  new  investment  —  we 
are  tallying  up  the  massive  cost 
of  worthless  investments  in  junk 
bonds,  leveraged  buyouts,  hos¬ 
tile  takeovers  and  the  fraudulent 
real  estate  portfolios  of  the  sav¬ 
ings  and  loan  industry. 

What  makes  this  moment 
more  perilous  still  is  the  relent¬ 
less  pace  of  international  compe¬ 
tition.  Nowhere  is  this  more  ap¬ 
parent  than  in  high  technology. 

The  U.S.  Commerce  Depart¬ 
ment  recently  concluded  in  a 
study  of  12  emerging  key  tech¬ 
nologies  that  the  U.S.  is  losing 
badly  to  Japan  in  the  develop¬ 
ment  of  four  technologies,  losing 
less  badly  in  six  and  holding  its 
own  in  two. 

The  U.S.  is  rapidly  losing 
market  share  in  semiconductors, 
computers,  fiber  optics  and  ad¬ 
vanced  materials.  High-tech 
products  such  as  computer 


memory  devices,  which  were 
staples  of  U.S.  high-tech  produc¬ 
tion  just  five  years  ago,  have  now 
met  the  fate  that  consumer  elec¬ 
tronics  and  automobiles  met 
over  a  decade  ago. 

We  are  certainly 
seeing  the  effects  of  the 
new  global  high-tech 
order  in  Massachu¬ 
setts.  Our  companies 
succeeded  brilliantly 
for  years  with  minicom¬ 
puters  and  proprietary 
systems;  now  they  are 
competing  fiercely  in  an 
international  market 
that  calls  for  open  sys¬ 
tems  and  ever-smaller 
computers. 

So  why  am  I  an  opti¬ 
mist? 

First,  I  know  from 
experience  that  out¬ 
standing  firms  such  as 
Digital  Equipment 
Corp.  have  faced  tough 
times  before  and 
emerged  even  stron¬ 
ger. 

Second,  as  the  more 
established  companies  in  Massa¬ 
chusetts  have  become  leaner,  I 
have  watched  a  whole  new  crop 
of  companies  come  to  the  fore. 

There  is  nothing  wrong  with 
U.S.  innovation  and  invention, 
either  in  Massachusetts,  Silicon 
Valley  or  anywhere  else.  What 
we  are  increasingly  poor  at  is 
nurturing  these  companies  so 


they  grow  into  established  firms 
that  fully  exploit  emerging  tech¬ 
nologies  and  spin  off  the  new 
products  and  new  jobs  that  the 
U.S.  so  desperately  needs. 

It  is  long  past  time  for  the 
U.S.  to  place  the  same  intensive 
focus  on  national  competitive¬ 
ness  in  high  technology  that  we 


once  placed  on  the  race  to  the 
moon  and,  until  recently,  on  the 
superpower  arms  race. 

It  is  time  for  a  shift  away  from 
unnecessary  defense  research 
with  little  commercial  applica¬ 
tion  to  the  support  of  precompe- 
titive  technologies,  such  as  bio¬ 
technology  and  microelectron¬ 
ics,  where  the  U.S.  can  take  a 


leadership  position.  It  is  time  for 
regulators  to  move  decisively  to¬ 
ward  the  creation  of  high-speed 
data  networks  and  the  “smart” 
highways  of  the  future,  just  as 
the  Japanese  have.  And  it  is  long 
past  time  for  us  to  stop  the  end¬ 
lessly  circular  debate  over  “in¬ 
dustrial  policy”  and  use  the  tools 
available  to  the  presi¬ 
dent  and  his  administra¬ 
tion  to  promote  U.S. 
leadership  in  technol¬ 
ogy. 

Japan  is  winning  the 
technological  race  be¬ 
cause  it  provides  a  pro¬ 
tective  home  market  to 
emerging  technologies 
that  not  only  encom¬ 
passes  joint  research 
and  development  and 
favorable  interest  rates 
but  the  education  and 
training  of  people  as 
well.  Japan’s  invest¬ 
ment  in  people  not  only 
makes  it  a  manufactur¬ 
ing  powerhouse  but 
also  a  laboratory  for  the 
assimilation  of  new 
technologies. 

I  simply  cannot  be¬ 
lieve  that  our  own  bud¬ 
get  and  trade  policies 
are  incapable  of  providing  similar 
support  to  new  technologies 
without  resorting  to  endless  de¬ 
bate  over  whether  we  should 
have  an  “industrial  policy.”  Af¬ 
ter  all,  it  will  be  pointless  for  any 
president  to  swear  off  picking 
“winners  and  losers”  if  the  U.S. 
has  no  technological  contenders 
at  the  starting  line. 


Robin  Jareaux 


Japanese  investors 
eye  U.S.  brainpower 


GLENN  RIFKIN 

The  headline 
blared  off  the 
front  page  of  a 
recent  New  York 
Times :  “Japa¬ 
nese  Labs  in 
U.S.  Luring 
America’s  Computer  Experts.” 
The  lengthy  article  offered  yet 
another  bleak  scenario  of  the 
U.S.  computer  industry  being 
bested  by  the  Japanese.  It  may 
be  the  scariest  yet. 

So  just  when  it  seemed  Japan¬ 
bashing  had  become  passe,  like 
junk  bonds  and  Reaganomics,  we 
get  a  reminder  that  the  Japanese 
are  relentless  (ruthless?)  in  their 
pursuit  of  excellence  and  that 
they  have  pockets  deep  enough 
to  pay  for  it.  They’ve  bought  the 
companies;  they’ve  bought  the 
buildings;  they’ve  bought  the 
land.  Now  they  are  buying  the 
minds  —  and  some  pretty  de¬ 
cent  ones  at  that. 

According  to  the  article,  Japa- 


Rifkin  is  a  Computerworld  features  edi¬ 
tor. 


nese  computer  makers  are  quiet¬ 
ly  setting  up  research  labs  across 
the  U.S.  and  luring  some  of  the 
best  and  brightest  computer  sci¬ 
entists  to  work  in  these  labs. 
NEC  has  already  opened  a  lab  in 
Princeton,  N.J.,  Matsushita  and 
Canon  are  starting  ones  next 
year  in  San  Francisco  and  Stan¬ 
ford,  Calif.,  respectively.  And 
Mitsubishi  is  considering  a  lab  in 
MIT’s  neighborhood. 

The  Japanese  say  that  these 
labs  will  simply  increase  the 
great  technology  in  the  world, 
thus  benefiting  everyone.  And 
oh,  by  the  way,  the  Japanese  will 
own  the  patents  to  these  great 
ideas. 

There  are  two  ways  of  re¬ 
sponding  to  information  like  this. 
One  is  to  indulge  in  some  last- 
gasp  Japan-bashing.  The  other  is 
to  recognize  that,  while  what 
we’re  looking  at  is  a  very  real 
and  serious  situation,  it  is  also 
one  mostly  of  our  own  creation 
and  one  that  we  can  take  steps  to 
reverse. 

Though  university  computer 
science  departments  are  filled 
with  promising  students  and  gift¬ 


ed  faculty,  the  kind  of  researcher 
who  can  make  quantum  changes 
in  the  field  is  a  valuable  commod¬ 
ity.  Despite  that  fact,  these  ge¬ 
niuses  are  often  working  for  five- 
figure  (or  low  six-figure)  salaries 
with  little  hope  of  a  major  payoff 
unless  they  become  entrepre¬ 
neurs  and  start  successful  com¬ 
puter  companies. 

Since  few  researchers  have 
any  interest  in  doing  that,  it 
shouldn’t  come  as  any  surprise 
that,  when  the  Japanese  come  in 
and  offer  salaries  reportedly  in 
the  area  of  $250,000  for  senior 
researchers,  more  than  a  few  are 
going  for  it. 

More  than  money 

Money  isn’t  the  only  motivator, 
either.  Everyone  agrees  that  the 
best  minds  in  computer  science 
are  here  in  the  U.S.,  on  campus, 
in  private  research  labs  and  in  in¬ 
dustry.  Everyone  also  agrees 
that  though  these  minds  often 
come  up  with  the  breakthrough 
ideas,  the  expected  products 
don’t  always  result. 

Unlike  the  Japanese,  who  are 
famous  for  taking  concepts  and 
turning  them  into  best-selling 
products,  U.S.  companies  have 
often  stumbled  on  manufactur¬ 
ing  and  marketing  issues. 

Simply  put,  computer  scien¬ 
tists  have  to  like  what  the  Japa¬ 
nese  can  bring  to  the  lab.  No 


more  constant  worry  about 
grants  and  financing  research. 
No  more  working  with  second- 
rate  equipment.  No  more  wait¬ 
ing  in  vain  for  an  idea  to  turn  into 
a  product. 

Right  about  now,  you  have  to 
ask  the  obvious  question:  Why 
don’t  U.S.  companies  and  uni¬ 
versities  offer  these  incentives 
themselves?  The  answer  isn’t  so 
clear. 

It  would  be  inaccurate  to  say 
that  no  U.S.  companies  or  re¬ 
search  labs  offer  sterling  envi¬ 
ronments  for  their  computer  sci¬ 
entists.  But  they  generally  offer 
parts  of  the  package.  If  they  have 
state-of-the-art  equipment,  then 
the  salaries  are  not  high  enough. 
If  the  salaries  are  good,  the  prod¬ 
uct  development  is  slow. 

Most  of  all,  there  hasn’t  been 
widespread  acknowledgment  of 
just  how  valuable  these  folks  are. 
And  the  patriotism  argument 
doesn’t  hold  water  just  for  that 
reason.  In  a  free  global  market¬ 
place,  these  scientists  are  within 
their  ethical  rights  to  sell  them¬ 
selves  to  the  highest  bidder. 

I’d  be  willing  to  bet  that  U.S. 
firms  wouldn’t  have  to  match  of¬ 
fer  sheets  anyway. 

If  we  could  provide  salaries 
that  were  more  in  line  with  their 
true  value  and  better  follow- 
through  on  good  ideas,  it  would 
be  a  lot  easier  for  our  computer 


scientists  to  look  at  the  Japanese 
offers  and  just  say  no.  Loyalty  ar¬ 
guments  would  be  easier  to  swal¬ 
low  in  a  world-class  environ¬ 
ment. 

Of  course,  before  you  com¬ 
puter  science  types  start  your 
Katakana  lessons,  keep  an  im¬ 
portant  point  in  mind.  It’s  not  all 
roses  working  for  a  Japanese 
boss.  The  perks  may  be  great, 
but  the  cultural  barriers  can  be 
enormously  high  between  here 
and  Tokyo.  Talk  to  software  de¬ 
velopers,  for  example,  who  have 
tried  to  work  for  Japanese  com¬ 
panies  here  in  the  U.S.  and  end¬ 
ed  up  frustrated  and  disillusioned 
over  a  laundry  list  of  unsolvable 
problems.  More  than  a  few  of  the 
Americans  will  be  cleaning  their 
desks  and  returning  to  the  fold 
once  the  relationship  turns  sour. 

With  that  said,  this  scenario  is 
a  serious  one.  The  U.S.’  global 
position  in  the  computer  wars  is 
already  showing  signs  of  strain, 
and  the  economic  slowdown  is 
sending  thousands  of  computer 
industry  people  out  with  re¬ 
sumes.  It  is  a  perfect  time  for 
someone  with  the  right  creden¬ 
tials  to  listen  to  a  fantastic  offer, 
no  matter  where  it  originates 
from.  If  we  are  to  maintain  a 
leading  role  in  the  future  of  com¬ 
puter  science,  some  answers 
must  be  found  to  address  the  lat¬ 
est  Japanese  buying  spree. 
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To  Off-Load  Application 

It  Takes  Industrial- 


PACLAN.  Team  Development  Off-loading  application  development  from  your 
P  1^  .*  mainframe  to  y°ur  workstations  can  be  a 

rfOm  Liesign  lo  Lode  un  A  LAN.  powerful  move.  But  only  if  your  CASE  tools  have 

the  muscle  to  make  your  PCs  work  together.  PACLAN'from  CGI  has  that  kind  of  strength.  PacLan  brings 
the  power  of  an  active,  multi-user  repository  to  a  LAN.  With  it,  your  team  of  developers  can  build 
applications  together,  from  design  to  complete  code  generation,  on  a  network  of  PC  workstations. 

Unlike  CASE  tools  that  make  it  tough  to  share  or  combine  information,  PacLan  takes  full  advantage 
of  the  client/server  architecture  of  a  LAN.  Multi-user  controls  are  built  into  the  PacLan  repository, 


1990  CGI  Systems,  Inc  PacLan  is  a  trademark  of  CGI  Systems,  Inc. 


Development  To  A  LAN, 
Strength  CASE. 


allowing  developers  to  share  information  interactively.  And  PacLan  empowers  you  with  other 
capabilities  no  other  CASE  tool  offers:  industrial-strength  facilities  for  version  control  and  change 
management  across  applications  and  workstations.  Plus  the  horsepower  to  generate  and  maintain 
complete  systems  directly  from  specifications  for  over  30  target  environments. 

To  find  out  how  you  can  gain  industrial-strength  results  by 
off-loading  development  onto  a  LAN,  just  call  800-PAC-1866  CCl  C  * 

or  914-735-5030.  And  discover  how  to  lose  mainframe  AAil  2>ySTCITIS. 

weight  without  losing  an  ounce  of  muscle.  Industrial-Strength  CASE. 


Strategic  Software  Solutions. 
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Information 


Management 


KEY  BUILDING  BLOCKS  OF  ENTERPRISE-WIDE  COMPUTING 


Our  strategic  initiatives  automate 
critical  elements  of  your  enterprise¬ 
wide  computing  environment: 


accommodates  any  methodology  used  in  build¬ 
ing  the  business  information  model,  including 
the  data  structure  and  application  logic. 


Data  communications:  Integrated  data  commu¬ 
nications  for  reliable  data  transmission  and  elec¬ 
tronic  data  transfer  across  multiple  protocols 
and  among  multiple  platforms,  from  PCs  to 
minis  to  mainframes. 


Client/Server:  Robust  4GLs  providing  rapid 
deployment  of  client/server  applications  run¬ 
ning  on  PCs,  UNIX  platforms,  LANs  and  VAXes, 
allowing  departmental  systems  to  interoperate 
with  corporate  data  on  the  mainframe. 


Storage  management:  An  integrated  storage 
management  environment  that  provides  tactical 
solutions,  automation  of  critical  functions  and 
compatibility  with  IBM’s  system  managed  stor¬ 
age  strategy. 

Change  control:  Automated  management  of 
software  changes,  from  the  initial  design  to 
deployment  and  ongoing  applicadon  mainte¬ 
nance  and  enhancements. 

CASE:  An  enterprise-wide  repository  supporting 
mainframe  and  LAN-based  CASE  tools  which 


Information  Management:  A  comprehensive  set 
of  tools  for  extracting,  viewing,  manipulating 
and  reporting  data  from  sequential,  VSAM,  hier¬ 
archical  and  relational  databases. 

Sterling  Software  gives  you  the  foundation  of 
enterprise-wide  computing.  Tools  that  leverage 
your  existing  systems  and  applications  with  new 
technologies.  And  give  you  the  ability  to  build 
your  enterprise-wide  environment  into  a  strate¬ 
gic  business  advantage. 

For  more  information,  contact  Sterling  Software. 


STERLING 

SOFTWARE 


THE  FUTURE  IS  STERLING. 


System  Software  Group  Headquarters.  21050  Vanowen  Street.  Canoga  Park.  CA  91304,  Phone  (818)  716-1616 

Answer  Systems  Division  (818)716-1616  Dylakor  Division  (818)718-8877  International  Division  (818)716-1616 
Software  Labs  Division:  (714)  889-2663  Systems  Software  Marketing  Division  (916)  635-5535 
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Rosemary  Hamilton 

Discounts  for 
big  spenders 


On  the  surface, 
IBM’s  revenue- 
based  discount¬ 
ing  contracts 
look  pretty 
good  for  users.  A 
closer  look 
shows  some  good  points  and  a 
potential  downside  as  well. 

First  of  all,  revenue-based 
discounting  in  simple  terms  is  a 
method  of  determining  dis¬ 
counts  based  on  a  total  dollar 
amount  a  customer  commits  to 
for  a  given  contract  period.  In 
many  cases,  this  would  replace 
an  approach  that  established  dis¬ 
counts  based  on  specific  prod¬ 
ucts  —  an  approach  that  could 
penalize  customers  if  they 
didn’t  meet  those  commitments. 

Now  the  good  side.  The 
chief  benefit  of  a  revenue-based 
plan  appears  to  be  flexibility. 
With  this  type  of  contract,  a  cus¬ 
tomer  can  juggle  requirements 
during  a  given  contract  period  as 
needed.  These  days,  that  can 
be  a  very  big  deal. 

As  an  example,  a  customer 
could  commit  to  three  smaller- 
size  processors  for  his  two  data 
centers  for  the  next  24-month 
period.  Toward  the  end  of  next 
year,  the  customer’s  company 
may  determine  that  the  infor¬ 
mation  systems  department 
must  consolidate  its  operations 
into  one  data  center  to  cut  back 
on  costs.  This  customer  could 
adjust  acquisition  plans  to  fit  the 
one  data  center.  Perhaps  the 
customer  could  upgrade  an  ex¬ 
isting  processor  and  purchase  a 
larger  one  instead  of  two  new 
ones.  If  the  combination  of  one 
large  processor  and  an  upgrade 
Continued  on  page  38 


DEC  exec  clarifies  Unix  strategy 

Ultrix  defined  as  major  Unix  platform,  but  special  products  still  count 


BY  JOHANNA  AMBROSIO 

CW  STAFF 


NASHUA,  N.H.  —  Although 
Digital  Equipment  Corp.  sup¬ 
ports  three  different  flavors  of 
Unix  —  with  another  on  the  way 
—  the  company  does  indeed 
have  a  cohesive  Unix  plan,  ac¬ 
cording  to  a  DEC  manager. 

“We  have  one  major  Unix 
platform  —  that’s  Ultrix  —  and 
lots  of  specialized  products,” 
said  Glenn  Johnson,  corporate 
software  engineering  manager 
for  the  open  software  program. 
He  said  DEC  will  continue  to  sell 
AT&T  System  V  and  The  Santa 
Cruz  Operation  (SCO)  versions 
of  Unix,  which  are  geared  to  spe¬ 
cific  market  niches,  even  as  the 
company  is  blending  its  Ultrix 
with  OSF/1,  the  Open  Software 
Foundation’s  operating  system. 

DEC  is  selling  AT&T  Unix 
System  V  into  the  telecommuni¬ 
cations  market  because  “that’s 
what  those  customers  demand,” 
Johnson  said.  And  SCO  Unix  is 
intended  for  DEC’s  so-called  Ap¬ 


plication  computers,  which  are 
based  on  Intel  Corp.  chips  and  in¬ 
tended  for  small  to  medium-size 
businesses. 

The  company  went  with  SCO 
Unix,  Johnson  said,  because  of 
the  small-business  applications 
available  under 
that  operating 
system.  “SCO  is 
part  of  our  gener¬ 
al  systems  strate¬ 
gy,  not  part  of  our 
Unix  strategy,” 
he  said. 

However,  if 
the  Intel  architec¬ 
ture  proves  popu¬ 
lar  with  DEC’s  existing  Ultrix 
base,  “we  might  port  Ultrix  to 
that  platform,”  Johnson  added. 
This  version  of  Ultrix  would  not 
have  binary  compatibility  with 
DEC’s  high-end  Ultrix,  howev¬ 
er. 

The  blending  of  Ultrix  to  the 
OSF/1  kernal  will  take  place 
“late  next  year,”  he  said.  He 
promised  the  transition  will  be 
painless  for  most  customers, 


with  most  just  having  to  recom¬ 
pile  their  current  applications  to 
take  advantage  of  the  new  ker¬ 
nal.  But  he  acknowledged  that 
“some”  applications  may  have  to 
be  rewritten  to  fully  comply  with 
what  DEC  is  calling  Ultrix  5.0. 

“We’re  com¬ 
mitting  to  a  high 
degree  of  applica¬ 
tions  portability” 
between  the  ex¬ 
isting  versions  of 
Ultrix  and  Ultrix 
5.0,  he  said. 

Still,  DEC’s 
strategy  has  left 
some  observers 
wondering.  “It’s  confusing,  and  I 
expect  it  to  get  more  so,”  said 
Rikki  Kirzner,  senior  industry 
analyst  at  Dataquest,  Inc.  in  San 
Jose,  Calif.  “They’ve  bitten  off  a 
mouthful  to  be  able  to  sell  and 
support  all  those  versions.” 

DEC’s  motivation  is  money, 
Kirzner  added.  “It  appears  they 
don’t  want  to  walk  away  from 
any  segment  of  the  market,  and 
I'm  not  sure  they’re  in  a  financial 


position  to  do  so,”  she  said. 

Another  analyst  concurred. 
“I  think  [DEC]  is  hedging  its 
bets,”  said  Chuck  Barney,  direc¬ 
tor  of  competitive  analysis  at 
Workgroup  Technologies  in 
Hampton,  N.H.  “They’re  trying 
to  be  all  things  to  all  people.” 

However,  Roy  Schulte,  pro¬ 
gram  director  of  Stamford, 
Conn.-based  Gartner  Group, 
Inc.’s  software  management 
strategies  group  said,  “If  [DEC] 
were  inventing  a  brand-new 
strategy  for  the  ’90s,  this  would 
not  be  the  one  they  would  have 
chosen.  But  they  arrived  at  it 
over  time,  kind  of  an  accident  of 
history,  and  in  that  context,  it 
makes  sense.” 

There  are,  however,  some 
weak  points,  Schulte  said. 
“[DEC]  is  not  as  competitive  in 
the  commercial  Unix  market¬ 
place  as  some  others  are.”  Most 
notably  missing  is  a  transaction 
processing  monitor  to  run  under 
Ultrix,  he  said. 

“Although  some  of  the  others 
aren’t  yet  shipping  their  prod¬ 
ucts,  they’ve  at  least  announced 
them.  And  unless  DEC  does 
something  very  soon,  they  might 
be  behind.  They’re  going  to  have 
to  work  very  hard  to  catch  up,” 
Schulte  said. 


Information  users  opening 
up  to  Unix-based  PI  Plus 


BY  SALLY  CUSACK 

CW  STAFF 


NATICK,  Mass.  —  When  Prime 
Computer,  Inc.  released  PI  Plus, 
the  Unix  version  of  its  Pick- 
based  Information  database  pro¬ 
duct  in  August,  its  3,500  loyal  In¬ 
formation  users  accepted  the 
news  with  cautious  enthusiasm. 

Now,  four  months  later,  with 
a  definitive  delivery  schedule  for 
the  next  version  of  PI  Plus  and  a 
road  map  from  Prime  headquar¬ 
ters  outlining  Prime’s  database 


evolution,  customers  are  more 
confident  that  Prime  will  be  able 
to  produce  a  fully  functioning 
rendition  of  Information  on  a 
Unix  platform  —  when  and  if 
they  choose  to  migrate  to  an 
open  systems  environment. 

“For  most  commercial  and 
university  users,  the  mandate  is 
to  move  to  open  systems,”  said 
Lee  J.  Leitner,  editor  and  pub¬ 
lisher  of  Infocus,  a  bimonthly 
magazine  for  Prime  Information 
users.  Leitner  added  that  the 
move  to  open  platforms  is  not 


propelled  by  technical  reasons 
but  results  from  management’s 
desire  to  break  away  from  pro¬ 
prietary  vendors. 

Gains  missing  parts 

Stephen  W.  Machnik,  vice  presi¬ 
dent  of  the  new  Prime  Informa¬ 
tion  Business  Unit,  said  Prime 
will  deliver  a  multinational  ver¬ 
sion  of  PI  Plus  in  June.  It  will  in¬ 
clude  many  functions  users 
missed  in  Release  1.0.  Among 
the  enhancements  will  be  in¬ 
creased  networking  capabilities 
for  Prime  50  series  platforms, 
file  extension  systems  and  For¬ 
tran  support  for  the  software's 
General  Calling  Interface. 

“When  we  shipped  the  first 
release  last  summer,  95%  of  the 


product  was  complete  in  terms 
of  customer  requirements,” 
Machnik  said,  referring  to  PI 
Plus’  ability  to  mirror  Informa¬ 
tion  in  a  Unix  environment. 
“The  next  release  will  provide 
the  remaining  5 %.” 

Jeff  Beller,  vice  president  of 
research  and  development  at 
Stauffer  Information  Systems, 
an  Oxnard,  Calif.-based  software 
development  firm,  is  very  pleas¬ 
ed  with  the  PI  Plus  product. 

“It’s  quite  straightforward,” 
Beller  said.  “We  have  a  [fourth- 
generation  language]  program, 
Blacksmith,  originally  written 
for  the  Prime  Information  envi¬ 
ronment.  It  has  80  or  90  files  and 
more  than  a  thousand  programs, 
Continued  on  page  38 


BIM  Spotlight 


B  I  MOYLE  ASSOCIATES,  INC.  612-933-2885 

■  5788  Lincoln  Drive  Fax  612-933-7764 

[  Minneapolis,  MN  55436  Member  Independent  Computer  Consultants  Assn 


Imagine  having  access  to  an 
MVS  Editor  from  CICS,  VTAM,  IMS  or  TSO! 

Our  powerful,  flexible,  easy-to-use  DOS  editor  is  now  available  for  MVS.  BIM- 
EDIT/MVS  does  not  require  the  use  of  TSO  and  its  associated  system  overhead  and 
can  be  accessed  concurrently  from  CICS,  IMS,  VTAM,  or  TSO.  With  BIM-EDIT/MVS 
you  can  make  an  editor  available  to  all  users  of  the  system  and  because  TSO  is  not 
required  support  many  more  users  than  ISPF  using  significantly  less  system 
resources.  BIM-EDIT/MVS  is  a  full  function  easy-to-use  editor  with  many  features 
which  should  greatly  improve  the  productivity  of  your  applications  or  systems 
programming  staff. 

Call  for  full  documentation  or  free  30-day  trial. 

Price:  $12,000,  $6000/yr,  or  $600/mo. 

BIM  has  over  20  system  software  products  for  improving  productivity  and  use  of  DOS/VSE,  OS.  and  CICS.  and  also  performs 
systems  programming  consulting.  Marketing  agents  in  most  countries. 
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The  IEF™  can  help  you  devel 
unprecedented  quality,  prod 


“The  IEF  is  a  superior  tool  for  implement¬ 
ing  Information  Engineering  because  it 
integrates  the  entire  process  from  planning 
through  code  generation.  We’re  deploying 
the  IEF  throughout  the  corporation.” 

David  V.  Evans 
Vice  President 

Director,  Information  Systems 
J.C.  Penney 


“The  strengths  of  the  IEF  are  clear-cut. 

One  obvious  quality  advantage  is  that 
application  changes  are  made  to  diagrams, 
not  code.  This  ensures  ongoing  integrity 
— the  specification  always  matches  the 
executing  system.” 

Paul  R.  Hessinger 
Chief  Technology  Officer 
Computer  Task  Group 


“We  are  using  the  IEF  to  develop  a  new 
generation  of  manufacturing  systems 
replacing  over  300  existing  systems.  We 
estimate  that  IEF  will  increase  our  produc¬ 
tivity  by  between  2-to-1  and  3-to-1  for 
new  systems  development..” 

Wal  Budzynski 

Head  of  Operations,  Systems/Computing 
Rolls-Royce 


“Our  On-line  Banking  system  has  been  in 
production  for  more  than  12  months— 
500,000  transactions  a  day — without  a 
single  code  failure.  And  we  had  very  few 
enchancements  to  do.  Our  users  got  what 
they  needed  the  first  time  out.” 

Mark  Quinlan 

Senior  Programmer/Analyst 
Huntington  National  Bank 


“I’ve  seen  other  CASE  tools  fail,  so  I  raised 
the  bar  high  when  we  evaluated  the  IEF.  It 
passed  with  flying  colors.  I  could  not  be 
happier  with  my  decision  to  adopt  the 
IEF  company-wide.” 

John  F.  Mott 
President 

AMR  Travel  Services 


“We  used  the  IEF  to  rebuild  our  aging 
Frequent  Flight  Bonus  system.  With  DB2 
tables  of  up  to  52  million  rows,  we  needed 
high  performance.  And  we  got  it.. .98%  of 
our  transactions  complete  in  less  than 
3  seconds.” 

Cloene  Goldsborough 

Director  of  Data  Resource  Management 

TWA 


“To  meet  the  dramatically  reduced  time- 
to-market  requirements  for  our  products, 
we  need  high-quality  systems  that  can  be 
changed  fast.  That’s  why  we’ve  chosen 
the  IEF  as  the  CASE  solution  for  our  entire 
organization.” 

John  Pajak 

Executive  Vice  President 
Mass  Mutual  Life  Insurance 


“Our  users  were  extremely  pleased  when 
we  finished  our  first  project— a  60-trans¬ 
action  system— in  one-half  the  budgeted 
time.  We  had  tried  interfaced  CASE  tools 
without  success.  IEF  integration  makes 
the  difference." 

Giorgio  Sorani 
Division  Head  -  MIS 
Lubrizol 


“Our  first  IEF  system  was  completed 
faster,  and  with  fewer  errors,  than  any 
system  I’ve  ever  seen.  If  I  had  to  go  back 
to  the  old  ways,  I’d  find  another 
job. ..outside  the  DP  world.  It  means  that 
much  to  me.”  . 

Mogens  Sorensen 
Chief  Consultant 
Nykredit  (Denmark) 


op  information  systems  with 
uctivity  and  maintainability 

The  success  of  Texas  Instruments 
CASE  product  is  proven — in  the  field. 


Major  companies  have  used  TI’s 
CASE  product,  the  Information 
Engineering  Facility™  (IEFM),  for 
everything  from  rebuilding  aging 
high-maintenance-cost  systems  to 
development  of  new  enterprise- 
wide  strategic  systems. 

Study  shows  zero  code  defects. 

The  quality  of  IEF-developed 
systems  is  remarkable.  In  recent 
CASE  research  by  The  Gartner 
Group,  application  developers 
were  asked  to  report  the  number 
of  abends  they  had  experienced. 
(An  “abend”  is  a  system  failure 
or  “lock-up”  caused  by  code 
defects.)  IEF  developers  reported 
zero  defects — not  one  abend  had 
occurred  in  IEF -generated  code. 

Maintenance  productivity 
gains  of  up  to  10-to-l. 

In  this  same  study,  developers 
were  asked  to  compare  IEF 
maintenance  productivity  with 
their  former  methods.  Of  those 
responding,  more  than  80  percent 
had  experienced  gains  of  from  2 'to- 1 
to  10-to-l.  (See  chart.) 

Specifications  always  match 
the  executing  application. 

With  the  IEF,  application 
changes  are  made  to  diagrams, 
not  code.  So,  for  the  life  of  your 
system,  specifications  will  always 
match  the  executing  application. 
The  Gartner  Group  research 
showed  that  all  IEF  users  who 
reported  making  application 
changes  made  all  changes  at  the 
diagram  level. 


IEF  Maintenance  Productivity 
Compared  to  Traditional  Techniques. 


(Source:  Gartner  Group,  Inc..  8/90) 
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Productivity  Productivity  Productivity 

Developers  were  asked  to  compare  IEF  maintenance  to 
former  methods.  Of  those  responding,  more  than  80% 
reported  productivity  gains  of  from  2 -to- 1  to  10-to-l. 

Mainframe  applications  can  be 
developed  and  tested  on  a  PC. 

With  our  new  OS/2  toolset,  you 
can  develop  mainframe  applica¬ 
tions,  from  analysis  through 
automatic  code  generation,  on 
your  PC.  Then,  using  the  IEF’s 
TP  monitor  simulator  and  the 
diagram-level  testing  feature,  you 
can  also  test  these  mainframe 
applications  without  ever  leaving 
the  PC. 

More  environmental 
independence  coming  soon — 
develop  on  PC,  generate  for 
DEC/VMS,  TANDEM, UNIX. 

The  IEF  has  generated  applica¬ 
tions  for  IBM  mainframe  environ¬ 
ments  (MVS/DB2  under  TSO, 
IMS/DC,  and  CICS)  since  early 
1988.  Soon  you’ll  be  able  to 
develop  systems  in  OS/2  and  then 
automatically  generate  for  other 
platforms.  DEC/VMS,  TANDEM 
and  UNIX  are  scheduled  for 
availability  in  1991.  More  will 


follow.  We  are  committed  to 
increased  environmental  indepen¬ 
dence  in  support  of  the  Open 
Systems  concept. 

We  are  committed  to  standards. 

IEF  tools  and  IEF-generated  code 
will  comply  with  standards  as 
they  emerge.  We  will  adhere  to 
CUA  standards  and  to  the  prin¬ 
ciples  of  IBM’s  AD/Cycle  and 
DEC’s  Cohesion — and  we  will 
support  Open  Systems  environ¬ 
ments  centering  around  UNIX.  In 
any  environment,  the  COBOL,  C 
and  SQL  we  generate  adhere 
closely  to  ANSI  standards.  Our 
presence  on  standards  committees 
helps  us  keep  abreast  of  ANSI 
and  ISO  developments  affecting 
the  CASE  world. 

Full-service  support. 

Of  course,  our  technical  support, 
consultancy,  training  courses, 
satellite  seminars,  and  other  infor¬ 
mational  assistance  will  continue 
apace.  We  also  offer  re-engineering 
and  template  services.  This  full- 
service  support  will  remain  an 
integral  part  of  the  IEF  product. 

For  more  information, 
including  a  VHS  video  demo, 
call  800-527-3500  or 
214-575-4404. 

Or  write  Texas  Instruments, 
6550  Chase  Oaks  Blvd., 

Plano,  Texas  75023. 

Texas  ^ 
Instruments 

66106 
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IBM  knows 

you  won't  get 
far  with  just  a 
good  looking 
front-end. 


There  are  several  cute 
front-ending  software 
products  on  the  market. 

They  initially  excite  you  and 
give  a  false  sense  of  secu¬ 
rity.  But,  in  the  complicated  world  of  corporate  applications,  building  just  a  cute 
front-end  is  NOT  Cooperative  Processing,  and  certainly  NO  substitute  for  good 
design. 

That's  why  IBM  chose  Multi  Soft! 


Amongst  all  their  Business  Partners  only  Multi  Soft 
has  the  depth  of  experience  in  Front-end  Develop¬ 
ment,  Human  Factors,  Communications,  Software 
Distribution,  &  Cooperative  Processing  necessary  to 
solve  the  myriad  of  problems  facing  corporate  Amer¬ 
ica's  migration  to  IBM's  Enterprise  Systems. 


Is  it  only  "what's  up  front  that  counts?" 


IBM  doesn't  think  so.  Do  You? 

At  first  glance,  some  products  look 
great.  But  it  takes  more  than  a  slick 
interface  and  a  mouse  to  build  coop¬ 
erative  processing  applications.  It  also 
takes  mainframe  &  communications 
knowledge  and  an  extensive  back¬ 
ground  in  human  factors  and  ergonom¬ 
ics.  And,  you  need  tools  which  em¬ 
body  that  human  factors  expertise. 

Tools  like  the  INFRONT  products  from 
Multi  Soft.  Tools  that  are  easy  to  learn 
and  easy  to  use.  Tools  that  leverage 
your  programming  resources  so  that 
you  can  build  cooperative  processing 
applications  quickly. 

Tools  that  support  the  development  of 
applications  that  are  portable.  Build 
your  program  once  and  then  run  it 
under  DOS,  Windows,  or  OS/2  without 
making  any  changes  to  your  code. 

Build  your  program  once  and  run  it 
over  asynch,  LU2,  and  LU6.2  links  - 
again,  without  changes. 


The  successful  implementation  of 
cooperative  processing  requires  in- 
depth  knowledge  and  the  experi¬ 
ence  gained  from  developing  sys¬ 
tems  for  six  years.  Multi  Soft  gives 
you  that  and  more. 

IBM  knows  it  -  they  selected 
Multi  Soft  as  one  of  the  few  IBM 
Business  Partners  to  participate  in 
the  System  390  introduction. 

IBM  even  produced  a 

video  tape  and  a  'demo'  dis¬ 
kette  to  show  how  the  Multi 
Soft  products  complement  the 
new  IBM  Enterprise  Systems. 

Call  today  and  let  us  show  you  why 
IBM  chose  Multi  Soft.  We  will  send 
you  a  free  IBM-Produced  Video 
Tape  &  Demo  Diskettes.  Then, 
let's  talk.  You'll  be  amazed  at  the 
difference  that  experience  and 
expertise  can  make. 


Over  25,000  users  Worldwide 


Multi  Soft’s  Products 

EasySAA™  is  an  advanced  Object  Oriented  CASE  tool 
for  rapidly  creating  SAA/CUA-compatible  interfaces  in 
minutes  and  integrates  them  into  existing  mainframe 
applications. 

INFRONT/DS®  (Development  System)  is  a  PC-resident 
developer's  toolkit  which  includes  a  4GL  designed  for 
cooperative  processing,  communications,  and  local  file 
&  database  access. 

INFRONT/HPO®  (Host  Processing  Option)  provides 
peer-to-peer  communications  between  a  PC  and  a  host. 
It  handles  the  low  level  communications  tasks,  allowing 
the  developer  to  concentrate  on  the  functional 
requirements  of  the  application. 

INFRONT/SDF®  (Software  Distribution  Facility)  auto¬ 
mates  the  distribution  and  maintenance  of  PC  software 
and  files.  INFRONT/SDF  ensures  that  PC  users  always 
have  the  correct  version  of  their  PC  applications  and 
editing  tables. 

INFRONT/DB2  lets  application  developers  use  IN¬ 
FRONT  to  code  SQL  statements  that  execute  against 
DB2  on  the  mainframe,  or  to  create  an  ad-hoc  query 
and  download  data  to  a  PC  in  a  completely  menu-driven 
manner.  Complete  application  development  accessing 
DB2  data  can  be  implemented  purely  from  the  PC. 

OpenAPI  provides  a  high-level  API  verb  set  and 
INFRONT  communications  modules  so  that  the 
developer  can  create  cooperative  processing  applications 
without  having  to  learn  low-level  API's  like  HLLAPI  or 
APPC.  OpenAPI  supports  applications  written  in  almost 
any  language,  such  as  C,  COBOL,and  dBASE. 


The  Experts  in 
Cooperative  Processing: 

Multi  Soft,  Inc. 


123  Franklin  Comer  Rd. 

Lawrenceville,  NJ  08648 

800-888-4973 

609-896-4100 

Fax  #  609-895-0072 


SYSTEMS&  SOFTWARE 


COMMENTARY 

Jean  S.  Bozman 

Break  out  of 
your  shell 

Tandem  Com¬ 
puters  has  a  new 
software  strat¬ 
egy:  Break  out  of 
the  protective 
shell  of  the  pro¬ 
prietary  Guard¬ 
ian  operating  system,  and  get 
more  business  partners  to 
break  into  the  world  of  open  sys¬ 
tems  applications. 

That  policy  was  underlined 
by  last  week’s  announcement  of 
the  new  Tandem  Applications 
Group  (TAG).  The  group,  an  ex¬ 
tension  of  the  6-year-old  Alli¬ 
ance  program,  will  involve  out¬ 
side  software  suppliers  in  the 
task  of  readying  a  new  genera¬ 
tion  of  open  systems  applica¬ 
tions  for  Tandem  computers.  It 
is,  in  short,  an  attempt  to  re¬ 
duce  development  time  for  a 
wide  range  of  applications  that 
will  run  against  databases  stored 
on  Tandem  systems. 

TAG  is  intended  to  allow 
Tandem  to  establish  long-range 
plans  with  dozens  of  outside 
software  vendors.  That  process 
has  already  begun,  however.  A 
newfound  relationship  with  Ora¬ 
cle  Systems  will  allow  end  us¬ 
ers  to  query  Tandem’s  Nonstop 
relational  database  as  they 
would  query  an  Oracle  database 
on  a  Unix  computer.  In  time, 
Oracle’s  computer-aided  soft¬ 
ware  engineering  (CASE)  tools 
will  be  ported  to  run  on  a  Tan¬ 
dem  host. 

Another  relationship  with 
Information  Builders  will  allow 
Information  Builders’  Focus  us¬ 
ers  to  combine  data  from  the 
Tandem  Nonstop  database 
with  data  from  Unix  and  IBM 
systems. 

Wait  a  minute!  Wasn’t  Tan¬ 
dem  known  for  its  proprietary 
Guardian  operating  system  and 
the  type  of  high-speed  transac¬ 
tion-processing  used  in  banking 
networks?  Why  would  Tandem 
want  to  branch  out  from  its  rel¬ 
atively  stable  niche  —  one  that 
brought  it  nearly  $1.9  billion  in 
sales  last  year? 

The  answer  is  that  Tandem, 
like  other  systems  vendors,  has 
seen  the  handwriting  on  the 
wall.  Users  are  tired  of  revamp¬ 
ing  their  entire  IS  architectures 
every  time  a  new  machine  or 
system  comes  on-line.  Open 
systems,  in  all  the  shades  of 
meaning  that  phrase  is  begin¬ 
ning  to  assume,  are  “in.”  Propri¬ 
etary  systems  are  merely  run¬ 
ning  in  place. 

To  increase  its  revenue, 
Tandem  must  simply  step  into  a 
broader  arena,  such  as  the  ro¬ 
bust  Unix  marketplace  in  Europe 
Conti  n  ued  on  page  38 
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Litel  expands  into  VAX  9000 


ON  SITE 


BY  MARYFRAN  JOHNSON 

CW  STAFF 


WORTHINGTON,  Ohio  —  Sev¬ 
en  years  ago,  a  donated  mid¬ 
range  computer  with  a  Digital 
Equipment  Corp.  label  set  Litel 
Telecommunications  Corp.  on 
the  path  to  becoming  one  of 
DEC’s  first  mainframe  custom¬ 
ers. 

This  rapidly  growing  tele¬ 
communications  firm,  which 
started  off  with  a  PDP  11/750 
given  to  company  founder  Law¬ 
rence  McLemon,  is  a  regional 
competitor  of  AT&T,  MCI  Com¬ 
munications  Corp.  and  U.S. 
Sprint  Communications  Co.  The 
privately  held  Litel  owns  and  op¬ 
erates  a  fiber-optic-based  net¬ 
work  that  reaches 
from  Pennsylvania 
across  Ohio  and 
Michigan  and  south 
into  Illinois  and  Indi¬ 
ana. 

“Sometimes 
wonder  what  fate 
would  have  been  if 
Larry  McLernon 
had  been  offered  a 
small  IBM  midrange 
instead,”  said  Mi¬ 
chael  Guider,  vice 
president  of  network 
and  information  ser¬ 
vices  at  Litel.  “But 
DEC  has  demonstrated  its  capa¬ 
bility  to  help  Litel  grow  from  $2 
million  in  revenue  in  1985  to 
$250  million  to  $300  million  this 
year.” 

Yet,  Guider  minces  no  words 
about  how  much  Litel  expects 
from  its  primary  vendor  —  par¬ 
ticularly  now  that  a  mainframe 
VAX  9210  is  running  a  new, 
large-scale  transaction  process¬ 
ing  application  for  billing  and  or¬ 
der  processing. 

“The  service  level  for  a  main¬ 


frame  is  very  different,  because 
the  impact  of  an  outage  is  much 
larger,”  Guider  noted.  “An  abili¬ 
ty  to  grow  the  system  while  it 
stays  in  service  is  critical  for  us. 
Also,  DEC  must  deal  now  with 
asset  protection  from  a  custom¬ 
er  point  of  view.” 

He  is  one  DEC  customer  con¬ 
vinced  that  the  mainframe  line 
will  help  save  the  Maynard, 
Mass.-based  company  from  the 
industry  blight  on  minicomputer 
vendors. 

“If  DEC  didn’t  produce  a 
mainframe-class  system,  I  am 
sure  that  they  would  have  gone 
out  of  business,”  Guider  main¬ 
tained.  “It  would  have  forced  all 
those  large  customers  like  us  to 
IBM  at  a  certain  point.” 

Litel  began  gearing  up  for  its 
mainframe  environment  three 
years  ago  by  hiring 
information  systems 
professionals 
grounded  in  the  IBM 
environment,  not  in 
DEC  equipment. 

“We  built  our 
technical  and  man¬ 
agement  staff  on 
people  with  a  large- 
scale  MVS-based  en¬ 
vironment  as  back¬ 
ground.  We  could 
not  find  VMS  people 
with  that  experi¬ 
ence,”  Guider  ex¬ 
plained. 

As  one  of  a  dozen  IS  directors 
on  DEC’s  VAX  9000  customer 
advisory  board,  Guider  is  a  polite 
but  vocal  critic  of  DEC’s  main¬ 
frame  software  pricing,  which 
DEC  officials  are  now  reconsid¬ 
ering.  “DEC  cannot  just  de¬ 
crease  hardware  costs  and  in¬ 
crease  software  costs  with 
price/performance  and  cost  of 
ownership  staying  the  same,”  he 
stressed.  “They  need  to  widen 
the  [price]  gap  with  IBM,  not 
close  it.” 


Litel’s  Guider  has 
high  expectations 
of  company’s  pri¬ 
mary  vendor  DEC 


The  18-month  delay  between 
when  Litel  was  promised  its 
VAX  mainframe  and  the  actual 
delivery  in  August  still  rubs  a  lit¬ 
tle  raw  with  Guider.  “They  get 
good  marks  on  the  performance 
of  the  9000,  but  their  time  line 


LiTel 

Telecommunications 

Corporation 


was  off  by  an  unacceptable  mar¬ 
gin,”  he  said. 

Once  the  mainframe  was  on¬ 
line,  Litel  was  able  to  begin  field 
testing  its  major  “new-genera- 
tion”  application:  an  order  pro¬ 
cessing  and  billing  system  built 
on  Computer  Associates  Inter¬ 
national,  Inc.’s  CA-DB  database 
for  VAXs,  a  product  previously 
sold  as  Enterprise  DB  by  now- 
defunct  Cullinet  Software,  Inc. 

The  order  processing  seg¬ 
ment  is  in  production  now,  and 
the  billing  system  is  in  beta  test. 
Both  will  run  on  the  VAX  9210 
and  on  several  VAX  6000  Model 
440s,  with  a  second  mainframe, 
a  VAX  9410,  joining  them  this 
month. 

“We  have  more  than  4,600 
programs  running  on  the  VAXs, 
and  the  order  processing  appli¬ 
cation  alone  has  600  programs  in 
it,”  Guider  noted. 

The  new  application  is  intend¬ 
ed  to  enable  Litel  to  reduce  its 
time-to-market  for  new  prod¬ 
ucts  from  two  to  six  months  to 
“days  and  weeks,”  Guider  said. 
Litel  plans  to  bring  out  additional 
new  products  and  services  year¬ 
ly  with  its  new  mainframe  pro¬ 
cessing  capability,  he  added. 

Two  months  ago,  Guider 
merged  two  Vaxclusters  in  the 
data  center,  using  the  VAX  9210 
and  a  VAX  6000  Model  410  as 
connection  points  for  a  cluster 
that  now  includes  four  8000- 
class  processors,  five  6000  mod¬ 
els  and  a  string  of  hierarchical 


Parcplace 

updates 

Smalltalk 


BY  JEANS.  BOZMAN 

CW  STAFF 


MOUNTAIN  VIEW,  Calif.  — 
Parcplace  Systems,  a  supplier  of 
object-oriented  languages,  re¬ 
cently  issued  new  releases  of  its 
Objectworks/Smalltalk  and  Ob- 
jectworks/C  +  +  products. 

The  enhanced  packages,  both 
priced  at  $3,500,  are  designed  to 
ease  portability  among  various 
hardware  systems  and  offer 
more  user-friendly  features,  ac¬ 
cording  to  the  company. 

Objectworks/Smalltalk,  used 
by  many  software  firms  to  devel¬ 
op  object-oriented  code,  now 
supports  color  for  the  first  time, 
according  to  Catherine  J.  Tuck¬ 
er,  Smalltalk  product  manager. 
Other  new  Smalltalk  features  in¬ 
clude  defaults  for  standard  win¬ 
dowing  systems,  automated 
“garbage  collection”  of  discard¬ 
ed  objects  and  support  for  inter¬ 
national  languages. 

The  new  version  of  the  com¬ 
pany’s  1-year-old  Objectworks/ 
C++  supports  tighter  integra¬ 
tion  with  standard  Unix  develop¬ 
ment  tools  and  support  for 
AT&T’s  C++  Language  Sys¬ 
tem,  Release  2.1.  Parcplace  has 
decided  to  market  new  C++- 
class  libraries,  or  definitions  of 
object  types,  in  a  separate  pack¬ 
age  called  Objectkit/C  +  + . 


storage  controllers. 

Litel’s  own  network  of  750 
terminals,  including  about  30 
workstations  from  DEC  and  Sun 
Microsystems,  Inc.  and  175  per¬ 
sonal  computers,  links  the  cor¬ 
porate  headquarters  with  de¬ 
partmental  local-area  networks 
in  Cleveland  and  Detroit. 


Teamnet  integrates  NFS 


Sybase’s  Open  Tools  offers 
choice  of  vendor  support 


BY  CAROL  HILDEBRAND 

CW  STAFF 


SANTA  CLARA,  Calif.  — 
Teamone  Systems,  Inc.  raised 
the  curtain  on  Teamnet  2.0,  de¬ 
velopment  software  that  sup¬ 
ports  the  fledgling  concurrent 
engineering  market. 

The  Unix-based  product, 
which  runs  on  Sun  Microsytems, 
Inc.  workstations  and  can  be  ac¬ 
cessed  from  non-Sun  platforms, 
is  an  upgrade  from  the  existing 
Teamone  and  includes  several 
new  features,  one  of  which  is  in¬ 
tegration  with  Sun’s  Network 
File  System  (NFS). 

NFS  enables  users  on  an 
NFS-compatible  system  within  a 
network  to  access  design  files 
transparently,  as  well  as  manage 
design  changes  more  effectively. 


“Teamnet  makes  sure  that  all 
the  right  components  from  vari¬ 
ous  groups  are  assembled  cor¬ 
rectly,  a  procedure  that  had  pre¬ 
viously  been  done  through 
individual  tools,”  Teamone 
spokesman  Kirk  Norlin  said. 

Teamnet  also  includes  a 
point-and-click  interface  based 
on  the  X  Window  System  and 
Open  Software  Foundation  Mo¬ 
tif  standards  as  well  as  data  com¬ 
pression  techniques  that  mini¬ 
mize  the  amount  of  disk  space 
used  during  the  course  of  a  de¬ 
sign  cycle. 

Teamnet  2.0  pricing  depends 
on  the  installation  and  costs 
from  $100,000  to  $175,000  for 
50  to  100  users,  including  main¬ 
tenance  and  training.  Teamone 
system  users  can  upgrade  to 
Teamnet  free  of  charge. 


BY  JEANS.  BOZMAN 

CW  STAFF 


EMERYVILLE,  Calif.  —  Sy¬ 
base,  Inc.  recently  moved  to  pro¬ 
vide  large  customers  with  one- 
stop  shopping  for  its  own 
products  and  applications  devel¬ 
opment  tools  that  are  sold  by 
Unify  Corp.  in  Sacramento, 
Calif.,  and  Uniface  Corp.  based  in 
Alameda,  Calif. 

Sybase’s  new  Open  Tools 
program,  which  Unify  and  Uni¬ 
face  have  joined,  is  an  extension 
of  Sybase’s  existing  Synergy 
program,  which  includes  100 
software  vendors,  according  to 
Richard  Yanowitch,  director  of 
market  development  at  Sybase. 


Users  can  buy  products  from 
Sybase,  Uniface,  Unify  or  any 
combination  of  the  three  and 
specify  which  vendor  is  to  give 
them  technical  support.  Sybase 
is  also  willing  to  provide  custom¬ 
er  support  for  all  Open  Tools 
products,  as  well  as  for  its  own 
SQL  Toolset  fourth-generation 
language. 

“In  a  number  of  large  ac¬ 
counts,  we  have  found  that  users 
have  a  strong  preference  for 
third-party  tools  that  they  al¬ 
ready  know,”  Yanowitch  said. 

For  its  part,  Uniface  expects 
to  strengthen  its  two-year  rela¬ 
tionship  with  Sybase,  Anu 
Shukla,  Uniface’s  vice  president 
of  marketing  said. 
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Storage  system  to  benefit  Ontario  government 


ON  SITE 


BY  TIM  GRANTHAM 

SPECIAL  TO  CW 


Canadians  in  the  province  of  Ontario  will 
soon  be  able  to  get  certified  copies  of 
birth,  death  and  marriage  registrations  in 
minutes,  because  the  Office  of  the  Regis¬ 
trar  General  is  automating  its  vital  statis¬ 
tics  systems  with  imaging  technology. 

Over  the  next  couple  of  months,  the 
Office  of  the  Registar  General,  the  branch 
in  the  provincial  Ministry  of  Consumer 
and  Commercial  Relations  (MCCR) 
charged  with  tracking  vital  statistics,  will 


convert  more  than  10  million  documents 
for  storage  onto  optical  discs. 

When  the  ministry  moves  its  head¬ 
quarters  from  Toronto  to  Thunder  Bay  in 
1991,  the  Office  of  the  Registrar  will  be¬ 
gin  the  ongoing  capture  of  the  half-million 
pages  of  new  registrations  it  receives 
each  year. 

The  current  procedure  to  obtain  cer¬ 
tificates  requires  several  days,  according 
to  Allen  Zimmerman,  manager  for  tech¬ 
nology  innovation  at  the  information  tech¬ 
nology  planning  branch  of  the  ministry. 
“When  a  request  for  a  certified  copy  is 
made  by  mail  or  form,  it’s  entered  into  our 
mainframe,  and  an  overnight  match  is 


done  against  the  database  of  registra¬ 
tions.  If  a  match  is  found,  a  pick  sheet  is 
produced  so  that  staff  can  go  through  the 
file  room  and  pull  the  document  and  make 
the  actual  copy.  If  no  match  is  found, 
that’s  another  day  gone  by,”  he  said. 

The  new  system  is  expected  to  provide 
same-day  fulfillment  of  the  half-million  re¬ 
quests  for  certified  copies  that  the  office 
receives  yearly. 

According  to  Ron  Binsell,  director  of 
the  information  technology  planning 
branch,  the  $6  million  imaging  system  will 
not  only  improve  service;  it  will  reduce 
staff  costs  by  15%  and  storage  costs  by 
8,000  sq  ft,  for  combined  savings  of  $1 


million  annually. 

The  MCCR’s  imaging  system  will  use 
the  Advanced  Imaging  Management  Sys¬ 
tem  (AIMS)  supplied  by  Hewlett-Packard 
(Canada)  Ltd.,  with  custom  application 
development  by  Andersen  Consulting. 
According  to  Binsell,  the  ministry  chose 
the  HP/Andersen  Consulting  joint  offer¬ 
ing  because  it  satisfied  all  the  ministry’s 
requirements  at  the  lowest  price  while  us¬ 
ing  demonstrable  products.  He  also  cited 
Andersen’s  imaging  application  develop¬ 
ment  experience  and  HP’s  ability  to  inte¬ 
grate  the  imaging  system  with  the  minis¬ 
try’s  current  technology. 

The  AIMS  configuration  as  imple¬ 
mented  at  the  MCCR  conversion  site  con¬ 
sists  of  HP  Vectra  personal  computers 
acting  as  either  capture  or  retrieval  sta¬ 
tions  connected  to  an  HP  9000  Model  375 
minicomputer  on  a  Starlan  local-area  net¬ 
work.  Each  PC  has  either  a  scanner  or  la¬ 
ser  printer  attached  and  runs  Microsoft 
Corp.  Windows-based  conversion  and  im¬ 
age  management  software  designed  by 
Andersen  Consulting. 

An  operator  at  a  capture  station  uses 
the  PC  to  scan  a  batch  of  registration 
pages.  The  conversion  software  assigns 
the  registration  number  to  each  image; 
this  number  acts  as  the  key  to  the  image 
in  the  database.  It  then  transmits  the 
compressed  image  to  the  Unix-based 
minicomputer,  which  stores  it  on  a  write- 
once  read-many  optical  disc.  The  discs  are 
mounted  in  a  Cygnet  optical  jukebox. 

Long-distance  retrieval 

Document  retrieval  staff  members  in  To¬ 
ronto  will  be  able  to  access  the  image  da¬ 
tabase  1,200  miles  away  in  Thunder  Bay 
from  their  workstations  when  they  wish 
to  make  a  certified  copy. 

Each  retrieval  operator’s  workstation 
will  use  a  Windows  3270  terminal  emula¬ 
tor  to  obtain  the  registration  number  on 
the  ministry’s  mainframe  via  an  IBM  Sys¬ 
tems  Network  Architecture  gateway  on 
the  LAN.  “Then,”  said  Rob  Kloustin, 
project  manager  at  Andersen  Consulting, 
“the  application  will  pull  the  registration 
number  off  the  3270  window  using  Win¬ 
dows’  Dynamic  Data  Exchange  capability 
and  go  out  to  the  imaging  server  and  pull 
the  registration  image  for  that  key.” 

Once  the  operator  has  verified  the  im¬ 
age  on  the  two-page  display,  he  will  send 
it  to  a  laser  printer  to  produce  the  certi¬ 
fied  copy.  If  an  amendment  has  been  made 
since  the  original  form  was  scanned,  such 
as  a  name  change,  this  will  also  be  con¬ 
verted  to  an  image  and  combined  with  the 
original  during  printing. 

The  provincial  Vital  Statistics  Act  pre¬ 
viously  required  that  a  certified  copy  be 
made  from  an  original  registration.  The 
act  was  amended  in  April  to  permit  the 
use  of  images.  “We  could  have  used  mi¬ 
croform  and  copies  from  microform  [for 
the  project],  but  we  wanted  the  potential 
for  access  at  other  sites  in  the  future,” 
Zimmerman  said. 

Andersen  Consulting  designed  the 
front-end  PC  software  using  the  Plexus 
Application  Designer  provided  with  HP’s 
AIMS  environment.  According  to  Klous¬ 
tin,  Application  Designer  allowed  his  pro¬ 
grammers  to  paint  dialog  boxes  and  cre¬ 
ate  forms  for  the  Wmdows  interface  using 
a  fourth-generation  language.  “There  are 
very  few  packages  that  support  the 
[graphical  user  interface]  on  the  front  end 
and  also  support  a  relational  database  on 
the  back  end,”  he  said. 

Grantham  is  a  free-lance  writer  based 
in  Toronto. 


OUR  SYSTEMS  AUTOMATION  TRIAL  WON’T  HAVE  YOU  SERVING  A  LONG  SENTENCE. 


Give  AutoOPERATOR™  a  fair  trial.  You’ll  see  the  clear  benefits 
of  having  complex  systems  manage  themselves  -  reducing  outages, 
increasing  availability,  and  improving  bottom-line  end-user  service. 

You’ll  also  be  amazed  at  the  speed  of  the  proceedings. 

After  all,  over  600  Fortune  1000  companies  have  already  successfully 
installed  AutoOPERATOR.  We  can  provide  ready-to-use  code  so 
you  can  get  your  automation  evaluation  up  and  running  in  no  time. 

And  AutoOPERATOR  is  part  of  our  MainView'"  solution,  which 
complements  IBM’s®  SystemView™  strategy  with  seamless  integration 
and  a  common  user  interface. 

You  Be  The  Judge  With  Our  Free  Evaluation  Checklist. 

When  you  call  us  for  an  immediate  free  trial  of  AutoOPERATOR, 
we’ll  send  you  a  copy  of  our  Systems  Automation  Evaluation  Checklist  - 


an  invaluable  resource  book  that  saves  you  time  and  money  by  helping 
you  assess  your  data  center’s  needs  and  establish  your  custom  criteria  for 
automation  tools. 

Call  Chris  Parker  at  1-800-822-6653.  If  you’re  outside  the  U.S.,  call 
408-735-9550. 

When  you  take  a  look  at  Systems  Automation  from  Boole  & 
Babbage  you’ll  agree,  it’s  an  open  and  shut  case. 


Boole  <&. 
Babbage 


Your  Automation  Advantage 


AutoOPERATOR  and  MainView  are  trademarks  of  Boole  &  Babbage,  Inc.  IBM  is  a  registered  trademark  of  International  Business  Machines  Corporation. 
SystemView  is  a  trademark  of  International  Business  Machines  Corporation. 
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When  it  comes  to  overseas  private  lines, 
are  you  in  over  your  head? 


Undersea  cable.  Outer  space 
satellites.  Foreign  regulation.  Do¬ 
mestic  regulation.  Todays  needs. 
Tomorrow’s  needs.  At  AT&T,  we 
know  that  global  communication 
management  has  more  variables 
than  ever  before.  So  it’s  sometimes 
easy  to  feel  a  bit  overwhelmed  by 
the  challenge. 

But  when  you’re  with  AT&T, 
you’ve  got  a  partner  with  over  60 
years  of  international  experience. 
Relationships  with  phone  com¬ 


panies  around  the  world.  And  AT&T 
representatives  in  27  countries. 

What  that  means  to  you  is 
coordinated  support  for  both  ends 
of  your  private  network.  With  serv¬ 
ices  like  single  end  ordering  and 
billing,  24  hour  single  source  trouble¬ 
shooting  and  network  monitoring. 
Plus  AT&T  will  handle  implementa¬ 
tion  issues  like  circuit  provisioning 
at  the  foreign  end. 

We  call  this  program  AT&T 
Account  Management  Plus.  It’s  an 


incredibly  efficient  way  to  manage 
your  international  private  line.  And 
we  provide  it  to  you  at  no  extra  cost. 

For  more  information  on  how 
we  can  help  you,  call  1 800  448-8600. 

And  discover  the  advantages 
of  a  company  with  real  depth  in 
overseas  services. 

mAT&T 

sag  The  right  choice. 


W&lLike 

TbWfcome 

IBM  Back 
TbVSE. 

(We  Never  Left.) 


CA90s 


CA's  Computing 
Architecture  For 
The  90s  protects 
and  enhances  the 
value  of  every  CA 
software  solution. 


Do  you  remember  when  they  said  VSE  was  history? 

IBM  walked  away  All  those  software  companies  walked  away. 
Everybody  did. 

Except  us. 

For  the  past  15  years,  we’ve  stood  side  by  side  with 
our  VSE  clients.  While  others  scaled  back  their 
development-we  increased  ours.  We  were  always  the 
first  with  more  effective  and  innovative  VSE  software 
solutions.  We  were  always  there  with  the  service,  the 
support  and  tens  of  millions  of  dollars  in  R&D. 

And  that’s  why  today,  we  have  the  largest  VSE  client  base  of  any 
software  vendor  (50,000  VSE  licenses)  and  more  VSE,  SAA-compliant 
software  solutions  than  anyone.  We  are  the  VSE  experts. 

And  now,  the  VSE/ESA  experts.  Our  Computing  Architecture  for 
the  90s  enables  us  to  be  the  first  to  support  it.  Working  closely  with 
IBM,  we  have  developed  the  industry’s  broadest  line  of  VSE/ESA 
software  solutions.  They  cover  all  of  your  software  needs  including 
Systems,  Information  Management  and  Business  Applications. 

Coming  this  February,  we  will  be  offering  the  first  in  a  series  of 
special  VSE/ESA 
Educational  Workshops. 

Everybody’s  invited. 

Even  IBM. 


Qomputer 

Associates 

Software  superior  by  design. 


©  1990  Computer  Associates  International.  Inc.,  711  Stewart  Avenue,  Garden  City,  NY  11530-4787  800-645-3003 
VSE,  SAA  and  VSE/ESA  are  registered  trademarks  of  the  IBM  Corporation. 
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PI  Plus 

CONTINUED  FROM  PAGE  29 

and  we  were  able  to  port  over  in  about 
four  days.”  Beller  said  the  firm  has  sever¬ 
al  applications,  such  as  internal  general 
ledger  and  accounting  programs,  that 
were  ported  to  PI  Plus  in  a  few  hours. 

PI  Plus  is  binary-  and  source-code¬ 
compatible  with  Information  on  the  Pri- 
mos  50  series,  and,  according  to  Prime, 
90%  of  an  existing  Information  system 
can  be  transferred  without  recompilation. 

“We  could  have  made  the  PI  Plus  box 
really  scream,  but  we  pay  a  performance 
price  of  about  5%  for  maintaining  our  bi¬ 
nary  compatibility  with  the  Primos  50  se¬ 
ries,”  said  Andrew  Ridgers,  director  of 


engineering  at  the  Information  Business 
Unit. 

There  are  currently  6,000  Informa¬ 
tion  licenses  worldwide. 

Introduced  in  1978,  Prime  Informa¬ 
tion’s  Pick-based  database  management 
system  allows  users  to  access  more  than 
4,000  commercial  applications  written 
for  Pick  or  Pick-compatible  programs. 

With  PI  Plus,  Prime  hopes  eventually 
to  port  all  Information  customers  onto  the 
Unix  platform,  preferably  on  Prime’s  re¬ 
cently  announced  EXL  series  of  Unix- 
based  systems  and  servers. 

Industry  watchers  said  the  Unix  ver¬ 
sion  of  the  database  software  could  drive 
EXL  sales.  PI  Plus  is  priced  from  $1,400 
in  a  four-user  configuration  to  $120,000 
for  500  or  more  users. 


Hamilton 

CONTINUED  FROM  PAGE  29 

matches  the  dollar  value  of  three  smaller 
systems,  the  customer  would  retain  his 
discount. 

Of  course,  that’s  a  simplistic  example. 
Most  customers  have  far  more  products 
and  concerns  to  juggle.  But  that’s  the 
beauty  of  a  revenue-based  plan.  Where  it 
gets  really  interesting  is  with  the  so- 
called  enterprise  agreement.  According 
to  some  IS  managers,  IBM  is  offering  a 
deal  that  would  span  all  corporate  pur¬ 
chases.  (For  the  record,  IBM  has  said 
these  deals  do  not  officially  exist.) 

However,  according  to  at  least  three 
IS  executives,  the  enterprise  wide  agree- 


T1  USERS 

TRANSFER 
6250  DATA  AT 

256KB 

OFF-LINE 

TAPE-TO-TAPE 


Mitron’s  STD  6250  provides  an 
efficient  method  for  sending  and 
receiving  data  anywhere  in  the 
world.  STD  6250s  communi¬ 
cate  with  each  other  and  with 
other  companies’  bisynchro¬ 
nous  terminals  and  computers. 

The  STD  6250  solves  machine 
compatibility  problems.  It  trans¬ 
fers  data  reliably  without  mailing 
tapes.  It  can  communicate  off¬ 
line  to  relieve  an  overworked 
computer. 

STD  6250s  transfer  data  at 
speeds  up  to  256KB.  Double¬ 
buffering  eliminates  delays 
caused  by  read/  write  cycle 
times. 

The  STD  6250  can  be  leased  or 
purchased. 


STD  6250  features: 

■  Easy-to-install 

■  Needs  no  software 

■  Data  rates  to  256KB 
or  faster 

■  RS-232  or  V.35 

■  Dial-up  or  private  line 

■  Multiplexers 

■  6250  or  1600  bpi 

■  1200',  2400',  or  3600' 
reel  sizes 

■  Bisynchronous  protocol 

■  Transparent  or 
non-transparent 

■  Space  compression 

■  Variable  size  records 
to  32,000  bytes 

■  Labels  and  multiple  files 


STD  6250  options: 

■  Asynchronous 

■  Code  conversion 

■  Modem  eliminator 


Over  100  Megabytes 
per  hour  at  256KB 


Since  1969,  Mitron’s 
magnetic  tape  systems  have 
been  used  in  a  wide  variety  of 
data  communication  applica¬ 
tions.  For  more  information 
on  how  the  Mitron  STD  6250 
can  be  used  to  send  or  receive 
magnetic  tape  data  files,  call 
800  638-9665  (in  Maryland, 
301  992-7700) 

MITRON 

Systems  Corporation 

2000  Century  Plaza,  Columbia,  MD  21044 


ments  are  very  real.  If  a  customer  had 
such  a  deal  and  was  faced  with  a  major  IS 
change  —  be  it  consolidation  or  a  move 
to  more  distributed  computing  —  that 
customer  could  shift  all  kinds  of  products 
to  accommodate  the  change. 

In  addition  to  flexibility,  IS  managers 
contacted  recently  said  they  see  the  reve¬ 
nue-based  plans  as  a  way  of  making  con¬ 
tract  negotiations  easier.  In  a  way,  this  is 
like  IBM’s  Serviceplan  concept  for 
maintenance  and  service.  Serviceplan 
was  intended  to  reduce  the  amount  of 
time  a  customer  had  to  devote  to  paper¬ 
work  by  creating  a  master  contract  to 
cover  all  services  instead  of  individual 
contracts  for  various  aspects  of  IS. 

This,  however,  leads  to  the  potential 
downside  of  revenue-based  plans.  It 
seems  to  me  that  there  could  be  a  hidden 
price  to  pay  for  this  notion  of  easy  and 
flexible  contracts,  particularly  those 
revenue-based  deals  that  cover  corporate 
purchases.  Customers  could  be  locking 
themselves  into  IBM  across-the-board 
purchases  and  cutting  off  their  options 
from  the  competition. 

They  could  run  the  risk  of  losing  bet¬ 
ter  deals  and,  in  some  cases,  superior 
products  from  IBM  competitors. 

The  solution,  then,  is  for  customers 
to  weigh  these  EBM  plans  carefully 
against  a  competitor’s  offering.  This,  of 
course,  means  that  a  lot  of  the  work  that 
goes  into  purchase  plans  will  not  be  re¬ 
duced  after  all. 


Hamilton  is  a  Computermrld  senior  editor,  sys¬ 
tems  and  software. 


Bozman 

CONTINUED  FROM  PAGE  33 

and  Asia  —  and  venture  even  further 
into  the  world  of  IBM  systems.  To  do  this, 
Tandem  has  become  a  latter-day  advo¬ 
cate  of  CASE  technology,  in  which  appli¬ 
cations  are  designed  before  they  are 
ported  to  specific  hardware  platforms. 

That  doesn’t  mean  Tandem  is  aban¬ 
doning  the  Guardian  operating  system. 
It’s  just  that  Guardian  will  remain  “be¬ 
hind  the  scenes,”  running  transactions 
out  of  the  end  user’s  sight.  Meanwhile, 
users  will  continue  to  gravitate  away  from 
mainframe  terminals  and  toward  DOS, 
OS/2,  Apple  Computer,  Inc.  Macintosh 
and  Unix  desktop  computers.  And  new 
applications  will  be  placed  on  Unix  file 
servers  and  PC  networks. 

On-line  transaction  processing  “is 
still  our  foundation,”  said  Tim  Mc- 
Sweeney,  a  senior  product  manager  in 
Tandem’s  application  development  tools 
group.  “Critical  business  applications 
will  continue  to  require  high  throughput, 
fast  response  times  and  high-speed  up¬ 
dates  to  the  database,”  he  said.  “But  in 
the  future,  users  with  no  specific  knowl¬ 
edge  about  Tandem  should  be  able  to  que¬ 
ry  Tandem  systems  from  their  own  open 
systems  machines.” 

Of  course,  the  open  systems  trend 
transcends  Tandem.  Hewlett-Packard 
has  already  taken  the  open  systems 
route,  and  now  it  looks  like  DEC  will  fol¬ 
low.  In  the  1990s,  it’s  somewhat  com¬ 
forting  to  know  that  newfound  open  sys¬ 
tems  applications  will  still  be  anchored  to 
the  mainframes  that  hold  most  of  corpo¬ 
rate  America’s  data. 
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SAR®.  EXPRESS  Delivery®.  Whether  your  goals  are  saving  paper  and  automating  report  distribution  ... 
or  dimming  the  lights  in  your  data  center,  look  to  Goal. 
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SAR,  for  industry-standard  SYSOUT  archival  and  retrieval.  And  Express  Delivery,  for  report  distribution  and 

tracking.  Only  these  products  will  handle  future  processing  volumes-because  of  technologically  advanced 

architecture  that  includes: 

■ 

•  Efficient  pre-spool  processing-to  distribute  reports  using  up  to  75  perecent  fewer  I/Os  per  page  than  post 
spool  counterparts. 

•  Immediate  online  access  to  reports,  due  to  the  pre-spool  strategy.  Several  online  interfaces  are  offered: 
TSO/ISPF,  CMS,  CICS,  VTAM,  ROSCOE,  and  IMS. 

'  •  Multi-threaded  processing  of  applications  that  create 

I  SYSOUT.  This  means  no  lag  time  for  users. 

Only  Goal’s  automated  output  management  solution  is  ready 
to  move  forward  with  you.  And  if  you’re  dimming  the  lights, 

SAR  and  Express  Delivery  work  with  other  Goal  products¬ 
like  OPS/MVS®  and  JOBTRAC' -to  take  you  there. 

SAR  and  Express  Delivery.  Advancing  with  you  toward 
your  ultimate  goals.  Call  your  Goal  Systems  Account 
Manager  today  at  (800)  829-9002. 

* 

Goal  Systems 
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SYSTEMS  &  SOFTWARE 


NEW  PRODUCTS  —  SOFTWARE 


System  software 

Legent  Corp.  has  announced  Release  1.0 
of  Automate/VM,  an  automated  opera¬ 
tions  software  product  designed  for 
IBM’s  VM  operating  environment. 

The  product  automatically  responds  to 
system  events  or  changes  in  resource  sta¬ 
tus.  If  a  problem  occurs,  it  also  reports  on 
conditions  that  cannot  be  resolved  imme¬ 
diately,  according  to  the  vendor. 

Automate/VM  runs  on  VM/SP, 
VM/HPO  Release  4.0  or  higher,  VM/XA 
SP2  and  VM/ESA.  Pricing  starts  at 
$7,500. 


Legent 

2  Allegheny  Center 
Pittsburgh,  Pa.  15212 
(412)323-2600 

The  Adesse  Corp.  has  announced  Release 
1.0  of  VM/Xaid,  a  product  developed  to 
enable  IBM  VM/XA-based  systems  to 
execute  a  program  that  runs  correctly  in 
370  mode  but  fails  when  running  in  XA- 
mode-based  virtual  machines. 

The  product  extends  IBM  Control 
Program  set  commands,  thereby  enabling 
users  to  turn  System/370  emulation  on 
and  off,  the  vendor  said. 

Initial  licenses  range  from  a  onetime 


charge  of  $9,600  to  a  $4,400  annual 
charge. 

The  Adesse  Corp. 

36  Mill  Plain  Road 
Danbury,  Conn.  06811 
(203)  790-9473 


Development  tools 

The  Dylakor  Division  of  Sterling  Soft¬ 
ware  has  introduced  Dyl-Online  CICS  Re¬ 
lease  2.5,  an  interactive  menu-driven  pro¬ 
gram  development  system  designed  to 
assist  users  in  executing  Dyl-280  II  pro¬ 
grams  in  CICS  environments. 

The  product  automates  product  devel¬ 
opment  tasks  and  enables  users  to  view 
job  outputs  by  pressing  a  single  key,  the 


wXDBStacksUpAsA 
B2  Development  Tool. 


Only  XDB  is 
100%  DB2  compatible 
and  gives  you  mainframe 
power  on  your  PC. 

That’s  right,  XDB 
lets  you  offload  DB2  devel¬ 
opment  onto  a  PC.  Consider 
the  productivity  gains  and 
mainframe  resource  savings! 

With  XDB,  any  DB2  programmer 
can  develop,  test,  and  run  applications 
on  a  PC  and  then  run  the  finished  code 
— without  modification  —  on  the 
mainframe. 

If  you  want,  you  can  even  run  DB2 
applications  on  a  LAN  with  the  powerful 
XDB-Server.  Imagine  the  benefits  of 
downsizing  mainframe  applications! 

DB20nYourPC. 

XDB’s  SQL  engine  supports 
all  mainframe  DB2  SQL  syntax, 
imports  and  exports  DB2  data  and 


schema,  and  works  with  both  ASCII  and 
EBCDIC.  Its  mainframe  power 
includes  dynamic  SQL,  domain 
and  referential  integrity, 
updatable  views,  trans¬ 
action  management, 
backup/recovery, 
security,  data  diction¬ 
ary,  and  automatic 
record  and  table 
locking.  And  yes,  it 
will  do  all  of  this  on 
your  PC  under  DOS, 
OS/2,  or  Windows  3.0. 

In  fact,  the  XDB 
SQL  engine  is  so  compact 
that  it  runs  on  any  PC  in  under 
300K,  leaving  plenty  of  room  for 
your  application. 

And  you  can  access  mainframe 
DB2  data  with  the  XDB-Link  gateway. 

COBOL  And  C  With  SQL 

XDB  lets  you  write  programs  with 
embedded  SQL  in  COBOL  or  C.  The  XDB- 


Workbench  integrates  seamlessly  with 
the  Micro  Focus  C0B0L/2  Workbench 
enabling  you  to  take  full  advantage  of 
a  rich  programming  environment. 

Rapid  Application  Development 

XDB  provides  tools  to  further  in¬ 
crease  your  productivity. 

Our  visual  Report  Writer  makes 
report  development  intuitive  and  our 
Forms  Generator  lets  you  paint  sophisti¬ 
cated  data  entry  and  transaction  screens. 

Top  Rated  SQL  Product. 

In  review  after  review,  XDB  products 
consistently  receive  the  highest  ratings. 
PC  Magazine  named  XDB  an  “Editor’s 
Choice.”  Software  Digest  ranked  XDB 
first  among  advanced  SQL  products.  And 
PC  Week  ranked  XDB  tools  first  among 
Client/Server  database  systems. 

When  you  scrutinize  our  products 
the  way  experts  do,  we  think  you  ’ll  agree: 
XDB  offers  productivity  benefits  no  one 
else  can  match. 

Get  the  details.  Call  today  at 
(301)  317-6800 


XDB  Systems,  Inc. 
14700  Sweitzer  Ln. 
Laurel,  MD  20707-2921 


xdb 


We  PutDB2  On  Your  PC. 


Fax  (301)  779-2429.  For  instant  information, 
call  our  Fax  BBS  (301)  779-4560  ext.  1235 
from  your  Fax  machine. 


"The  only  tool  available  that  adheres 
closely  enough  to  IBM’s  DB2  to  allow 
applications  developed  on  the  PC  to 
be  migrated  to  the  mainframe  with 

little  or  no  modification!'  |  J  |  WEEK 


“Speedy  performance,  a  rich  SQL 
implementation,  and  general  ease 
of  use  make  this  package 
a  winner!' 


“XDB  offers  strong  capabilities  for 
advanced  database  management  with 
PC  ease  of  use!’ 


"Develop  on  PCs  then  run  the  finished 
software  without  changes  against 
DB2  data  on  mainframes  thanks  to 
XDB’s  DB2-compatible  database 
server  software!’  /#;;m 
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vendor  said.  It  includes  rewritten  com¬ 
mand-level  code  that  complies  with  re¬ 
quirements  for  the  CICS  version  for  En¬ 
terprise  System  Architecture. 

Pricing  ranges  from  $8,000  to 
$16,500,  depending  on  type  of  operating 
system  and  CPU  size. 

Sterling  Software 
Dylakor  Division 
9340  Owensmouth  Ave. 

Chatsworth,  Calif.  91313 
(818)718-8877 

Sunrise  Software  International,  Inc.  has 
announced  a  Digital  Equipment  Corp. 
VAX/VMS  version  of  Ezx,  a  development 
tool  for  Open  Software  Foundation  Motif 
graphical  user  interface  applications. 

The  product  is  priced  at  $3,500  for  a 
single-user  version. 

Sunrise  Software  International 
1151  Aquidneck  Ave. 

Middletown,  R.I.  02840 
(401)847-7868 


NEW  PRODUCTS 
—  HARDWARE 


Data  storage 

Optical  Laser  Systems,  Inc.  has  intro¬ 
duced  a  laser  filing  and  retrieving  archival 
system  that  uses  write-once  read-many 
optical  drives. 

The  OLSI  Smartfile  is  an  integrated 
stand-alone  system  that  facilitates  ran¬ 
dom  data  retrieval  and  includes  a  patent¬ 
ed  software  package. 

It  is  priced  at  approximately  $25,000. 
Optical  Laser  Systems 
8640  Phillips  Highway 
Jacksonville,  Fla.  32256 
(904)  739-3500 

Decision  Data  Computer  Corp.  has  an¬ 
nounced  a  direct-access  storage  device 
that  can  be  connected  to  IBM  Application 
System/400  Models  B30  through  B70. 

The  9432  disk  array  comprises  three 
pairs  of  300M-byte,  3V2-in.  disks  and  fea¬ 
tures  a  disk  rotation  speed  of  4,318  rpm, 
thereby  reducing  average  latency  to  6.95 
seconds,  the  vendor  said. 

Pricing  for  the  product  ranges  be¬ 
tween  $14,200  and  $30,600,  depending 
on  configuration. 

Decision  Data  Computer 
1  Progress  Ave. 

Horsham,  Pa.  19044 
(215)956-6700 


I/O  devices 

Idea  Courier  has  introduced  an  upgrada¬ 
ble  family  of  paper  white  IBM  3270  and 
Application  System/400  displays. 

The  Idea  12000  series  of  black-and- 
white  displays  complies  with  the  Swedish 
agency  Semko’s  MPR-P  1987:2  standard 
for  electrostatic  and  electromagnetic 
emissions,  the  vendor  said.  The  displays 
can  be  configured  as  mainframe  or  mid¬ 
range  units  by  inserting  coaxial-  or  twin¬ 
axial-compatible  plug-in  logic  modules. 

Pricing  ranges  from  $1,395  to  $1,595, 
depending  on  type  of  mainframe  or  mid¬ 
range  models  purchased. 

Idea  Courier 
1515  W.  14th  St. 

Tempe,  Ariz.  85281 
(602)  894-7000 
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COMMENTARY 

Patricia  Keefe 

Users  come 
first,  right? 

Last  month  at 
Comdex/Fall 
’90,  Michael 
Maples,  vice 
president  of  ap¬ 
plications  at  Mi¬ 
crosoft,  warned 
the  user  community  that  it 
“must  keep  up  with  the  new 
technologies,  or  they’re  going  to 
be  left  behind.” 

Oh  really?  Who  determines 
the  difference  between  a  user 
falling  “behind”  and  a  product 
ahead  of  its  time? 

I  mean,  doesn’t  Maples  have 
this  backwards?  It  seems  to  me 
that  the  dictum  should  read: 
Vendors  who  are  not  responsive 
to  user  needs  will  watch  black 
ink  fade  to  red  right  before  then- 
eyes. 

It  sounds  like  what  he  was 
saying  was,  “Buy  into  our  prod¬ 
uct  strategy  right  now,  or  we’ll 
wash  our  hands  of  you.”  Because 
after  all,  the  vendor  knows 
what’s  best  for  the  user,  right? 
Too  often  that  involves  buying 
more  products.  A  user  of  Wang 
equipment  once  grumbled  to 
me  that  his  account  rep’s  idea  of 
fixing  his  problems  was  to 
throw  more  products  at  him. 
This  went  over  like  a  lead  bal¬ 
loon. 

Telling  users  “buy  or  else” 
is  an  interesting  marketing  con¬ 
cept  considering  we  stand  on 
the  precipice  of  a  recession.  But 
Continued  on  page  48 


SPA  offers  free  (audit)  software 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


If  you  knew  that  the  Software 
Publishers  Association  (SPA) 
had  a  free  kit  to  help  you  keep 
your  personal  computers  im¬ 
mune  to  illegally  copied  soft¬ 
ware,  would  you  call 
its  toll-free  number 
to  request  the  kit, 
even  if  you  were 
sure  that  your  PCs 
were  clean? 

“You  get  a  little 
scared  calling  people 
like  that,”  admitted 
Tom  Peltier,  an  in¬ 
formation  security  specialist  at 
General  Motors  Corp.  in  De¬ 
troit.  “You  have  that  foreboding 
that  they’re  going  to  be  checking 
into  you.” 

However,  Peltier  said  that 


just  the  opposite  occurred  after 
his  phone  call  and  request  for  an 
audit  kit.  He  has  since  decided 
that  snooping  “is  not  [the  SPA’s] 
role  in  life  —  they  want  to  make 
sure  that  people  clean  up  their 
acts  if  they  need  to,  and  that's  all 
they’re  about.  Working  with 
them,  we’ve  come 
up  with  a  very 
strong  program  for 
General  Motors.” 

Ironically,  GM,  or 
any  other  company, 
can  make  as  many 
copies  of  Spaudit, 
the  SPA’s  auditing 
software,  as  it 
wants,  as  long  as  the  program  is 
only  used  internally. 

GM  did  its  first  internal  audit 
in  1985,  using  Peter  Norton 
Computing,  Inc.’s  Norton  Utili¬ 
ties  package,  and  started  to  de- 


Ventura  adds  Mac  Publisher 


BY  JAMES  DALY 

CW  STAFF 


SAN  DIEGO  —  One  of  the  most 
popular  DOS-based  publishing 
packages  came  to  Apple  Com¬ 
puter,  Inc.’s  Macintosh  line  re¬ 
cently  when  Ventura  Software, 
Inc.  announced  that  it  has  begun 
shipment  of  Ventura  Publisher, 
Macintosh  Edition. 

The  application  is  functionally 
similar  to  the  Ventura  Publisher 
package  available  for  the  DOS, 
OS/2  and  Microsoft  Corp.  Win¬ 
dows  3.0  environments  but  adds 
several  features  including  mov¬ 
able  dialogue  boxes,  a  spelling 
checker,  revised  menus  and  doc¬ 


umentation  as  well  as  additional 
text  and  graphics  import  and  ex¬ 
port  filters. 

Additionally,  all  versions  of 
Ventura  Publisher  are  designed 
to  be  compatible  across  plat¬ 
forms,  enabling  users  to  share 
documents  between  IBM  per¬ 
sonal  computer-compatible  and 
Macintoshes. 

Officials  at  Ventura,  a  Xerox 
Corp.  firm,  said  the  Macintosh 
version  of  Ventura  Publisher  has 
a  suggested  list  price  of  $795. 

In  1991,  Ventura  Publisher  is 
also  expected  to  be  offered  for 
the  Unix  operating  system  run¬ 
ning  under  Sun  Microsystems, 
Inc.’s  and  AT&T’s  Open  Look. 


velop  a  software  copying  policy 
in  February  1988,  before  the 
SPA  developed  its  audit  pro¬ 
gram,  released  in  May. 

GM  has  developed  four  20- 
minute  movies,  with  the  help  of 
Boston-based  Commonwealth 
Films,  Inc.,  that  it  shows  to  its 
780,000  employees  worldwide 
to  help  drive  home  the  impor¬ 
tance  of  data  security  in  general. 
GM,  through  its  subsidiary, 
Electronic  Data  Systems  Corp., 
also  has  an  extensive  series  of  in¬ 
ternal  publications  on  data  secu¬ 
rity  and  proper  use  of  software, 
and  an  anticopying  provision  is 
written  into  the  company’s  code 
of  ethics. 

The  company  began  a  whole¬ 
sale  audit  of  its  PCs  last  week, 
starting  at  corporate  headquar¬ 
ters,  Peltier  said.  He  said  Spau¬ 
dit  will  save  the  company  exten¬ 
sive  amounts  of  time. 

SRI  International,  a  nonprofit 
research  group  based  in  Menlo 
Park,  Calif.,  was  so  pleased  with 
Spaudit  that  it  decided  to  devel¬ 
op  a  version  of  the  program  for 
Apple  Computer,  Inc.’s  Macin¬ 
tosh.  This  version  is  now  being 
beta-tested  at  SRI  and  will  be 
distributed  by  the  SPA  as  soon  as 
it  is  ready  for  delivery. 

Prior  to  getting  Spaudit,  SRI 
used  Xtree  Co.’s  Xtree  and 
painstakingly  wrote  out  the  list 
of  software  programs  by  hand. 
Larry  Shoemaker,  senior  inter¬ 
nal  auditor  at  SRI,  said  that 
Spaudit  “has  cut  down  drastical¬ 
ly  the  amount  of  time  required  to 
do  an  examination  of  a  hard  disk. 
We  used  to  need  one  or  two 
hours  for  a  machine,  but  now  it 
takes  about  five  minutes.” 

Shoemaker  reported  that  SRI 


has  done  22  audits  this  year,  cov¬ 
ering  some  2,000  machines. 

Shoemaker  said  housekeep¬ 
ing  seems  to  be  the  major  issue 
SRI  has  to  face.  A  user  might  get 
a  new  machine,  and  the  old  ma¬ 
chine  will  be  given  to  a  different 
user,  with  all  its  original  soft¬ 
ware  still  intact  on  the  hard  disk. 
Shoemaker  pointed  out  that  this 
is  technically  a  violation  of  the 
law,  even  if  the  user  is  unaware 
that  the  illegal  copies  exist  on 
the  machine. 


In  the 
kit 

Spaudit,  the  SPA’s 
auditing  kit, 
comes  with  the 
following: 

•  A  list  of  sug¬ 
gested  procedures  for  a 
corporate  self-audit. 

•  Sample  memoranda  for 
management  to  distribute 
on  what  constitutes  illegal 
copying  of  software  pro¬ 
grams. 

•  Two  brochures:  “Soft¬ 
ware  Use  and  the  Law” 
and  “Is  It  Okay  To  Copy 
My  Colleague’s  Soft¬ 
ware?” 

•  Spaudit,  a  licensed  soft¬ 
ware  application  on  3xh- 
and  5  Vi-in.  floppy  disks. 

The  number  for  the 
SPA  is  (202)  452-1600. 
Orders  can  also  be  mailed 
to  SPA  Audit  Materials, 
Suite  901, 1101  Connecti¬ 
cut  Ave.,  N.W.,  Washing¬ 
ton,  D.C.  20036.  The  kit  is 
free  of  charge. 

MICHAEL  FITZGERALD 


Micro  Focus 
Dialog  System 

The  Human  Interface 
Management  System 


MICRO  FOCUS* 

A  Better  Way  of  Programming™ 


Micro  Focus  Dialog  System™  is  a  high  level  tool  that 
produces  and  runs  user  interfaces  for  COBOL  applications. 
Whether  your  application  runs  under  OS/2  or  DOS,  you  can 
develop  sophisticated  interfaces  for  a  variety  of  styles  and 
emerging  standards,  without  changing  your  COBOL 
programs.  Dialog  System  is  as  versatile  as  your  needs  and 
imagination. 

Dialog  System  is  also  the  best  development  system 
available  for  graphical  and  character  based  user  interfaces 
to  front-end  your  mission  critical  business  applications. 

♦  A  simple  CALL  interface  is  the  link  between  your 
COBOL  programs  and  Dialog  System.  Writing  long, 
complicated  user  interface  code  in  COBOL  will  become 
a  thing  of  the  past. 

♦  Smaller,  maintainable  code  will  result  from  using 
Dialog  System.  The  user  interface  is  defined  and  run 
independently  of  the  main  COBOL  program. 

♦  Prototyping  is  simplified  because  you  don’t  have  to 
begin  writing  the  data  processing  part  of  your 
application  until  after  the  interface  is  tried  and  tested. 

♦  Testing  support  is  provided  in  Micro  Focus 
ANIMATOR1  M  as  well  as  the  Dialog  System  utilities 
Trap  and  Trace. 


♦  Preserve  your  COBOL  investment  by  using  Dialog  System  to 
create  the  user  interfaces  you  need  and  users  want  without 
learning  new  languages. 

Bring  the  look  and  feel  of  the  90’s  to  your  applications  with  Micro 
Focus  Dialog  System. 
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The  Early  User  Program  version  of  Dialog  System  2 
gives  easy  access  to  Presentation  Manager  or  SAA 
CUA  objects. 


For  more  information  about  Dialog  System  1. 1 
or  Early  User  Dialog  System  2,  call  Micro  Focus 
today  at  1-800-872-6265  or  415-856-4161. 
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What  does  Compaq  give  386  users 

who  expect  the  moon? 


Giving  demanding  users  the 
best  PC  possible  is  a  tradition 
at  Compaq.  A  tradition  we 
upheld  when  we  introduced 
the  world’s  first  PCs  based 
on  Intel’s  386  and  386SX 
microprocessors.  And  a 
tradition  that  continues  in 
our  comprehensive  line  of 
desktop  PCs. 

Within  this  line  you’ll 
find  six  different  levels  of  386 
performance  and  affordability 
And  a  PC  designed  to  give  you  the  perfect  balance  of  features 
and  power.  You’ll  find  the  reliability  and  compatibility  you’ve 
come  to  expect  from  Compaq.  Plus  the  flexibility  to  choose 
from  a  wide  array  of  optional  features. 

You’ll  also  find  an  Authorized  COMPAQ  Computer  Dealer, 
who’s  trained  to  match  the  right  peripherals  and  software 
with  the  right  PC.  And  to  tailor  a  solution  to  your  exact  needs. 
All  at  prices  that  are  more  competitive  than  ever. 

Come  look  at  the  COMPAQ  DESKPRO  386N 
Personal  Computer,  for  example.  This  machine 


is  a  full-function  PC  with 
breakthrough  features  for 
networked  environments.  As 
a  stand-alone  PC,  its  16-MHz 
386SX  microprocessor 
handles  all  of  the  general 
business  applications  our 
other  386SX-based  PCs 
run.  With  so  many 
integrated  features,  you 
can  take  care  of  your 
expansion  needs  using  only  two  slots. 
And  it  comes  with  a  host  of  unique 
network  features  like  multilevel  security,  making  it  the  best 
full-function  personal  computer  for  connected 
environments.  All  of  this  fits  neatly  into  a  space-saving  design. 

The  COMPAQ  DESKPRO  386S  Personal 
Computer  is  also  designed  to  handle  general 
business  applications.  Its  16-MHz  386SX 
microprocessor  gives  you  exceptional  386  performance. 
And  its  32-bit  architecture  lets  you  run  today’s  popular 
business  software.  It  also  offers  the  flexibility  to  run 
tomorrow’s  advanced  business  software. 
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Project  managers 
and  other  general 
business  users  will 
find  everything  they 
need  to  manage 
databases  and 
speed  through 
complex 

spreadsheets  in  the  COMPAQ  DESKPRO 
386S/20  Personal  Computer.  It  delivers  the 

maximum  in  20-MHz  386SX  performance  and  a 
broad  range  of  integrated  features. 

The  COMPAQ  DESKPRO  386/20e  Personal 
Computer  is  for  experienced  users.  It’s  perfect  for  demanding 
applications  like  presentation  graphics.  And  it’s  loaded  with 
high-performance  features  like  an  advanced 
cache  architecture.  So  it  runs  up  to  50%  faster 
than  other  20-MHz,  non-cached  386-based  PCs. 

For  users  doing  similar  jobs,  but  with  more  stringent 
performance  needs,  we  offer  the  COMPAQ  DESKPRO  386/25e 
Personal  Computer.  Its  25-MHz  32-bit 
performance  lets  you  fly  through  financial 
analysis  as  well  as  other  demanding 
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applications.  It’s  the 
perfect  personal 
computer  for  people 
who  are  serious 
number  crunchers, 
administrators 
ho  manage 
massive  loads 
of  information  as  well  as  engineers 
who  work  on  generating  complex 
two-dimensional  CAD  drawings. 

At  the  most  demanding  level  of  386  computing 
are  the  power  users  who  do  graphic-intensive 
applications  like  3-D  CAD  drawings  and  other  performance¬ 
intensive  applications.  These  people  need  the  kind  of 
performance  that  the  COMPAQ  DESKPRO  386/33L  Personal 
Computer  delivers.  It  combines  the  fastest  386  microprocessor 
with  high-performance  innovations.  And  it  lets  you  easily  upgrade 
to  the  power  of  486  performance. 

If  you’re  looking  for  the  386  desktop  PC  that  simply  works 
better  for  whatever  you  do,  call  1-800-231-0900,  Operator  129. 
In  Canada,  call  1-800-263-5868,  Operator  129. 

comPAa 


It  simply  works  better. 


"...A  HUGE 
APPLICATION, 
AND  THE 3090 
NEVER 
FLINCHED." 


A  USER'S  CHALLENGE: 

A  leading  bottled 
consumer  goods  producer 
brought  up  a  mainframe 
application  to  gain 
competitive  advantage  in 
its  fight  for  retail  shelf 
space.  Within  months,  it 
proved  so  valuable  that  it 
grew  from  five  to  15 
gigabytes.  By  the  time  the 
company  installed  an  IBM 
System/3090  Model  200E 
with  64  megabytes  of 
main  storage  to  manage 
the  application  (and  run 
the  company's  routine  IS 
applications),  it  was 
already  short  of  central 
storage  capacity.  Rather 
than  slowing  down 
expansion  of  the  strategic 
job,  the  company  bought 
Cambex  STDR/9000  central 
storage  for  a  fast  low-cost 
productivity  solution.  The 
IS  director  made  the 
Cambex  decision  quickly: 
he  had  used  Cambex 
memory  for  years  in  an 
earlier  IBM  mainframe, 
and  knew  the  Cambex 
price-performance- 
reliability  solution  was  a 
good  one.  Ask  your 
Cambex  representative 
for  more  information  on 
this  fine  user. 


CAMBEX 
TO  THE 
RESCUE. 

Cambex  builds  IBM 
System/3090  central  and 
expanded  memory  —  and 
now  3990  cache  —  storage 
devices  that  give  MIS 
executives  the  ability  to  add 
mainframe  functionality 
faster.  The  Cambex  solutions 
are  the  only  ones  that  assure 
100  per  cent  compatibility 
with  IBM's  own  storage 
cards.  That  means  a  fast 
install,  fast  diagnostics  and 
superior  reliability  at  minimal 
risk.  In  the  past  two  years, 
3090  users  have  installed 
more  than  30  billion  bytes 
of  STOR/9000  storage  (and 
over  a  billion  bytes  of  our 
new  STOR/3993  cache 
memory  in  the  past  60  days!). 
Make  your  3090s  do  more 
for  less.  Call  Cambex  now. 

Cambex  Corporation 
360  Second  Avenue 
Waltham,  MA  02154 
617-890-6000 
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PC-based  CASE  helping 
bank  boost  productivity 


ONSITE 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


CHICAGO  —  At  First  National 
Bank  of  Chicago,  the  emphasis  is 
on  becoming  the  first  bank  to  win 
the  U.S.  Department  of  Com¬ 
merce  Malcolm  Baldridge  Na¬ 
tional  Quality  Award,  and  the 
bank’s  systems  group  is  leaving 
no  stone  unturned  to  qualify  for 
the  award,  including  a  brand- 
new  move  away  from  main¬ 
frame-based  code  development 
to  doing  computer-aided  soft¬ 
ware  engineering  (CASE)  on 
personal  computers. 

“Our  thrust  is  to  get  the  Bald¬ 
ridge  award,  and  we’re  just  look¬ 
ing  for  new  ways  to  continually 
increase  quality,  said  Martin 
Bronstein,  senior  vice  president 
of  customer  services  group  sys¬ 
tems  development  at  the  bank. 
“I’m  not  going  to  lie  to  you  and 
say  that  the  PC  products  are  one 
of  our  main  strategies,”  but 
moving  CASE  development  onto 
PCs  will  improve  delivery  time 
for  new  products,  primarily  in 
the  highly  competitive  cash- 
management  market,  Bronstein 
said. 

The  First,  which  has  4,500 


PCs  and  is  also  an  intensive  user 
of  large  IBM  mainframes  and 
Tandem  Computers,  Inc.  mini¬ 
computers,  has  been  using 
CASE  tools  for  three  years, 
starting  with  a  pilot  version  of 
Texas  Instruments,  Inc.’s  Infor¬ 
mation  Engineering  Facility 
(IEF). 

About  two  months  ago,  the 
bank  installed  and  began  using 
IEF  Version  4.1  for  OS/2  on  sev¬ 
eral  PCs  in  its  development  area. 
Now,  while  the  final  code  gener¬ 
ation  still  must  take  place  on  the 
mainframe,  all  the  initial  devel¬ 
opment  work  and  code  genera¬ 
tion  can  be  done  under  OS/2. 

Saving  time 

Despite  the  nascent  nature  of 
the  PC  effort,  Bronstein  said  that 
development  time  will  be  saved 
just  in  terms  of  not  having  to 
upload  code  after  each  develop¬ 
ment  stage  to  check  the  prog¬ 
ress  of  the  program. 

Today,  IEF  4.1  is  being  used 
to  develop  projects  for  cash  man¬ 
agement,  sales  and  marketing 
and  collateral  transactions. 

The  First  has  also  moved  to 
develop  database  applications  on 
the  PC.  It  licensed  Oracle  Sys¬ 
tems  Corp.’s  Oracle  for  AIX  in 
November  1989,  and  it  now  has 


some  eight  applications  under 
development,  including  three  for 
marketing,  one  for  international 
trading  and  an  internal  systems 
development  tool. 

Neither  tool  has  been  a 
breeze  to  implement 
and  use  effectively,  al¬ 
though  Bronstein  joked 
that  he  is  having  more 
success  with  applica¬ 
tions  development  than 
with  a  “take  a  business- 
person  to  lunch”  drive 
launched  by  the  IS 
group  18  months  ago 
to  strengthen  relations 
with  users. 

For  instance,  while 
he  is  pleased  with  Ora¬ 
cle’s  flexibility,  “we’re 
suffering  through  sup¬ 
port  issues  on  Oracle 
AIX,  which  is  not  at  the 
same  level  as  [Oracle]  is 
on  some  of  the  other 
Unix  platforms,”  Bron¬ 
stein  said. 

“We  don’t  think  Or¬ 
acle  is  easy  to  learn.  We 
think  they’re  making  a 
lot  of  money  off  their 
consulting  services, 
Bronstein  said,  al¬ 
though  he  added  that 
the  First  had  no  expec¬ 
tations  otherwise,  and 
it  negotiated  its  contract  to  in¬ 
clude  ample  service. 

Working  with  IEF  “has  been 
a  slow  process,”  Bronstein  said. 
“We’ve  had  some  successes; 
we’ve  also  had  one  project  where 


we  got  killed  on  the  scope,  and 
we  eventually  stopped  the  proj¬ 
ect  and  took  a  step  back  because 
a  $1  million  project  was  turning 
into  a  $3  million  project.”  Bron¬ 
stein  is  quick  to  say  that  IEF  was 


not  the  problem  with  the  project. 

Overall  productivity  has  not 
increased  for  the  bank’s  pro¬ 
grammers  since  they  started  us¬ 
ing  IEF,  but  Bronstein  said  he 
does  expect  to  see  increases  in 


productivity  within  the  next  18 
months,  especially  when  dealing 
with  systems  maintenance.  He 
added  that  time-sharing  option 
expenses  for  the  programmers 
using  IEF  have  gone  down  al¬ 
most  90%  since  the 
First  started  using  IEF. 

Bronstein  said  he 
thinks  IEF  and  Oracle 
will  be  important  stra¬ 
tegic  tools  that  will  help 
his  department  be  more 
active  and  more  able  to 
“adapt  to  a  market 
where  the  product  life 
cycles  are  going  to  be 
shorter,  we  need  to  get 
products  on  the  mar¬ 
ketplace  quicker,  and 
change  is  going  to  be  a 
way  of  life.” 

The  push  to  the 
Baldridge  Award  also 
represents  an  overall 
change  in  the  way  IS 
does  business. 

“What  we’re  trying 
to  do  is  have  the  busi¬ 
ness  managers  priori¬ 
tize  [development 
needs]  on  a  business  ba¬ 
sis  and  then  allocate  the 
[programming]  re¬ 
sources  based  on  the 
business  needs  —  not 
the  classic  way  of  say¬ 
ing  to  a  business  group,  ‘you 
have  10  [programmers],  do  what 
you  want,’  ”  Bronstein  said. 

“That’s  a  very  big  change  in 
mentality,  and  it’s  not  easy  to  im¬ 
plement,”  he  said. 


Ralf-Finn  Hestoft/Saba 

The  First’s  Bronstein  is  hoping  to  increase 
quality  and  win  national  attention 


Fresh  signs  of  multiprocessor  standard 


BY  RICHARD  PASTORE 

CW  STAFF 


Hardware  vendors  in  the  multi¬ 
processor  personal  computer 
market  have  largely  been  going 
their  own  way,  investing  millions 
of  dollars  in  architectural  design 
and  then  hoping  third  parties  will 
provide  customized  support. 
This  strategy  has  limited  the 
players  on  the  hardware,  soft¬ 
ware  and  customer  sides. 

However,  signs  of  potential 
change  came  through  last  month 
when  two  hardware  vendors  and 
two  software  firms  announced 
support  for  M/PAX,  a  multipro¬ 
cessor  chip  set  announced  in 
February  by  Chips  and  Technol¬ 
ogies,  Inc. 

M/PAX  is  a  symmetric  multi¬ 
processor  design  that  supports  a 
mix  of  as  many  as  six  Intel  Corp. 
I486  chips,  Motorola,  Inc. 
68040  chips  and  reduced  in¬ 
struction  set  computing  proces¬ 
sors.  It  is  compatible  with  IBM’s 
Micro  Channel  Architecture 
(MCA),  the  AT  bus  and  the  Ex¬ 
tended  Industry  Standard  Archi¬ 
tecture  (EISA). 

Chips  and  Technologies  has 
been  positioning  the  platform  as 
a  potential  standard  for  third 
parties.  “It’s  a  lot  of  work  to  de¬ 
sign  and  get  one  of  these  sys¬ 
tems  up  and  running,”  said  Mi¬ 


chael  Ares,  Chips  and  Technolo¬ 
gies’  marketing  manager  for 
advanced  systems.  “We  want  to 
bring  this  technology  to  these 
manufacturers  at  the  lowest  up¬ 
front  cost.” 

A  standard  chip  set  could 
bring  more  vendors  to  the  mar¬ 
ketplace  at  lower  price  points 
and  could  encourage  support 
from  third-party  peripheral  and 
operating  system  vendors. 

Four  on  board 

The  two  hardware  firms  that 
signed  on  at  Comdex/Fall  ’90 
were  Arche  Technologies,  Inc. 
and  American  Megatrends,  Inc. 
Both  companies’  machines  are  in 
the  prototype  stage  and  are  ex¬ 
pected  to  debut  next  year. 

The  Santa  Cruz  Operation, 
Inc.  and  Corollary,  Inc.  also  an¬ 
nounced  software  support  for 
the  chip  set.  The  companies  un¬ 
veiled  a  port  of  their  multipro¬ 
cessor  version  of  Unix  MPX  and 
SMP  Unix  kernel,  respectively. 

Despite  commitment  from 
these  firms,  setting  a  true  stan¬ 
dard  will  not  be  easy.  Companies 
such  as  Compaq  Computer 
Corp.,  which  has  invested  mil¬ 
lions  in  multiprocessing  develop¬ 
ment,  are  not  likely  to  adopt 
someone  else’s  standard. 

“Chips  and  Technologies  nar¬ 
rows  the  number  of  flavors  out 


there,  but  you'll  still  have  three 
or  four  of  these  architectures,” 
said  Frank  Dzubeck,  president  of 
Communications  Network  Ar¬ 
chitects  in  Washington,  D.C. 

The  chip  set  “is  going  to 
bring  the  multiprocessor  tech¬ 
nology  to  a  wider  variety  of  ven¬ 
dors  at  a  lower  cost,”  said  Frank 
Michnoff,  an  analyst  at  Meta 
Group,  Inc.  in  Westport,  Conn. 

While  clone  makers  may  have 
cheaper  access  to  the  technol¬ 
ogy,  they  still  face  expenses  and 
hurdles  that  could  keep  prices 
high  and  delay  system  rollouts, 
analysts  said.  These  may  include 
licensing  the  MCA  or  EISA  bus¬ 
es  and  developing  advanced  disk 
array  technology. 

“It’s  not  just  like  building  a 
classical  PC;  it’s  a  whole  differ¬ 
ent  expense  category,”  Dzubeck 
said,  adding  that  this  is  one  rea¬ 
son  for  many  vendors’  hesitancy 
to  support  the  chip  set. 

Another  factor  that  may  slow 
M/PAX  adoption  is  the  dealer 
support  issue.  Clone  manufac¬ 
turers  typically  sell  through  less 
service-oriented  dealers  and 
mass  merchandisers  —  seg¬ 
ments  ill-equipped  to  support 
high-end  systems. 

Also,  while  major  firms  can  af¬ 
ford  specialized  multiprocessor 
training  for  their  dealer  chan¬ 
nels,  clone  vendors  may  not  have 


the  same  financial  capability. 

Chip  sets  such  as  M/PAX  may 
have  their  biggest  impact  five 
years  down  the  road,  when  deal¬ 
er  support  is  no  longer  crucial. 
“In  the  future,  users  will  get 


BY  SALLY  CUSACK 

CW  STAFF 


WESTBORO,  Mass.  —  Moving 
to  establish  its  presence  as  a  ser¬ 
vice  provider,  Data  General 
Corp.  recently  announced  that  it 
will  now  offer  complete  service 
to  all  DG  customers  using  Sun 
Microsystems,  Inc.  equipment. 

This  is  the  first  attempt  DG 
has  made  to  service  nonpropri¬ 
etary  workstations,  servers  and 
personal  computers  in  multiven¬ 
dor  network  environments.  The 
company  has  been  providing  ser¬ 
vice  on  other  vendors’  peripher¬ 
al  equipment,  such  as  printers 
and  disk  drives,  since  1987. 

According  to  Paul  Phaneuf, 
director  of  services  marketing  at 
DG,  the  company  does  not  have 
any  hard  data  detailing  the  num¬ 
ber  of  DG  sites  with  Sun  equip¬ 
ment.  However,  DG  estimated 
that  the  number  of  dual-platform 
environments  is  sizable. 


used  to  this  [multiprocessor] 
concept  and  have  the  support 
people  in-house,”  Michnoff  said. 
At  that  point,  multiprocessor 
clones  could  proliferate  and 
prices  will  plummet,  he  said. 


DG’s  Motorola,  Inc.  88000- 
based  Aviion  workstation  en¬ 
tered  the  reduced  instruction  set 
computing-based  sector  in  1989, 
when  many  sites  had  already 
committed  to  Unix  and  had  in¬ 
stalled  the  Sun  workstations. 

The  new  service  agreement 
is  based  on  a  three-year  contract 
between  DG  and  Apex  Comput¬ 
er,  a  Redmond,  Wash.-based 
firm  that  specializes  in  fourth- 
party  service  for  the  Sun  envi¬ 
ronment.  Apex  is  training  DG 
field  engineers  and  technicians 
and  providing  spare  parts  inven¬ 
tory. 

The  program  will  initially  be¬ 
gin  to  be  implemented  in  14  U.S. 
cities:  Atlanta,  Boston,  Chicago, 
Dallas,  Detroit,  Houston,  Los 
Angeles,  New  York,  Philadel¬ 
phia,  St.  Louis,  San  Francisco, 
Seattle,  Washington,  D.C.,  and 
Orlando,  Fla.  Same-day  four- 
hour  response  and  next-day  re¬ 
sponse  features  are  optional. 


DG  extends  service  to  cover 
customers’  Sun  equipment 
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e  it  takes 

e  Epson  DFX-8000 
nted  52  more. 


There  is  an  elite  group  of  high-volume 
printer  users  for  whom  speed  is  measured  not  in 
hundreds  of  characters  per  second,  but  in  thou¬ 
sands.  For  those  of  you,  the  quick  minds  at  Epson® 
have  created  the  new  DFX-8000.  It  is,  quite 
simply,  the  fastest  printer  Epson  has  ever  made. 

It  is  also  compelling  proof  that 
an  inspired  piece  of  engineering 
need  not  be  accompanied  by  an  in¬ 
flated  price  tag. 

Through  a  highly  innovative 
two-in-one  print  head  design,  the 
engineers  at  Epson  were  able  to 
double  the  speed  of  the  DFX-8000  — at  a 
cost  significantly  below  that  of  the  average 
line  printer. 

While  few  printers  can  match  the  sheer  speed 
of  the  DFX-8000,  even  fewer  can  match  the  ease 
with  which  it  handles.  Productivity-enhancing 


conveniences  include  Epson’s  advanced  Smart- 
Park”  paper  handling,  dual  paper  feeds  and  an 
optional  automatic  paper  cutter,  plus  other  useful 
features  rarely  found  on  line  printers. 

As  with  every  Epson,  compatibility  and 
reliability  are  a  foregone  conclusion.  The 
DFX-8000  will  easily  connect  to 
your  PCs,  minis  and  mainframes, 
and  will  run  day  after  day  without 
the  least  bit  of  trouble. 

The  combination  of  speed, 
features  and  reliability  offered  by 
the  DFX-8000  is  enough  to  accel¬ 
erate  the  pulse  of  the  most  demanding  high- 
volume  printer  user. 

That  is  why,  when  you  finish  reading,  we 
encourage  you  to  watch  it  print  a  few  hundred 
pages,  in  person. 

It  will  only  take  a  few  minutes  of  your  time. 


At  1066  characters  per  second, 
Epson’s  fastest  printer  ever. 
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perhaps  that  explains  the  note  of  urgen¬ 
cy  with  which  this  message  is  usually  de¬ 
livered.  It’s  even  more  interesting,  giv¬ 
en  that  users  are  getting  to  be  real  good  at 
turning  up  their  noses  at  vendor  direc¬ 
tives  and  “hints”  that  they  think  don’t  ap¬ 
ply  to  their  sites. 

For  example,  OS/2  was  supposed  to 
be  the  second  coming  of  operating  sys¬ 
tems,  obliterating  ugly,  clunky  DOS 
from  the  desktop.  “Ummmmmmm,  I 
don’t  think  so,”  chorused  the  user  com¬ 
munity.  So  today,  while  DOS  is  undergo¬ 
ing  a  revitalization  of  sorts,  OS/2  is  lan¬ 
guishing  in  a  pool  of  disinterest,  relatively 


speaking. 

More  recently,  also  at  Comdex,  an 
IBM  executive  got  his  knuckles  rapped 
for  giving  a  less-than-illuminating  an¬ 
swer  to  a  question  about  a  LAN  Manager 
technology  direction  announced  one 
year  ago.  An  understandably  irate  user 
snapped  back  that  this  was  just  the  sort 
of  duck  that  users  were  sick  of.  At  a  num¬ 
ber  of  sites,  this  frustration  has  translat¬ 
ed  into  an  unwillingness  to  consider  any 
LAN  Manager-based  server  until  some 
definite  answers  are  spelled  out. 

There  are  countless  examples  of  ven¬ 
dors  attempting  to  either  lay  down  the 
law  or  nudge  users  in  the  “right”  direc¬ 
tion.  But  the  question  is,  right  for  who? 

Look  at  Intel’s  “no  286”  campaign, 
IBM’s  Officevision,  Microsoft’s  LAN 


Manager,  Lotus’  licensing  policies  re¬ 
garding  “shadow”  copies,  anyone’s  Unix, 
or  the  upgrade-itis  sweeping  the  indus¬ 
try.  How  successful  have  these  pushes 
really  been? 

Companies  may  be  standardizing  on 
the  80386,  but  they  aren’t  buying  them  in 
droves,  and  they  aren’t  deep-sixing  their 
installed  base  of  80286  machines  either. 
And  these  same  users  don’t  buy  Win¬ 
dows  3.0  viability  on  a  286,  no  matter 
what  Microsoft  says. 

They  aren’t  convinced  that  LAN 
Manager  is  reason  enough  to  dump  No¬ 
vell’s  Netware,  and  they  aren’t  satisfied 
with  Officevision  and  its  oft-delayed  up¬ 
grades  and  grudging  support  for  the 
DOS  world.  In  some  cases,  laptop  users 
are  protesting  Lotus’  licencing  policies 
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by  taking  their  business  elsewhere,  or  at 
least  threatening  to  consider  it. 

And  more  and  more,  users  are  dig¬ 
ging  in  their  heels  when  it  comes  to  soft¬ 
ware  upgrades.  “I  have  a  serious  ques¬ 
tion  whether  even  a  tenth  of  my  software 
upgrades  are  worthwhile,”  said  Alex 
Kask,  treasurer  for  the  Microcomputer 
Managers  Association,  Inc.,  and  a  micro 
manager  responsible  for  thousands  of 
PCs. 

Instead  of  blindly  upgrading,  users 
are  beginning  to  question  the  value  to  be 
gained  by  moving  up. 

The  point  is  that  you  can’t  shove 
technology,  or  rules  governing  its  use, 
down  users’  throats.  No  matter  how 
quickly  users  seem  to  acquiesce,  when 
push  comes  to  shove,  it  never  works. 
Vendors  have  to  start  from  the  position 
that  whatever  they  do  has  to  accommo¬ 
date  existing  real-life  user  situations. 

WordPerfect  is  a  company  that  has 
taken  this  to  heart,  even  to  the  point  of 
going  a  little  overboard.  But  whatever 
WordPerfect  deems  an  appropriate  tech¬ 
nological  direction  is  open  to  change  if  its 
users  —  and  it  doesn’t  even  have  to  be 
most  of  ’em  —  suggest  otherwise. 

Software  Publishing  Corp.  has  caught 
on  as  well.  Once  an  ardent  OS/2  supporter 
known  to  gnash  its  teeth  over  Windows, 
Software  Publishing  co-founder  Fred  Gib¬ 
bons  is  taking  the  lead  from  his  users 
these  days.  If  they  want  it,  he’ll  do  it.  If 
they  don’t,  he  won’t.  He’s  learned  it  can 
be  painful  otherwise.  Now,  if  the  rest  of 
the  vendor  community  would  just  catch 
on. 


Keefe  is  Computerworld’s  senior  editor,  PCs  and 
workstations. 
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Zeos  introduces 
lightweight  mini 

ST.  PAUL,  Minn.  —  Zeos  International, 
Ltd.  recently  unveiled  a  $2,295  notebook 
computer,  based  on  the  Intel  Corp. 
80386SX  chip.  The  machine,  weighing 
less  than  seven  pounds,  will  come  stan¬ 
dard  with  1M  byte  (expandable  to  five)  of 
random-access  memory,  IBM  Video 
Graphics  Array  display,  a  20M-byte  hard 
drive  and  a  1.44M-byte,  3.5-in.  floppy 
drive. 

Zeos  has  made  a  name  for  itself 
through  pricing,  and  the  Zeos  Notebook 
386  is  no  different. 

“That’s  an  aggressive  price  point,” 
said  Bruce  Stephen,  microcomputer  ana¬ 
lyst  at  International  Data  Corp.  in  Fra¬ 
mingham,  Mass.  Stephen  added  that  he 
expected  prices  on  SX  notebooks  in  gen¬ 
eral  to  drop  quickly. 

Zeos  spokesman  Rick  Apple  said  the 
company  decided  to  release  the  386SX 
because  of  strong  demand  for  its  286- 
based  notebook  machine.  Zeos  has  priced 
the  386SX  at  $300  more  than  its  286 
notebook.  It  will  begin  shipping  the  prod¬ 
uct  by  mid-December,  Apple  said. 

However,  it  is  not  clear  that  low  price 
alone  will  guarantee  Zeos  a  spot  on  corpo¬ 
rate  shopping  lists. 

“Zeos  is  certainly  growing,  and  has  to 
be  viewed  as  one  of  the  up-and-comers  in 
the  mail-order  channel,”  Stephen  said. 
“They’re  making  money  and  broadening 
their  product  line.  I  think  they’ve  attract¬ 
ed  attention  because  of  the  low  price  point 
—  this  is  a  commodity  game.” 
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WE'RE  RESEARCHING  THIS  HUMBER  DAILY. 

Each  working  day  of  the  year,  Hitachi,  Ltd.  invests  over  $11  million  in  research  and  development 
alone.  Some  60%  of  this  figure  is  related  to  information  technology.  Including  the  technology  of 
Hitachi  Data  Systems,  which  draws  from  the  Hitachi,  Ltd.  staff  of  16,000  employees  in  35 
laboratories. 
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WITH  THE  AMOUNT  OF  MONEY  SPENT  ON  IS  OVER 


THE  LAST  10  YEARS,  I  COULD  HAVE  BOUGHT  TOYOTA 
AND  NISSAN  OUTRIGHT.  ” 

— FORMER  GENERAL  MOTORS  CHAIRMAN  ROGER  SMITH 

OVER  THE  NEXT  10 

YEARS,  MAINFRAME 

COMPUTERS  WILL  CON¬ 
TINUE  TO  PROVIDE 

CORPORATE-WIDE 

ACCESS,  CONNECTIVITY, 

CONTROL  AND  MAN¬ 
AGEMENT  OF  INVALU¬ 
ABLE  CORPORATE  DATA 

ASSETS.  IN  THE  INCREASINGLY  COMPETITIVE  BUSI¬ 
NESS  CLIMATE  OF  THE  ‘90s,  MAINFRAMES  WILL  DO 
THIS  BY  ANSWERING  THE  CALL  FOR  DISTRIBUTED 

PROCESSING  POWER  OVER  WORLDWIDE  NETWORKS. 
THAT  IS  WHAT  THEY  WILL  DO;  WHAT  THEY  WILL  NOT 
DO  IS  GO  AWAY.  ■  CONSIDER,  AS  AN  EXAMPLE  OF 
THIS  URGENT  NEW  “EXTENDED  ENTERPRISE”  ENVI¬ 


RONMENT,  A  TYPICAL  HIGH  TECH  MANUFACTURING 


IDC  White  Paper 


company  with  headquarters  in 
the  northeastern  United  States.  Its 
manufacturing  operations  are 
centered  in  Asia.  Its  subcontract¬ 
ed  design  work  is  done  in 
Ireland.  Sales  offices  are  sprin¬ 
kled  around  the  world  with  coor¬ 
dination  in  San  Francisco. 

Research  and  Development  is  in 
Germany.  A  truly  global  opera¬ 
tion.  Corporate  IS  is  responsible 
for  ensuring  the  smooth,  secure 
and  timely  transfer  of  sensitive 
company  data  across  all  these 
far-flung  locales.  In  reality,  that 
means  seamlessly  linking  dozens 
of  different  systems  and  net¬ 
works  that  are  subject  to  different 
government  regulatory  restric¬ 
tions.  Mainframes  make  this 
sprawling  international  operation 
work  by  acting  as  hubs  that  con¬ 
nect  the  various  locations. 

In  the  late  ‘80s,  data  process¬ 
ing  architectures  were  com¬ 
pressed  from  three  tiers  to  two: 

The  machine-oriented  domin¬ 
ions  of  mainframes,  minicomputers  and 
PCs  were  broken  down  and  reformed  into 
user-oriented  enterprise  and  work-group 
domains.  This  new  architectural  focus  has 
received  various  labels,  including  “cooper¬ 
ative  processing”  and  “client/server”  com¬ 
puting.  No  matter  what  it  is  called,  tradi¬ 
tional  mainframes  will  play  the  central  role 
in  its  operation. 


THE  DATA  WAREHOUSE 

The  mainframes  of  1995  will 
be  characterized  as  data  vaults 
or  warehouses  for  the  enter¬ 
prise.  These  huge  providers  of 
services  will  control  communica¬ 
tions,  provide  security,  and  man¬ 
age  data  access  and  throughput 
for  a  system  of  interlocking 
databases.  This  will  lead  to  a 
high  level  of  diverse  database 
integration,  enhanced  system 
integrity,  and  in  the  end,  a  cost- 
effective  array  of  hardware,  soft¬ 
ware  and  personnel. 

Despite  the  much-publicized 
movement  toward  downsizing, 
few  companies  expect  to  erase 
the  need  for  large  mainframes 
any  time  in  the  near  future.  In 
fact,  the  strategic  plans  of  most 
large  organizations  run  to  the 
contrary.  The  reallocation  of 
selected  processing,  and  in  some 
cases  selected  control,  to  work¬ 
station-based,  end-user  depart¬ 


•  Mainframes  have  sophisticated 
security  mechanisms  for  both 
access  of  data  resources  and 
secured  transmission  of  sensi¬ 
tive,  valuable  data 

•  Formal  and  standardized  pro¬ 
cedures  and  products  for  reliable 
backup  and  recovery  on  main¬ 
frames  have  been  developed 
over  the  years,  insuring  system 
integrity.  The  lack  of  these  pro¬ 
cedures  and  products  is  the  most 
frequent  cause  of  failure  for  dis¬ 
tributed  networks  linking  smaller 
machines 

•  Mainframes  provide  the  auto¬ 
mated  control  and  integration  of 
storage  devices  as  well  as  other 
peripherals  and  resources  neces¬ 
sary  to  carry  on  a  global  busi¬ 
ness 


Mainframes  are  poised  to  play  the  leading  role  in  the  new  computing 
architectures  of  the  '90s. 


ments  is  generating  an  increased  workload 
for  mainframes.  This  shows  the  role  of 
mainframes  is  becoming  more,  not  less, 
important.  There  are  several  reasons: 

•  At  the  high  end  of  the  processing-power 
scale,  large  mainframes  cannot  be  readily 
and  cost-effectively  matched  by  incremen¬ 
tal  additions  of  small  processors.  This  is 
especially  true  in  high-volume  transaction 
processing 


•  Mainframes  provide  system 
control  and  all-important  auditing 
facilities  that  maintain  data,  appli¬ 
cations  and  operating-system  integrity. 


THE  CHALLENGE  OF  PERSONAL 
COMPUTERS 

Since  their  introduction  in  the  early  ‘80s, 
personal  computers  have  been  touted  as 
“mainframe  killers.”  It  is  true  that,  incre¬ 
mentally,  the  growth  of  power  in  the  form 
of  millions  of  instructions  per  second 
(MIPS)  has  increased  much  more  rapidly  in 
personal  computers  than  in  mainframes. 

This  remarkable  growth  in  raw 
processing  power  played  a 
major  role  in  the  migration  of 
specific  applications  from  main¬ 
frames  to  smaller  machines  such 
as  personal  computers. 

PCs  have  several  distinct  com¬ 
petitive  advantages  over  main¬ 
frames: 


Tending  to  an  increasingly  computer-literate  end-user  population  will 
become  a  major  preoccupation  with  MIS  staffs  by  1998. 


•  They  are  easier  to  learn,  easier 
to  install  and  easier  to  use,  par¬ 
ticularly  for  the  non-DP-profes- 
sional 

•  Relative  to  mainframe  comput¬ 
ing  power,  personal  computers 
can  provide  a  very  cost-effective 
solution  for  certain  types  of 
standalone  or  departmental  pro¬ 
cessing  such  as  spread  sheets, 
word  processing  or  application 
development 

•  Hardware  and  software  prob- 
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lems  on  PCs  require  relatively  lower  main¬ 
tenance  skills  which  are  widely  available. 

However,  while  PCs  are  very  powerful 
when  properly  applied  to  the  appropriate 
problem,  they  are  not  viable  alternatives  to 
mainframes  for  jobs  that  require  robust 
security,  task  interleaving  with  other  data 
processing  jobs,  and  high  rates  of  transac¬ 
tion  processing.  There  are  many  recent 
examples  of  corporate  data  processing  jobs 
that  were  offloaded  to  PC  networks.  Within 
months,  MIS  directors  were  asked  to  recap¬ 
ture  and  reschedule  these  jobs  back  to 
mainframes  due  to  poor  security,  and  the 
difficulty  in  administering,  managing  and 
repairing  local  area  networks 
(LANs).  Few  organizations  have 
realized  the  optimal  organization¬ 
al  structure  required  to  properly 
and  successfully  support  dis¬ 
tributed  processing  across  LANs. 

NEEDS  OF  THE  ‘90s 

Long  gone  are  the  days  of  15% 
annual  staff  growth  with  salary 
increases  to  match.  If  anything, 
staff  reductions  are  the  order  of 
the  day.  Commercial  data  pro¬ 
cessing  departments  are  realizing 
that  the  work  force  needed  to 
support  large  computing  systems 
must  be  closely  controlled  and,  in 
many  cases,  reduced.  Further, 
retained  personnel  are  being 
asked  to  expand  their  expertise 
and  work  toward  achieving  the 
objectives  of  the  core  business. 

In  these  lean  times,  both  MIS  managers 
and  vendors  are  faced  with  a  paradox. 
Corporate  management  says  the  comput¬ 
ing  complexity  can  increase  as  long  as 
personnel  and  training  required  to  sup¬ 
port  and  manage  it  declines.  Given  this 
new  criterion  for  buying  computers, 
hardware  vendors  will  be  under  constant 
pressure  to  provide  more  cost-effective 
systems. 

The  computer  processor  environment 
over  the  next  five  to  10  years  will  continue 
on  its  heterogeneous  path.  Along  this 
path,  corporate  data  processing  depart¬ 
ments  are  moving  into  an  era  of  hardware 
specialization.  They  are  dedicating  main¬ 
frames  to  the  management  of  very  specific 
business  situations  such  as  automated 
teller  machines,  on-line  transaction  pro¬ 
cessing  (OLTP)  and  batch  processing.  It  is 
not  unusual  for  each  of  these  dedicated 
processors  to  come  from  different  ven¬ 
dors.  Therefore,  the  challenge  is  to  main¬ 
tain  multi-vendor  hardware  solutions  with 
limited  staff. 


MAINFRAME  MARKET  DYNAMICS 

In  a  recent  IDC  survey  of  75  senior  MIS 
managers  with  IBM  3090-class  mainframes, 
respondents  were  asked  to  discuss  their 
plans  for  acquiring  large  computers  over  the 
next  three  years.  Of  those  who  are  planning 
an  acquisition  during  that  time  period,  58% 
are  considering  IBM,  but  models  other  than 
the  newly-announced  ES/9000  series.  Nine¬ 
teen  percent  are  considering  a  plug  compat¬ 
ible  manufacturer  (PCM)  solution  from  ven¬ 
dors  such  as  Hitachi  Data  Systems  (HDS)  or 
Amdahl.  Twenty-three  percent  are  consider¬ 
ing  a  non-IBM-compatible  mainframe  or 
Unix  acquisition.  The  fact  that  large-proces¬ 
sor  users  are  expressing  an  early,  tentative 


approach  to  the  newly-announced  IBM 
ES/9000  is  no  surprise.  Users  typically  warm 
up  slowly  to  new  machines. 

Soaring  mainframe  growth,  which 
reached  nearly  20%  at  times  during  the  past 
20  years,  gave  way  to  a  modest  growth  rate 
of  5%  to  7%  by  1990.  Barring  any  unexpect¬ 
ed  and  unprecedented  technological 
breakthroughs,  IDC  predicts  similar 
unspectacular  growth  — but  not  unspectac¬ 
ular  profits — for  the  ‘90s. 

The  promise  of  mainframe  longevity  and 
the  possibility  of  70%  profit  margins  has 
resulted  in  cutthroat  marketing  campaigns 
by  IBM  and  the  PCMs.  Once  a  group  much 
larger  in  number  during  the  glory  days  of 
the  “BUNCH,”  the  PCMs  are  now  limited  to 
Amdahl  and  HDS.  Both  companies  are 
expected  to  demonstrate  staying  power 
over  the  next  10  years. 

The  PCM  marketing  push  has  clearly 
been  felt  by  the  perennial  leader,  IBM,  as 
that  company’s  market  share  has  slowly 
eroded.  Big  Blue  has  lost  customers  to  the 
PCM  vendors  primarily  on  price/perfor¬ 
mance  issues. 


Prior  to  the  fall  of  1990,  a  period  that  saw 
several  important  announcements  concern¬ 
ing  mainframe  technology,  the  mainframe 
market  shares  for  the  leading  vendors 
were: 


IBM . 68% 

Unisys . 17% 

Amdahl . 9% 

Hitachi  Data  Systems . 3% 

Bull  HW . 2% 

Control  Data . 1% 


The  1990  competition  picked  up  during 
June  when  HDS  announced  the  industry’s 
fastest  processor,  the  model  EX/420.  The 
EX/420  is  rated  at  approximately 
150  MIPS.  This  introduction  was 
followed  in  short  order  by  rapid- 
fire  announcements  from 
Amdahl,  Fujitsu  and  IBM.  This 
series  of  announcements  virtual¬ 
ly  restructured  mainframe  tech¬ 
nology. 

The  new  machine  families 
offer  dramatically  new  features 
and  functions  with  the  promise 
of  even  more  advanced  features 
over  the  next  several  years. 
HDS  seems  to  have  come  out  a 
winner  in  this  new-product 
derby  as  16%  of  survey  respon¬ 
dents  say  their  companies  are 
now  planning  on  buying  HDS 
machines.  Otherwise,  the  intro¬ 
ductions  did  not  seem  to  have  a 
great  impact  on  future  brand 
loyalty.  Some  62%  of  respondents  still 
expect  to  buy  from  Big  Blue. 

internationally,  five-year  mainframe-mar¬ 
ket  growth  in  the  Pacific  Rim  is  expected  to 
double  that  of  the  rest  of  the  world.  The 
Japanese,  Australian  and  Asian  markets 
pose  an  interesting  dilemma  for  mainframe 
makers.  IBM  systems  compatibility  is  less 
critical  in  these  markets  than  in  the  U.S.  As 
a  result,  several  European  and  Far  Eastern 
manufacturers  have  aggressively  carved  out 
and  maintained  a  significant  market  share. 
Thus,  IBM  and  the  PCMs  have  found  them¬ 
selves  in  the  unaccustomed  position  of 
playing  catch-up. 

The  aggressive  marketing  of  the  PCM 
vendors,  joint  ventures  and  far  reaching 
marketing  agreements  among  industry 
giants  have  IBM  looking  anxiously  over  its 
shoulder.  What  it  sees  is  Fujitsu  buying 
International  Computers  Ltd.  outright,  and 
42%  of  Amdahl.  In  another  similar  move, 
Electronic  Data  Systems  bought  20%  of 
HDS.  Rarely  lacking  in  marketing  acumen, 
IBM  is  expected  to  have  more  than  100 
strategic  alliances  of  its  own,  mostly  with 


As  the  growth  of  CPU  performance  has  outstripped  increases  in 
input/output  subsystem  power,  local  area  networks  have  been  enlist¬ 
ed  to  offload  mainframes. 


WE'VE  DOCTORED  THIS  NUMBER. 

Hitachi,  Ltd.  has  over  1,100  PhDs  on  staff.  To  the  best  of  our  knowledge,  no  single  corporation  has 
more  employees  with  doctorates.  Many  of  these  highly  qualified  specialists  work  in  areas  that  benefit 
the  development  of  the  mainframes  and  storage  systems  of  Hitachi  Data  Systems. 
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The  decreasing  number  of  mainframe  service  calls  creates  higher  user  expectations  for  large 
applications  such  as  airlines  reservations  and  banking. 


software  partners,  before  January  1,  1991. 

Less  than  five  years  ago,  the  top  price  for 
the  high-end  machine  in  a  mainframe  fami¬ 
ly  was  in  the  range  of  $5  to  $6  million. 
Today,  these  machines  exceed  $24  million. 
Add  in  the  large  margins  which  hardware 
designers  require  to  support  R  and  D 
efforts,  and  these  price  tags  will  only  climb. 
Despite  such  astronomical  costs,  however, 
there  is  no  sign  that  the  world’s  largest  cor¬ 
porations  are  reluctant  to  buy.  They  have 
to  buy  if  they  want  to  compete. 

On  a  positive  and  less  expensive  note, 
significant  savings  can  be  realized  from 
operational  consolidation.  Money  can  also 
be  saved  by  agreeing  to  new  hardware 
purchases  only  if  free  software  licenses  are 
included.  For  example,  an  IBM  buyer 
might  save  the  $250,000  yearly  cost  of  DB2. 


Mainframes  have  a  definite  advantage  over 
smaller  computers  in  this  area. 

TECHNOLOGY  ADVANCES 

Technological  advancements  came  with 
dizzying  rapidity  in  the  ‘80s,  and  will  con¬ 
tinue  to  do  so  in  the  ‘90s.  Processors,  from 
the  most  powerful  mainframes  down 
through  the  least  powerful  personal  com¬ 
puters,  increased  in  speed  dramatically.  We 
have  reached  the  point  now  where  speed 
improvements  of  25%  to  30%  per  year  are 
taken  for  granted — and  even  demanded — 
by  some  end  users. 

General-purpose  processor  speeds  are 
now  in  the  1 50-to-2 1 0  MIPS  range  and 
expected  to  reach  300  to  500  MIPS  by  1995. 
They  will  hit  1,000  MIPS  and  more  by  the 
year  2000.  Fujitsu,  a  leading  Japanese  main¬ 


frame  manufacturer,  hints  that  it  is  develop¬ 
ing  a  600-MIPS  machine.  When  it  will  reach 
the  market  is  a  matter  of  debate.  At  this 
point,  there  are  very  few  applications  that 
require  or  can  fully  take  advantage  of  that 
kind  of  power.  Actual  applications  that  could 
utilize  such  fast  machines  are  generally 
found  in  the  military. 

As  commercial  applications  begin  to 
require  such  processing  power,  it  seems 
likely  that  a  customized  configuration  will 
be  developed  for  each  individual  installa¬ 
tion.  This  is  not  an  an  extraordinary 
expectation  given  the  sums  of  money  that 
will  be  invested  by  users. 

Advances  in  processor  design  include  the 
implementation  of  improved  instructions 
that  control  processing  within  the  comput¬ 
er.  Smaller  machines  with  reduced  instruc¬ 
tion  set  computing  (RISC)  and  scalable  pro¬ 
cessor  architecture  (SPARC)  are  now  com¬ 
mon,  although  such  technologies  are  not 
expected  to  gain  widespread  use  in  the 
mainframe  class  until  1995,  at  the  earliest. 

Despite  advances  in  hardware  miniatur¬ 
ization,  dramatic  reductions  in  the  size  of 
mainframe  computers  are  not  expected 
soon.  A  quick  look  inside  almost  any  cur¬ 
rent  large  model  reveals  considerable  open 
space  that  is  required  for  easy  access. 

Despite  all  the  technological  gains,  how¬ 
ever,  the  disparity  between  the  computer’s 
ability  to  “crunch”  data  and  its  ability  to 
move  data  through  input/output  subsys¬ 
tems  is  disappointing.  CPUs  simply  cannot 
move  data  around  as  fast  as  they  can  pro¬ 
cess  it.  One  solution  to  this  shortcoming  is 
the  use  of  work-group-oriented  LANs. 

This  disparity  continues  to  exist  even 
after  the  introduction  of  IBM's  Enterprise 
System  Connection  Architecture  (ESCON). 
This  dramatic  new  channel  architecture 
uses  a  light-emitting  diode  as  the  light 
source,  and  fiber-optic  cable  as  the  trans¬ 
mission  medium.  ESCON  allows  direct- 
access  storage  devices  (DASDs)  to  be  locat¬ 
ed  up  to  five  miles — instead  of  only  several 
hundred  feet — from  mainframes.  It  also 
provides  10M  bit/sec  transmission  I/O 
speed,  which,  although  fast,  still  lags 
behind  internal  CPU  speed. 

In  order  to  put  the  issue  in  perspective, 
consider  this:  CPU  cycle  times  are  in  the 
nanosecond  (one-millionth  of  a  second) 
range.  I/O  subsystems  operate  in  the  mili- 
second  (one-thousandth  of  a  second) 
range.  If  we  arbitrarily  assign  one  nano¬ 
second  as  one  hour,  then  one  millisecond 
is  approximately  41  days. 

REACHING  FOR  RELIABILITY 

Asked  to  comment  on  mainframe  service 
calls,  survey  respondents  say  they  expect 
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the  number  of  these  calls  to  decrease  from 
1.5  to  0.6  a  month  by  the  year  2000.  In  such 
a  stable  environment,  users  will  demand  an 
even  higher  rate  of  reliability  for  such 
applications  as  airlines  reservations,  bank¬ 
ing,  credit  card  processing  and  point-of- 
sale  transactions.  While  the  majority  of 
today’s  mainframes  is  not  fault-tolerant, 
there  are  vendors  that  have  specifically 
designed  their  machines  to  offer  100%  reli¬ 
ability.  The  demand  for  such  perfection 
will  surely  engender  industry-wide,  main¬ 
frame  fault-tolerance  within  the  next  10 
years.  It  is  needed  now. 

Mainframe  reliability  is  worth  its  weight 
in  gold.  Retail  credit  card  operations  are  a 
good  example.  Research  indicates 
that  if  a  retail  credit  card  valida¬ 
tion  is  delayed  longer  than  15 
seconds,  the  consumer  will  offer 
another  card.  Thus,  the  first  credit 
card  company  loses  an  opportu¬ 
nity  to,  in  effect,  grant  a  high- 
interest,  short-term  loan.  Main¬ 
frame  makers  are  motivated  by 
the  fact  that  credit  card  compa¬ 
nies  typically  purchase  whatever 
processing  equipment  brings 
them  lower  response  times. 

THE  “LOGICAL”  MAIN¬ 
FRAME 

The  24-hours-per-day,  seven- 
days-per-week,  365-days-per- 
year  processing  schedule  is  stan¬ 
dard  operating  procedure  in 
most  large  organizations  with 
critical  time  requirements.  The 
future  decade  will  carry  this  a 
step  further  by  making  any 
downtime  unacceptable. 

This  demanding  environment  is  spawning 
what  IDC  calls  “distributed  data  center  com¬ 
plexes.”  Distributed  data  center  complexes 
are  a  collection  of  geographically  diverse 
data  centers  coupled  by  wideband,  wide- 
area  communication  capabilities.  Each  com¬ 
plex  is  tightly  coupled  with  all  other  com¬ 
plexes,  sharing  central  memory,  storage  and 
other  mainframe  facilities.  The  number  of 
central  processing  units  contained  in  each  of 
these  complexes  is  increasing.  Currently, 
there  is  a  maximum  of  eight.  That  number 
could  reach  24  by  1995. 

In  this  environment,  each  of  these  dis¬ 
tributed  data  center  complexes — while  to  a 
large  degree  self-contained — requires 
information  sharing  with  smaller,  “mini¬ 
mainframes.”  These  unattended  “lights-out” 
systems  could  be  located  regionally  or  in 
departments. 

Overall  enterprise  control  of  such  com¬ 
munication  will  be  accomplished  by  a  “log¬ 


ical”  mainframe — a  distributed  data  center 
computer  that  stands  logically  apart  from 
any  other  CPUs.  This  master  computer  will 
not  be  invasive.  It  will  not  make  modifica¬ 
tions  to  any  of  the  “outlying”  operating  sys¬ 
tems.  Its  automated  process  control  will  not 
retard  the  performance  of  the  host  systems. 
Its  strategic  decisions  will  be  made  trans¬ 
parently  and  according  to  priorities  estab¬ 
lished  by  management. 

EXPERT  SYSTEMS 

In  order  to  manage  and  control  process¬ 
ing,  enterprise-wide  systems  of  the  future 
will  require  more  knowledge  than  any  one 
person  can  supply.  Artificial  intelligence,  or 


more  precisely,  mainframe-based  expert 
systems,  will  help  fill  this  knowledge  gap. 
These  systems  are  comprised  of  knowledge 
and  rules  built  by  extracting  decades  of 
experience  from  hundreds  of  hours  of 
interviews  with  human  experts.  Expert  sys¬ 
tems  will  gradually  replace  the  human 
component  and  make  the  thousands  of 
split-second  decisions  needed  to  run  a 
large  mainframe  complex  on  a  daily  basis. 

Without  such  systems— and  they  are 
finding  their  way  into  data  centers 
now — the  complexity  of  running  data  cen¬ 
ters  efficiently  will  quickly  push  machine- 
operating  personnel  to  their  limits.  They 
will  be  overburdened  as  schedules,  work¬ 
load  balance,  and  the  need  for  100% 
uptime  require  processing  that  will  be 
divided  among  distributed  heterogeneous 
mainframes.  The  scope  of  the  task  increas¬ 
es  significantly  when  performance,  net¬ 
work,  resource  and  data  management  are 
included. 


According  to  the  IDC  survey,  portability 
and  integration  of  multi-vendor  hardware 
and  software  solutions  is  rated  as  one  of 
the  most  pressing  issues  facing  IS  manage¬ 
ment  over  the  next  five  to  10  years.  The 
object-oriented  environments  used  by 
expert  systems  address  those  two  issues  by 
raising  the  level  of  portability  and  easing 
multi-vendor  integration.  As  a  result,  the 
accumulated  expertise  gathered  from  many 
highly  technical  disciplines  is  transmitted  to 
organizations  that  would  otherwise  go 
without. 

PERIPHERALS 

When  speaking  about  mainframes,  the 
term  “peripheral”  has  become 
synonymous  with  data  storage 
devices  and  printers.  While  they 
play  a  significant  role,  there  are 
also  vast  numbers  of  personal 
computers  and  workstations 
urgently  requesting  data  from 
mainframe-based  master  data 
repositories. 

In  order  to  provide  that  sup¬ 
port,  peripheral  storage  devices, 
whether  they  be  traditional, 
rotating,  DASDs,  or  some  other 
medium  such  as  optical  disk,  will 
be  used  heavily.  Survey  respon¬ 
dents  believe  that  the  growth  of 
DASD  will  increase  over  the  next 
five  years  by  a  robust  6l%. 
However,  they  also  believe  that 
tape  storage  will  grow  an  even 
more  impressive  119%.  That 
growth  is  largely  reserved  for  the 
newer,  smaller  cartridge  tapes,  as 
opposed  to  the  traditional  reel- 
mounted  versions.  The  cartridge  devices 
offer  several  key  advantages,  but  one 
stands  out:  the  ability  to  automate  the 
mounting  process  with  so  called  carousel  or 
“juke  box”  hardware.  This  eliminates  virtu¬ 
ally  all  human  intervention. 

While  optical  disk  storage  devices  have 
been  available  for  some  time,  acceptance  of 
these  devices  within  mainframe  environ¬ 
ments  has  not  been  overwhelming. 
Currently,  write-once-read-many  (WORM) 
technology  is  finding  a  niche  in  such  areas 
as  image  processing  and  microfiche  replace¬ 
ment,  and  is  much  favored  by  government 
agencies  such  as  the  IRS.  Advances  in  this 
technology,  such  as  multi-function  disks,  are 
expected  to  expand  the  market,  but  not  on  a 
large  scale.  Mainframe  optical-disk  devices 
made  up  less  than  5%  of  disk  shipments  in 
1989,  and  barring  an  unexpected  break¬ 
through,  that  market  share  is  not  expected 
to  increase  dramatically  over  the  next  five 
years. 
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The  average  IDC  survey  site  has  13,000  cartridge  tape  units  installed, 
as  opposed  to  only  8,500  reel-based  units. 
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Hitachi,  Ltd.  already  holds  over  50,000  worldwide  patents.  And  that  number  continues  growing.  Last 
year  1,053  new  patents  were  applied  for  in  the  U.S.  alone,  positioning  Hitachi,  Ltd.  as  the  leading 
patent  filer  in  the  U.S.  three  out  of  the  last  four  years.  Many  of  these  innovations  are  being  directly 
applied  to  the  products  of  Hitachi  Data  Systems. 
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WE'RE  PUTTING  THIS  NUMBER  ON  THE  LINE. 

The  Hitachi,  Ltd.  product  line  is  over  20,000  strong  and  growing.  This  ranges  from  consumer  audio 
and  video  products  to  bullet  trains,  medical  equipment  and  hydroelectric  power  plants.  It  also 
includes  the  advanced  computing  products  of  Hitachi  Data  Systems,  which  benefits  from  the  broad 
technical  expertise  of  Hitachi,  Ltd. 
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Industry-standard  mainframe  operating  systems  of  choice  in  1990,  1995  and  2000 
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Users  anticipate  the  emergence  of  a  new  operating  system  by  the  turn  of  the  century 


FIBER  OPTICS  AT  THE  HEART  OF 
COMMUNICATIONS 

The  explosion  of  peripheral  input/out¬ 
put  devices  required  by  OLTP  has  engen¬ 
dered  two  new  remote  data  storage  enti¬ 
ties.  The  first  is  the  “DASD  farm,”  while  the 
second,  more  futuristic  one,  is  the  remote 
“optical-storage  plantation.”  Success  in 
moving  very  large  amounts  of  sensitive 
data  over  long  distances  to  either  of  these 
two  requires  reliable,  high  quality  commu¬ 
nication  capacity.  This  capacity  is  increas¬ 
ingly  being  supplied  by  internal  fiber-optic 
mainframe  links  and  external  fiber-optic 
networks. 


The  expansion  of  fiber-optic  technology 
has  given  new  life  to  remote  sites.  The 
combination  of  fiber  and  channel  exten¬ 
ders  can  bring  logical  mainframe  process¬ 
ing  to  any  remote  site.  In  the  case  of  system 
failures,  this  same  combination  bolsters  dis¬ 
aster  recovery  by  greatly  enhancing  the 
reliability  of  continuous,  on-line  computing 
links  to  remote  backup  mainframes. 

OPERATING  SYSTEMS:  THE  GLUE 

As  mainframes  increase  in  power,  oper¬ 
ating  systems  must  keep  pace.  Sophisti¬ 
cated  hardware  complexities  can  be  fully 
utilized  if  the  software  is  easy  for  human 


operators  to  use. 

Mainframe  operating  systems  must  have 
the  power  and  intelligence  to  operate  in  a 
near-fault-tolerant  manner.  They  must  be 
easy  to  install,  maintain  and  integrate. 
Newer  versions  from  IBM,  Digital 
Equipment  Corp.,  and  others  are  following 
a  clearly  defined  path  toward  these  objec¬ 
tives.  While  each  new  year  sees  significant 
developments,  survey  respondents  still 
expect  their  operating  system  to  come  from 
IBM  over  the  next  five  years.  Not  surpris¬ 
ingly,  sometime  in  the  next  decade,  they 
expect  an  undefined  new  operating  system 
to  appear. 

UNIX  AND  THE  DATA  CENTER 

The  Unix  operating  system,  which  origi¬ 
nated  in  the  late  ‘60s  at  the  Bell  Labs  divi¬ 
sion  of  AT&T,  is  well  known  for  its  flexibili¬ 
ty  in  supporting  long-distance  telephone 
communications.  Unix  provides  a  simple, 
very  robust  operating  system  with  an 
emphasis  on  fault-tolerance.  Most  of  the 
major  mainframe  vendors  have  given  a 
passing  acknowledgment  to  Unix  by  sup¬ 
porting  it  or  some  close  derivative  on  their 
platforms. 

To  date,  however,  the  very  traits  that 
allow  Unix  to  achieve  fault-tolerance 
cause  it  to  be  functionally  deficient  in  the 
sophisticated  facilities  required  to  support 
full-scale  commercial  applications.  Of 
prime  concern  is  the  lack  of  tight,  man¬ 
ageable  security.  Moreover,  traditional 
mainframe  users  maintain  that  Unix  has  a 
shortage  of  operating  system  tools  and 
utilities.  This,  they  say,  prevents  the  oper¬ 
ations  staff  from  closely  monitoring  and 
managing  mainframes.  Realizing  this,  soft- 


The  movement  toward  fourth-generation  languages  will  slacken  after  1995,  as  users  look  for 
something  better. 
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ware  vendors  are  rapidly  offering  more 
Unix  system  software. 

interestingly,  Unix’s  lack  of  complex 
utilities  and  system  software  is  viewed 
by  many  as  a  saving  grace.  They  say  the 
lack  of  utilities  results  in  much  simpler 
machine  configurations,  which  in  turn 
can  lead  to  far  less  expensive  opera¬ 
tions. 

The  general  feeling  is  that  Unix  has 
not  yet  become  a  full-function,  commer¬ 
cially-oriented  operating  system. 
However,  few  doubt  its  potential.  In 
fact,  15%  of  survey  respondents  state 
they  are  currently  considering  the  use  of 
Unix.  However,  only  4%  say  they  will 
consider  implementing  Unix  in 
the  next  five  years. 

APPLICATIONS  SOFT¬ 
WARE:  THE  CATALYST 

Applications  will  continue  to 
drive  the  need  for  faster  main¬ 
frames.  The  new  application 
development  paradigm  will  see 
application  developers  utilize 
new  languages  and  tools  that 
dramatically  cut  the  time 
required  to  develop  new  appli¬ 
cations.  Programmers  are 
already  reducing  the  great  bulk 
of  their  time  spent  writing 
third-generation  computer 
code.  But  this  expected  trans¬ 
formation  will  not  happen  over 
night.  The  survey  reveals  use 
of  COBOL  at  92%  of  the  com¬ 
panies  surveyed.  Indeed,  there 
are  currently  some  100  billion 
lines  of  COBOL  code  in  exis¬ 
tence. 

The  92%  figure  is  expected  to  drop 
slowly  to  56%  over  the  next  five  years, 
and  to  35%  in  10  years.  Even  then  it  will 
lead  alternatives  such  as  PL/1  and  C. 
This  adherence  to  COBOL  is  a  reflection 
of  the  massive  investment  in  installed 
code  now  existing  in  data  processing 
libraries.  It  also  reflects  the  difficulty  in 
migrating  away  from  applications  that 
have  no  documentation  or  exist  only  as 
machine  code. 

While  many  additional  application 
development  departments  would  sorely 
like  to  migrate  to  a  more  productive 
fourth-generation  language,  the  inability 
to  safely  understand  the  logical  flow  of 
20-year-old  programs  with  unnumbered 
patches  remains  a  major  impediment. 
Still,  57%  of  respondents  currently  utilize 
a  fourth-generation  language.  That  per¬ 
centage  is  expected  to  increase  some¬ 
what  over  the  next  five  years. 


DIAGNOSTICS  AND  SOFTWARE 

In  the  future,  mainframe  hardware  and 
software  will  work  more  closely  than 
ever.  In  fact,  as  hardware  gets  less  expen¬ 
sive,  a  phenomenon  that  occurs  at  a  rate 
of  at  least  25%  per  year,  sales  will  be 
made  on  the  issue  of  software  function. 
Manufacturers  already  realize  that  offer¬ 
ing  strictly  hardware  is  a  shortcut  to  dis¬ 
aster.  In  order  to  maintain  market  pres¬ 
ence  and  share,  most  vendors  will 
aggressively  and  closely  integrate  hard¬ 
ware  and  software.  This  will  be  most  true 
in  the  area  of  maintenance  and  service. 

The  survey  found  82%  of  respondents 
had  installed  some  type  of  software- 


based  automated  diagnostic  capability. 
While  many  packages  are  available,  most 
of  those  installed  on  mainframes  will 
“sense”  an  impending  problem  before  a 
critical  stage  is  reached  and  actually  call 
the  manufacturer’s  service  facility  via  an 
integral  modem.  Further,  these  diagnostic 
tools  place  a  probability  on  impending 
failure  and  suggest  replacement  parts. 
Therefore,  a  technician  dispatched  from 
the  vendor’s  facility  will  usually  arrive  at 
the  installation  with  all  parts  required  to 
fix  the  problem  before  it  occurs. 

IDC  predicts  that  by  1995,  advanced 
diagnostic  capabilities  will  virtually  elimi¬ 
nate  outages.  By  then,  diagnostic  capabil¬ 
ities  of  one  processor  will  help  resolve 
problems  with  others.  Automatic  error 
recovery  of  circuits,  channels  and  media 
devices  will  be  the  key  to  assuring  100% 
system  availability.  Currently,  there  is  at 
least  one  mainframe-based  hardware  and 


software  package  that  detects  and  calls  in 
possible  future  problems. 

FUTURE  SHOCK 

Data  processing  end  users  are  becom¬ 
ing  increasingly  computer  literate,  a  trend 
that  will  continue.  They  are  growing 
more  aware  of  the  potential  power  that 
exists  in  the  data  center  and  demanding 
their  share.  This  is  not  an  unreasonable 
demand  for  the  ultimate  bill  payer. 
Therefore,  expectations  will  soar  to  the 
near-impossible,  and  the  MIS  depart¬ 
ments  will  have  to  deliver.  Measurable 
standards  and  service-level  agreements 
will  be  developed  and  accepted,  forcing 
MIS  departments  to  comply 
with  tightly-defined  thresholds 
of  reliability,  availability  and 
serviceability. 

The  role  of  MIS  profession¬ 
als  will  change  significantly  in 
this  high-pressure  environ¬ 
ment.  Their  expertise  will  be 
used  at  higher  levels  within  the 
organization;  they  will  be 
viewed  as  enterprise  consul¬ 
tants.  Meanwhile,  technicians 
will  concentrate  on  training, 
custom-tuning  hardware  for 
specific  business  requirements, 
and  problem  solving. 

Open  architecture  will  give 
way  to  a  completely  object- 
oriented  approach,  where 
even  the  technicians  will  be  all 
but  immune  to  hardware  and 
software  configurations.  The 
tedious  definition  of  OLTP 
configurations,  data  communi¬ 
cations  networks,  establishing 
performance  criteria,  and  monitoring  a 
myriad  of  operating  thresholds  will  all 
reside  in  software.  Organizations  will  no 
longer  be  able  to  afford  problem 
solvers.  A  new  job  description  will  arise, 
that  of  “problem  preventer.”  Assisted  by 
highly-automated  software  products, 
system  operators  will  have  expert  sup¬ 
port  in  managing  machine-speed  sys¬ 
tems  linked  to  multi-vendor  networks 
and  applications. 

The  era  of  the  self-managed  system  is 
not  far  away.  Systems  of  the  21st  centu¬ 
ry  will  require  so  much  sophistication 
and  technical  specialization  they  will 
have  to  manage  themselves.  The  main¬ 
frame  of  1998  will  control  the  master 
console.  It  will  direct  the  system  to  seek 
and  maintain  balance  as  determined  by 
an  “operator”  that  may  be  a  computer 
located  thousands  of  miles  away. 


THIS  NUMBER  IS  THE  CORE  OF  OUR  BUSINESS. 

We’re  Hitachi  Data  Systems.  By  applying  the  vast  resources  and  expertise  of  our  parent  company 
to  four  key  product  areas,  HDS  has  become  a  leader  in  both  high  performance  and  reliability. 

These  product  areas  include  mainframe  systems,  DASD,  cartridge  tape  devices  and  semiconductor 
disks.  One  example  of  our  innovation  is  the  HDS  EX™  Series  of  mainframes.  With  over  20  models 
to  choose  from,  including  our  newest,  most  powerful  EX  420,  the  EX  Series  protects  your  investment 
through  a  30-fold  growth  path  and  complete  compatibility. 


EX  is  a  trademark  of  Hitachi  Data  Systems 


Hitachi  Data  Systems 


THIS  NUMBER  KNOWS  THE  RIGHT  HUMBER. 

In  our  very  first  year  as  Hitachi  Data  Systems,  we  added  to  our  client  list  over  200  new  companies 
from  36  countries  around  the  world.  To  learn  why,  contact  your  local  sales  office.  Or  call  HDS  today 
at  (408)  970-1000.  Let  us  put  together  some  numbers  for  you. 

Hitachi  Data  Systems,  750  Central  Expressway,  P.O.  Box  54996,  Santa  Clara,  CA  95054-0996 
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PCs  &  WORKSTATIONS 


Pro  Gold:  Power  file  manager,  limited  utilities 


QtOGX  P® 


Unembellished  with  a  lot  of  ex¬ 
tras,  Xtree  Co.’s  Xtree  Pro 
Gold  1.3  holds  the  honor  of 
being  one  of  the  most  pow¬ 
erful  DOS  shells  available. 
Traditionally  considered 
an  experts-only  program,  Pro 
Gold’s  current  capabilities,  such 
as  file  viewing  and  a  flexible  approach  to  launching 
applications,  make  it  more  appealing  to  intermedi¬ 
ate  users.  But  beginners  may  still  be  put  off. 

Reviewers  applauded  Pro  Gold’s  clear-cut  ap¬ 
proach  to  file  management.  Among  other  things, 
users  can  display  and  transfer  files  between  two  di¬ 
rectories  and  file  sets  on  the  screen  at  the  same 
time. 

However,  they  said,  Pro  Gold  comes  up  short  in 
menu-making.  There  is  no  macro  or  programming 
facility  for  use  in  setting  up  application  menus  or 
DOS-command  shells. 

Pro  Gold  1.3  also  does  not  include  features  such 
as  desktop  utilities  and  telecommunications,  but  it 
does  offer  the  ability  to  maintain  a  history  of  the 
last  15  commands  issued  from  the  DOS  command 
line  and  a  text  editor.  A  file-compression  program, 
which  may  be  useful  because  Pro  Gold  takes  up  al¬ 
most  800K  bytes  of  disk  space  when  installed,  is 
sent  free  to  registered  users  of  Version  1.3  and  is 
integrated  with  Version  1 .4,  a  minor  upgrade. 

If  you  do  not  need  all  the  features  that  accompa¬ 
ny  other  shells,  and  if  you  feel  confident  in  your 
skills,  Xtree  Pro  Gold’s  $129  price  tag  will  buy  you 
what  reviewers  consider  possibly  the  best  file- 
management  capabilities  around.  Upgrades  from 
previous  versions  cost  $40. 

Compiled  by  free-lance  writer  Suzanne  Weixel. 


Score  calculations:  Published  reviews:  aver¬ 
age  of  available  numeric  scores  from  reviews  mul¬ 
tiplied  by  a  factor  of  3.  Analysts’  ratings:  average 
of  l-to-10  rating  from  product  analysts  multi¬ 
plied  by  a  factor  of  2.  Users’  ratings:  average  of  1- 
to-10  rating  from  major  users  multiplied  by  a  fac¬ 
tor  of  1.5.  Cost  evaluation:  average  of  users’  and 
analysts’  ratings  of  the  cost  to  get  a  product  run¬ 
ning  multiplied  by  a  factor  of  2.  The  l-to-10  scale: 
1  is  poor,  10  is  excellent.  Criteria  are  weighted  in 
favor  of  expert  opinion  and  most  important  ar¬ 
eas.  Vendor  financials:  No  rating  is  available  be¬ 
cause  Xtree  does  not  publicly  report  financial 
data.  The  omission  is  reflected  in  the  change  of 
maxi  mum  score  th  is  week  from  100  to  85. 


Reviews  Summary 


Criteria 

Infoworld 

PC  Magazine 

PC  World 

5/5/90 

6/12/90 

7/90** 

Ease  of  use 

Very  good 

Fairly  easy  but 
not  for  novices 

Poor 

File  manager 

NC 

Best  power  user's 
file  manager 

Good 

File  viewer 

NC 

Flexible 

Good 

Documentation 

Good 

NC 

NC 

Technical  support 

Very  good 

NC 

NC 

Value 

Excellent 

NC 

Fair 

Reviewer’s  score 

7.8* 

Editor’s  choice 

NC 

*  Ratings  are  based  on  a  weighted  scale  of  I  to  10  where  10  is  excellent.  Only  the  Infoworld 
rating  is  included  in  the  score.  *  *  Version  1.4  reviewed.  NC:  No  comment.  These  are  excerpts 
from  the  reviews.  Refer  to  actual  articles  for  details. 


RATINGS 

What  the  experts  say 

Using  a  l-to-10  scale,  users  and  analysts  rated  product  per¬ 
formance  and  cost  to  get  the  product  up  and  running. 

•  Users:  Tim  Duncan,  Anderson,  DeBartolo,  Pan,  Inc.  ( perfor¬ 
mance :  7,  cost:  9  );  Frank  Nestor,  Summit  Consulting,  Inc. 
(8,8);  Jim  Turner,  South  Coast  Air  Quality  Management  Dis¬ 
trict  of  California  (8,8). 

•  Product  analysts:  Dean  Hiller  (6,6);  Andrew  Seybold,  Data- 
quest,  Inc.  (8,6);  David  Chemicoff,  National  Software  Testing 
Labs  (8,8). 

•  “Xtree  Pro  Gold  may  not  be  ideal  for  casual  users  but  for 
heavy-duty  hackers,  it  is  the  most  useful  DOS  shell  around,” 
Seybold  said. 

•  Financial  analysis:  “Xtree  is  very  stable  financially.  They  are 
profitable  and  have  virtually  no  long-term  debt.  Relative  to  my 
client  base  in  the  same  arena,  they’re  well  positioned,”  said 
Melanie  Hatt,  Coopers  &  Lybrand. 

•  Xtree  earned  revenue  of  $10  million  in  1990  and  has  sold 
more  than  2  million  copies  of  Xtree  and  Xtree  Pro  Gold  prod¬ 
ucts.  In  the  summer  of  1989,  Xtree  offered  an  amnesty  pro¬ 
gram,  registering  users  of  pirated  copies  of  Pro  Gold  for  $20. 


Xtree  Pro  Gold 

(Maximum  score:  85)  xfj/ 


Points 

(maximum) 

Category 

23  (30) 

Published  reviews 

1  5  (20) 

Analysts’  ratings 

1  1  (15) 

Users’  ratings 

1  5  (20) 

Cost  evaluation 

( See  financial  information  below) 


Xtree 

responds 

The  following  are  com¬ 
ments  from  Chris  Wil¬ 
liams,  Xtree  Pro  Gold 
product  manager,  in  re¬ 
sponse  to  the  reviewers’ as¬ 
sessments: 

Xtree ’s  mission  is  to 
make  Xtree  Pro  Gold  the 
best  file  and  disk  manager 
available.  We  want  to 
make  it  available  to  begin¬ 
ners  as  well  as  advanced 
users. 

It’s  the  user  interface 
and  not  the  features  them¬ 
selves  that  make  it  confus¬ 
ing  for  novices.  So  we’re 
planning  to  deliver  an  up¬ 
grade  by  the  end  of  the 
year  that  simplifies  the  in¬ 
terface  by  implementing 
pull-down  menus.  This  will 
make  Pro  Gold  more  ac¬ 
cessible  to  beginners.  But 
there  are  certain  features 
designed  for  experts  that 
beginners  wouldn’t  use 
anyway. 


Poc-It  cooks  up  guide 
for  developing  systems 


BY  RICHARD  PASTORE 

CW  STAFF 


As  information  systems  shops 
take  on  growing  dockets  of  de¬ 
velopment  projects,  managers 
can  find  it  dizzying  to  keep  track 
of  all  the  activity.  For  some,  mis¬ 
sion  control  comes  in  the  form  of 
the  consistent  methodologies 
and  automated  tracking  features 
of  on-line  development  aids. 

Poc-It  Management  Servic¬ 
es,  Inc.,  an  IS  consultancy  in  San¬ 
ta  Monica,  Calif.,  added  a  Sys¬ 
tems  Development  Guide  to  its 
personal  computer-based  Micro¬ 
man  II  project  management  sys¬ 
tem  last  month.  The  guide, 


which  is  packaged  on  floppy 
disks  and  in  a  250-page  bound 
volume,  offers  IS  managers  “a 
cookbook  approach  of  how  to  go 
about  developing  a  system,”  one 
beta-test  user  said. 

“If  you  don’t  have  a  standard 
development  method  in  place, 
everyone  does  it  their  own 
way,”  said  guide  beta  tester 
Richard  Smith,  director  of  MIS 
for  Snohomish  County,  Wash. 
This  makes  it  twice  as  hard  to 
keep  track  of  who  is  doing  what 
and  how  projects  are  progress¬ 
ing,  he  said. 

While  the  county  IS  depart¬ 
ment  had  its  own  informal  proj¬ 
ect  methodology  prior  to  pur¬ 


chasing  the  Poc-It  guide,  it  was 
not  well  documented,  Smith 
said. 

Now,  the  guide’s  electronic 
templates  walk  Smith  and  his 
project  managers  through  a  con¬ 
sistent  series  of  development 
steps.  The  templates  are  divided 
first  into  five  phases:  planning, 
analysis,  design,  construction 
and  implementation.  These  are 
further  divided  into  activities 
and  specific  deliverables. 

Users  of  Microman  II,  Pbc- 
It’s  project-tracking  software, 
can  load  the  template  into  Micro¬ 
man  and  use  that  software’s 
scheduling  features  to  estimate 
the  amount  of  time  and  re¬ 
sources  to  allot  for  a  particular 
activity. 

Cost-justified 

Smith  justified  the  guide’s 
$7,500  price  tag  by  noting  that  it 
would  cost  the  department  more 


to  develop  and  document  its  own 
methodology  from  scratch.  And 
after  all  that  work  and  expense,  a 
homegrown  methodology  may 
turn  out  to  be  unworkable.  “This 
one  is  well  thought  out,”  Smith 
said  of  the  guide. 

Smith,  who  has  loaded  the 
IBM-compatible  software  on  a 
3Com  Corp.  server  and  3Plus- 
Open  local-area  network, 
checked  out  other  package  op¬ 
tions,  including  a  $69  template 
from  another  consulting  firm.  “It 
was  fairly  cursory  in  nature,”  he 
said. 

While  the  Poc-It  package  of¬ 
fers  much  more  depth,  “this  one 
is  not  so  complex  that  you  get 
overwhelmed  with  the  process,” 
Smith  said. 

Although  the  templates  offer 
the  flexibility  of  customization, 
some  users  do  not  see  them¬ 
selves  fitting  into  a  development 
formula  of  any  kind.  “Using  tem¬ 


plates  would  be  helpful  if  that 
was  the  way  we  did  our  projects, 
but  unfortunately,  it’s  not.  Every 
one  of  our  projects  is  so  differ¬ 
ent,”  said  Steve  Stadler,  micro¬ 
computer  analyst  at  A.  G.  Ed¬ 
wards  &  Sons,  a  retail  brokerage 
in  St.  Louis. 

Stadler  uses  Poc-It’s  $2,895 
Microman  primarily  for  its 
scheduling  features.  “The  main 
intent  from  the  package  was  to 
better  inform  our  end-user  com¬ 
munity  about  what  we  were  up 
to,”  he  said.  Microman’s  time 
tracking  helps  Stadler  update  us¬ 
ers  on  when  their  needs  will  be 
met. 

“That’s  a  big  factor  when 
you’re  trying  to  make  people 
happy  or  at  least  keep  them  in¬ 
formed,”  Stadler  said. 

Stadler  and  other  Poc-It  soft¬ 
ware  users  said  implementing 
the  products  and  training  users 
is  swift  and  relatively  painless. 
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“Ws  needed  new  technology  to  turn 
our  passim  for  customer  service 
into  results.  That’s  why  we  chose  SAA? 


Jay  Dinwoodie,  Senior  VP/Information  Systems,  GE  Capital  Fleet  Services 


While  some  companies  are  wondering  what 
IBM  SAA'M  can  do  for  them,  the  people  at  GE 
Capital  Fleet  Services  already  know. 

And  so  do  their  customers. 

Idle  company  is  Americas  leading  car  and 
truck  fleet  services  business,  and  their  goal  is  to 
cement  that  position  by  changing  the  rules,  by 
redefining  the  word  service. 

SAA,  or  Systems  Application  Architecture,™ 
is  key  to  that  strategy. 

They’ve  built  a  complete  SAA  system,  w  ith  a 
variety  of  applications  running  cooperatively  on 
three  IBM  platforms:  an  ES/3()CX),™  an  AS/400' 
and  a  multitude  of  PS/2s®  using  OS/2.' 


Easy  to  build. 

According  to  Jay  Dinwoodie,  development 
has  been  quick  and  smooth. 

"We  implemented  the  first  modules  in  March 
’90,  and  since  then  we’ve  been  adding  new  ones 
like  building  Docks.  Which  is  the  whole  idea.  SAA 
lets  us  hook  things  together — data,  image,  you 
name  it — in  ways  we  never  could  before.  What 
were  doing  here  today  could  never  be  done  the 
old-fashioned  way.’ 

Jay’s  users  agree,  especially  the  45  mechanics 
who  man  the  phones  helping  customers  who  have 
car  trouble. 

With  SAA  applications  in  multiple  windows, 
they  provide  a  level  of  service  that’s  truly  unique: 
diagnosing  the  problem,  finding  the  best  nearby 
garage,  estimating  the  cost,  negotiating  discounts, 
determining  warranty  status,  scheduling  pre¬ 
ventive  maintenance  and  more,  all  while  keeping 
detailed  records,  in  minutes,  in  one  phone  call. 


To  a  salesman  stuck  on  the  road,  that’s  money 
in  the  bank.  Ditto  for  GE  Capital  Fleet  Services. 

Easy  to  learn. 

Says  Jay,  “We  bring  customers  in  and  show 
them  what  we’re  doing.  Nobody  walks  away  un¬ 
impressed,  and  in  fact,  SAAs  heljjed  us  win  a 
number  of  new  accou nts.” 

Another  big  SAA  advantage  is  training  time, 
or  lack  of  it. 

“When  we  f  irst  got  running,  we  went  to  the 
mechanics’  area  for  a  training  session,  to  get  some 
thoughts  for  writing  a  manual.  We  started  at  one 
end  of  the  room,  spent  a  few  minutes  with  each 
guy;  then  moved  on.  We  weren’t  hall-way  across 
the  room  when  the  first  people  were  actually 
using  the  system,  doing  real  work.  We  never  did 
w  rite  a  manual. 

Easy  to  live  with. 

Their  system  is  now  running  about  35,000 
PC-host  transactions  a  day,  and  Mr.  Dinwoodie 
estimates  that  traditional  technology  would  re¬ 
quire  about  250,000  transactions  to  accomplish 
the  same  work.  He  says,  “Our  SAA  apps  are  just 
incredibly  efficient,  and  they’ve  been  completely 
reliable.'’ 

How  strange  that  some  people  are  still  asking 
if  SAA  is  for  real. 

“It’s  just  a  question  of  confidence,”  says  Jay. 
“We  knew  exactly  where  we  wanted  to  go  and  that 
ultimately  SAA  was  the  only  way  to  get  there.  So 
we  took  that  first  step,  we’ve  never  looked  back, 
and  expectations — both  ZZZ  ZZZl.  ZZ  ZZ®’ 

ours  and  our  customers’—  Z  ZZZ  ZZZTZ 
have  been  exceeded.”  ZZZ _ ZZ  7  ZZ 
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NEW  PRODUCTS 


Peripherals 

Extended  Systems,  Inc.  has  introduced 
two  printer-sharing  devices  that  support 
serial  or  parallel  computer  connections. 

The  Sharespool  2089  ($945)  and  Mul¬ 
tispool  2289  ($995)  enable  eight  comput¬ 
ers  to  be  connected  via  serial  or  parallel 
connections,  depending  on  the  type  of 
computer  application. 

Both  products  include  the  company’s 
Extendedlink  technology,  which  report¬ 
edly  provides  a  four-,  six-  or  eight-wire 
long-line  connection  to  a  computer’s  par¬ 
allel  port. 

Extended  Systems 
6123  N.  Meeker  Ave. 

Boise,  Idaho  83704 
(208)322-7575 

Grid  Systems  Corp.  has  announced  a  light 
pen  that  enables  users  of  personal  com¬ 
puters  with  IBM  Video  Graphics  Array- 
compatible  graphics  to  enter  data  and 
share  applications  developed  for  field  use 
on  a  Gridpad  handheld  computer. 

The  FT-1210  and  FT-1215  Light  Pen 
packages  were  manufactured  by  FTG 
Data  Systems.  They  include  an  interface 
board  and  a  Gridpen  interface  software 
package  and  cost  approximately  $400. 
Both  models  are  now  available  from  FTG 
Data  Systems. 

Grid  Systems 
47211  Lake  view  Blvd. 

Fremont,  Calif.  94538 
(415)656-4700 

Digital  Products,  Inc.  has  introduced 
Printdirector  Plus,  an  enhanced  version 
of  its  Printdirector  peripheral  sharing 
package. 

The  product  can  print  output  from 
graphic  programs  through  a  laser  printer 
at  a  rate  of  5,000  char./sec.,  according  to 
the  vendor.  A  plug-and-print  feature  en¬ 
ables  a  user  to  share  one  printer  among 
many  personal  computers  by  plugging  in 
the  appropriate  cabling. 

Printdirector  Plus  is  available  in  six-, 
10-  or  16-port  models,  which  are  respec¬ 
tively  priced  at  $695,  $995  and  $1,895. 
Digital  Products 
108  Water  St. 


Watertown,  Mass.  02172 
(617)924-1680 

Office  Automation  Systems,  Inc.’s  Laser- 
pro  LP  90/8  is  a  laser  printer  that  was  de¬ 
signed  as  a  desktop  system  for  perform¬ 
ing  applications  such  as  computer-aided 
design  or  custom  forms  design. 

The  device  prints  on  label  or  card  stock 
and  can  process  a  range  of  paper  sizes,  in¬ 
cluding  letter,  legal  and  envelope,  the 
vendor  said. 

The  product  lists  at  $2,295. 

Office  Automation  Systems 
9940  Barnes  Canyon  Road 
San  Diego,  Calif.  92121 
(619)452-9400 


Database 

management 

systems 

Clarion  Software,  Inc.  has  announced 
Version  2  of  its  Graphics  Language  Ex¬ 
tension  Module,  a  product  designed  for  its 
Clarion  Professional  Developer  database 
program. 

Version  2  enables  users  to  graphically 
display,  print  or  plot  data  from  a  Clarion 
database.  The  product  allows  graphics  to 
be  integrated  into  applications  developed 
with  the  Clarion  Professional  Developer 
and  features  device-driver  support  for  a 
wide  range  of  manufacturers’  video  cards 
and  printers. 

The  product  is  priced  at  $199. 

Clarion  Software 
150  E.  Sample  Road 
Pompano  Beach,  Fla. 

33064 

(305)  785-4555 

Wordtech  Systems,  Inc.  has  announced 
that  its  Arago  dbxl  Ashton-Tate  Corp. 
Dbase  IV-compatible  database  will  in¬ 
clude  a  nonintrusive  program  test  cover¬ 
age  analyzer. 

The  analyzer  can  be  used  to  instantly 
indicate  untested  parts  of  an  application 
that  are  prone  to  execution  errors.  The 
analyzer  is  controlled  with  two  com¬ 
mands:  one  to  switch  coverage  on  or  off 
and  one  to  initiate  reports. 

The  Arago  dbxl  was  scheduled  to  begin 


shipping  last  month.  A  package  including 
the  coverage  analyzer  and  a  source-code 
debugger  is  priced  at  $495. 

Wordtech  Systems 
21  Altarinda  Road 
Orinda,  Calif.  94563 
(415)254-0900 

Software  Products  International,  Inc.  has 
introduced  Version  1.1  of  Access  SQL,  its 
front-end  interface  for  Gupta  Technol¬ 
ogies,  Inc.’s  SQL-base. 

The  product  includes  a  report  writer 
equipped  with  a  preview  feature  that  en¬ 
ables  users  of  database  management  sys¬ 
tems  to  view  customized  reports  in  what- 
you-see-is-what-you-get  formats.  It  is 
compatible  with  Microsoft  Corp.  Win¬ 
dows  Version  3.0  and  is  available  in  sin¬ 
gle-user,  network  (one  to  four  users), 
front-end  and  network  expansion  configu¬ 
rations. 

Pricing  ranges  from  $695  to  $1,595, 
depending  on  configuration. 

Software  Products 
International 

10240  Sorrento  Valley  Road 
San  Diego,  Calif.  92121 
(619)450-1526 

Object  Design,  Inc.  has  introduced  an  ob- 
jected-oriented  database  management 
system  software  package  designed  for 
Sun  Microsystems,  Inc.  Sun  3  series  and 
Sparcstation  computers. 

Objectstore  is  based  on  the  industry- 
standard  C+  +  programming  language. 
It  provides  the  capabilities  of  a  produc¬ 
tion-level  DBMS  for  managing  complex 
objects  and  enables  users  to  create  dis¬ 
tributed  work  group-style  applications. 
The  product  runs  in  client/server  com¬ 
puting  environments  that  consist  of 
networked  workstations  and  high-end 
personal  computers. 

Pricing  ranges  from  $2,000  to  $9,000, 
depending  on  the  number  of  users  and 
type  of  site  license. 

Object  Design 

1  New  England  Executive  Park 
Burlington,  Mass.  01803 
(617)270-9797 


Data  storage 

Kris  Technologies,  Inc.  has  introduced  a 
20-MHz  Intel  Corp.  80386SX-based 
notebook  computer. 

A  basic  configuration  features  1M  byte 
of  standard  random-access  memory,  a 
20M-byte  internal  hard  drive  and  a  640- 
by  480-pixel,  16-gray-scale  LCD  that  is 
compatible  with  IBM’s  Video  Graphics 
Array. 

The  price  for  a  basic  configuration  is 
$3,899. 

Kris  Technologies 
260  E.  Grand  Ave. 

S.  San  Francisco,  Calif.  94080 
(415)875-6729 

Micropolis  Corp.  has  introduced  a  series 
of  small  computer  system  interface 
(SCSI)  hard  drives  that  feature  access 
times  as  low  as  3.9  msec. 

The  High  Speed  series  includes  180M- 
and  385M-byte  5V4-in.  half-height  mod¬ 
els,  as  well  as  382M-,  765M-  and  1.2G- 
byte  full-height  versions.  The  drives  are 
compatible  with  IBM  Personal  Computer 
ATs,  Apple  Computer,  Inc.  Macintosh 
systems  and  Sun  Microsystems,  Inc. 
workstations. 

Pricing  ranges  from  $1,175  for  the 
180M-byte  drives  to  $4,325  for  the  1.2G¬ 


OfficeVision/MVS 


TBS  Software’s  office  systems  administration  products  help  you 
get  the  most  from  IBM’s  OfficeVision/MVS  and  DISOSS  offerings. 

Personal  Services  Document  Storage  Reporter  (CDSR)  and  DISOSS  Document 
Storage  Reporter  (DDSR)  provide  information  about  every  document  filed  in  the 
OfficeVision/MVS  Personal  Services  (or  PS/CICS)  document  pool  and  the 
DISOSS  library. 

Personal  Services  Library  Administration  System  (CLASY,M)  controls 
OfficeVision/MVS  Personal  Services  (or  PS/CICS)  document  pool  growth  by 
migrating  inactive  documents  to  an  archive. 

DISOSS  Online  HUP  Management  (HUPDATE)  defines  OfficeVision  users  in  the 
DISOSS  Host  User  Profile  (HUP)  data  set. 

DISOSS  Online  Routing  Table  Management  (RUPDATE)  defines  OfficeVision 
network  nodes  in  the  DISOSS  Routing  data  set. 

Free  30-day  Trial  ®  (416)  940-9373 

TBS  Software  Inc.,  200-C  Konrad  Crescent, 

Markham,  Ontario,  Canada  L3R  8T9 
Enhancing  Your  Office  Vision i™ 

Enhancing  Your  OfficeVision  and  CLASY  are  trademarks  ol  TBS  Software  Inc.  IBM  is  a  registered  trademark  o<  International  Business  Machines  Corp. 


byte  models. 

The  company  also  announced  two  5  Va¬ 
in.  SCSI  Winchester  disk  drives.  Model 
1908  ($6,995)  is  a  5,400-rpm  device  that 
features  an  unformatted  storage  capacity 
of  1.6G  bytes.  It  is  scheduled  to  be  com¬ 
mercially  available  in  second-quarter 
1991. 

Model  1548  ($8,695)  is  a  2G-byte 
drive  equipped  with  a  SCSI-2  interface 
that  yields  communications  rates  as  high 
as  10M  byte/sec.,  according  to  the  ven¬ 
dor.  It  is  scheduled  to  be  available  in  first- 
quarter  1991. 

Micropolis 
21211  Nordhoff  St. 

Chatsworth,  Calif.  91311 
(818)709-3300 


Systems 

Two  desktop  units  from  Leading  Edge 
Products,  Inc.  —  Model  D3/SX20C  and 
Model  D3/33  —  are  scheduled  to  begin 
shipping  this  month. 

Model  D3/SX20C  is  a  20-MHz  Intel 
Corp.  80386SX-based  unit  with  a  32K- 
byte  cache.  Model  D3/33  is  a  high-end 
33-MHz  machine  equipped  with  4M  bytes 
of  random-access  memory,  a  64K-byte 
cache  and  eight  expansion  slots. 

Pricing  ranges  from  $1,995  and 
$2,995  for  the  D3/SX20C  and  from 
$3,495  and  $4,495  for  the  D3/33,  de¬ 
pending  on  configuration. 

Leading  Edge  Products 
117  Flanders  Road 
Westboro,  Mass.  01581 
(508)  836-4800 


Software 

applications 

packages 

Microsoft  Corp.  has  announced  The  Mi¬ 
crosoft  Office  for  Windows,  a  software 
product  that  combines  three  business  ap¬ 
plications  for  the  Microsoft  Windows  Ver¬ 
sion  3.0  graphical  user  environment. 

The  product  includes  Microsoft  Excel 
for  Windows,  a  graphical  spreadsheet; 
Word  for  Windows,  a  Windows-based 
word  processor;  and  Powerpoint  for  Win¬ 
dows,  a  presentation  graphics  program. 

The  Microsoft  Office  has  an  introduc¬ 
tory  price  of  $995. 

Microsoft 
One  Microsoft  Way 
Redmond,  Wash.  98052 
(206)882-8080 


Software  Utilities 

Marasys,  Inc.’s  Colorcube,  a  recently  an¬ 
nounced  color  graphics  productivity  tool, 
enables  users  of  database  management 
systems  to  present  three-dimensional 
data  in  row  or  column  formats  using  color 
as  the  third  dimension. 

By  striking  a  single  key,  users  can  dis¬ 
play  numbers  behind  colors,  and  another 
key  enables  users  to  browse  data. 

The  product  requires  an  IBM  Personal 
Computer  AT,  XT  or  compatible,  MS- 
DOS  2.01  or  higher  and  an  IBM  Color 
Graphics  Adapter,  Video  Graphics  Array 
or  Enhanced  Graphics  Adapter  color 
monitor. 

The  product  is  priced  at  $59.95. 
Marasys 

15425  Los  Gatos  Blvd. 

Los  Gatos,  Calif.  95032 
(408)356-9367 
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DECEMBER  10, 1990 


Free  Lotus  1-2-3  from  NEC 


WINDOWS'*  SHOPPING?  LOOK  NO  FURTHER!  NEC  is  including  the  new  Lotus®  1-2-3®  Release  3.1  and  Windows1" 

©  1990  NEC  Technologies.  Inc.  Some  restrictions  may  apply 

3.0  at  no  additional  charge  with  every  PowerMate*  SX,  386  and  486  system  purchased.  WHAT  YOU  SEE  IS 

PowerMate  is  a  registered  trademark  of  NEC  Corp  Mouse  and  monitor  must  be  purchased  separately 

WHAT  YOU  GET.  The  graphical  interface  that  can  “stack”  work  sheets  in  multicolor,  giving  the  user  simulta- 

386  &  486  are  registered  trademarks  of  Intel  Corp 


neous  access  to  16MB  of  memory.  All  with  the  fingertip  ease  of  icons,  menus,  display  boxes  and  a  mouse! 


Lotus  and  1-2  3  are  registered  trademarks  of  Lotus  Development  Corporation 


LET  YOUR  FINGERS  DO  THE  SHOPPING.  Call  1-800-NEC-INFO  for  the  authorized  NEC  dealer  nearest  you.  Your  win- 

Windows  is  a  trademark  of  Microsoft  Corporation 


dow  of  opportunity  will  close  on  December  31st.  Act  today  or  your  $745.00  value  will  be  out  the  you-know-what. 


DELIVERY  INFORMATION: 

SUBMIT  COUPON  FOR  YOUR  COMPLIMENTARY  COPY  OF  LOTUS®  1-2-3®  RELEASE  3.1;  WINDOWS  3.0  IS  INCLUDED  AT  POINT  OF  PURCHASE  WITH  EACH  POWERMATE. 


Your  Name: _ 

Telephone: ! _ 1 _ 

Company: _ 

Delivery  Address: _ 

Street  City  /  State  /  Zip 

Your  Signature: _ 

Check  one  only  □  6.25“  (1.2MB)  □  3.6"  (720KB) 

Please  include  with  this  coupon  your  original  receipt  of  purchase  identifying  the 
authorized  dealer’s  name,  the  system  purchased,  the  serial  numbers  of  the  equipment 
and  the  dealer’s  validating  signature. 


To  rush  your  order,  fax  sales  invoice  with  this  coupon  to  1-508-264-8622. 

Your  Federal  Express  Billing  Number _ 

Please  note:  We  cannot  ship  to  a  P.O.  Box. 

This  offer  is  valid  only  in  the  United  States  and  Canada  and  is  void  where  prohibited. 
Availability  is  subject  to  verification  of  point  of  sale  information.  This  offer  is  valid 
only  for  PowerMate  SX,  386  and  486  systems  purchased  between  October  1,  1990  and 
December  31,  1990  while  supplies  last. 

Send  with  sales  invoice  to:  NEC  Technologies,  Inc.,  1414  Massachusetts  Ave., 
Boxborough,  Massachusetts  01719,  ATTN:  1-2-Free!  Promotion  Coordinator,  Dept. 
603030.  Orders  will  be  shipped  within  24  hours  of  receipt  of  coupon  and  sales  slip  at 
NEC  Technologies.  Valid  coupons  must  be  postmarked  by  January  1,  1991.  NEC  is  not 
responsible  for  lost  or  misdirected  mail  and  reserves  the  right  to  reject  any  coupon  which 
is  incorrect,  and  may  cancel  this  promotion  at  any  time. 


NEC 


'Computers  and  Communications 


HOW  OTHERS  SEE  THE 
MACINTOSH-TO- 
MAINFRAME  CONNECTION. 


When  it  comes  to  system  integra¬ 
tion,  you  don’t  have  to  treat  the 
Mac  differently  than  any  other 
device  on  your  network.  Intro¬ 
ducing  the  MacMainFrame 
Scries,  the  broadest  range  of 
Macintosh-to-mainframe  con¬ 
nectivity  options  available. 

MORE  CHOICES. 

MORE  SOLUTIONS. 

Now,  in  an  integrated  set  of  solu¬ 
tions,  local  or  remote  Mac  users 
in  Token  Ring,  SDLC  or  coax 
environments  can  tap  centralized 
information  to  make  every  Mac 
user’s  desktop  more  powerful. 

MacMainFrame  distributes 
terminal  emulation,  file  transfer, 
printer  emulation  and  mainframe 


graphics  across  a  wide  variety 
of  networking  schemes. 

Since  it’s  fully  AppleTalk 
compatible,  EtherTalk,  Token- 
Talk  and  LocalTalk  networks  are 
part  of  the  solution,  too. 

For  customization,  there’s 
Avatar’s  Programmer’s  Toolkit,  a 
full  range  of  Applications  Pro¬ 
gramming  Interface  (API)  tools. 
For  example,  Avatar’s  HyperCard 
API  has  been  used  to  develop  a 
front  end  system  to  PROFS, 
IBM’s  electronic  mail  system. 

The  MacMainFrame 
Difference. 

Unlike  some  Mac-to-mainframe 
connections,  MacMainFrame 
enhances  the  benefits  of  the 


HOW  AVATAR  SEES  IT. 


Macintosh  user  experience. 

Since  MacMainFrame  is 
completely  IBM  3270  compati¬ 
ble,  it  has  no  impact  on  normal 
mainframe  operations.  The 
result?  An  integrated  working 
environment  that  increases  pro¬ 
ductivity  and  reduces  headaches. 

SOMETHING  ELSE 
we  see.  Service. 

With  eight  years  of  experience, 
Avatar  offers  something  beyond 
products  and  technology.  It’s 
called  responsiveness.  You  see, 
as  the  3270  connectivity  spe¬ 
cialists,  we  have  helped  to 
integrate  Macintosh  com¬ 
puters  and  PC  printers 
into  many  different  en¬ 


vironments.  Which  means  we  can 
do  the  same  for  you.  With  a  sin¬ 
gle  integrated  set  of  solutions 
for  Token  Ring,  SDLC,  and  coax, 
both  standalone  and  via  gateway. 

To  find  out  how,  call  this 
number  toll  free  at 

I-80O-289-2526. 

You’ll  find  that  we  understand 
Macintosh-to-mainframe  con¬ 
nectivity  like  no  one  else.  So  as 
your  network  options  continue  to 
grow.  Avatar  can  help  you  see  the 
forest  through  the  trees. 


Avatar* 


65  South  Street,  Hopkinton,  MA  01748 


O  1990  Avatar  Corporation. 
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NETWORKING 


i’d  like  to  charge  that  burger’ 

Credit-card  companies  use  networks  to  target  cash-oriented  market 


COMMENTARY 

Elisabeth  Horwitt 

Dangers  of 
complacency 

wants  to  stay  competitive  in  the 
global  business  market.  While 
we  may  gripe  about  our  long-dis¬ 
tance  carrier’s  high  prices  or 
occasional  network  glitches,  we 
are  accustomed  to  taking  ad¬ 
vantage  of  our  highly  reliable, 
transparently  transcontinental 
telecom  services  and  looking 
down  at  other  nations’  “primi¬ 
tive”  networks. 

This  type  of  complacency  is 
rapidly  becoming  dangerous.  Eu¬ 
ropean  and  Pacific  Rim  coun¬ 
tries  are  aggressively  upgrading 
their  networks  and  using  global 
networking  standards  such  as 
ISDN  to  do  so. 

Japan,  France  and  the  UK 
are  all  making  great  strides  in 
deploying  domestic  ISDN  ser¬ 
vices  and  reaching  out  to  other 
countries.  In  addition,  organi¬ 
zations  such  as  the  European 
Economic  Community  are  fund¬ 
ing  long-term  efforts  to  set  up 
pan-European  broadband 
ISDN.  And  the  CCITT  is  coming 
up  with  telecommunications 
standards  that  will  ensure  inter¬ 
operability  between  different 
nations’  services. 

In  contrast,  the  U.S.  is  still 
years  away  from  having  widely 
Continued  on  page  75 


BY  JOANIE  M.  WEXLER 
and  MAURA  J.  HARRINGTON 

CW  STAFF 


“The  future,  my  boy,  is  in  plas¬ 
tics.” 

Some  of  the  major  credit-card 
companies  are  adding  a  new 
twist  to  the  famous  omen  from 
the  1967  film  The  Graduate. 
Visa  International,  Inc.  and  Mas¬ 
tercard  International,  for  exam¬ 
ple,  see  lucrative  opportunities 
for  plastic  in  the  sprawling  cash- 
and  check-dominated  consumer 
transaction  markets.  They  hope 
that  technology  will  help  carry 
them  into  businesses  such  as 
fast-food  chains,  grocery  stores, 
parking  garages  and  movie  the¬ 
aters,  where  plastic  is  now  large¬ 
ly  a  stranger. 

Visa  is  undergoing  a  world¬ 
wide  restructuring  of  its  pro¬ 
cessing  technology  to  invade 
these  fast-paced  businesses, 
which  depend  on  rapid-fire  net¬ 
work  response  time  (see  story 
page  76).  The  company’s  Vi- 
sanet  2000  project,  which  in¬ 
volves  deploying  a  global  hierar¬ 
chical  “supercenter”  architec¬ 
ture  and  a  fiber-optic  T1 
backbone,  is  under  way  in  antici¬ 
pation  of  a  500%  increase  in 
transaction  volume  during  the 
next  10  years,  according  to  Rog¬ 
er  Peirce,  executive  vice  presi¬ 
dent  of  Visa  International  Deliv¬ 
ery  Systems. 

Wide-open  market 

Visa  estimated  that  about  $3.5 
trillion  worth  of  worldwide  con¬ 
sumer  transactions  take  place 
annually.  Eighty-five  percent  of 
these  transactions  involve  cash 


or  personal  checks  as  the  form  of 
payment,  and  9%  are  on  forms  of 
plastic  other  than  Visa  cards,  ac¬ 
cording  to  the  company.  Cur¬ 
rently,  about  $1.6  billion  in  Vi- 
sanet  transactions  are  processed 
each  year. 

Mastercard  is  also  leveraging 


the  high-bandwidth  capacity  of 
fiber  to  handle  an  increased 
transaction  load.  Last  summer, 
the  firm  consolidated  two  nodes 
on  its  wide-area  network  — 
called  Banknet  —  into  a  switch 
that  routes  data  among  member 
banks  over  a  fiber  backbone. 

Banknet  can  now  reportedly 
combine  up  to  24  member  banks 
on  a  single  circuit,  rather  than 


running  individual  links  to  each 
bank.  The  network  also  auto¬ 
matically  reroutes  data  to  avoid 
service  delays,  according  to  the 
company. 

In  addition,  Mastercard  em¬ 
ploys  “negative  file  technology” 
for  speeding  up  transactions.  A 


cashier  can  scan  the  credit  card, 
and  a  local  copy  of  a  worldwide 
stolen-  and  restricted-card  data¬ 
base  is  instantly  searched  for  a 
match,  according  to  Meg  Jacob¬ 
son,  senior  vice  president  for 
U.S.  merchant  business  at  Mas¬ 
tercard. 

If  there  is  no  match,  Jacobson 
said,  the  system  automatically 
authorizes  a  purchase  of  up  to 


$25  and  waives  the  signature 
rule.  The  credit-card  companies 
have  long  been  waiving  the  card¬ 
holder  signature  requirement 
for  certain  markets,  such  as  air¬ 
lines  and  direct  marketing.  The 
firms  acknowledge  that  they  will 
have  to  seriously  consider  waiv¬ 
ing  it  in  the  other  quick  turn¬ 
around  environments  that  they 
are  hoping  to  infiltrate. 

Breaking  tradition 

Visa  and  Mastercard  already 
have  pilot  projects  under  way  in 
several  industries  that  have  been 
traditionally  cash-oriented. 

In  one  full-scale  program,  Ra¬ 
ley’s  Superstore  in  Sacramento, 
Calif.,  has  both  a  debit  system 
and  a  credit  system  that  accepts 
Mastercard  or  Visa,  according  to 
Chief  Information  Officer  Joanne 
Donley. 

A  negative  database  system 
with  signature  waiver  is  in  place 
in  separate  Visa  and  Mastercard 
trials  at  Arby’s,  Inc.,  which  will 
roll  out  credit-card  service  in  22 
cities  in  all  its  company-owned 
stores  by  the  end  of  next  year, 
according  to  Rege  Braun,  direc¬ 
tor  of  research  and  development 
operations. 

Arby’s  uses  an  off-line  satel¬ 
lite  authorization  system  from 
Merchant  Tech  International 
and  has  determined  that  2.5%  of 
its  total  sales  must  be  credit 
sales  to  offset  the  additional  cost 
of  accepting  credit  cards. 

At  the  Houston  airport,  All- 
right  Parking  Texas,  Inc.  has 
been  accepting  Mastercard,  Visa 
and  American  Express  cards  for 
10  years.  Using  Celerex  Corp. 
credit  authorization  terminals, 
which  also  operate  on  the  nega¬ 
tive  database  concept,  “we  can 
process  a  credit-card  transaction 
in  10  or  12  seconds,”  said  Steve 
Howard,  Allright  Parking  airport 
Continued  on  page  76 
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Raley’s  CIO  Donley  says  customers  tend  to  spend  more  when 
they  use  cred  itca  rds  to  pay  for  groceries  and  fast  food 


LAN  standard:  Abridge  too  soon? 


BY  JIM  NASH 

CW  STAFF 


Initial  reaction  to  the  trial  bal¬ 
loon  regarding  an  Ethernet/ 
Token-Ring  management  stan¬ 
dard,  raised  by  3Com  Corp.  and 
IBM,  has  been  muted. 

3Com,  the  leader  in  Ethernet 
local-area  network  adapter 
cards,  and  IBM,  sovereign  in  To¬ 
ken-Ring  systems,  announced  in 
July  that  they  were  working  on 
specifications  for  a  heteroge¬ 
neous  LAN  management  stan¬ 
dard.  The  standard  is  intended  to 
allow  network  managers  to  mon¬ 
itor  and  operate  Ethernet  and 
Token-Ring  networks  on  one 
console. 

Late  last  month,  IBM  and 
3Com  said  they  had  given  a  pre¬ 


liminary  version  of  the  specifica¬ 
tions  to  Banyan  Systems,  Inc., 
Novell,  Inc.,  The  Santa  Cruz  Op¬ 
eration  (SCO)  and  Microsoft 
Corp.  for  their  comments.  They 
have  opened  their  review  to  any 
interested  parties. 

The  proposed  standard  is 
based  on  the  first  two  layers  of 
the  Open  Systems  Interconnect 
common  management  informa¬ 
tion  protocol  model.  It  was  de¬ 
signed  to  use  a  limited  amount  of 
memory  in  order  to  coexist  with 
current  network  software. 

While  some  of  the  chosen  four 
vendors  are  making  noncommit¬ 
tal  statements  about  the  propos¬ 
al,  some  users  expressed  skepti¬ 
cism  about  its  relevance  and 
chance  for  success. 

Dick  Tribble,  network  man¬ 


ager  at  Baylor  University  Medi¬ 
cal  Center  in  Dallas,  said  3Com 
and  IBM  “should  learn  to  walk 
before  they  run”  by  managing 
different  networking  vendors  on 
Ethernet  first. 

“The  effort  is  honorable,” 
Tribble  said,  “but  why  don’t 
[they]  work  on  the  multivendor 
management  that  so  many  com¬ 
panies  have  babbled  about  be¬ 
fore  we  worry  about  multiple 
networking  [media]  standards?” 

Creating  standards 

Other  managers  working  in 
mixed  environments  are  asking 
if  just  two  companies  can  push  a 
standard  into  being.  3Com  and 
IBM  may  need  to  form  a  broader 
consortium  to  really  light  a  fire, 
said  Bill  Conley,  manager  of  in¬ 


formation  technology  services  at 
Noral  Aerospace,  Inc.  in  New¬ 
port  Beach,  Calif. 

Conley  partly  discounted  the 
clout  they  may  have  won  when 
the  Institute  of  Electrical  and 
Electronics  Engineers,  Inc.’s 
(IEEE)  Project  802  committee 
for  LAN  standards  voted  earlier 
this  month  to  adopt  heteroge¬ 
neous  LAN  management  as  a 
preliminary  standard.  He  sug¬ 
gested  that  pulling  in  Xerox 
Corp.  and  Digital  Equipment 
Corp.  might  bring  the  movement 
to  critical  mass. 

The  vendors  chosen  to  re¬ 
view  the  standard  in  September 
had  little  to  say  about  it. 

A  spokesman  for  Westboro, 
Mass.-based  Banyan  said  his  firm 
would  work  with  IBM  and  3Com 
to  include  gateway  functionality 
in  the  standard,  which  he  said  is 
presently  oriented  toward  net¬ 


work  adapter  cards. 

Rick  Thomas,  manager  of 
network  management  develop¬ 
ment  at  IBM’s  Research  Trian¬ 
gle  Park,  N.C.,  facility,  said  gate¬ 
way  functionality  was  one  of  the 
attributes  deliberately  left  off 
the  first  version  of  the  proposal 
for  the  sake  of  simplicity. 

Novell  said  only  that  the  com¬ 
pany  will  discuss  the  proposal 
with  3Com  and  IBM  as  it 
evolves.  An  SCO  spokesman  said 
his  company  had  not  prepared  a 
statement  on  its  findings. 
Sources  at  Microsoft  were  un¬ 
available  for  comment. 

There  are  a  few  companies  — 
mostly  intelligent  wiring  hub 
firms  —  that  have  announced 
their  intention  to  deliver  Ether¬ 
net/Token-Ring  management, 
but  their  solutions  require  pro¬ 
prietary  hub  hardware  for  full 
functionality. 
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Big  or  small,  young  or  old,  the  most  successful 
companies  in  the  world  have  something  in  common: 
Computer  Associates  software. 


p:  r I  I  rj  T  Wherever  you  find  successful 

r  11  ldl  lUdl.  companies  you’  11  always  be  sure  to 
find  something  else: 

The  Masterpiece®  series  of  financial  software. 

Across  every  major  hardware  platform,  Masterpiece 
offers  a  single,  comprehensive  approach  to  corporate 
financial  accounting  needs  including:  General  Ledger 
and  Financial  Reporting,  Purchasing  and  Payables 
Management,  Receivables  and  Credit  Management, 


Banking. 


CA90s 


CA's  Computing 
Architecture  For 
The  90s  protects 
and  enhances  the 
value  of  every  CA 
software  solution. 


Of  the  top  100  financial  institutions  in 
the  banking  industry,  more  than  80 
are  using  CA-INFOPOINT.®  It’s  the  most 
advanced  and  efficient  banking  software 
solution  ever  developed. 

Every  day,  CA-INFOPOINT’s  series  of 
integrated  components  help  more  than  800 
financial  institutions  minimize  operating 
costs,  strengthen  assets,  increase  market 
share  and  streamline  their  organizations. 

Aerospace&Defense. 

again  successfully  outbid 
the  competition  all  have 
one  thing  in  common: 

CA  CAS/MV 
It’s  the  most  advanced 
and  feature-rich 
Aerospace  &  Defense 
MRP  II  manufacturing 
and  financial  manage¬ 
ment  software  available. 

CA-CAS/AD  gives  the 
leading  firms  all  the  tools 
they  need  to  increase  the 
productivity  of  their 
people,  capital  and 
processes  while 
complying  with  DOD 
regulations. 


JHH 


Jtions  Software  Behind 
cessftil  Companies. 


L/ 


Manufacturing. 


Fixed  Asset  Accounting,  Order  and  Inventory 
Management,  and  Project  and  Labor  Cost  Tracking. 

Recently,  the  world’s 
most  renowned 
automobile  manufacturer  received  industry  recognition 
for  being  one  of  the  most  efficient  and  successful 
manufacturers  in  the  world.  And  it  was  no  surprise  that 
they  did  it  with  our  CA-CAS®  manufacturing  software. 

CA-CAS  is  a  comprehensive  on-line,  close-loop, 

net-change  MRP  II  computerized 
manufacturing  management 
system.  It  gives  the  world’s 
leading  manufacturers  the  vital 
planning  and  control  informa¬ 
tion  needed  to  achieve  Total 
Quality,  Just-In-Time,  and  Com¬ 
puter  Integrated  Manufacturing. 
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y\*  otriVvi  itt  rvn  From  sa^es  f°recast  t0  shipping 
UlbiriDUllOn,  to  invoice,  CA’s  physical 

distribution  software,  CA-DMS,®  offers  a  comprehensive 

and  integrated  warehouse  management  solution.  Across 

a  broad  spectrum  of  industries,  CA-DMS  is  helping  the 

leading  firms  speed  up  delivery,  streamline  costs  and 

maximize  resources.  In  a  business  world  where  time  is  a 

critical  resource,  CA-DMS  gives  our  clients  a  distinct, 

strategic  advantage. 

Human 
Resources. 

Some  of  the  smartest  compan¬ 
ies  around  take  care  of  their 
most  important  resource  with 
software  from  Computer 
Associates.  From  the  initial 
interview  to  retirement, 

CA-HRS®  offers  a  full-cycle, 
integrated,  human  resources 
management  system 
including:  Payroll  and  Person¬ 
nel  Management,  Applicant 
Tracking  and  Requisition 
Control  and  Position-based 
Budgetary  Control. 

For  more  information  on 

any  of  our  proven,  application  software  solutions  call 
1-800-645-3003.  Call  today  and  learn  the  difference 
between  software 
for  business-and 
software  for 
success. 


(Computer 

Associates 

Software  superior  by  design. 
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Fast-packet  a  plus  for  dumb  terminals 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


Dumb  doesn’t  necessarily  mean 
slow  and  inefficient. 

The  bandwidth-optimizing 
capabilities  of  fast-packet  tech¬ 
nology  are  now  being  applied  to 
dumb  terminals  —  an  installed 
base  estimated  at  over  17  million 
today  and  expected  to  reach  20 
million  by  1994,  according  to 
market  research  firm  Dataquest, 
Inc.  in  San  Jose,  Calif. 

Sync  Research  in  Tustin, 
Calif.,  has  announced  that  it  will 
start  shipping  a  network  access 
product  next  month  that  concen¬ 
trates  traffic  from  different  man¬ 
ufacturers’  dumb  terminals  onto 
a  fast-packet  network  via  a 
frame-relay  interface.  The 
Frame  Relay  Network  Access 
Controller  is  intended  to  speed 
up  the  wide-area  network  por¬ 
tion  of  direct  data  transfers  from 
terminals  to  remote  hosts. 

According  to  Greg  Toussaint, 
vice  president  of  sales  and  mar- 


original  form. 

Like  traditional  X.25  packet 
switching,  frame  relay  allows  us¬ 
ers  to  allocate  bandwidth  on  de¬ 
mand  to  squeeze  as  much  func¬ 
tionality  out  of  their  circuits  as 
possible. 

However,  frame  relay  is  fast¬ 
er  than  X.25  in  that  it  capitalizes 


on  today’s  highly  reliable  digital 
circuits  by  eliminating  the  over¬ 
head  of  error  checking  and  cor¬ 
rection  on  each  node. 

The  network  access  control¬ 
ler  parallels  the  role  of  a  bridge, 
router,  terminal  server  or  clus¬ 
ter  controller  on  the  customer 
premises  side  of  a  WAN.  The 


product  has  reportedly  passed  of  the  formal  CCITT  standard 

compatibility  testing  with  Stra-  emerges. 

tacom,  Inc.’s  fast-packet  IPX  T1  Terminals  directly  attached 


networking  multiplexer.  The 
specifications  shared  by  the  Sync 
Research  and  Stratacom  prod¬ 
ucts  conform  to  those  nailed 
down  in  September  by  Cisco 
Systems,  Inc.,  Digital  Equip¬ 
ment  Corp.,  Northern  Telecom, 
Inc.  and  Stratacom  to  tide  the  in¬ 
dustry  over  until  a  final  version 


to  remote  hosts  —  the  market 
targeted  by  Sync  Research’s 
product  —  will  continue  to  ac¬ 
count  for  approximately  24%  of 
the  installed  base  of  dumb  termi¬ 
nals  through  at  least  1992  when 
total  installations  will  reach 
nearly  19  million,  according  to 
Dataquest. 


Frame  relay 

is  faster  than 
X.25  in  that  it 
capitalizes  on  today’s 
highly  reliable  digital 
circuits. 


Ther 


QfGoodReaso 


keting  at  Sync  Research,  re¬ 
sponse  time  delays  improve  from 
0.5  to  five  seconds  on  an  X.25 
network  to  50  to  100  msec  on  a 
frame-relay  network.  The  prod¬ 
uct,  he  explained,  is  also  intend¬ 
ed  to  deliver  the  bandwidth-on- 
demand  efficiency  afforded  by 
fast-packet  technology  to  the 
terminal-user  community. 

The  state  of  Florida  reported¬ 
ly  supports  about  15,000  termi¬ 
nals  from  various  vendors 
throughout  its  statewide  agen¬ 
cies.  Most  of  the  myriad  termi¬ 
nals  connect  directly  to  a  remote 
host,  according  to  a  spokesman 
at  the  state’s  communications  di¬ 
vision. 

The  state  plans  to  start  test¬ 
ing  the  network  access  control¬ 
ler  this  spring  in  hopes  of  replac¬ 
ing  several  of  its  $75,000  to 
$80,000  IBM  3745  front-end 
processors  with  the  $6,000  to 
$15,000  Sync  Research  prod¬ 
ucts.  The  controller  performs 
the  traffic  management  func¬ 
tions  of  an  IBM  front-end  pro¬ 
cessor  and  is  not  limited  to  IBM 
functionality,  the  spokesman 
noted. 

Frame  relay  is  a  form  of  fast- 
packet  technology  suited  for 
transporting  data  that  travels  in 
bursts,  such  as  terminal-to-host 
transaction  processing  applica¬ 
tions  or  traffic  exchanged  be¬ 
tween  local-area  networks.  This 
is  because  frame  relay  ships  data 
in  variable-length  packets,  which 
is  characteristic  of  the  data  in  its 


ProAudit 


ProOptimize 
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available,  carrier-independent 
nationwide  ISDN  services.  Car¬ 
riers  have  given  the  same  ex¬ 
cuses  for  years  now:  They  are 
waiting  for  “stable,  complete” 
standards  that  will  ensure  inter¬ 
operability  between  different 
types  of  carrier  switches  and  be¬ 


tween  the  switches  and  cus¬ 
tomer  premises  equipment. 

However,  what  has  really 
stunted  ISDN’s  growth  in  the 
U.S.  is  lack  of  market  demand: 
We  consider  it  a  luxury  here.  Af¬ 
ter  all,  unlike  most  of  the  rest  of 
the  world,  the  U.S.  already  has 
reliable,  transparently  accessi¬ 
ble  transcontinental  telecom¬ 
munications  services. 

Telephone  lines  support 


9.6K  bit/sec.  data  transmission; 
for  users  with  higher  band¬ 
width  needs,  dedicated  lines  are 
available.  We  are  even  getting 
high-speed  switched  digital  ser¬ 
vices  now  —  through  a  wide  va¬ 
riety  of  proprietary  and  “stan¬ 
dard”  technologies  such  as 
switched  multimegabit  data  ser¬ 
vice,  frame  relay  and  cell  relay. 

In  contrast,  it  is  still  difficult 
to  make  a  telephone  call  in  many 


parts  of  the  world,  and  many 
countries  are  just  beginning  to 
install  digital  networks.  All  this 
is  changing  rapidly,  however,  as 
1992  approaches.  Europeans 
recognize  they  must  unify  and 
enhance  their  communications 
systems  if  they  want  to  compete. 
And  the  very  fact  that  many 
countries  are  starting  with  prim¬ 
itive  networks  makes  it  easier 
for  them  to  leapfrog  the  U.S.  If 


2  Are  Hundreds 
risTo  Choose  Us 

E)  Support  DB2. 

3ur  Latest  Four. 


With  the  addition  of  these  four  new  products  to  our  ProSeries  for  DB2™  product  line,  On-Line  Soft¬ 
ware  solidifies  its  position  as  an  industry  leader  in  supplying  solutions  and  support  for  DB2. 

For  the  Database  Administrator,  we  offer  Pro  Alter*/ Plus— for  DB2  catalog  analysis  and  object  mainte¬ 
nance;  and  ProBuild* — to  create  customized  DB2  tools  and  prototypes  50%  faster,  these  are  now  joined  by 
ProSecure*— the  leader  for  managing  DB2  security;  ProAudit*— the  custom  audit  trail  facility  for  DB2;  and 
ProUtility* — for  automated  scheduling  and  administration  of  DB2  utilities.  All  these  will  help  you  meet  dead¬ 
lines  and  simplify  the  complexities  of  DB2. 

For  the  Application  Programmer,  we  have  ProEdit*—  the  industry  leader  for  complete  DB2  application 
testing.  This  is  now  complemented  by  ProOptimize*— which  provides  automated  recommendations  for  effi¬ 
cient  DB2  application  tuning.  These  speed  applications  into  production,  improve  DB2  application  perform- 
Itffl-i  ance,  while  saving  you  time. 

On-Line  Softwares  newly  expanded  ProSeries  for  DB2,  coupled  with  its  full  range  of  DB2 


un-Line  oouwaicb  newiy  expaiiueu  riuocuc^  iui  l/dl,  luujjilu  wim  ito  tun  tai^  ui 
courses,  and  complete  technical  and  management  DB2  consulting  services,  will  help  the  DBA 
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and  Application  Programmer  increase  their  speed,  quality  and  effectiveness,  and  give  your  company  a  com¬ 
petitive  edge. 

Naturally,  On-Line  Software  offers  over  twenty  years  of  leadership  in  IBM  ®  systems  software  and  a  life¬ 
time  trade-in  guarantee. 

As  you  can  see,  our  commitment  to  DB2  solutions  and  support  goes  beyond  a  lot  of  talk. 

For  more  information,  please  call  800-642-0177.  In  T  C 

Canada,  call  416-620-4844.  Outside  the  U.S.  and  Canada,  W  M  yyll  L/lIlv  OUL  L  W dlTC 
call  44-71-631-3696.  VAM  i  n  t  e 
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ProEdit  and  ProAlter/PIus  are  registered  trademarks  and  *  indicates  a  trademark  of  On-Line  Software  International 
IBM  is  a  registered  trademark  and  DB2  a  trademark  of  International  Business  Machines  Corporation. 


they  have  to  do  a  complete  re¬ 
vamp  anyway,  it  isn’t  such  a  big 
deal  for  them  to  install  the  lat¬ 
est  communications  technol¬ 
ogies,  including  ISDN. 

By  1992,  according  to 
Gartner  Group,  a  significant  part 
of  Europe  will  not  only  have 
broadly  available  ISDN  but  in¬ 
ternationally  interconnected 
ISDN  services.  Indeed,  several 
organizations,  including  the  Eu¬ 
ropean  Commission  and  a  con¬ 
sortium  of  Postal  Telephone 
and  Telegraph  authorities,  are 
said  to  be  readying  projects  to 
implement  broadband  ISDN 
across  Europe. 

U.S.  carriers  such  as  AT&T 
now  provide  switched  interna¬ 
tional  links  to  ISDN  services  in 
France,  Britain,  Japan  and  else¬ 
where  but  without  the  full  intel¬ 
ligence  and  bandwidth  of  a  true 
end-to-end  ISDN  connection. 

No  doubt,  U.S.  carriers  will  pro¬ 
vide  true  ISDN  connections 
with  overseas  carriers  when  the 
CCITT’s  standard  is  finalized. 
However,  those  links  will  have 
limited  utility  until  we  also  have 


IF  THE  U.S.  does 
not  put  more  pres¬ 
sure  on  the  com¬ 
munications  industry 
to  get  the  national 
ISDN  house  in  order, 
we’ll  be  second-rate 
citizens  in  a  global  com¬ 
munity. 


a  truly  end-to-end  ISDN  net¬ 
work  throughout  the  country, 
instead  of  a  hodgepodge  of 
slightly  incompatible  services. 

If  U.S.  businesses  and  gov¬ 
ernment  bodies  do  not  put  more 
pressure  on  the  communica¬ 
tions  industry  to  get  the  national 
ISDN  house  in  order,  we’ll  be 
second-rate  citizens  in  a  global 
community  that  is  tied  together 
with  standardized  cost-effective 
digital  links  —  supporting  64  K 
bit/sec.  now,  2M  bit/sec.  soon 
and  45M  bit/  sec.  in  the  not  too 
distant  future. 

Such  services  are  becoming 
a  top  priority  for  businesses  that 
are  accelerating  their  global 
strategies  and  looking  to  set  up 
new  overseas  plants,  offices 
and  partnerships.  Such  firms 
need  to  run  bandwidth  across 
borders  to  keep  track  of  the  lat¬ 
est  sales  figures  at  their  outlets 
around  the  world,  to  ensure 
timely  exchange  of  change  or¬ 
ders  and  invoices  with  suppliers 
via  electronic  data  interchange 
and  to  ensure  that  the  latest 
price  figures  get  to  all  their  sub¬ 
sidiaries  in  a  timely  fashion. 

Let’s  not  let  international 
networking  be  one  more  area 
where  our  complacency  turns 
us  into  also-rans  in  the  global 
market. 
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manager.  Howard  said  about  30%  of  his 
business  is  done  by  credit  card. 

The  Celerex  system  transfers  All¬ 
right’s  daily  reports  to  a  local  accounting 
package,  and  the  processed  data  is  trans¬ 
mitted  to  the  Houston  headquarters’ 
mainframe  over  telephone  lines  during 
the  night  using  modems. 

He  noted  that  the  service  fees  using 
electronic  transmission  of  charges  rather 
than  pen  and  paper  have  caused  the  dis¬ 
counts  on  his  receipts  to  fall  to  about  2% 
to  3%  with  Visa  and  to  close  to  4%  with 
American  Express. 

The  amount  that  a  merchant  loses  in 


credit-card  service  fees  is  a  major  consid¬ 
eration  for  low-margin  businesses. 

Credit-card  company  candidates  such 
as  Hardee’s  Food  Systems,  Inc.,  a  fast- 
food  restaurant  chain  in  Rocky  Mount, 
N.C.,  and  Byerly’s,  a  10-store  grocery 
chain  in  the  Minneapolis  area,  said  the 
current  receipt  discount  structure  eats  up 
their  profits.  For  this  reason,  they  have 
elected  not  to  implement  credit-card  sys¬ 
tems  just  yet,  although  both  acknowl¬ 
edged  that,  because  of  competition,  credit 
cards  will  probably  be  in  their  future. 

“We’re  not  considering  accepting 
credit  cards  at  this  time,  though  it’s  tech¬ 
nically  feasible,’’  said  Gerald  Rowland, 
comptroller  at  Hardee’s.  “Our  margins 
are  9%  to  10%  as  it  is,  and  simple  math 
tells  you  that  paying  a  3%  to  5%  service 


fee  to  a  bank”  takes  a  significant  chunk 
out  of  the  profit. 

Lynn  Smith,  director  of  telecommuni¬ 
cations  at  Hardee’s,  added  that  the  com¬ 
pany  is  developing  its  own  terminal  with  a 
credit-card  slot  and  restaurant  informa¬ 
tion  system  that  could  also  accept  a  debit 
card,  such  as  a  bank  card. 

“Our  customers  would  be  good  candi¬ 
dates,  but  I  don’t  see  supermarkets  a 
good  place  for  credit  cards  until  the  dis¬ 
count  issue  gets  resolved,”  added  Tom 
Harberts,  president  of  Byerly’s. 

Procedures  differ 

“We  put  together  certain  procedures  for 
certain  types  of  businesses,”  said  Jeanne 
Alford,  director  of  public  affairs  at  Visa. 
“For  airlines  and  direct  mail,  we  have  an 


address  verification  check  in  place  to  pro¬ 
tect  against  fraud.  We’re  looking  at  a  sys¬ 
tem  for  checks  and  balances  in  the  fast- 
food  and  grocery  markets,  but  I  can’t 
comment  yet  on  what  that  would  be.” 

However,  Donley  said  it  is  possible  to 
offset  credit-card  service  fees  by  offering 
higher-profit  products,  such  as  kitchen 
appliances  and  home  accessories,  to  buy¬ 
ers.  She  said  when  people  are  buying  food 
on  credit,  they  are  more  likely  to  buy  oth¬ 
er  items. 

According  to  Donley,  the  program  is 
too  young  for  Raley’s  to  provide  statistics 
about  its  profitability,  but  she  said  Raley’s 
management  is  “pleased”  with  the  alter¬ 
native  payment  program,  in  which  52  of 
the  chain’s  58  stores  currently  partici¬ 
pate. 


Moving  a  data  center  to  the  suburbs  isrft  as  far 
out  as  you’d  think. 

There’s  growing  interest  in  moving  large  data 
centers  from  expensive  downtown  offices  into  cheaper 
space  a  little  farther  out. 

But  what  makes  perfect  management  sense  can 
send  a  chill  through  MIS.  Because  as  the  distance 
between  users  and  data  center  increases,  system 
performance  often  drops  dramatically 

Unless  you’re  hooked  up  with  Network  Systems. 
Our  HYPERchannel-DX  networks 
connect  dissimilar  processors,  peripherals, 
and  protocols  over  long  distances  for 
true  high-performance  networking. 
And  RDS7  our  Remote  Device 
1  System,  extends  IBM  mainframe 
channels  to  just  about  anywhere  phone 
and  fiber  lines  wall  go,  with  no  performance  loss. 

Before  management  sends  you  packing  for  the 
suburbs  and  points  beyond,  call  us  at  1-800-338-0122 
for  a  free  consultation.  We’ll  show  you  all  the  benefits 
of  distributed  information  systems.  Including  the 

acres  of  free  parking,  x  0 

Network  Systems* 
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Visa  International  has  de¬ 
termined  that  its  antici¬ 
pated  500%  increase  in 
transaction  volume  dur¬ 
ing  the  next  decade  will 
require  a  heavy-duty  restructuring 
of  its  information  technology.  Enter 
the  Visanet  2000  project,  which  has 
been  under  way  since  June. 

Based  on  a  hierarchical  “super¬ 
center”  concept,  primarily  for  im¬ 
proved  network  management  and 
backup,  the  data  centers  will  in¬ 
clude  3090-type  machines  linked 
across  the  Atlantic  by  fiber-optic  T1 
circuits,  according  to  Roger  Peirce, 
Visa’s  executive  vice  president  of 
delivery  systems. 

Visa  foresees  the  swelling  of 
credit-card  volumes  because  of  an 
effort  to  invade  traditional  cash-  and 
check-oriented  markets  such  as  fast 
food.  Peirce  also  said  the  melding  of 
the  European  Economic  Communi¬ 
ty  in  1992  should  help  pump  up 
credit-card  use  because  it  “throws 
the  whole  payment  system  up  for 
grabs.  Visa  is  the  closest  thing  to  a 
standard  international  currency.” 
The  supercenters  are  payment  pro¬ 
cessing  centers  that  serve  national 
payments  in  the  countries  in  which 
they  are  located  and  will  back  up 
other  supercenters,  according  to 
Peirce.  Four  supercenters  will  be 
deployed  in  this  decade. 

At  the  second  level  of  the  hierar¬ 
chy,  interchange  centers  in  the 
U.S.,  Canada,  Asia/Pacific,  Europe, 
Middle  East,  Africa  and  Latin 
America  will  handle  regional  and  na¬ 
tional  processing. 

Visa  has  committed  to  splitting 
its  dedicated  lines  between  AT&T 
and  MCI  Communications  Corp. 
The  company  will  reportedly  use 
Network  Equipment  Technologies, 
Inc.  T1  multiplexers. 

Peirce  said  that  previously  Visa 
“had  never  formalized  the  data 
flow”  and  that  the  peer-to-peer  na¬ 
ture  of  its  processing  centers 
“wasn’t  manageable”  enough  to 
handle  the  anticipated  increased 
traffic  down  the  road. 

Visanet  2000  will  cost  approxi¬ 
mately  $150  million,  Peirce  said, 
and  should  have  a  10-to-l  payback 
over  seven  years. 

JOANIE  M.  WEXLER 
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results  —  or  your  reputation  —  on 
anything  less. 

Only  the  SAS  System  gives 
you  immediate  access  to  over  a 
hundred  powerful,  practical, 
proven  tools  for  every  conceivable 
application:  data  access  and 
management . . .  reporting  and 
graphics  . . .  business  planning, 
financial  management,  and 
decision  support . . .  project 
management . . .  quality  im¬ 
provement  . . .  and  applications 


The  SAS®  System.  X 
More  Choices 
for  More  Applications 
than  Any  Other  Software. 


FREE 


SAS  Institute  Inc. 

Software  Sales  Department 
SAS  Circle  □  Box  8000 
Cary,  NC  27512-8000 
Phone  (919)  677-8200 
Fax  (919)  677-8123 


The  SAS  System  runs  on  mainframes, 
minicomputers,  workstations,  and  personal 
computers. 

SAS  is  a  registered  trademark  of  SAS  Institute  Inc. 

Copyright  ©  1989  by  SAS  Institute  Inc. 

Printed  in  the  USA. 
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Belgium 

443,611 


W  Germany 
658.051 


Fourth  Quarter  Sales 
in  Europe 

(Total  Units) 


'^euticals 


Command 


PROC  GLM  uses  Ihe  method  of  least  square*  to  (ft  general  linear  models 
Among  Ihe  statistical  methods  available  in  GLM  are  regression,  analyai; 
of  variance,  analysis  of  covariance,  multivariate  analysis  ot  variance 
and  partial  correlation.  This  procedure  can  be  run  interactively. 


If 

you  think 
3Com  can 

really 

connect 
more  systems 

to  more 
systems... 


We  need  to  talk. 

Many  claims  of  connectivity  fall 
apart  when  you  examine  them  closely. 
Proprietary  software  and  hardware  put 
serious  restrictions  on  the  growth  of  your 
network. 

Only  Wollongong  has  the  software 
products  that  connect  dissimilar  hardware 
and  software,  because  we  base  our  solm 
tions  on  open  system  standards. 

Not  only  do  we  connect  any  LAN 
to  any  other  LAN,  we  help  you  build 
LANs  based  on  open  systems  standards. 
We  complement  your  existing  network, 
so  you  protect  the  investments  you’ve 
already  made. 

In  fact,  for  over  10  years,  we’ve 
been  helping  Fortune  500  companies 
build  and  manage  networks  in  multi' 
vendor  environments. 

So  before  you  get  locked  into  pn> 
prietary  requirements,  take  a  closer  look. 

Call  1-800-872-8649  (in  Califor- 
nia  N800'962'8649)  or  write  The 
Wollongong  Group,  Inc.  1129  San 
Antonio  Road,  Palo  Alto,  CA  94303. 

When  you  need  to  network,  we 
need  to  talk. 


WOLIDNGONG 


©  1990,  The  Wollongong  Group,  Inc. 

All  other  product  names  are  trademarks  of  their  respective  manufacturers. 


The  leader  in  multi-vendor  networking. 


NETWORKING 


NEW  PRODUCTS 


Network 

management 

Hewlett-Packard  Co.  has  intro¬ 
duced  HP  Probeview  3.0,  a  soft¬ 
ware  package  designed  for  use 
with  the  HP  4990S  Lanprobe 
network  analysis  system. 


HP  Lanprobe  comprises  an 
HP  4991A  Lanprobe  segment 
monitor  ($4,470  to  $4,995),  HP 
4990A  Probeview  software 
($5,000)  and  an  optional  HP 
4992 A  Node  Locator  ($97 5). 

HP  Probeview  3.0  includes  an 
embedded  database  that  can  be 
used  to  organize  data  according 


to  node,  segment  and  network. 
An  HP  4993A  Probeview  con¬ 
sole  equipped  with  an  HP  Vectra 
QS/20  personal  computer  con¬ 
figured  with  HP  Probeview  3.0 
is  priced  at  $12,750. 
Hewlett-Packard 
3000  Hanover  St. 

Palo  Alto,  Calif.  94304 
(800)  752-0900 

David  Systems,  Inc.  has  intro¬ 


duced  an  in-band  communica¬ 
tions  module  (ICM)  designed  for 
its  five-  and  12-slot  intelligent 
concentrators. 

The  Supervisor  ICM  estab¬ 
lishes  a  communications  function 
between  the  concentrator  and  a 
control  workstation  for  a  net¬ 
work  management  system  and 
provides  in-band  signaling  via  an 
Ethernet  network.  Firmware  on 
the  concentrator’s  Supervisor 


module  includes  Simple  Net¬ 
work  Management  Protocol 
(SNMP)  compatibility,  and  when 
joined  with  an  ICM,  complete 
SNMP  management  connectiv¬ 
ity  is  provided,  the  vendor  said. 

The  product  costs  $795. 
David  Systems 
701  E.  Evelyn  Ave. 
Sunnyvale,  Calif.  94086 
(408)720-8000 

Rainbow  Technologies  Inc.  has 
introduced  a  site  license  man¬ 
agement  system  designed  to  let 
network  managers  control  the 
number  of  concurrent  users  of 
an  application  software  program 
running  on  a  local-area  network. 

Netsentinel  can  be  operated 
only  with  a  hardware  key.  It 
tracks  how  many  users  are  si¬ 
multaneously  accessing  a  soft¬ 
ware  application  and  bars  addi¬ 
tional  users  from  accessing  the 
same  program  when  the  limits  of 
a  site  agreement  have  been  met. 

Pricing  ranges  from  $49  to 
$299  per  system,  depending  on 
quantity  and  type  of  hardware 
key  model  purchased. 

Rainbow  Technologies 
9292  Jeronimo  Road 
Irvine,  Calif.  92718 
(714)454-2100 


Local-area 

networking 

software 

Aim  Systems,  Inc.  has  an¬ 
nounced  an  optical-based  infor¬ 
mation  and  image  management 
software  product  that  uses  Mi¬ 
crosoft  Corp.’s  Windows  as  an 
application  interface. 

Target  is  a  set  of  modules  that 
support  document  scanning, 
work-flow  or  document  routing 
and  facsimile  I/O.  It  also  includes 
modules  that  download  main¬ 
frame-generated  documents  and 
provide  software  emulation  for 
EBM  3270,  Digital  Equipment 
Corp.  VT-100  and  VT-200  and 
asynchronous  terminals. 

Pricing  ranges  from  $2,500 
to  $29,000. 

Aim  Systems 
1 1 30-D  Burnett  Ave. 
Concord,  Calif.  94520 
(415)682-7922 


Links 

Comtrol  Corp.  has  introduced  a 
100M  bit/sec.  controller  that 
was  designed  for  Unix  multiuser 
graphics  systems. 

Multivision  enables  users  to 
connect  as  many  as  16  graphics 
stations  to  an  Intel  Corp.  80386- 
or  1486-based  IBM  Personal 
Computer  AT-compatible  sys¬ 
tem.  It  runs  under  The  Santa 
Cruz  Operation’s  Xenix  or  Unix 
and  AT&T’s  Unix  System  V. 

A  Multivision  host  controller 
costs  $995,  and  a  system  that 
can  connect  four  graphics  sta¬ 
tions  at  a  distance  of  up  to  225 
feet  from  a  host  costs  $3,742. 
Comtrol 

2675  Patton  Road 
St.  Paul,  Minn.  55164 
(612)854-3413 


If  DB2  Is  The  Answer,  What 
The  Heck  Was  The  Question? 


Beginning  to  wonder  about  betting 
your  company’s  future  on  DB2? 

Wouldn’t  you  like  to 
know  how  IBM’s 
information  manage¬ 
ment  approach 
will  address  the 
major  problems 
and  issues 
you’ll  face  in 
the  90s? 

We  think  you 
would.  So, 
we’ve  developed 
a  check-list  of 
what’s  most 
important  to  you. 

So  you  can  clearly  see  what  you 
can  expect  from  IBM. 

And  what  you  can  expect  from  us 


I  IBM 

CA 

INVESTMENT 

DL/1 

/ 

PROTECTION: 

IMS 

/ 

Runs  applications 

VSAMp 

✓ 

without  change 

TOTAL 

✓ 

from... 

CA-IDMS 

✓ 

CA-DATACOM 

✓ 

PORTABILITY 

MVS 

✓ 

Runs  identically 

MVS/XA 

✓ 

/ 

on... 

MVS/ESA 

✓ 

✓ 

VSE 

/ 

VM 

/ 

PC-DOS 

✓ 

PC  LAN 

/ 

STANDARDS 

ANSI  SQL 

✓ 

✓ 

FIPS 

/ 

✓ 

SAA 

/ 

/ 

NAS 

DISTRIBUTED 

Remote  Request 

/ 

✓ 

DATABASE 

Distributed  Request 

✓ 

Replication 

/ 

Partitioning 

/ 

INTEGRATION 

Dictionary 

/ 

w/ Systems  Security 

✓ 

PROVEN:  Supports  tens  of  thousands 

✓ 

of  mission-critical  applications 

As  the  world’s  leading  indepen¬ 
dent  software  company,  Computer 
Associates  can  give  you  more. 

Much  more. 

To  begin  with  CA-IDMS®/DB  and 
CA-DATACOM/DB®  are  more 
practical,  productive  and  proven 
than  DB2.  Offering  you  a  clearly 
superior  alternative. 

Our  comprehensive  software 

For  more  information  call  1-800-645-3003.  ©  1990  Computer  Associates  International,  Inc.,  711  Stewart  Avenue,  Garden  City,  NY  11530-4787. 
All  trade  names  referenced  are  the  trademarks  or  registered  trademarks  of  the  respective  manufacturer. 


engineering  solutions  and 

integrated  life-cycle  support  are 
ready  today  including:  4GL’s; 
one  of  the  industry’s  most 
successful  COBOL 
development 
environments; 
application 
generators; 
knowledge-based 
systems  and 
products  for 
project 

estimation  and 
change 
management. 

In  addition, 
our  information 
management 
solution  is  built 
upon  the  Computing 
Architecture  For  The 
90s  which  can  free  you 
from  hardware 
constraints.  All  of  your 
mission-critical 

applications  can  run  on  multiple 
platforms  and  operating  systems 
from  mainframe  to 
midrange  to  PC. 

CA90s  also  protects 
the  massive  investment 
you’ve  made  in  your 
existing  applications  with 
transparency  software  that  allows 
you  to  run  your  present  applications 
unchanged  using  our  relational 
database  technology. 

Altogether,  it’s  a  smarter,  more 
practical  approach  to  information 
management. 

And  one  that’s  readily  available 
today. 

Which  leaves  just  one  question 
for  everyone  who’s  still  patiently 
waiting  for  IBM... 

What  are  you  waiting  for? 


CA90s 


(Computer 

Associates 

Software  superior  by  design. 
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E  X  E  CUT  I  V  E 
TRACK 


Larry  L.  Bet- 
singer  has  been 
promoted  to  ex¬ 
ecutive  vice 
president  and  di¬ 
rector  of  corpo¬ 
rate  information  services  at 
UJB  Financial  Corp.  in 
Princeton,  NJ. 

Betsinger  joined  UJB  in 
December  1989  as  a  senior 
vice  president.  He  is  respon¬ 
sible  for  corporatewide  com¬ 
puter  operations,  systems 
and  programming  and  tele¬ 
communications  at  the  $13.6 
billion  financial  services  firm. 

Before  joining  UJB,  Bet- 
singer  was  a  senior  vice  presi¬ 
dent  and  chief  information  of¬ 
ficer  at  Meritor  Financial 
Corp.  in  Philadelphia,  which 
outsourced  its  information 
systems  function  to  Electron¬ 
ic  Data  Systems  Corp.  in 
1989.  Prior  to  that  position, 
he  was  president  and  chief  ex¬ 
ecutive  officer  of  First  City 
Services  Co.,  the  IS  subsid¬ 
iary  of  First  City  Bancorp  in 
Houston. 

Betsinger  attended  Drake 
University  and  completed  re¬ 
quirements  for  a  degree  from 
the  University  of  Wisconsin 
Graduate  School  of  Banking. 


Alexander 
Ferrauiola  has 
been  named  as¬ 
sistant  vice  pres¬ 
ident  and  direc¬ 
tor  of  the  Uni¬ 
versity  Computer  Center  at 
New  York  University. 

Ferrauiola,  43,  was  most 
recently  director  of  MIS  at 
the  Reserve  Fund.  Before 
that,  he  was  director  of  inter¬ 
national  IS  at  Schering- 
Plough,  Inc.,  holding  posi¬ 
tions  in  the  U.S.  and  Europe. 


Stephen  A.  Little  was  pro¬ 
moted  to  vice  president  of 
corporate  IS  at  Square  D 
Co.,  a  manufacturer  of  indus¬ 
trial  control  and  electrical  dis¬ 
tribution  products  in  Palatine, 

m. 

Little  had  been  Square  D’s 
director  of  IS  since  joining  the 
company  in  1989.  In  his  new 
position,  he  has  overall  re- 


the  company’s  IS  worldwide. 

Little  holds  a  bachelor’s 
degree  in  industrial  manage¬ 
ment  from  Purdue  University 
and  an  MBA  from  the  Univer¬ 
sity  of  Chicago. 

_ 


A  taste  for  IS  and  an  ancient  art 

Mondavi ’s  Graham  crafts  systems  with  respect  for  wine-making  tradition 


BY  JAMES  DALY 

CW  STAFF 


An  empty  oak  barrel  rolls  into 
position,  a  pungent  and  fruity 
smell  emanating  from  its  ca¬ 
bernet-stained  inner  walls. 
An  apron-wrapped  worker 
nimbly  inserts  a  hose  into  the  cask  and 
fills  it  with  the  juice  of  plump  grapes 
plucked  from  the  nearby  Napa  Valley 
hills.  The  barrel  is  later  moved  into  a 
cellar,  where  it  will  languish  for  a  year 
or  more  while  the  French  oak  helps 
transform  the  rough  palate  of  the  juice 
into  a  full  and  subtle  wine. 

“Wine  making  is  a  very  old  and  an¬ 
cient  art,  and  I  have  to  respect  that,” 
says  Ken  Graham,  director  of  MIS  at 
the  Robert  Mondavi  Winery,  while  ob¬ 
serving  the  centuries-old  process. 
“There’s  not  too  much  a  computer  can 
do  to  change  that.” 

What  has  changed,  however,  is  that 
the  wine-making  industry  has  become 
a  fiercely  competitive  business  where 
such  modern  concerns  as  marketing, 
sales  and  distribution  efficiency  can 
make  or  break  a  vintner.  When  Gra¬ 
ham  joined  Oakville,  Calif.-based  Mon¬ 
davi  as  information  systems  head  two 
years  ago,  he  was  faced  with  the  chal¬ 
lenge  of  establishing  a  technology  in¬ 
frastructure  that  could  apply  the  so¬ 
phisticated  tools  of  the  Silicon  Age  to 
an  industry  that  has  remained  essen¬ 
tially  unchanged  since  biblical  times. 

Lured  from  early  retirement  by 
both  technological  advances  and  the 
chance  to  move  to  an  area  he  loves, 
Graham,  59,  knew  he  had  his  work  cut 
out  for  him.  When  vintners  lovingly  de¬ 
scribe  the  soft  romance  of  “the  broth¬ 
erhood  of  wine  making,”  they  tacitly 
refer  to  an  emotional  domain  where 
technology  dares  not  trample. 


PROFILE:  Ken  Graham 


Andy  Freeberg 

Position:  Director  of  MIS,  Robert  Mondavi  Winery 

Mission:  Applying  technology  to  marketing,  distribution  and  other  business  areas  while 
appreciating  the  subtle  art  of  wine  making 


“My  first  important  step  was  to 
make  top  management  realize  how  im¬ 
portant  IS  can  be  to  the  company,” 
Graham  says.  “In  the  wine-making 
business,  MIS  is  clearly  not  the  driving 
factor  in  making  you  a  success,  but  we 
play  a  very  key  role.” 

Co-workers  say  that  when  Graham 
arrived,  the  IS  infrastructure  of  the 
winery  had  slipped  and  was  not  flexible 
enough  to  handle  Mondavi’s  10%  to 


15%  annual  growth  rate.  “We  needed 
to  start  all  over  in  some  areas,”  says 
Caroline  Csavas,  marketing  manager 
at  Mondavi’s  Woodbridge,  Calif.,  sales 
office.  “We  knew  what  we  wanted  in 
the  areas  of  computers  but  were  total¬ 
ly  unable  to  get  our  arms  around  the 
problem.  Ken  figured  out  what  we 
needed  and  was  instrumental  in  selling 
those  ideas  to  management.” 

Conti n  ued  on  page  82 


The  high  cost  of  the  lowly  business  letter 


BY  MITCH  BETTS 

CW  STAFF 


The  cost  of  a  secretary-pro¬ 
duced,  one-page  business  let¬ 
ter  shot  up  79%  during  the 
last  decade,  despite  the  in¬ 
creasing  use  of  personal  com¬ 
puters  by  secretaries,  according  to 
Dartnell  Corp.,  a  business  information 
publisher  based  in  Chicago. 

The  cost  hike  was  driven  mostly  by 
the  increasing  salaries  of  secretaries 
and  their  bosses  in  the  1980s,  which 
tracked  the  economy’s  inflation  rate, 
according  to  Dartnell  Senior  Editor 
Bob  Minor. 

Meanwhile,  there  is  no  hard  evi¬ 
dence  that  PCs  —  compared  with 
modem  electronic  typewriters  — 
boost  secretarial  productivity  for  one- 
page  missives,  he  said. 

“There  is  no  cost-saving  visible 


when  a  computer  is  used  on  a  short 
business  letter,  but  that  picture  can 
change”  for  complex,  multipage  docu¬ 
ments  such  as  bids,  quotes,  reports  and 
legal  filings,  Dartnell  reported. 

The  cost  of  a  one-page  business  let¬ 
ter  resulting  from  face-to- 
face  dictation  rose  6%  to 
$10.85  in  1990,  according 
to  the  study.  (If  the  boss 
uses  a  dictation  machine, 
the  cost  is  22%  less,  or 
$8.41,  because  the  secre¬ 
tary  does  not  have  to 
spend  10  minutes  taking 
dictation.) 

However,  Minor  acknowledged 
that  the  methodology  of  the  long-run¬ 
ning  study,  which  focuses  on  letters 
produced  by  secretaries,  is  becoming 
outdated  because  of  advances  in  tech¬ 
nology  and  the  likelihood  that  many 
managers  write  their  own  business  let¬ 


ters  on  PCs. 

The  cost  of  the  standard  business 
letter  has  been  rising  steadily  for  de¬ 
cades,  from  30  cents  in  1930  to  $1.83 
in  1960,  $3.05  in  1970  and  $6.07  in 
1980,  the  study  said.  Last  year,  the 
cost  exceeded  $10  for  the 
first  time. 

The  study  considers  the 
standard  business  letter  to 
be  about  180  words.  The 
cost  calculation  includes 
the  salaries  of  the  boss  and 
secretary  for  the  18  min¬ 
utes  needed  to  produce  the 
letter,  as  well  as  the  costs 
of  overhead,  supplies  and  first-class 
postage. 

Dartnell  noted  that  there  is  current¬ 
ly  a  strong  demand  for  secretaries  with 
computer  skills,  while  less  than  10%  of 
the  300  companies  surveyed  are  ask¬ 
ing  for  shorthand  skills. 
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Ancient  art 

FROM  PAGE  81 

Graham  discovered  that  the 
old  information  system  primarily 
handled  accounting  chores  and 
was  sorely  in  need  of  an  upgrade 
if  Mondavi  was  going  to  turn 
computer  technology  into  com¬ 
petitive  advantage.  His  first  goal 
was  to  expand  communications 
links  between  the  winery’s  sev¬ 
eral  vineyards  and  keep  a  closer 
tab  on  the  status  of  10.3  million 
gallons  of  wine  stored  in  nearly 
150  storage  tanks  and  13,000 
aging  barrels. 

By  meeting  with  top  manag¬ 
ers  as  well  as  lower-level  em¬ 
ployees,  Graham  was  able  to  dis¬ 
cuss  the  function  and  problems 
of  each  department  and  pinpoint 
areas  where  IS  could  contribute 
to  Mondavi’s  $120  million  busi¬ 
ness. 

“Ken  believes  that  there  real¬ 
ly  are  intelligent  people  at  the 
other  end  of  that  computer,” 
says  accounting  manager  Nancy 
Sellers.  “His  perspective  en¬ 
abled  us  to  do  a  more  thorough 
job  in  the  selection  and  imple¬ 
mentation  of  our  new  core  sys¬ 
tems.” 

When  walking  through  the 
Mondavi  winery,  it  is  difficult  to 
discover  anything  more  techno¬ 
logically  sophisticated  than  the 


Nintendo  games  children  fiddle 
with  while  their  parents  sip  char- 
donnay.  Yet,  it’s  all  there. 

Employing  an  annual  budget 
of  $1.5  million,  Graham  has  nim¬ 
bly  crafted  an  arrangement  that 
is  as  subtle  and  complex  as  a  fine 
zinfandel. 

His  first  step  was  to  install  an 
IBM  Application  System/400 
minicomputer  running  a  variety 
of  off-the-shelf  and  homegrown 
software. 

Keeping  tabs 

An  elaborate  local-area  network 
using  hundreds  of  terminals  and 
IBM  Personal  Computer  clones 
was  developed  to  hook  up  the 
central  sales  offices  with  a  near¬ 
by  distribution  center  that  han¬ 
dles  the  2  million  to  3  million 
cases  of  wine  that  Mondavi  ships 
each  year. 

“We  wanted  to  keep  as  close 
an  eye  as  possible  on  our  bulk 
wine  processing  so  we  could  tie  it 
in  with  the  orders  coming  in,” 
Graham  says. 

It’s  hardly  the  type  of  ar¬ 
rangement  one  would  expect 
from  a  man  who  retired  from  the 
IS  profession  in  1987  with  only 
one  idea  burning  in  his  head.  “I 
wanted  to  get  as  far  away  from 
computers  as  possible,”  he  says. 

Graham  began  his  long  career 
in  IS  when  he  joined  The  Boeing 
Co.  in  1955  as  a  systems  analyst. 


He  spent  nine  years  there,  work¬ 
ing  on  the  production  of  the  orig¬ 
inal  707  and  727  jet  airliners.  His 
last  project  was  as  the  senior 
production  control  supervisor  of 
the  building  of  a  new  Air  Force 
One  for  President  John  F.  Ken¬ 
nedy,  the  same  aircraft  that 
brought  Kennedy’s  body  back 
from  Dallas  after  his  assassina¬ 
tion  in  1963. 

Following  his  stint  at  Boeing, 
Graham  spent  23  years  in  the  IS 
sector  at  the  Gallo  winery  in 
nearby  Modesto,  Calif.,  support¬ 
ing  Gallo’s  growth  from  a  $100 
million  business  to  a  $1  billion 
wine-making  giant.  Although  he 
worked  on  some  exciting  pro¬ 
jects  there,  such  as  beta-testing 
some  of  the  world’s  first  CICS 
Cobol  applications,  he  says  Gallo 
was  often  a  “furiously  hectic 
place.  I  grew  tired  of  the  pres¬ 
sure,”  he  says. 

He  retired  to  go  into  business 
for  himself,  starting  a  small  fi¬ 
nancial  services  firm.  But  then 
something  happened  that  proved 
that,  even  after  declaring  him¬ 
self  officially  retired,  he  could 
take  the  man  out  of  IS  but 
couldn’t  take  the  IS  out  of  the 
man:  IBM  introduced  the 
AS/400  in  1988. 

“I  suddenly  saw  this  as  a  very 
interesting  computer  with  a  tre¬ 
mendous  amount  of  potential,” 
he  says.  “I  was  anxious  to  get  my 


hands  on  it.” 

Next  on  Graham’s  Mondavi 
agenda  is  a  project  that  will  com¬ 
pletely  revamp  the  winery’s  cen¬ 
tral  database  and  offer  the  field 
sales  force  the  ability  to  dial  in 
for  up-to-date  information.  Gra¬ 
ham  says  he  has  actively  solicit¬ 
ed  suggestions  from  sales  repre¬ 
sentatives  so  they  can  feel  a 
sense  of  ownership  in  the  sys- 


BY  CLINTON  WILDER 

CW  STAFF 


MILWAUKEE  —  Further  proof 
that  there  is  a  U.S.  recession 
came  out  last  week  when  Man¬ 
power,  Inc.  reported  that  more 
U.S.  companies  plan  to  cut  em¬ 
ployees  than  hire  new  workers  in 
the  first  quarter  of  1991. 

The  quarterly  survey  of  more 
than  15,000  firms  found  that 
16%  intend  to  reduce  their  work 
force  in  the  first  quarter,  com¬ 
pared  with  15%  that  plan  to  in¬ 
crease  hiring.  Two-thirds  of  the 
companies  said  they  plan  no 
changes  in  employment  levels 
during  the  quarter. 

The  net  hiring  drop  of  1%  is 
the  first  negative  hiring  factor 
shown  by  the  survey  since  the 
first  quarter  of  1983,  when  an 


tern. 

Although  he  is  trying  to  im¬ 
plement  some  very  fundamental 
changes,  Graham  realizes  that 
he  must  gingerly  toe  the  fine  line 
between  the  past  and  the  future. 
“Ultimately,  the  final  arbiters  of 
wine  making  are  the  sense  of 
taste  and  the  sense  of  smell,”  he 
says.  “We’re  here  to  make  sure 
that  comes  off  without  a  hitch.” 


equivalent  hiring  pattern  reflect¬ 
ed  the  lingering  effects  of  the 
1982  recession. 

By  contrast,  in  the  first  quar¬ 
ter  of  1990,  20%  said  they 
planned  to  increase  hiring  while 
only  12%  intended  to  cut  back. 
For  the  current  fourth  quarter, 
23%  intended  to  hire  more 
workers  while  11%  planned  to 
have  work-force  reductions. 

Not  surprisingly,  the  whole¬ 
sale  and  retail  trade  industry  will 
be  especially  hard  hit,  with  24% 
planning  cuts  and  only  12%  add¬ 
ing  new  employees.  The  con¬ 
struction  industry  had  the  most 
pessimistic  outlook,  with  27% 
cutting  back  and  only  10%  hir¬ 
ing.  The  services  sector  will  fare 
among  the  best,  with  19%  of  ser¬ 
vices  firms  hiring  and  10%  cut¬ 
ting  back. 


U.S.  hiring  to  drop  in  ’91 


WHEN  COBOL  MEETS  OPEN  SYSTEMS... 

FAMILIARITY 


If  your  organization  has  its  fair  share  of 
the  80  billion  lines  of  COBOL  applications 
currently  in  use  today,  we  don't  have  to  sell 
you  on  its  power  and  flexibility.  But  until 
now,  you  may  not  have  associated  COBOL 
with  open  systems. 

Well,  think  again.  As  the  world's 
leading  vendor  of  open  systems  application 
development  environments,  Ryan  McFarland 
has  the  compilers  and  development  tools  you 
need  to  fully  realize  the  benefits  of  an  open 
systems  strategy.  Unlike  other  COBOL’s,  RM/ 
COBOL-85  allows  for  the  construction  and 
deployment  of  applications  across  multiple 
platforms  with  identical  source,  object  and 
data.  This  translates  into  protection  against 
application  obsolescence,  increased 
productivity,  and  reduced  maintenance  costs. 


BREEDS 

CONTENT 


For  a  limited  time,  Ryan  McFarland’s  Developer  Pack  will  make  it  easier 
than  ever  to  combine  the  benefits  of  open  systems  with  the  familiarity  of 
COBOL... at  a  savings  of  more  than  20%  off  the  regular  price.  If  you  place  your 
order  before  December  31.  we  will  send  you  the  DOS  version  of  the  RM/ 
COBOL-85  compiler,  bundled  with  RM/Panels  and  RM/CO*  for  only  $1,495. 


'Offer  valid  until  December  31  1990  RM/COBOL-85  RM/PANELS.  and  RM/CO*  are  trademarks  or  registered  trademarks  of  Ryan  McFarland  Corporation.  All  rights  reserved 


Our  compiler  is  certified  error-free  at 
the  highest  level  of  ANSI  X3.23  COBOL 
language  standards.  RM/Panels  is  a  forms 
design  and  screen  management  system 
that  provides  programmers  unmatched 
capabilities  in  developing  modern 
application  user  interfaces.  Tying  it  all 
together  is  RM/CO*,  the  integrated  COBOL 
development  environment  that  automates 
the  cyclic  edit/compile/debug  process. 
But  you  need  to  act  quickly.  The  20% 
discount  on  the  RM/Developer  Pack  is  only 
good  through  the  end  of  the  year.  To  order, 
call  us  today  at  1-800-RM  COBOL  (1-800- 
762-6265).  With  your  old  friend  COBOL  as 
part  of  an  open  systems  computing  strategy, 
you'll  see  why  at  Ryan  McFarland  we 
believe  that  familiarity  breeds  content. 
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"The  new  industrial  engineer¬ 
ing:  Information  technology  and 
business  process  redesign" 

By  Thomas  Davenport  and  James  Short 

MIT  Center  for 

Irfformation  Systems  Research 
Working  paper,  June  1990 

■  For  firms  that  want  to  take  advan¬ 
tage  of  information  technology  to  change 
the  way  they  operate,  there  is  a  five- 
stage  model  for  redesigning  the  business: 

•  Develop  business  vision  and  process 
objectives  rather  than  eliminate  ineffi¬ 
ciencies.  Most  successful  redesign  ef¬ 
forts  start  with  management  developing  a 
broad  strategic  vision.  One  possible  ap¬ 
proach  is  reducing  time  by  reorganizing 
sequential  tasks  to  run  in  parallel. 

•  Identify  processes  to  be  redesigned.  A 
practical  strategy  is  to  focus  on  fixing  the 
processes  that  have  the  greatest  impact 
on  the  business  rather  than  trying  to  re¬ 
make  the  whole  organization. 

•  Understand  and  measure  existing 
processes.  This  way,  you  know  what  is 
wrong  and  can  measure  improvements. 

•  Identify  information  technology  le¬ 
vers  early  in  the  process  instead  of  at  the 
end.  Technology  excels  at  improving  co¬ 
ordination,  information  access  and  analy¬ 
sis.  It  can  also  be  applied  to  intra-  and 
interorganizational  tasks  such  as  ordering 
from  suppliers,  filling  customer  orders 
and  developing  budgets. 

•  Design  and  prototype  the  process.  Re¬ 
designing  is  iterative,  but  a  new  process 
should  be  tested  and  refined  before  be¬ 
ing  locked  in.  Technologies  such  as  com¬ 
puter-aided  software  engineering  can 
help.  —  Paul  Gillin 


"Hypertext:  The  smart  tool  for 
information  overload" 

By  Robert  Haavind 

Technology  Review 
November-December  1990 


■  The  Information  Age  has  resulted  in 
a  deluge  of  data,  bringing  with  it  not  only 
unparalleled  access  to  data  but  also  sen¬ 
sory  overload.  Hypertext,  a  method  of  or¬ 
ganizing  and  interlinking  computer  in¬ 
formation,  is  a  smart  bet  to  plug  that  dike. 

Hypertext,  which  was  first  conceived 
in  the  early  1960s,  presents  information 
in  a  format  that  lets  a  user  jump  easily 
from  subject  to  subject;  sideways,  as  op¬ 
posed  to  the  more  conventional  hierar¬ 
chical  database.  Screenfuls  of  data  are 
stored  as  “nodes,”  and  related  informa¬ 
tion  from  a  linked  node  can  be  easily  ac¬ 
cessed. 
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Hypertext  serves  businesses  by  pro¬ 
viding  shortcuts  to  information  that  might 
otherwise  get  buried  in  bulky  hard-copy 
reports. 

Hypertext  has  tremendous  potential 
in  several  areas.  The  education  arena  can 
benefit  from  hypertext’s  free-ranging 
abilities.  A  student  can  start  out  learning 
about  cotton  planting  in  Georgia  and  se¬ 
gue  to  studying  the  life  of  Thomas  Edison. 

Groupware  can  also  exploit  hyper¬ 
text’s  abilities.  Using  it,  project  teams 
that  are  geographically  isolated  can  ex¬ 
change  linked  information.  The  use  of 
built-in  intelligence  in  some  systems 
makes  the  systems  even  simpler  to  use. 

The  growing  use  of  hypertext  in 
groupware  is  raising  compatibility  issues, 
however.  Proprietary  architectures  and 


software  may  cause  problems  as  people 
increasingly  try  to  share  information 
across  different  systems.  The  problem  of 
attribution  could  also  arise  as  increasing 
amounts  of  people  access  linked  data 
pools.  —  Carol  Hildebrand 


"Investigating  the  support  role 
of  the  information  center" 

By  Francois  Bergeron, 
Suzanne  Rivard  and  Lyne  De  Serre 

MIS  Quarterly 
September  1990 

■  End-user  computing  requires  an  in¬ 
vestment  in  providing  those  users  with 
technical  support.  Otherwise,  inexperi¬ 


enced  users  can  spend  a  great  deal  of  un¬ 
productive  time  on  the  computer. 

But  what  makes  an  effective  support 
organization?  A  study  of  the  information 
centers  at  19  corporations  in  Eastern 
Canada  provided  several  clues: 

•  The  information  center  should  be  lo¬ 
cated  close  to  users,  even  if  that  means 
dispersed  centers.  Users  want  fast  an¬ 
swers  and  face-to-face  help. 

•  The  best  results  are  achieved  with  a 
small  but  competent  support  staff. 

•  The  support  center  should  focus  on 
supporting  a  limited  number  of  software 
packages  and  corporate  databases.  Ap¬ 
parently,  spreading  the  efforts  of  the  sup¬ 
port  staff  over  too  many  products  runs 
the  risk  of  supporting  none  of  them  very 
well.  —  Mitch  Betts 


With  Chipcom,  all  you 
need  to  reconfigure 
your  network 


is  this  simple  tool. 


Managing  your  company’s  network  just  got  easier.  Chipcom’s 
ON  line  System  Concentrator™  gives  you  a  totally  new  dimension  in 
freedom  and  flexibility  for  configuring  and  reconfiguring  laige,  com¬ 
plex  networks. 


The  unique  TriChannel™  architecture  of  ON  line  supports  not  just 
one,  but  up  to  three  separate  Ethernets.  Or  any  combination  of 
Ethernet,  Token  Ring  and  FDDI  networks.  All  at  the  same  time,  and 
all  within  a  single  ON  line  concentrator 

Integrated  bridging  and  routing,  and  a  sophisticated  network 
management  system  allow  moves,  adds  and  changes  to  be  made  with 
fingertip  ease. 


Someday,  perhaps,  all  networks  will  be  as  reliable,  easy  to  manage 
and  flexible  as  Chipcom’s. 

But  for  now,  no  one  else  can  lay  a  finger  on  us. 


For  more  information,  call  1-800-228-9930. 


CHIPCOM 

Networking  as  it  will  be. 


GSA#  GS00K90AGS5185 
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Providing  serious  information 
for  serious  readers 


1991  Editorial  Calendar 

(January-June) 


Executive  Reports 

Issue  Date 

Ad  Closings 

Color 

B/W 

Maximizing  the  I/S  Investment:  Laying  the  Groundwork  for  New  Architectures 

Jan.  7 

Dec.  20 

Dec.  28 

Taming  the  Unmanageable  Network 

Jan.  21 

Jan.  4 

Jan.  11 

How  I/S  and  Individual  Business  Units  are  Negotiating  Project  Priorities 

Feb.  18 

Feb.  1 

Feb.  8 

How  Large  Companies  are  Creating  Data  Standardization 

Mar.  4 

Feb.  15 

Feb.  22 

Maximizing  the  I/S  Investment:  Evaluating  Advanced  Technologies 

Mar.  18 

Mar.  1 

Mar.  8 

The  I/S  Role  in  Workforce  Education 

Apr.  15 

Mar.  29 

Apr.  5 

View  from  the  Top:  How  CEOs  and  CFOs  Evaluate  I/S 

Apr.  29 

Apr.  12 

Apr.  19 

Maximizing  the  I/S  Investment:  Data  Center  Efficiency 

May  13 

Apr.  26 

May  3 

Striking  the  Right  Balance  Between  Centralization  and  Decentralization 

June  17 

May  31 

June  7 

Product  Spotlights/Buyers’  Scorecards 

High-end  Modems 

Jan.  14 

Dec.  28 

Jan.  4 

Network  Connectors  -  Gateways,  Bridges  and  Routers  (Featuring  Buyers’  Scorecard) 

Jan.  28 

Jan.  11 

Jan.  18 

Systems  for  Flexible  Manufacturing 

Feb.  11 

Jan.  25 

Feb.  1 

Relational  Databases  (Featuring  Buyers’  Scorecard) 

Feb.  25 

Feb.  8 

Feb.  15 

Project  Management  Software 

Mar.  11 

Feb.  22 

Mar.  1 

Software  Maintenance  Tools  (Featuring  Buyers’  Scorecard) 

Mar.  25 

Mar.  8 

Mar.  15 

Sales  Force  Automation 

Apr.  8 

Mar.  22 

Mar.  29 

CASE  Tools  (Featuring  Buyers’  Scorecard) 

Apr.  22 

Apr.  5 

Apr.  12 

LAN  Servers 

May  6 

Apr.  19 

Apr.  26 

Network  Management  (Featuring  Buyers’  Scorecard) 

May  27 

May  10 

May  17 

Minicomputers 

June  10 

May  24 

May  31 

Portables  and  Laptops  (Featuring  Buyers’  Scorecard) 

June  24 

June  7 

June  14 

Integration  Strategies 

Using  Commercial  Systems  Integrators 

Feb.  4 

Jan.  18 

Jan.  25 

How  Companies  are  Effectively  Incorporating  LANs  into  the  Integration  Strategy 

Apr.  1 

Mar.  15 

Mar.  22 

Strategic  Integration  of  Databases 

June  3 

May  17 

May  24 

Industry  Closeups 

Industry  Closeup:  Information  Systems  in  Medical  Care 

Feb.  4 

Jan.  18 

Jan.  25 

Industry  Closeup:  Information  Systems  in  Transportation 

Apr.  1 

Mar.  15 

Mar.  22 

Industry  Closeup:  Information  Systems  in  Energy  Production 

June  3 

May  17 

May  24 

Special  Reports 

Special  Report:  Advances  on  the  PC  Front 

May  20 

May  3 

May  10 
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A  second  conference  on  outsourcing  will  be  sponsored  by  Boston- 
based  The  Yankee  Group.  “Outsourcing:  Options  &  Tactics”  will  be 
held  Jan.  29-30  in  Orlando,  Fla. 

The  agenda  features  users  Bob  Temple  of  First  City  Bancorp, 
George  DiNardo  of  Mellon  Bank  and  John  Hammitt  of  United  Tech¬ 
nologies.  IBM  general  manager  Bill  Wilson  will  discuss  IBM’s  newly 
formed  Systems  Services  Division,  devoted  to  outsourcing  services. 

For  more  information  or  registration,  contact:  The  Yankee 
Group,  Boston,  Mass.  (617)  367-1000. 


JAN. 6-12 


Do  Voles  Systems  Really  Work?  New 

York,  Jan.  7-8  —  Contact:  Media  Dimensions, 
New  York,  N.Y.  (212)  533-7481. 

Macworld  International  Summit.  San 

Francisco,  Jan.  7-8  —  Contact:  Susan  Carroll, 
Macworld  Communications,  Inc.,  San  Francis¬ 
co,  Calif.  (415)  978-3392. 

International  Security  Conference  and 
Exposition  West  '91 .  Anaheim,  Calif.,  Jan. 
9-11  —  Contact:  Cahners  Exposition  Group, 


Des  Plaines,  Ill.  (708)  299-9311. 


JAN. 13-19 


ICA  Winter  Seminar.  Houston,  Jan.  13-16 
—  Contact:  International  Communications  As¬ 
sociation,  Dallas,  Texas  (214)  233-3889. 

Pacific  Telecommunications  Confer¬ 
ence:  Accessing  the  Global  Network. 

Honolulu,  Jan.  13-16  —  Contact:  PTC,  Hono¬ 
lulu,  Hawaii  (808)  941-3789. 

National  Retail  Federation  Retail  In¬ 


to;  Eastman  Kodak  Company,  1990 


Optical  storage  libraries  from  Kodak  can  put  you 
on-line  with  more  data ,  more  quickly  in  less  space 
than  any  other  optical  system. 

Whether  you  are  in  banking ,  insurance ,  engineering  or 
medicine ,  optical  storage  libraries  from  Kodak 
can  help  you  get  more  out  of  your  information  system, 
make  better,  quicker  decisions  and  keep  customers 
happy.  The  KODAK  Optical  Disk  System  6800  can  hold 
6.8  gigabytes  of  user  data  on  each  Kodak  optical 
disk,  and  find  any  page  in  just  6.5  seconds!  It  has  the 
fastest  disk  exchange  time,  highest  transfer  rate 
and  smallest  footprint  per  megabyte  in  its  class. 

Find  out  how  Kodak  optical 
storage  libraries  can  be 
integrated  to  meet  your 
requirements.  For  a  complete 
package  of  information  and 
knowledgeable  follow-up,  call 
1 800  445-6325,  Ext.  993 B. 

s  So  much  data,  so  little  time. 


dustry  Convention  and  Exposition. 

New  York,  Jan.  13-16  —  Contact:  NRF  Con¬ 
vention  Registrar,  New  York,  N.Y.  (212)  563- 
5113. 

Technical  Conference  on  the  X  Win¬ 
dow  System.  Boston,  Jan.  14-16  —  Con¬ 
tact:  MIT  Laboratory  for  Computer  Science, 
Cambridge,  Mass.  (617)  253-8861. 

Computer  Graphics  Show.  New  York, 
Jan.  15-17  —  Contact:  Computer  Graphics 
Show,  Silver  Spring,  Md.  (301)  587-4545. 

Service  and  Quality:  Tactical  Deploy¬ 
ment.  St.  Louis,  Jan.  17-18  —  Contact:  Bon¬ 
nie  Sen,  Washington  University,  St.  Louis,  Mo. 
(314)889-5380. 

Landex  '91.  Irvine,  Calif.,  Jan.  17-19  — 
Contact:  Landa,  Elmhurst,  ID.  (708)  863- 
3111. 


JAN.  20  -  26 


Data  Visions  '91.  San  Francisco,  Jan.  20- 
23  —  Contact:  Earle  Speranza,  Wordtech  Sys¬ 
tems,  Orinda,  Calif.  (415)  254-0900. 

The  Downsizing  Conference.  San  Fran¬ 
cisco,  Jan.  21-22  —  Contact:  Digital  Consult¬ 
ing,  Andover,  Mass.  (508)  470-3880. 

Unix  Technical  Conference.  Dallas,  Jan. 
21-25  —  Contact:  Usenix  Conference  Office, 
El  Toro,  Calif.  (714)  588-8649. 

Infotext  '91 .  Las  Vegas,  Jan.  22-23  —  Con¬ 
tact:  Bob  Dale,  Infotext  Publishing,  Capistrano 
Beach,  Calif.  (714)  493-2434. 

Uniforum  1991 .  Dallas,  Jan.  22-24  —  Con¬ 
tact:  Bob  Linke,  PEMCO,  Des  Plaines,  ID. 
(708)299-3131. 


JAN.  27  -  FEB.  2 


Communication  Networks  '91  Confer¬ 
ence  and  Exposition.  Washington,  D.C., 
Jan.  28-31  —  Contact:  Michael  SuUivan,  World 
Expo  Corp.,  Framingham,  Mass.  (508)  820- 
8268. 

Network  Computing  Forum  and  Expo¬ 
sition.  Washington,  D.C.,  Jan.  29-31  —  Con¬ 
tact:  Christine  Krajewski,  World  Expo  Corp., 
Framingham,  Mass.  (508)  820-8126. 


FEB.  3  -  9 


Macapp  Conference.  Phoenix,  Feb.  4-8 

—  Contact:  Macapp  Developers  Association, 
Everett,  Wash.  (206)  252-6946. 

Macintosh/N.Y.  '91.  New  York,  Feb.  5-7 

—  Contact:  Peter  Kimpton,  Exposition  Man¬ 
agement,  Waltham,  Mass.  (617)290-0412. 

Florida  Educational  Technology  Con¬ 
ference.  Tampa,  Fla.,  Feb.  5-8  —  Contact: 
Barbara  Ann  Cox,  Office  of  Educational  Tech¬ 
nology,  Tallahassee,  Fla.  (904)  488-0980. 

NOMDA  West  Regional  Convention. 

San  Diego,  Feb.  7-9  —  Contact:  Katy  Dunn, 
NOMDA,  Kansas  City,  Mo.  (816)  941-3100. 


FEB.  10-16 


The  Development  Center  Institute 
Conference.  Orlando,  Fla.,  Feb.  10-13  — 
Contact:  Development  Center  Institute,  India¬ 
napolis,  Ind.  (317)  846-2753. 

Video  Expo.  San  Francisco,  Feb.  11-15  — 
Contact:  Debbie  Rotolo,  Knowledge  Industry 
Publications,  White  Plains,  N.Y.  (914)  328- 
9157. 


FEB.  17-23 


SAS  Users  Group  International  Confer¬ 
ence.  New  Orleans,  Feb.  17-20  —  Contact: 
SUGI  Registration,  SAS  Institute,  Cary,  N.C. 
(919)677-8000. 

Northwest  Computer  Show.  Minneapo¬ 
lis,  Feb.  19-20  —  Contact:  Judy  Koch,  Plym¬ 
outh,  Minn.  (612)420-5376. 

Trax  User  Group  Conference.  Long 
Beach,  Calif.,  Feb.  19-22  —  Contact:  Anne  Sif- 
ferman  or  F.  Thomas  Cox,  Trax  Soft  works, 
Culver  City,  Calif.  (213)  649-5800. 
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WHEN  IS  MOVES  INTO  DEPARTMENTS 


Systems  transplants  thrive 
in  business  settings 


BY  ALICE  LAPLANTE 


od  Fanning  says  he  feels  as  if 
he’s  made  it  into  prime  time. 
A  former  programmer/ana¬ 
lyst  at  Baxter  International, 
Inc.’s  central  information 
systems  department,  Fan¬ 
ning  now  functions  as  a  man¬ 
ager  of  national  accounts  at 
Baxter’s  IV  System  Division. 
This  position  uses  Fanning’s 
systems  background  but  puts 
him  in  the  middle  of  what  he  re¬ 
gards  as  the  real  action:  selling 
Baxter  health  care  products  to 
corporate  customers. 

“I  always  wanted  to  do  more 
than  just  work  within  informa¬ 
tion  resources.  I  didn’t  want  to 
be  pigeonholed,”  says  Fanning, 
who  joined  Baxter  right  out  of 
college  with  a  bachelor's  degree 
in  mathematics.  ‘‘I  saw  the  sales¬ 
men  making  a  lot  of  money  and 
getting  out  in  front  of  people. 
They  had  more  prestige  and 
were  regarded  as  higher  up  than 
typical  systems  workers.” 


Close  encounters 

Close  contact  with  the  main¬ 
stream  of  business  activity  is  be¬ 
coming  a  more  common  experi¬ 
ence  for  IS  professionals  in  many 
U.S.  corporations.  Decentraliza¬ 
tion  of  certain  IS  functions  —  for 
example,  applications  develop¬ 
ment  —  is  coming  to  be  seen  as  a 
productive  way  to  tailor  applica¬ 
tions  more  closely  to  a  core  busi¬ 
ness  unit. 

“Corporations  want  a  deeper 
sense  of  profit-and-loss  account¬ 
ability  from  their  separate  busi¬ 
ness  units,”  says  Jim  Webber, 
president  of  Omicron,  a  consor¬ 
tium  of  60  major  U.S.  corpora¬ 
tions  formed  to  help  members 
effectively  apply  computer  tech¬ 
nology.  “Moving  a  systems  team 
out  to  a  division  or  subdivision  is 
one  way  to  accomplish  this.” 

At  Royal  Bank  of  Canada  in 
Toronto,  the  practice  of  putting 
systems  people  into  business 
units  —  or  putting  business  us¬ 
ers  into  the  IS  community  —  is 
called  “co-locating.”  Although  it 
has  been  going  on  informally  at 
Royal  Bank  for  15  years,  it  has 
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only  been  during  the  past  three 
years  that  co-locating  has  been 
recognized  as  a  legitimate  way  of 
developing  strategic  information 
products  and  services. 

The  bank  has  appointed  an  of¬ 
ficial  coordinator  for  such  efforts 
—  Ted  Carrett,  manager  of  con¬ 
sulting  services  for  systems  and 
technology.  According  to  Car¬ 
rett,  recent  co-location  efforts 
involving  large-scale  move¬ 
ments  of  staffs  have  proved  so 
successful  that  they  are  likely  to 
become  common.  “We’ve  found 
that  it  cements  the  partnership 
between  the  business  unit  and 
the  systems  staff,”  he  says. 

At  Valspar  Corp.,  a  Minne¬ 
apolis-based  manufacturer  of 
paints  and  coatings  with  $600 
million  in  annual  sales,  mixing  IS 
professionals  into  business  de¬ 
partments  is  an  idea  that  has 


long  been  considered  but  only 
recently  implemented.  One  per¬ 
son  has  already  made  the  transi¬ 
tion,  and  another  is  getting 
ready  to  make  her  move. 

Baxter  began  the  process  of 
“seeding”  business  areas  with 
technical  personnel  in  1987, 
starting  with  its  Scientific  Prod¬ 
ucts  Division  located  in  McGaw 
Park,  Ill.,  where  a  relatively 
small  core  IS  staff  —  20  employ¬ 
ees  total  —  was  struggling  with 
the  responsibility  for  coordinat¬ 
ing  a  complex  mix  of  corporate, 
divisional  and  local  departmental 
systems. 

The  only  way  to  effectively 
accomplish  this,  according  to 
Larry  Levin,  the  division’s  IS  di¬ 
rector,  was  to  recruit  systems 
experts  who  would  operate  with¬ 
in  end-user  departments  and 
help  resolve  problems  or  con¬ 


flicts  at  the  local  level. 

Sometimes  these  departmen¬ 
tal  systems  experts  come  from 
the  business  community:  people 
who  have  an  aptitude  for  techni¬ 
cal  matters  and  are  trained  by 
the  IS  department.  Sometimes 
they  are  IS  employees  from  the 
corporate  staff,  anxious  to 
broaden  their  horizons. 

Not  just  computer  jocks 

Fanning  was  one  of  those  who 
co-located.  Starting  in  1988,  he 
spent  two  years  in  the  Scientific 
Products  Division’s  national  ac¬ 
counts  department  developing  a 
reporting  system  for  corporate 
sales  accounts.  He  got  there,  he 
says,  by  taking  advantage  of  a 
Baxter  policy  that  allows  any 
employee  to  nominate  himself 
for  a  job  opening  listed  on  a  cor¬ 
poratewide  job  board. 

“I  saw  an  opening  listed  in 
[the  Scientific  Products  Division] 
for  a  senior  consultant,  and  the 
job  description  sounded  to  me 
like  I  could  move  around  and  get 
some  business  experience,” 
Fanning  says.  The  strategy 
worked.  Last  month,  Fanning 
was  offered  a  chance  to  move 
into  his  current  slot  in  the  IV 
System  Division,  reporting  to 
the  vice  president  of  national  ac¬ 
counts  in  Los  Angeles. 

Fanning  says  his  current  job, 
which  involves  designing  better 
ways  of  communicating  with 
Baxter’s  national  accounts, 
draws  on  both  his  systems  back¬ 
ground  and  the  business  experi¬ 
ence  he  picked  up  at  the  Scientif¬ 
ic  Products  Division  as  a  senior 
programmer/analyst . 

“I’m  responsible  for  manag¬ 
ing  the  relationships  and  getting 
these  accounts  the  right  infor¬ 
mation  about  Baxter  products  as 
well  as  their  own  account  histor¬ 
ies,”  Fanning  says.  “My  IS  back¬ 
ground  helps  me  know  what  in¬ 
formation  is  in  the  Baxter 
system,  where  it  is  probably  lo¬ 
cated  and  how  I  can  get  access  to 
it.” 

What  his  stint  in  the  Scientific 
Products  Division  gave  him,  he 
says,  was  an  awareness  of  how 
time  is  measured  in  the  business 
world. 

“In  IS,  you  are  not  directly  in 
Continued  on  page  88 


INSIDE 


The  pendulum  swings  two  ways 

Pages  90  and  91 

The  business  manager’s  perspective 

Page  94 


DECEMBER  10, 1990 


COMPUTERWORLD 


87 


WHEN  IS  MOVES  INTO  DEPARTMENTS 


EXECUTIVE  REPORT 
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contact  with  customers,  so  you 
don’t  feel  the  urgency  that  sales¬ 
people  feel,”  Fanning  says.  “You 
put  in  your  time,  and  if  you  are 
meeting  your  deadlines,  you 
don’t  need  to  kill  yourself.  Or,  if 
you  get  unreasonable  demands 
from  users,  you  can  just  say  no. 
But  there  is  no  way  you  can  have 
this  kind  of  attitude  with  an  out¬ 
side  customer.” 

These  days,  Fanning’s  prima¬ 
ry  identification  is 
with  the  business. 

He  is  currently 
working  toward 
an  MBA  and 
takes  consider¬ 
able  pride  in  the 
fact  that  business  i  ■  ■  ■ « • 
managers  no 
longer  regard 
him  as  “just  Tod, 
the  computer 
jock.” 

“I  feel  like  I  am  earning  the 
respect  of  the  regional  sales 
managers,  that  they  don’t  just 
think  of  me  as  a  techie  who  can 
help  them  out  of  a  jam  but  rather 
as  someone  who  is  more  on  the 
ball,”  he  says. 

Still,  old  identifications  and 
old  habits  can  be  hard  to  shake. 
“People  come  to  me  with  their 
systems  questions,  even  if  it’s 
not  in  my  area  of  expertise,”  he 
says.  “They  assume  because 
something  has  to  do  with  com¬ 
puters,  I  must  understand  it.” 

Furthermore,  Fanning  says, 
it’s  sometimes  hard  to  resist  the 
urge  to  roll  up  his  sleeves  and 


jump  back  into  coding. 

“I  often  find  it  hard  to  step 
away  from  the  systems  stuff. 
When  some  programming  needs 
to  be  done,  I  know  that  if  I  just 
did  it  myself,  I  could  get  it  done 
more  quickly  than  if  I  delegated 
it,”  Fanning  says. 

Steve  Miller  has  also  discov¬ 
ered  that  old  patterns  persist, 
even  when  jobs  change.  Miller, 
who  manages  electronic  data  in¬ 
terchange  (EDI)  implementation 
at  Baxter’s  Scien¬ 
tific  Products  Di¬ 
vision,  says  that, 
like  Fanning,  he  is 
always  being 
asked  by  users  in 
his  department  to 
act  as  an  informal 
liaison  with  the 
systems  staff.  “A 
good  portion  of 
my  time  is  spent 
serving  as  the  department  com¬ 
puter  jock,”  Miller  says. 

Still,  Miller,  who  has  both  un¬ 
dergraduate  and  graduate  com¬ 
puter  science  degrees  and  is  half¬ 
way  through  an  MBA  program, 
says  making  the  move  from  cen¬ 
tral  IS  to  working  directly  with 
division  sales  and  marketing  per¬ 
sonnel  was  a  step  in  the  right  di¬ 
rection. 

“You  can  work  for  years  and 
years  in  information  resources 
and  have  virtually  no  contact 
with  the  people  responsible  for 
using  the  system,”  Miller  says. 
As  a  result,  he  says,  when  a 
three-year  stint  developing 
Baxter’s  proprietary  EDI  sys¬ 


tem  led  to  the  offer  of  his  current 
job,  the  idea  of  working  with  us¬ 
ers  sounded  exciting. 

In  fact,  Miller  says,  the  big¬ 
gest  challenges  in  his  current  po¬ 
sition  don’t  involve  technology 
but  rather  “talking  to  Baxter’s 
customers  about  how  they  would 
prefer  to  do  business  using  this 
technology”  and  convincing 
them  to  discuss  the  details  of 
their  EDI  systems  with  an  out¬ 
sider. 

Early  hours 

Setting  his  alarm  clock  to  get  up 
earlier  is  just  one  of  the  adjust¬ 
ments  Tom  Wondra  has  had  to 
make  since  transferring  from  the 
central  IS  department  at  Val- 
spar’s  Minneapolis  headquarters 
to  the  company’s  Chicago-based 
Consumer  Paints  Division. 

Wondra,  who  interned  at  Val- 
spar  as  a  computer  science  stu¬ 
dent  and  then  accepted  his  first 
job  out  of  school  as  a  program¬ 
mer  at  the  headquarters  of  the 
paint  and  coatings  manufacturer, 
now  answers  to  the  title  of  man¬ 
ager  of  scheduling. 

Working  in  that  capacity  at  a 
manufacturing  plant  means  early 
hours,  Wondra  says.  “The  guys 
in  the  warehouse  start  work  at  4 
a.m.,  and  manufacturing  opera¬ 
tions  run  around  the  clock,”  he 
says.  “If  I  get  here  at  9  a.m.,  I 
have  dozens  of  fires  to  put  out, 
and  the  morning  can  get  off  to  a 
crazy  start.” 

Work  pacing  has  been  an  even 
bigger  adjustment,  according  to 
Wondra.  “At  corporate  [head¬ 


quarters],  I  was  working  on  two- 
to  three-year  projects.  The  em¬ 
phasis  was  very  long  term,”  he 
says.  “This  is  more  of  a  day-to- 
day  job.” 

Wondra  likes  the  quickened 
pace.  He  also  likes  the  camarade¬ 
rie  of  his  new  setting.  Unlike  at 
corporate  headquarters,  where 
everyone  is  rushing  in  different 
directions,  here  the  entire  de¬ 
partment  is  highly  focused  on  a 
common  goal.  “It’s  one  for  all 


The  post  Wondra  accepted 
last  February  —  for  which  he 
moved  his  family  to  the  Chicago 
area  —  involves  scheduling  the 
manufacturing  plant’s  resour¬ 
ces. 

Part  of  his  job  still  involves 
programming.  A  current  project 
is  a  personal  computer-based 
scheduling  and  forecasting  appli¬ 
cation. 

There  are  times,  Wondra 
says,  when  he  does  experience 


Decentralization  of  certain  is 

functions  —  for  example,  applications 
development  —  is  coming  to  be  seen  as  a 
productive  way  to  tailor  applications  more 
closely  to  a  core  business  unit. 


and  all  for  one,”  he  says. 

In  fact,  when  it  comes  right 
down  to  it,  Wondra  likes  just 
about  everything  about  what  he 
is  doing  now  better  than  the  life 
of  a  programmer.  “As  soon  as  I 
was  hired,  I  knew  I  liked  the 
business  side  of  what  I  was  doing 
better  than  the  programming 
[side],”  he  says. 

There  was  plenty  of  time  for 
comparison.  After  Valspar  ac¬ 
quired  the  company  that  was  to 
turn  into  its  Consumer  Paint  Di¬ 
vision  in  1987,  Wondra  became  a 
sort  of  part-time  fixture  at  the 
plant  where  he  now  works,  shut¬ 
tling  back  and  forth  between 
Minneapolis  and  Chicago  to  han¬ 
dle  development  tasks. 


divided  loyalties  —  particularly 
when  he  hears  end  users  com¬ 
plaining  about  the  systems  de¬ 
partment.  “People  in  the  field 
say  that  they  never  get  what 
they  want  and  that  the  whole 
system  is  backlogged,”  he  says. 
“Of  course,  I  know  what  causes 
these  things  from  a  systems 
point  of  view,  but  now,  for  the 
first  time,  I  know  how  users 
feel.” 

That’s  a  difficult  leap  to  make, 
he  says,  for  a  full-time  IS  em¬ 
ployee  stationed  hundreds  of 
miles  away.  “When  you  are  sit¬ 
ting  at  a  desk  in  Minneapolis,  you 
know  very  little  about  making 
paint.” 

Although  he’s  now  close 


Maintaining  career  course  outside  corporate  IS 


When  corporate  information 
systems  employees  jump 
—  or  are  pushed  —  from 
the  corporate  IS  mother 
ship  to  work  in  business 
departments,  they  frequently  experi¬ 
ence  at  least  a  few  twinges  of  career 
anxiety. 

Fortunately,  many  organizations  pur¬ 
suing  relocation  strategies  realize  this 
and  have  put  some  structures  in  place  to 
ensure  that  remote  IS  employees  are 
not  dead-ended  in  terms  of  further  ad¬ 
vancement  within  the  company  — 
whether  they  choose  to  go  back  to  IS  or 
continue  working  in  a  business  capacity. 

“One  of  the  things  my  people  worried 
about  when  they  began  this  project  in 
the  Treasury  Department  is  that  they 
would  lose  their  connection  to  MIS,” 
says  John  Reitsma,  manager  of  invest¬ 
ment  banking  and  treasury  technologies 
at  Royal  Bank  of  Canada  in  Toronto. 
Reitsma  oversees  a  group  of  IS  employ¬ 
ees  located  away  from  the  IS  home  base 
for  extended  periods  of  time.  “But  we 
have  worked  hard  to  make  sure  that 
they  are  still  included  in  MIS  functions 
and  that  their  career  options  will  not  be 
limited  to  the  department  they  are  work¬ 
ing  in  today.” 

Ted  Carrett,  manager  of  consulting 
services  at  the  bank,  says,  “Systems 
people  need  to  feel  that  they  are  being 


nurtured  and  that  we  will  ensure  their 
future  well-being.  So  even  if  they  report 
to  a  business  unit,  we  make  sure  there  is 
a  ‘dotted  line’  connecting  them  back  to 
MIS.” 

IS  managers  say  this  can  be  accom¬ 
plished  in  several  ways.  First,  keeping 
remote  personnel  on  the  IS  electronic 
mail  list  goes  a  long  way  toward  making 
them  feel  involved.  Commu¬ 
nication  shouldn’t  just  be 
limited  to  business,  IS  man¬ 
agers  say.  Remote  employ¬ 
ees  should  also  be  informed 
of  birthdays,  departmental 
lunches,  family  picnics  and 
other  activities  in  which  the 
IS  staff  participates. 

Second,  voice  mail  can 
help,  they  say.  Being  able  to  leave  a  de¬ 
tailed,  private  message  rather  than  just 
a  name  and  telephone  number  with  a 
secretary  or  message  center  keeps  up 
the  sense  of  personal  contact  that  some 
remote  employees  miss. 

Bob  Simonson,  director  of  business 
computer  systems  at  Eastman  Kodak 
Co.’s  Clinical  Products  Division,  says 
the  company  works  hard  to  encourage 
social  connections  and  career  paths  be¬ 
tween  remote  IS  departments  and  the 
central  staff  (see  story  page  90).  “We 
have  a  very  sophisticated  framework  of 
making  sure  MIS  personnel  information 


gets  distributed  to  the  right  people,”  he 
says.  There  is  a  comprehensive  job  post¬ 
ing  system  as  well  as  career  counseling, 
training  and  education  classes  that  all 
work  to  provide  Kodak  IS  employees 
with  career  options,  he  says. 

Enormous  strides  have  been  made 
since  the  early  days  of  remote  data  cen¬ 
ters,  says  Simonson,  who  learned  a  lot 
about  working  in  a  remote 
business  unit  from  a  stint  in 
a  previous  Kodak  IS  job  at 
Eastman  Savings  &  Loan,  a 
New  York  chartered  savings 
and  loan  serving  Kodak  em¬ 
ployees.  He  was  MIS  man¬ 
ager  there  at  a  time  when 
there  were  no  clear  paths 
between  Eastman  Savings 
&  Loan  and  the  central  Kodak  IS  organi¬ 
zation  —  something  he  took  care  to 
change. 

When  he  was  at  Eastman  Savings  & 
Loan,  Simonson  says,  the  job  posting 
system  didn’t  exist,  and  he  had  to  rely  on 
a  device  of  his  own,  which  was  to  send 
every  programmer  or  analyst  he  was 
considering  as  a  hire  for  an  interview 
with  the  central  IS  group.  That  way,  he 
says,  he  could  make  sure  each  person 
hired  by  him  was  considered  suitable 
and  would  therefore  have  a  growth  path 
at  Kodak  ahead  of  him. 

Not  all  paths  from  remote  IS  postings 


lead  back  to  the  central  staff.  Some  tech¬ 
nical  employees  who  are  moved  into 
business  areas  discover  career  interests 
outside  the  systems  area. 

Tom  Wondra,  a  former  programmer 
at  Valspar  Corp.,  a  paint  and  coatings 
manufacturer  in  Minneapolis,  says  he 
thinks  he  will  eventually  leave  the  sys¬ 
tems  arena  in  order  to  advance  within 
his  department’s  business  function. 

“I  want  to  give  it  a  try,”  he  says.  “I’m 
not  saying  I’ll  never  go  back  to  MIS,  but 
I  haven’t  seen  a  lot  of  MIS  folks  getting 
into  senior  corporate  management.” 

Tod  Fanning,  manager  of  national  ac¬ 
counts  at  Baxter  International,  Inc.’s  IV 
System  Division,  is  also  looking  ahead  to 
more  business-oriented  roles.  “I  think 
I'd  like  trying  to  be  a  sales  manager 
eventually,”  he  says.  “I  like  getting  out 
in  front  of  customers.” 

Once  they  have  found  their  footing  in 
their  new  situations,  many  departmen- 
tally  based  systems  personnel  gain  con¬ 
fidence  in  the  value  of  their  new  and 
broader  experiences. 

Steve  Miller,  manager  of  electronic 
data  interchange  implementation  at 
Baxter’s  Scientific  Products  Division,  is 
one  of  that  group.  “If  I  were  to  go  back 
to  information  resources,  it  would  be  at 
the  management  level.  I’ve  learned  a  lot 
being  in  the  user  community.” 
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enough  to  smell  the  paint  fumes  and  re¬ 
ports  not  to  IS  but  to  the  production  con¬ 
trol  manager  for  latex  production,  Won- 
dra  hasn’t  totally  given  up  his  commuting 
habit  or  his  ties  to  IS.  He  still  makes  fre¬ 
quent  trips  to  Minneapolis  in  order  to  talk 
to  the  IS  director  and  Valspar’s  recog¬ 
nized  PC  guru.  “There’s  a  lot  of  experi¬ 
ence  up  there  I  can  draw  on,”  he  says. 

Wondra’s  situation  is  the  first  of  its 
kind  at  Valspar,  but  it  isn’t  likely  to  be  the 
last.  In  fact,  he  says,  another  IS  employee 
in  Minneapolis  is  currently  being 
groomed  for  transfer  into  a  business  unit. 
“Valspar  has  been  thinking  about  doing 
this  for  a  long  time,”  he  says.  “In  fact, 
when  I  was  first  hired,  I  was  asked  if  I 
would  be  interested  in  being  eventually 
moved  out  to  a  business  group.” 

Now  that  he’s  had  a  chance  to  sample 
life  outside  IS,  Wondra  says,  there’s  “a 
good  chance”  that  his  career  will  move 
further  away  from  that  specialty  and  clos¬ 
er  to  the  business  of  manufacturing  paint. 
“At  this  stage  of  the  game,  I’m  willing  to 
give  that  a  try,”  he  says.  “I’ve  got  certain 
aspirations  for  upper  management.” 

A  little  of  each 

John  Reitsma  resists  the  idea  that  it’s  nec¬ 
essary  to  make  a  choice  between  systems 
and  business.  His  current  title  is  manager 
of  investment  banking  and  treasury  tech¬ 
nology  at  Royal  Bank  of  Canada,  and  he 

Multiple 

meanings 


At  Royal  Bank  of  Canada, 
intermingling  of  IS  per¬ 
sonnel  and  business  per¬ 
sonnel  —  a  phenomenon 
referred  to  as  co-location 
—  can  take  many  forms. 

Not  all  the  variations  entail  mov¬ 
ing  systems  personnel,  says  Ted 
Carrett,  manager  of  consulting  ser¬ 
vices  for  systems  and  technology  at 
the  bank. 

Sometimes  it  makes  more  sense 
to  bring  a  business  analyst  who  is 
working  on  the  final  phases  of  a  sys¬ 
tems  project  into  the  IS  depart¬ 
ment,  so  that  he  can  be  close  to  IS 
resources  during  the  testing  phase. 
Among  the  variations  Carrett  enu¬ 
merates  are  the  following: 

•  Sending  a  single  IS  person  into  a 
business  unit  to  work  one-on-one 
with  a  user  on  a  specific  project. 

•  Sending  whole  teams  of  IS  per¬ 
sonnel  into  business  units  for  indefi¬ 
nite  periods  of  time  to  pursue  tech¬ 
nology  initiatives  that  are  consid¬ 
ered  strategic.  An  OS/2  proj¬ 
ect  might  be  given  that  kind  of  sup¬ 
port,  Carrett  says. 

•  Removing  both  IS  and  business 
personnel  who  are  working  togeth¬ 
er  on  a  strategic  systems  project  to 
a  remote  site  for  the  duration.  This, 
Carrett  says,  is  something  that 
would  probably  only  be  done  when 
the  project  involves  leading-edge 
technology  of  critical  importance  to 
the  firm  and  the  ongoing  presence 
of  all  parties  is  essential. 

ALICE  LAPLANTE 
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presently  hangs  his  hat  in  the  Treasury 
Division,  which  is  about  one  mile  away 
from  the  building  that  houses  the  bulk  of 
the  bank’s  IS  staff. 

Still,  Reitsma  doesn’t  think  of  himself 
as  belonging  in  either  a  business  or  an  IS 
box.  “I’ve  had  a  lot  of  different  masters 
here  at  the  bank,  and  I  don’t  necessarily 
see  myself  being  categorized  in  one  area 
or  another,”  he  says. 

Reitsma  has  been  deeply  immersed  in 
the  business  of  the  Treasury  Division 
since  1986,  working  on  a  project  to  bring 
workstation  technology  into  the  foreign 
exchange  trading  room,  and  he  and  his 
staff  moved  in  on  a  full-time  basis  last 
year. 

Still,  he  keeps  a  foot  in  both  worlds.  In 
addition  to  overseeing  the  project  in  the 


Treasury  Division,  Reitsma  also  manages 
a  25-person  staff  in  the  central  IS  depart¬ 
ment  that  deals  with  the  bank’s  credit 
card  customers. 

“It’s  a  real  tribute  to  management  that 
I  can  handle  this.  We  have  a  management 
team  that  runs  operations  very  well  with¬ 
out  having  to  take  too  much  direct  con¬ 
trol,”  Reitsma  says. 

“As  far  as  the  work  I  do  with  trea¬ 
sury,”  he  explains,  “the  treasury  man¬ 
agement  business  team  knows  more 
about  my  day-to-day  activities  than  the 
MIS  management  team.” 

Hand  in  hand 

Reitsma’s  team  works  in  concert  with 
business  programmers  who  are  part  of 
the  permanent  staff  of  the  Treasury  Divi¬ 


sion,  and  assimilation  has  progressed  to 
the  point  that  he  says  it  is  sometimes  diffi¬ 
cult  to  tell  who  belongs  to  which  group. 

Although  Reitsma  finds  living  within 
the  business  unit  an  efficient  and  comfort¬ 
able  situation,  he  doesn’t  necessarily  re¬ 
gard  the  situation  as  permanent  and  tries 
to  impress  on  his  staff  the  fact  that  an 
open-ended  assignment  is  not  the  same  as 
permanent  relocation. 

“I’ve  always  told  them  this  isn’t  neces¬ 
sarily  a  permanent  thing,”  Reitsma  ex¬ 
plains.  “If  this  winds  down,  nothing  is  cast 
in  stone,  and  things  could  change  dramati¬ 
cally  for  them.  I  think  management  is 
very  aware  of  everyone’s  concerns,”  he 
adds,  “and  is  determined  to  make  this  [co- 
location]  a  positive  experience  for  every¬ 
one  concerned.”  • 
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Kodak  experiments  with  local  support 


BY  ALICE  LAPLANTE 

Mention  Eastman  Kodak  Co.,  and  most 
people  in  the  information  systems  field 
will  think  of  outsourcing.  However, 
there’s  another  kind  of  restructuring  go¬ 
ing  on  in  the  IS  department  of  that  Roch¬ 
ester,  N.Y.,  company.  Kodak  has  also 
been  experimenting  with  the  use  of  de¬ 
centralized  systems  teams  to  support  re¬ 
mote  Kodak  user  departments. 

The  main  reason  Kodak  began  scatter¬ 
ing  systems  people  in  business  units  was 
concern  about  responsiveness  to  business 
needs,  says  Bob  Simonson,  director  of 


business  computer  systems  at  Kodak’s 
Clinical  Products  Division. 

According  to  Simonson,  “There  is  sim¬ 
ply  no  way  that  you  can  un¬ 
derstand  the  particular  chal¬ 
lenges  facing  a  business  unit 
unless  you  are  actually  there, 
day  by  day.” 

For  the  most  part,  Simon¬ 
son  adds,  marketing  functions 
were  the  first  areas  to  obtain 
their  own  dedicated  systems  staffs.  His 
own  group  has  been  supporting  sales  and 
marketing  in  the  Clinical  Products  Divi¬ 
sion  since  1986. 


Although  typical  in  its  concentration 
on  sales  and  marketing,  Simonson’s  de¬ 
partment  has  always  been  particularly  in¬ 
dependent. 

In  most  instances,  systems 
members  working  in  the  sat¬ 
ellite  departments  were  still 
formally  employed  by  Kodak 
IS.  A  director  or  supervisor  of 
a  combined  systems  and  mar¬ 
keting  team  acted  as  a  liaison 
connecting  the  systems  employees  in  the 
remote  marketing  site  with  central  IS. 

In  the  Clinical  Products  Division,  how¬ 
ever,  Simonson  and  his  20-  to  25-person 


We  don't  mind  repeating  ourselves.  In 
fact,  when  the  repetition  involves  sales 
of  the  StorageTek  4400  Automated 
Cartridge  System,  we're  absolutely 
delighted.  In  just  IVi  years,  we've 
installed  2,000  of  our  revolutionary 
information  storage  libraries.  By  the  way,  number  2,000  went  to 
Automobiles  Citroen-member  of  Peugeot  Group,  giving  us  a  total 
of  100  libraries  in  France.  Citroen  and  the  other  699  recipients  of  the 
4400  ACS  have  discovered  our  Nearline,  technology  offers  access 
to  up  to  96,000  cartridges  at  nearly  the  cost  of  offline  but  nearly  as 
fast  as  online.  They've  discovered  the  benefits  are  also  delivered  with 


unheard-of  speed-greater  productivity,  more  efficient  operations, 
reduced  disk-storage  expenditures  and  lower  overall  storage  costs. 

And  while  many  companies  have  scrambled  to  establish  a  presence 
in  this  category,  StorageTek  has  left  every  one  at  the  starting  line. 
That's  just  one  reason  well  reach  a  second  numeric  milestone  this 
year-one  billion  dollars  in  revenues.  If  you'd  like  to  find  out  what 
the  4400  ACS  can  do  to  improve  your 
mainframe  or  super-computer 
environment,  cal  us  at  1-800456-7689. 

Well  give  you  2,000  reasons  to  become 
our  customer.  But  hurry,  before  your 
competition  becomes  number  2,001. 


StorageTek 


staff  always  worked  for  the  division,  not 
for  Kodak  IS. 

The  chain  of  command  is  complicated, 
Simonson  says.  He  reports  to  the  general 
manager  of  the  division  —  a  Kodak  corpo¬ 
rate  vice  president  —  for  business  issues 
such  as  planning  and  budgeting  concerns. 
But  he  also  has  responsibility  to  a  group 
manager  who  oversees  the  systems  oper¬ 
ations  in  Kodak’s  many  health-related 
businesses  and  in  turn  participates  in  a 
central  executive  MIS  council. 

Although  the  reporting  structure 
sounds  ponderous,  Simonson  says,  the  re¬ 
ality  is  much  simpler  and  looser  than  it 
sounds.  “We’re  as  autonomous  as  we 
want  to  be,”  he  explains.  “Other  than 
conforming  to  corporate  standards,  we 
carry  on  the  business  the  way  we  want.” 

No  longer  unique 

Setups  like  this  are  becoming  more  com¬ 
mon,  according  to  Simonson.  Although 
initially,  few  Kodak  businesses  wanted 
the  responsibility  of  “owning”  their  own 
IS  function  and  were  “quite  happy  getting 
support  from  the  central  group,”  that  at¬ 
titude  is  changing  rapidly. 

Even  now,  most  Kodak  divisions  — 
even  those  with  systems  people  in  their 
midst  —  still  rely  on  the  host  systems  for 
a  significant  portion  of  their  systems’ 
needs. 

The  Clinical  Products  Division,  howev¬ 
er,  has  its  own  data  center  supporting  two 
IBM  Application  System/400  midrange 
computers  and  has  pursued  a  number  of 
independent  systems  initiatives. 

“For  example,”  Simonson  says,  “our 
division  used  to  rely  on  the  core  system  to 
handle  our  order  processing  needs,  but 
we  decided  to  go  out  on  our  own,  purchas¬ 
ing  our  own  software  and  developing  a 
processing  system  that  fit  our  needs.” 

Another  project  now  under  way  that 
was  designed  and  implemented  at  the  di¬ 
vision  level  involves  automating  the  Clini¬ 
cal  Products  Division’s  sales,  marketing 
and  other  staffs  with  a  network  of  300  Ap¬ 
ple  Computer,  Inc.  Macintoshes.  • 

Outward 

bound 

In  its  recent  survey  on  “Criti¬ 
cal  Issues  of  Management  for 
1991,”  Index  Group,  Inc.  in 
Cambridge,  Mass.,  found 
fewer  companies  planning  re¬ 
structuring  moves  now  than  last 
year.  Twenty-four  percent  said  they 
planned  to  change  the  focus  of  IS  ac¬ 
tivities,  as  opposed  to  32%  last 
year.  Of  those  companies  planning 
to  make  a  change  in  the  direction  of 
decentralization,  the  following  ac¬ 
tivities  were  most  often  mentioned 
as  candidates: 

•  Systems  analysis,  design  and  de¬ 
velopment,  particularly  develop¬ 
ment  not  vital  to  the  operation  of 
the  company. 

•  Data  entry. 

•  Report  distribution  and  data  ac¬ 
cess. 

•  Support  for  personal  computers, 
local-area  networks  and  other  tech¬ 
nologies. 
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Tribune  strives  to  balance 
independence  and  efficiency 

BY  SHERYL  KAY 


While  many  information  systems  organi¬ 
zations  are  dispersing  or  scattering  func¬ 
tions  and  personnel  across  the  business 
landscape,  the  wind  is  blowing  in  the  op¬ 
posite  direction  at  one  Chicago-based  cor¬ 
poration. 

“I  feel  we  are  out  in  front  of  a  new 
wave,”  says  Tomi  Hubert,  manager  of 
systems  development  at  Tribune  Co.,  a 
media  conglomerate  that  consists  of  28 
operating  units,  including  seven  newspa¬ 
pers,  14  television  and  radio  stations  and 
the  Chicago  Cubs  baseball  team.  Though 
she  says  decentralization  may  still  make 
sense  for  departmental  systems,  Hubert 
is  convinced  that  in  companies  with  main¬ 
frame  systems,  multiple  data  centers  and 

large-scale  data 
sharing,  central¬ 
ization  is  the  fu¬ 
ture  trend. 

Until  1988, 
most  of  Tribune's 
28  properties 
supported  their 
own  IS  groups,  as 
seemed  to  befit 
their  status  as  in¬ 
dependent  oper¬ 
ating  companies. 
At  that  point, 
however,  man¬ 
agement  decided  that  the  systems  for  one 
struggling  newspaper,  the  New  York 
Daily  News,  should  be  handled  by  its  cor¬ 
porate  IS  staff.  Profitability  at  the  paper 
was  poor,  Hubert  explains,  and  manage¬ 
ment  felt  that  part  of  the  problem  in¬ 
volved  poor  service  from  the  local  sys¬ 
tems  department. 

Successful  experiments 

Hubert’s  group  had  already  had  several 
chances  to  prove  its  ability  to  operate  be¬ 
yond  the  central  staff  borders  when  it  was 
called  on  to  service  the  financial  systems 
of  broadcast  subsidiaries  that  the  Tribune 
acquired  during  the  early  1980s.  When 
the  experiment  of  centralizing  the  New 
York  Daily  News  systems  also  produced 
positive  results,  the  Tribune’s  manage¬ 
ment  decided  to  gather  all  business  sys¬ 
tems  into  the  core  IS  fold. 

In  large  part,  Hubert  says,  the  decision 
was  based  on  the  opportunity  to  realize 
economies  of  scale  from  centralization 
and  standardization  of  all  business  sys¬ 
tems.  Less  equipment  is  needed  because 
capacity  can  be  managed  more  effective¬ 
ly.  Peripheral  devices  and  software  site  li¬ 
censes  “don’t  have  to  be  replicated  across 
many  entities,”  she  says. 

Centralizing  procurement  also  means 
that  volume  discounts  and  maintenance 
contracts  can  be  negotiated  more  easily 
and  more  reasonably. 

Business  systems  such  as  general  led¬ 
ger,  accounts  payable,  fixed  assets,  pay¬ 
roll,  credit  and  billing  were  chosen  for 
centralization  because  Tribune  manage¬ 
ment  believes  in  the  division  between 
production  and  business  systems,  Hubert 
says.  Production  systems  are  part  of  the 
culture  at  the  operating  units  and  are  very 
much  attached  to  that  division’s  environ¬ 
ment  and  development,  while  business 
systems  are  more  generic,  she  adds. 


Although  her  department  is  not  yet  an 
independent  profit  and  loss  center,  Hu¬ 
bert  describes  her  group  as  a  perfor¬ 
mance  center  that  has  the  goal  of  expand¬ 
ing  its  services.  Although  Hubert  says 
centralization  isn’t  likely  to  be  complete 
until  sometime  between  1993  and  1995, 
substantially  more  than  half  of  the  28  op¬ 
erating  companies  have  already  gone 
through  consolidation,  and  one-third  of 
those  remaining  are  currently  in  the  pro¬ 
cess  of  migrating  their  business  systems. 


When  a  subsidiary  is  identified  as  a  can¬ 
didate  for  business  systems  centraliza¬ 
tion,  Hubert  sends  a  team  from  her  de¬ 
partment  to  do  an  on-site  cost/benefit 
analysis  and  prepare  a  report  on  how  cen¬ 
tralization  will  be  accomplished. 

Calming  fears 

The  only  real  stumbling  blocks,  Hubert 
says,  are  the  apprehension  and  reluctance 
of  local  systems  staffs  and  users.  On  the 
part  of  technical  personnel,  there  is  often 
concern  about  whether  the  takeover  will 
reflect  badly  on  them  or  spell  unemploy¬ 
ment.  In  fact,  she  says,  most  wind  up  be¬ 
ing  absorbed  into  other  positions  within 
the  company. 

For  users,  the  source  of  concern  is  dif¬ 
ferent.  “The  clients  at  the  subsidiary 


don’t  know  us,  have  never  met  us,  so  why 
should  they  be  convinced  that  centraliza¬ 
tion  is  best,  especially  if  their  own  IS  staff 
is  good  and  their  company  is  not  feeling  a 
pinch?”  Hubert  says. 

To  help  alleviate  these  apprehensions, 
Hubert’s  staff  includes  both  local  IS  per¬ 
sonnel  and  users  in  project  steering  com¬ 
mittees,  and  she  encourages  them  to  talk 
to  other  business  units  that  have  been 
through  the  change. 

“Some  of  it  is  just  a  matter  of  time,” 
Hubert  says,  “and  maybe  that’s  why  we 
move  so  slowly  —  we  recognize  that  we 
have  to  earn  their  trust.”  • 


Kay  is  a  Tampa,  Fla.-based  business  consultant  and 
free-lance  writer  specializing  in  emerging  technol¬ 
ogies  and  human  resources. 


ThinkTwice. 


It’s  estimated  that  more  than  half 
of  today’s  Executive  Information  Systems 
fail.*  So  if  you’re  thinking  about  installing  a 
traditional  EIS,  think  twice. 

EIS II  is  the  new  generation  of 
Executive  Information  Systems.  It’s  more 
than  just  an  electronic  “slide  show”.  It’s 
true  analysis  and  issue  management.  For 
executives,  their  staffs,  and  managers 
throughout  your  organization. 

Only  Express/E  IS®  from  Information 
Resources  gives  you  the  power  of  EIS  II 
today.  On  mainframe,  LAN  or  PC.  With 
full  data  integrity,  end-user  flexibility  and 
worldwide  support. 

If  you’re  thinking  about  EIS, 
think  EIS  II. 


Express/E  IS  Delivers: 


Ease  of  use  for  executives,  staff  and 
management 

Smooth  integration  of  tracking,  analysis 
and  issue  response 

Intelligent  exception  reporting  and 
drill-down 

Dynamic  links  to  corpor¬ 
ate  data 


Low  maintenance 
costs 


For  a  free  EIS  II 
Information  Kit, 
call  617-890-8717 
(416-221-2100  in  Canada). 
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‘David  W.  DeLong,  co-author  of  “Executive  Support  Systems:  The  Emergence  of  Top  Management  Computer  Use. 
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The  best  choice  in  high-speed,  dial-up 
modems  is  now  the  best  choice  in  V.32  modems. 

Telebit  has  become  the  leading  supplier  of 
high-speed  dial-up  modems  by  delivering 
faster,  more  robust  and  reliable  performance 
in  mission -critical  applications. 

In  fact,  we  created  the  market  in  1985  with 
the  TrailBlazer* 

Now  we’ve  put  the  same  advanced  tech¬ 
nology  and  U.S.-built  quality  into  a  family  of 
V.32  modems  that  sets  a  whole  new  standard  of 
performance  for  CCITT-standard  products. 

Our  T2500  was  the  first  V.32  modem  to 
deliver  the  full  implementation  of  V.42  error- 
correction  and  VA2bis  high-performance  data 
compression  capabilities.  The  T2500  supports 
all  industry  standards,  as  well  as  our  patented 
multicarrier  Packetized  Ensemble  Protocol* 
(PEP)  technology. 

Unlike  competitive  modems  that  hang  up 
when  line  quality  drops,  PEP  allows  the  T2500 
to  keep  transmitting.  Giving  you  real-world 
throughput  that  outclasses  anything  in  its  class. 

You  might  think  you’d  pay  a  premium  for 
this  kind  of  performance,  but  actually  our 
entire  family  of  high-speed  modems  is  very 
competitively  priced,  from  $745  to  $1495 
(quantity  one  list  price). 

Call  1-800-TELEBIT  today  for  more  infor¬ 
mation  on  our  V.32  modems.  And  the  name 
of  your  nearest  distributor. 

Telebit.  The  highest  quality,  not  the  highest  price. 


TFT  FRIT8 


When  connectivity  counts. 
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How  business  managers  greet  arrivals 

Integrating  business  and  information  systems  staff  members  requires  some  adjustments 


BY  SCOTT  KRAMER 

When  information  systems  personnel 
move  into  business  departments,  the 
managers  of  those  departments  often  fmd 
it  necessary  to  rethink  and  adjust  their 
management  practices. 

Peter  Grierson,  vice  president  of  oper¬ 
ations  and  systems  for  the  Treasury  De¬ 
partment  at  Royal  Bank  of  Canada  in  To¬ 
ronto,  is  a  nontechnical  manager  super¬ 
vising  eight  IS  managers  and  a  substantial 
contingent  of  IS  personnel,  office  opera¬ 


tions  and  administrative  and  clerical  em¬ 
ployees.  He  says  there  is  no  real  challenge 
in  dealing  with  IS  personnel  involved  in 
front-end  trading  systems  or  the  develop¬ 
ment  of  personal  computer  systems. 
Those  relationships  are  fairly  easy,  he 
says,  because  those  IS  professionals  un¬ 
derstand  both  the  business  and  him. 

However,  with  mainframe  program¬ 
mers  and  analysts,  the  story  is  different. 
“I  spend  a  lot  of  time  explaining  to  main¬ 
frame  systems  developers  what  it  is  we’re 
trying  to  achieve,”  he  says. 


It  takes  time  to  blend  what  are  essen¬ 
tially  two  different  worlds,  says  Guy  Mar¬ 
tin,  who  manages  both  information  ser¬ 
vices  and  mechanical  engineering  at 
Parker  Hannifin  Corp.’s  Hydraulics  Divi¬ 
sion  in  Irvine,  Calif.  Only  steady  and  pro¬ 
longed  exposure  to  the  language  and 
thought  process  of  the  other  culture  will 
bring  IS  and  engineering  people  to  a 
meeting  of  the  minds. 

Of  course,  it  helps  “to  pick  IS  person¬ 
nel  wisely,  avoiding  bit  and  byte  types,” 
he  says.  But  even  those  with  good  motiva- 
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tion  and  good  communication  skills,  he 
adds,  will  have  to  sit  through  a  certain 
number  of  meetings  before  they  are  able 
to  discuss  projects  fluently  in  language  en¬ 
gineers  will  accept.  “By  throwing  them 
into  the  middle  of  things,  including  them 
in  staff  meetings  and  product  group  meet¬ 
ings,  I  hope  that  over  a  period  of  time, 
they’ll  become  familiar  with  the  operating 
lingo  and  products  of  the  division.” 

In  the  meantime,  Martin,  who  has  had 
IS  professionals  on  staff  only  since  July,  is 
resigned  to  translating.  It  is  not  that  hard 
for  him:  He  is  a  transplant  from  IS  himself. 

Management  style  varies 

Gail  Slauson,  a  user  service  manager  con¬ 
centrating  on  production  support  at  Pio¬ 
neer  Hi-Bred  International,  Inc.  in  John¬ 
ston,  Iowa,  has  managed  both  IS 
professionals  and  nontechnical  trainers 
for  four  years.  According  to  Slauson,  the 
two  groups  “tend  to  have  different  types 
of  personalities.  The  technical  people 
tend  to  require  more  specifics  about  ex¬ 
actly  what  needs  to  be  done,”  she  says. 
“With  the  other  group,  you  can  be  a  little 
more  vague  about  what  you  want.” 

Slauson’s  approach  to  unifying  the  two 
groups  involves  creating  both  a  climate 
and  an  office  design  that  encourage  open 
communication. 

“We’ve  always  worked  consciously  on 
just  plain  communication,”  Slauson  says. 
“We  have  the  core  group  sitting  in  offices 
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close  to  each  other  but  also  sitting  in  with 
several  of  the  support  staff  members  for 
our  inventory  area.  Not  only  are  they  not 
isolated  from  support  staff  and  end  users, 
they’re  also  not  isolated  from  each  other. 
I  think  that’s  helped  a  lot.” 

Struggle  within  the  information  ser¬ 
vices  department  as  to  which  group  con¬ 
trols  the  domain  of  the  computer  people  is 
another  aspect  considered  by  end-user 
managers.  “We  do  have  very  strict  proj¬ 
ect  management  guidelines  that  we  ad¬ 
here  to,  whether  they’re  part  of  my  own 
group  directly  or  whether  they’re  within 
the  IS  group,”  Grierson  says.  “We 
haven’t  thrown  out  the  IS  rule  book.  It  is 
essential  to  keep  in  touch  with  the  larger, 
centralized  IS  group  to  make  sure  the  sys¬ 
tems  we’re  developing  here  in  our  busi¬ 
ness  are  compatible  with  other  systems  in 
the  bank.” 

Slauson  says  that  although  she  shares 
control  over  her  data  processing  people 
with  the  IS  department,  she  has  never  had 
any  problems.  “There  have  been  missed 
deadlines,  but  typically  that’s  never 
caused  a  problem,”  she  says. 

“It’s  just  a  matter  of  priorities,”  Slau¬ 
son  adds.  “Sometimes  the  training  and 
user  service  area  has  placed  a  different 
priority  on  things.  It’s  just  a  matter  of  dis¬ 
cussing  the  priority  and  reaching  an 
agreement.”  • 


Kramer  is  a  partner  at  Engineered  Software,  an 
information  systems  consulting  firm  in  Alhambra, 
Calif. 
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Career  boosters  for  women 

Best  advice  for  women  IS  execs ? 

Network  and  learn  to  play  what  men  play 


BY  MARYFRAN  JOHNSON 

Part  of  an  occasional  series. 


Learn  to  play  golf.  Strike  up 
an  interest  in  baseball,  foot¬ 
ball,  basketball  —  any  game 
that  men  play  wearing  uni¬ 
forms.  And  don’t  let  the  Old 
Boy  Network  get  you  down. 
In  fact,  get  your  own  network 
started  by  volunteering  for 
high-profile  jobs  in  profes¬ 
sional  organizations. 

These  are  key  recommen¬ 
dations  from  women  execu¬ 
tives  who  have  learned  to 
navigate  the  choppy  corpo¬ 
rate  seas  without  sinldng. 

Former  U.S.  Labor  Secretary  Elizabeth 
Dole  undertook  a  “glass  ceiling  initiative”  to 
attack  discrimination  that  bars 
women  and  minorities  from  the  top 
levels  of  management,  including  in¬ 
formation  systems  management. 

Dole  had  tagged  the  issue  “a  top 
priority”  and  asked  the  depart¬ 
ment’s  Office  of  Federal  Contract 
Compliance  Programs  to  investi¬ 
gate  patterns  of  discrimination. 

The  U.S.  Department  of  Labor 
Women’s  Bureau  has  also  funded  a 
study  of  career  mobility  of  female 
executives  in  industrial,  service  and 
government  organizations.  The 
study’s  results  will  form  the  basis 
for  further  action  by  the  bureau. 

On  a  local  level,  a  few  activities 
and  suggestions  can  increase  the 
chances  of  women  IS  managers 
making  it  into  the  upper  ranks. 

Be  a  sport 

Playing  golf  is  frequently  men¬ 
tioned  as  the  ideal  way  to  make 
valuable  social  contact  with  chief 
executive  officers  and  other  heavy¬ 
weights  at  client  firms  and  compet¬ 
ing  companies.  “These  are  the  out¬ 
ings  where  you  meet  the  CEO,  the 
president  and  senior  management,”  says  Pa¬ 
tricia  Farwig,  vice  president  of  telecommuni¬ 
cations  at  Mellon  Bank  in  Pittsburgh.  “Just 
about  all  of  these  guys  play  golf!” 

Devi  Huggins,  president  of  the  New  York 
Association  for  Women  in  Computing,  has 
followed  football  for  years  and  finds  it  a  great 
icebreaker.  “It  gives  you  something  nonper¬ 
sonal  to  talk  about,”  she  notes. 

Joan  Alvarez,  vice  president  of  Swiss  Re 


Johnson  is  a  Computerivorld  senior  editor,  systems 
and  software. 


Services  in  New  York,  made  the  leap  about 
five  years  ago  from  managing  an  IS  division 
to  the  corporate  management  level  of  the 
Zurich-based  reinsurance  empire. 

In  her  30-year  career,  Alvarez  says  her 
most  useful  networking  contacts  came 
through  the  Life  Officers  Management  Asso¬ 
ciation,  a  professional  organization  of  700  in¬ 
surance  companies  in  the  U.S.  and  Canada. 

Yet  she  and  other  IS  professionals  note 
that  networking  is  networking  —  regardless 
of  sex.  The  differentiating  factor  for  women 
may  be  their  ease  in  social  situations. 

“Meeting  people,  developing  a  network, 
asking  for  information,  sharing  information 
—  if  you  put  time  into  that,  it  comes  back  to 
you  threefold,”  Alvarez  stresses.  “The  most 
important  thing  is  to  make  yourself  visible.  ” 
Kathy  Hudson,  vice  president  and  direc¬ 
tor  of  corporate  IS  at  Eastman  Kodak  Co., 
says  the  600-member  Rochester  Women’s 


Network  is  one  of  her  favorite  places  to  trade 
information  and  keep  in  touch  with  other 
businesswomen.  The  monthly  meetings  are 
“about  two-thirds  business  and  one-third 
other  stuff,”  including  discussions  of  hot 
news  topics,  business  problems  and  even  di¬ 
eting,  she  says.  “Frankly,  we  just  hangout.” 

Susan  Mersereau,  vice  president  and  gen¬ 
eral  manager  of  Weyerhaeuser  Information 
Systems  in  Tacoma,  Wash.,  keeps  in  touch 
with  executive-level  women  through  her 
own  network.  “I  have  a  lot  of  friends  who  are 
women  in  high-level  management  posi¬ 


tions,”  she  says.  “I  am  just  beginning  to 
meet  some  executive  women  in  IS,  too.” 

Among  the  groups  specifically  geared  to 
IS  professionals,  the  top  choice  for  network¬ 
ing  seems  to  be  the  1,800-member  Society 
for  Information  Management  (SIM). 

“I  have  been  very  active  in  SIM,  and  that 
has  given  a  number  of  vice  presidents  the  op¬ 
portunity  to  see  me  work,”  says  Madeleine 
Weiss,  president  of  Weiss  Associates,  Inc.,  a 
Bethesda,  Md. -based  consulting  firm  special¬ 
izing  in  IS  management.  “I  think  these  kinds 
of  contacts  really  help.  They  see  I  can  get 
things  done,”  Weiss  adds. 

Meeting  of  the  minds 

Index  Group,  Inc.,  a  Cambridge,  Mass.- 
based  consultancy,  sponsors  the  Centrum 
organization,  which  brings  together  top 
computer  executives  for  discussions  of  IS  is¬ 
sues.  The  group’s  members  include  Hudson, 
Xerox  Corp.’s  Chief  Information 
Officer  Patricia  Wallington  and  Car- 
lene  Ellis,  vice  president  of  corpo¬ 
rate  administration  at  Intel  Corp. 

Ellis  recalls  how  Hudson  taught 
her  to  play  golf  at  one  of  the  Cen¬ 
trum  conference  gatherings  to 
which  both  women  sometimes 
bring  their  families. 

Women  who  have  reached  the 
corporate  suite  rarely  use  the  word 
“feminist”  and  seem  to  shun  all-fe¬ 
male  organizations. 

“I  don’t  network  as  much  with 
other  women  as  I  do  with  men,” 
says  Mary  Jo  Greil,  manager  of  the 
Management  Services  and  Planning 
Division  at  International  Paper 
Corp.  in  Memphis.  “I  have  always 
felt  uncomfortable  seeking  out 
women-only  organizations  for  sup¬ 
port.  Sometimes  I  have  seen  people 
in  these  groups  become  more  nar¬ 
row  and  defensive.” 

Another  important  topic  is  keep¬ 
ing  the  right  attitude  about  work, 
says  Kay  Mary  Hamm,  a  partner  at 
Romac  &  Associates,  a  personnel 
placement  agency. 

Women’s  problems  in  advancing  are  “not 
in  skill  level  or  education,”  Hamm  says.  In¬ 
stead,  women  often  become  too  loyal  to  their 
organizations,  which  makes  many  hesitant 
to  leave  —  even  for  a  better  job. 

“There’s  a  lot  of  misplaced  loyalty  to 
companies,”  she  says.  “Women  often  abro¬ 
gate  the  responsibility  to  self  to  be  loyal  to 
the  corporation.”  Hamm  advises  a  nonemo- 
tional  approach,  clarifying  values  and  not  di¬ 
minishing  one’s  self.  A  good  question,  she 
says,  is,  “How  do  you  look  at  yourself  in  rela¬ 
tionship  to  your  employer?”  • 


Cindy  Charles 


Intel’s  Ellis  learned  to  play  golf  at  a  Centrum  gathering  in 
order  to  make  valuable  networking  contacts 
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The  feminine  technique  in  IS 

Women  in  IS  management  carry  distinctive  personal  skills 


BY  MARYFRAN  JOHNSON 

When  women  reach  the  upper  echelons  of 
information  systems  management,  they 
bring  more  than  just  skills  equal  to  those 
of  their  male  colleagues  or  a  keener  inter¬ 
est  in  day-care  issues. 

The  business  world  tool  kits  women 
executives  carry,  according  to  executive 
women  and  prominent  IS  figures,  are  like¬ 
ly  to  be  packed  with  enhanced  negotiating 


Tomorrow’s  jobs  for  women 

Big  growth  areas  for  women  include  project 
manager  and  programmer  analyst,  according 
to  corporate  human  resources  directors 
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skills,  a  talent  for  consensus  building  and  a 
more  balanced  world  view. 

“I  think  we  bring  an  openness  and  will¬ 
ingness  to  deal  at  more  of  a  relationship 
level,”  says  Madeline  Weiss,  president  of 
Weiss  Associates,  Inc.,  a  Bethesda,  Md.- 
based  IS  consulting  firm.  “Women  tend  to 
be  much  more  attuned  to  developing  own¬ 
ership  and  commitment  through  partici¬ 
pating.” 

Jeanette  Horan,  who  supervises  50 
employees  as  director  of  software  engi¬ 
neering  at  the  Open  Software  Foundation 
in  Cambridge,  Mass.,  says  she  believes 
women  tend  to  be  calmer,  better  balanced 
and  more  rational  on  the  job  than  men. 
“Women  sometimes  act  in  the  role  of 
helping  everyone  to  see  different  points  of 
view,”  she  says. 


“Women  have  always  been  raised  to  be 
managers,”  adds  Devi  Huggins,  president 
of  the  New  York  Chapter  of  the  Associa¬ 
tion  for  Women  in  Computing.  She  says 
she  believes  that  women’s  natural  man¬ 
agement  skills  —  once  applied  solely  to 
families  and  households  —  transfer 
smoothly  to  the  corporate  environment. 

“If  you’re  a  good  mother  and  can  take 
care  of  children  having  tantrums,  you’re 
just  made  for  the  corporate  world,”  she 
says  only  half-jokingly.  “There  are  people 
who  will  be  obstructive,  and  you  can  get 
around  them  without  shouting.  ’  ’ 

Mike  Hammer,  an  IS  consultant  and 
president  of  Hammer  and  Co.  in  Cam¬ 
bridge,  Mass.,  treads  cautiously  when 
asked  what  unique  skills  women  bring  to 
corporate  management. 

“I  hesitate  to  indulge  in  stereotype,” 
he  explains,  “but  I’m  tempted  to  use  the 
word  ‘sensitivity.’  I  think  many  women 
are  tuned  into  nuances  of  business  rela¬ 
tionships  and  interactions  in  a  way  more 
sensitive  than  that  of  men.” 

“The  participatory  management  style 
of  women  is  fundamental  for  a  quality  pro¬ 
gram,”  adds  Mary  Jo  Greil,  manager  of 
the  Management  Services  and  Planning 
Division  at  International  Paper  Corp.  in 
Memphis. 

Less  possessive 

Women  may  also  have  a  “less  territorial 
outlook,”  suggests  Patricia  Farwig,  vice 
president  of  telecommunications  at  Mel¬ 
lon  Bank  in  Pittsburgh.  “We  want  our 
folks  to  buy  into  our  decisions.  Maybe  be¬ 
cause  we  are  still  proving  ourselves,  we 
feel  we  have  to  follow  through  and  com¬ 
plete  a  task  to  be  measured  fairly.” 

The  lack  of  a  male-style  aggressive¬ 
ness  is  not  necessarily  a  handicap,  notes 
Margeurite  Zientara,  author  of  Women, 
Technology  and  Power  and  editor  of  Bos¬ 
ton  Computer  Currents. 

“What  I  found  [while  writing  the  book] 
was  that  several  of  the  women,  who  in 
person  were  very  sweet  and  gentle,  used 
that  as  a  way  of  disarming  people.  Under¬ 
neath  that  sweetness,  they  were  actually 
driving  a  hard  bargain.  It  was  like  they 
were  turning  a  disadvantage  to  their  ad¬ 
vantage,”  Zientara  says. 


A  few  more  female  faces  in  corporate 
boardrooms  also  lends  a  higher  profile  to 
day-care  issues  —  a  big  concern  of  work¬ 
ing  mothers  with  young  children. 

As  the  only  woman  on  the  12-member 
executive  management  staff  at  Intel 
Corp.,  Carlene  Ellis  brings  more  than  a  fe¬ 
male  viewpoint  to  executive  discussions. 
The  vice  president  of  corporate  adminis¬ 
tration  is  also  a  single  parent  raising  a  4- 
year-old  son  and  10-year-old  daughter. 

“My  promotion  was  an  opportunity  to 
put  a  different  viewpoint  on  the  executive 
staff  —  not  only  female  but  also  funda¬ 
mentally  different  than  these  guys,”  Ellis 
explains.  “Most  of  the  executive  staff’s 


Bright  spots,  but  not  on  top 


Corporate  human  resources  directors  say 
programmers  and  analysts  top  the  list  of  IS 
positions  in  which  women  have  made  the 
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kids  have  grown  and  left.  But  I  think  you 
need  a  diverse  population  running  your 
company,  because  the  planet  Earth’s  pop¬ 
ulation  is  diverse.  It’s  easy  to  be  a  leader 
of  people  exactly  like  you.” 

Yet  even  with  a  live-in  nanny  to  help 
run  her  home,  the  Intel  executive  ac¬ 
knowledges  feeling  the  standard  working 
mother’s  guilt  now  and  again.  “How  do  I 
juggle  career  and  home?  Carefully,”  she 
says,  noting  that  she  tries  to  cut  back  on 
business  travel  whenever  possible  and 
avoid  overcommitting  her  free  time. 

“There  are  days  when  I  think,  ‘Why 
am  I  doing  this?’  But  I  love  my  work,  and  I 
love  my  kids,  and  I  hope  I’m  balancing  it 
all  properly,”  Ellis  says.  “Obviously,  I 
think  you  can  do  both.”  • 


British  IS  execs 
fare  little  better 
than  U.S.  sisters 

BY  JOSEPH  MAGLITTA 

Two  decades  ago,  Great  Britain  had  high 
hopes  for  women  in  computing.  Today, 
many  Britons  are  still  hoping. 

Like  the  U.S.,  Britain  saw  many  wom¬ 
en  enter  the  computing  field  in  the  1980s. 
But  as  in  the  U.S.,  actual  percentage  in¬ 
creases  have  stayed  flat  for  nearly  a  de¬ 
cade.  Today,  women  fill  only  about  20%  of 
all  computer  jobs  in  the  UK. 

Worse,  many  British  women  working 
in  computing  are  paid  less,  promoted  far 
less  frequently  and  let  go  far  more  often 
than  their  male  counterparts,  according 
to  a  new  report  by  Computer  Economics, 
a  British  research  firm. 

The  study  of  657  British  firms  found 
that  in  1990,  fewer  women  are  entering 
computing,  and  those  who  do  aren’t  mak¬ 
ing  it  up  the  career  ladder  as  far  as  men. 

Computing  “promised  great  things  for 
women  in  its  early  days  as  a  profession, 
without  traditions  or  inequality,”  says  Pe¬ 
ter  Stevens,  director  of  research  at  Com¬ 
puter  Economics.  He  recently  told  the 
British  press  that  it  appears  “computers 
have  let  women  down.” 

Britain’s  education  secretary,  John 
MacGregor,  agrees,  calling  the  state  of 
affairs  “puzzling  and  disappointing.” 

The  problem,  MacGregor  and  other 
observers  say,  is  that  computing  in  Brit¬ 
ain  is  still  seen  as  a  male  preserve.  They 
blame  the  usual  impediments:  too  few  fe¬ 
male  teachers,  an  absence  of  role  models, 
pressures  from  peer  groups  and  family 
and  ignorance  of  career  possibilities. 

At  present,  women  represent  only  one 
in  five  of  all  computer  programmers  and 
analysts  in  Britain,  compared  with  about 
one  in  three  in  the  U.S. 

The  picture  gets  even  bleaker  at  the 
top.  In  Britain  today,  5.9%  of  computing 
managers  are  women.  In  contrast,  wom¬ 
en  in  Spain  make  up  8.7%  of  information 
systems  managers  and  6.6%  in  France. 

Despite  these  numbers,  however, 
there  are  still  bright  spots.  Male/female 
pay  differences  in  Britain,  for  example, 
are  far  smaller  than  those  in  the  U.S.  In 
many  positions,  such  as  systems  manag¬ 
ers  and  computer  operators,  women  are 
paid  as  much  as  men  in  Britain. 

In  other  IS  jobs,  the  difference  is  small: 
Pay  for  women  professionals,  such  as  ana¬ 
lysts  and  programmers,  is  98%  of  the  pay 
for  men  (compared  with  70%  in  the  U.S.). 
Raises  for  women  IS  managers  averaged 
approximately  3%  less  than  for  male 
counterparts,  while  the  difference  was 
about  .5%  for  other  IS  professionals. 

Britons  are  not  taking  the  discouraging 
statistics  lying  down,  however.  The  Brit¬ 
ish  government  says  it  will  reform  educa¬ 
tional  programs  to  abolish  sexual  stereo¬ 
typing  on  women’s  use  of  computers.  The 
powerful  British  Computer  Society  is  also 
working  to  kill  notions  that  IS  is  suited 
only  to  degreed  young  males. 

The  group  is  encouraging  British  busi¬ 
ness  to  offer  more  part-time  work  and  at- 
home  work  as  well  as  better  training  in  or¬ 
der  to  attract  more  women.  • 


Maglitta  is  a  Computerworld  senior  editor,  in 
depth/integration  strategies. 


Resources  for  women  climbing  computing  ladder 


Numerous  professional  associations  and  agencies  actively 
help  women  get  ahead  in  computing.  Here  is  a  sampling: 

Adapso 

(703)522-5055 

The  computer  software  and  services  industry  association 
seeks  to  facilitate  professional  contacts  between  minority- 
and  women-owned  firms  and  large,  established  information 
services  companies.  Publishes  directory  of  firms  owned  by 
women  and  minorities. 

U.S.  Department  of  Labor 
Women’s  Bureau 
(202)523-6601 

Provides  a  variety  of  services  and  publications  aimed  at  help¬ 
ing  women  in  all  businesses.  Keeps  excellent  statistical  re¬ 
cords. 

U.S.  Small  Business  Administration 
Office  of  Small  Business  Ownership 
(202)653-8000 


Runs  the  Women’s  Network  for  Entrepreneurial  Training, 
which  sets  up  tutorial  relationships  between  new  and  estab¬ 
lished  companies  owned  by  women. 

Index  Group,  Inc. 

(617)492-1500 

This  IS  consulting  organization  sponsors  the  Centrum  orga¬ 
nization,  which  periodically  unites  a  small  number  of  top  com¬ 
puter  executives  for  wide-ranging  discussions  of  various  IS  is¬ 
sues. 

Association  for  Computing  Machinery 
(212)  869-7440 

Publishes  monthly  and  quarterly  publications  that  occasional¬ 
ly  feature  articles  on  the  role  of  women  in  computing. 

Association  for  Women  in  Computing 
Each  geographic  area  runs  its  own  groups,  so  there  are  no  na¬ 
tional  offices.  For  information,  contact  Devi  Huggins,  New 
York-area  president,  Manufacturers  Hanover  Trust  Co., 
(212)482-4809. 
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Judging  By  Other  CAS 
Products,  80/  Qf  A5ur 


workload  Doesn’t  Exist. 


20%  New  Systems 
Development 


V- 


:  - 


Most  CASE  products  only  scratch  the  surface 
of  your  development  problems. 

That’s  because  they’re  designed  exclu¬ 
sively  for  developing  new  systems.  But  when 
it  comes  to  maintaining  older  systems-the 
biggest  chunk  of  your  workload-most 
CASE  tools  leave  you  out  in  the  cold. 

Fortunately,  one  company  deliv¬ 
ers  a  complete  CASE  solution:  Index 
Technology  Corporation.  Our  latest  prod¬ 
uct  offering,  Excelerator'  for 
Design  Recovery,  lets  you 
F 1  bring  your  existing  systems 
into  the  CASE  environment 

This  innovative  product  trans¬ 
lates  complex  code  into  clear,  easy- 
to-understand  diagrams.  It  scans 
COBOL  data  and  procedure  divi¬ 
sions,  IMS  database  definitions,  plus 
IMS/MFS  and  CICS/BMS 
screen  maps-and  captures 
their  underlying  structures  in  a 
CASE  repository. 

With  Design  Recovery  and 
the  other  powerful  products  in  our 
Excelerator  Series,  you  can  do  a  lot  more  than 
just  develop  new  systems. 

You  can  also  modify  old  systems  to  meet  new  user 
requirements,  migrate  existing  systems  to  new  target  plat- 

t forms,  or  even  adapt  old  systems  to  support  new  business  goals.  All  of  which  means  you  won’t  have 
to  scuttle  your  current  investments  to  keep  pace  with  your  changing  needs. 

For  more  about  our  complete  CASE  solution,  call  us  today  at  _ 

1-800-777-8858— before  the  biggest  part  of  your  workload  takes  you  under.  There’s  No  Substitute  For  Experience 


80%  Existing  Systems 
Maintenance 


IndexTechnology 


Excelerator  is  a  registered  trademark  of  index  Technology  Corporation,  One  Main  Street,  Cambridge,  MA  02142.  IBM  is  a  registered  trademark  of  International  Business  Machines  Corporation. 


IN  DEPTH:  CAREER  BOOSTERS  FOR  WOMEN 
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It’s  easy  to  cut  costs  by  cutting  comers.  But  if  you  lose 
critical  data,  it’s  gone  for  good. 

When  it’s  your  business  that’s  on  the  line,  don’t  take 
chances  with  anything  less  than  Dysan  100  flexible  disks. 

We  test  100%  of  our  disks  and  certify  100%  to  be  100%  error 
free  over  100%  of  the  disk  surface. 

The  Dysan  100.  It’s  not  just  a  name.  It’s  a  measure  of  superiority. 
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Dysan  100 


DysarilOO 

100%  Better 


tech  Telemanagement  Sys¬ 
tems,  Inc.,  also  in  Cincin¬ 
nati. 

Both  women  acknowl¬ 
edge  that  dropping  off  the 
corporate  ladder  actually 
catapulted  them  into  a  dif¬ 
ferent  kind  of  contest  as  self- 
supporting,  independent 
businesswomen. 

“As  a  friend  of  mine  says, 
we’re  shooting  with  real 
bullets  now,”  Kamionka 
says.  “The  best  part  of  own¬ 
ing  your  own  business  is 
having  that  elbow  room,  which  you  can’t 
get  in  a  corporate  structure.  Personally,” 
she  explains,  “you  can  feel  such  a  sense  of 
accomplishment. '  ’ 


She  adds,  “but  the  lows 
are  also  much  lower.  Things 
are  just  more  intense.” 

The  idea  apparently  has 
some  appeal  to  others:  The 
Fall  1990  Adapso  Directory 
of  Minority  and  Women- 
owned  Firms  lists  nearly  a 
dozen  firms  —  ranging  from 
computer  services,  publish¬ 
ing,  consulting  and  software 
development  —  that  are 
headed  by  women. 

From  a  position  as  pro¬ 
grammer/analyst  at  Bell 
Systems,  Inc.  in  the  early  ’60s,  Weiss 
moved  briskly  upward  into  management 
consulting  work  at  Electronic  Data  Sys¬ 
tems  Corp.  and  eventually  into  a  full-time 
faculty  position  directing  the  MIS  pro¬ 
gram  at  American  University  in  Washing¬ 
ton,  D.C. 

It  was  the  familiar  career/family  strug¬ 
gle  that  fueled  Weiss’  decision  to  fire  up 
her  own  company.  “I  wanted  the  self-de¬ 
termination  of  my  own  firm,  and  I  wanted 
the  flexibility  with  my  children.  Being  a 
mother  is  very  important  to  me,”  says 
Weiss,  whose  three  children  were  six,  11 
and  14  the  year  she  established  the  busi- 


Weiss  started  her 
own  consulting  firm 


DIANE  KAMIONKA 
CINTECH 


ness.  “When  it  comes  right  down  to  it,  I 
wanted  control  over  my  work  life.” 

What  had  especially  begun  to  grate  on 
her  nerves  as  a  corporate  consultant  was 
the  “drop  everything  and  go”  mentality. 
“I  didn’t  want  to  be  told,  ‘You  have  to  go 
to  Dallas  tomorrow  for  six  months,’  ”  she 
recalls.  “My  husband  had  a  career,  too, 
and  he  was  not  willing  to  pick  up  and 
move.” 

Shifting  into  her  own  consulting  busi¬ 
ness  was  therefore  a  logical  next  step. 
“The  irony  is  that  now  I  spend  a  lot  of 
time  traveling,”  she  says,  “but  the  differ¬ 
ence  is  that  I’m  making  the  choice.”  Her 
clients  today  include  Corning,  Inc.,  Black 
&  Decker  Corp.  and  The  World  Bank. 

“These  days,  I  do  bring  too  much  work 
home,”  Weiss  acknowledges.  “One  of  the 
downsides  of  having  a  business  is  there’s 
always  work  to  be  done.” 

Kamionka  copes  with  that  same  prob¬ 
lem.  “I  wanted  to  be  passionate  about 
something,  but  I  don’t  think  I  expected 
this  to  take  up  100%  of  my  life,”  she  says 
with  a  sigh.  “I  have  trouble  just  making 
myself  read  the  Sunday  New  York  Times 
now  so  I’ll  have  something  to  make  small 
talk  about.” 

Today,  Cintech  has  13  employees  and 
is  about  to  double  in  size  to  handle  a  new 
personal  computer-based  product  about 
to  be  announced.  The  company  markets 
Tele-Series,  a  range  of  telecommunica¬ 
tions  accounting  modules  that  runs  on 
DOS-based  systems  and  Digital  Equip¬ 
ment  Corp.’s  VAX/VMS. 

Kamionka  plans  to  grow  Cintech  to  a 
healthy  size  and  then  sell  it.  “In  five  years, 
I  want  to  be  lying  on  the  beach!”  she 
jokes.  Her  next  career  metamorphosis 
will  likely  be  troubleshooting  at  small 
companies  as  a  “business  turnaround” 
specialist,  she  says.  • 
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If  it  breaks, 
new  one  free’’ 


The  best  part  of 

owning  your  own 
business  is  having 
that  elbow  room.” 


Women  out  on  their  own 

Many  finding  satisfying  alternatives  to  corporate  rat  race 


BY  MARYFRAN  JOHNSON 

In  one  of  the  final  scenes  in  the  mov¬ 
ie  Baby  Boom,  actress  Diane  Kea¬ 
ton  confronts  a  room  full  of  smug 
male  executives  who  have  just  of¬ 
fered  to  buy  her  homemade  baby 
food  company  and  make  her  a  millionaire. 

Much  to  their  shock  and  her  own 
amazement,  she  turns  them  down  flat. 
The  rat  race,  Keaton  informs  them,  will 
have  to  get  along  “with  one  less  rat.” 
Madeleine  Weiss  and  Diane  Kamionka 


can  identify  with  that.  Weiss,  who  serves 
as  vice  president  of  the  Society  for  Infor¬ 
mation  Management  (SIM),  bailed  out  of 
the  corporate  rat  race  eight  years  ago  by 
opening  her  own  information  technology 
consulting  firm,  Weiss  Associates,  Inc.  in 
Bethesda,  Md. 

Kamionka  walked  away  from  a  20-year 
information  systems  career  at  Western 
Southern  Life  Insurance  Co.  in  Cincinnati 
—  where  she  was  the  first  female  vice 
president  in  the  company’s  history  —  to 
launch  her  own  software  company,  Cin- 
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multi-threaded,  scalable  per¬ 
formance  on  large  multi¬ 
processor  systems. 

But  stay  seated,  there’s  more. 

PROGRESS  ties  together 
data  across  different  operating 
systems,  networks  and  data¬ 
bases.  It  lets  you  port  applica¬ 
tions  without  modification 
across  UNIX, 

VAX/ VMS, 

OS/2,  DOS 
(even  640k 

PCs)  and  CTOS/BTOS 
with  AS/400  coming  soon. 
PROGRESS  applications  run 
unchanged  over  distributed 
networks  using  TCP/IP,  DEC- 
net,  NetBIOS  and  SPX/IPX. 
They  even  update  Oracle, 

Rdb,  RMS  and  PROGRESS 
databases  simultaneously. 

What  it  all  adds  up  to 
is  40,000  installations  in 
30  countries  covering  every 
conceivable  application.  Plus 
the  #\  rating  for  efficiency, 
reliability,  and  overall  user 
satisfaction  in  Datapro’s  last 
three  surveys. 

So  find  a  phone  and  call 
800  FAST  4GL  to  find  out 
about  the  PROGRESS  Test 
Drive  and  the  full  Datapro 
report  on  PROGRESS. 

Once  you  step  into  our 
world,  you’ll  never  want 
to  leave. 

Progress  Software  Corporation 
5  Oak  Park,  Bedford,  MA  01730 
Telephone  617  275-4500 
Fax  617275-4595 


PROGRESS  is  a  registered  trademark  of  Progress 
Software  Corporation. 

Datapro,  UNIX,  VAX/VMS,  OS/2,  DOS, 
CTOS/BTOS,  AS/400,  TCP/IP,  DECnet,  NetBIOS, 
SPX/IPX,  Oracle,  Rdb,  and  RMS  are  registered 
trademarks  of  their  respective  manufacturers. 


PROGRESS  4GL  lets  you 
build  with  incredible  efficiency 
while  giving  you  the  control  of 
a  full-structured  programming 
language. 

When  the  name  of  the 
game  is  development  speed, 
you’ve  got  it.  When  the  name 
of  the  game  is  control,  you’ve 
got  it.  When  the  project  calls 
for  both,  you’ve  got  both. 

And  just  to  make  sure  you 
like  the  view,  you’ve  also  got 
a  menu-driven  application 
builder,  ANSI-standard 
SQL  and  3GL  access  if  you 
want  it.  You’ve  got  a  true 
distributed  RDBMS  with 
client/server  architecture  and 
two-phase  commit.  You’ve  got 


Welcome  to  a  4GL/RDBMS 
world  that  lets  you  decide  how 
to  build  and  run  an  unlimited 
range  of  applications  without 
the  usual  limits.  Without  the 
usual  constraints. 

Take  a  seat  and  let  us 
explain. 

To  begin  with,  the 


Welcome  To  The  Wide  Open 
Spaces  Of  Progress. 
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...connects  the  strengths  of  two.  Where  a  hundred- 
year  heritage  of  product  quality  joins  with  a  bold 
spirit  of  innovative  technological  development.  And 
a  mutual  commitment  to  helping  the  customer  suc¬ 
ceed  creates  one  of  the  largest  data  communications 
support  organizations  in  the  world.  Imagine  value- 
added  products  and  services  that  reflect  a  single- 
minded  focus  on  customer  satisfaction.  Where  one 
company’s  knowledge  of  your  business  connects 
with  your  own  in  a  strategic  partnership.  Imagine,  at 


last,  a  single  connection  to  successful  data  network¬ 
ing.  Now,  imagine  that  one  company... 

AT&T  Paradyne. 

To  find  out  how  you  can  connect  with  success  in 
data  networking,  call  1  800  482-3333  Ext.  217. 

In  Canada,  call  1  4l6  494-0453. 

Europe  (44)  923-55550  FAX:  (44)  923-55638,  Japan  (81)  3-245-0431 
FAX:  (81)  3-245-0433,  Hong  Kong  (85)  25-430083  FAX:  (85)  25-413767, 
Latin  America  (1)  813-530-2865  FAX:  (1)  813-530-2575 


AT&T  Paradyne 


WHY  SHOULD  YOU 
ATTEND  YET  AHOTHER 

COHFERENCE? 

Simply  because  this  is  the  first  Image  Management  Technology  conference  designed  specifically  for 
the  educational  needs  of  prospective  and  existing  end  users. 

You  can  expect  some  of  the  most  significant  product  announcements  of  1991,  including  announcements  by: 


WANG 


min 


Presentations  by  some  of  the  most  advanced  users  of  image  management  technology,  including: 


.General 

American 


And  a  chance  to  "roll  up  your  sleeves"  and  address  many  of  the  same  issues  that  you  will  confront  when  you 
elect  to  employ  this  technology. 


Don't  miss  your  chance  to  attend 

IMAGE  MANAGEMENT  TECHNOLOGY:  BEYOND  THE  OBVIOUS 

Phoenix,  Arizona 
at  The  Point  at  Tapatio  Cliffs 
January  16-18,  1991 


To  register,  or  for  more  information,  call  1-800-525-5456  X-456 


Sponsored  by  IDC/Avante  Technologies,  Inc.,  a  Joint  Venture 
5  Speen  Street,  Framingham,  MA  01701 
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Can  Concurrent 
make  a  comeback? 


BY  NELL  MARGOLIS 

CW  STAFF 


TINTON  FALLS,  N.J.  —  With 
commercial  demand  for  Unix 
systems  just  starting  to  take  hold 
in  the  autumn  of  1988,  real-time 
systems  vendor  Concurrent 
Computer  Corp.,  fresh  from  a 
merger  that  netted  it  Unix 
know-how,  seemed  poised  to 
catch  a  rising  wave. 

Instead,  the  firm  —  a  union  of 
two  seemingly  complementary 
vendors  that  wedded  one’s  ex¬ 
pertise  with  low-end  systems  to 
the  other’s  specialty  of  high-end 
systems  —  has  spent  precious 
lead  time  bogged  down  in  post¬ 
merger  misery  while  traditional 
vendors  co-opted  its  technologi¬ 
cal  edge. 

A  financier’s  vision  and  a 
technologist’s  dream,  the  merg¬ 


CEO  Brown  facing  rough 
competition  and  tough  economy 


er  that  formed  Concurrent  rap¬ 
idly  devolved  into  a  corporate 
culture  nightmare,  according  to 
industry  observers  and  company 
insiders.  Two  years  of  wrestling 
with  its  effects  has  taken  a  se¬ 
vere  financial  toll  on  the  firm 


(see  chart  page  106).  Now  in  the 
middle  of  an  attempted  come¬ 
back  under  the  direction  of  a 
turnaround  specialist,  Concur¬ 
rent  may  find  its  most  daunting 
prospect  is  to  convince  would-be 
customers  that  technology  has 
not  passed  it  by.  “I  think  that  it 
has,  and  now  they  can’t  com¬ 
pete,”  said  Raymond  Tellier,  in¬ 
formation  systems  director  at 
Buxton,  Inc.,  a  Concurrent  user 
site  in  Springfield,  Mass. 

When  Westford,  Mass.-based 
Massachusetts  Computer  Corp. 
(Masscomp)  acquired  Concur¬ 
rent  and  merged  the  companies 
under  that  name  in  August  1988, 
the  game  plan  was  to  wed  Mass- 
comp’s  low-end,  Unix-based 
real-time  computer  line  with 
Concurrent’s  high-end  real-time 
computers,  migrate  the  propri¬ 
etary  Concurrent  offerings  to 
Unix  and  blanket  the  market. 

“Two  years  ago,”  said  a  for¬ 
mer  Concurrent  executive  who 
asked  not  to  be  identified,  “this 
was  hot  stuff.  But  real-time  ex¬ 
tensions  to  Unix  are  getting  to 
be  commonplace.  ” 

In  the  interim,  mainstream 


Major  merger  mishaps 

Echoing  the  mistakes  of  former  parent  Perkin- 
Elmer,  Concurrent  may  be  watching  a  bright  fu¬ 
ture  fade  to  black  because  of  a  merger  that 
worked  better  in  theory  than  in  practice. 

•  1974:  Aiming  at  leveraging  itself  into  the  com¬ 
puter  industry,  traditional,  conservative  Perkin-Elmer  ac¬ 
quires  entrepreneurial  Interdata. 

•  1974-1985:  Perkin-Elmer’s  bold  move  runs  aground  as 
corporate  cultures  fail  to  meld. 

•  1985:  Perkin-Elmer  leaves  industry,  spins  off  computer 
group  (formerly  Interdata)  as  Concurrent. 

•  1988:  Aiming  at  blanketing  the  Unix-based  real-time  com¬ 
puter  market,  traditional,  conservative  Concurrent  merges 
with  entrepreneurial  Masscomp. 

•  1988-1990:  Concurrent’s  bold  move  runs  aground  as  cor¬ 
porate  cultures  fail  to  meld. 

•  July  1990:  Firm  lays  off  450  workers  and  closes  plant. 

•  Firm  reports  $38  million  net  loss  on  revenue  down  15% 
for  fourth  quarter. 

•  September  1990:  CEO  James  Sims  abruptly  departs  firm. 

•  Firm  reports  $9.9  million  net  loss  for  first-quarter  1991. 


players  including  IBM,  Digital 
Equipment  Corp.,  Hewlett- 
Packard  Co.  and  Sun  Microsys¬ 
tems,  Inc.  have  launched  or  en¬ 
hanced  their  own  Unix-based, 


real-time  entries,  according  to 
John  Logan,  an  analyst  at  Aber¬ 
deen  Group  in  Boston. 

“The  [user]  reactions  you’re 
Conti  n  ued  on  page  1 06 


Firm  alleges  word  processor  dumping 


BY  GARY  H.  ANTHES 

CW  STAFF 


WASHINGTON,  D.C.  —  The 
federal  government  has 
launched  an  investigation  into  al¬ 
legations  that  companies  based 
in  Japan  and  Singapore  are  sell¬ 
ing  personal  word  processors  in 
the  U.S.  at  less  than  their  fair 
value.  The  action  was  requested 
on  behalf  of  U.S.  industry  by 
Smith  Corona  Corp.,  which  says 
the  firms  have  been  dumping  in 
the  U.S.  for  a  year. 


Smith  Corona  Chairman  Lee 
Thompson  said  offenders  in¬ 
clude  Brother  Industries  Ltd., 
Panasonic  Co.,  Canon,  Inc., 
Sharp  Corp.  and  others.  He  said 
a  word  processor  selling  for 
$995  in  Japan  is  being  sold  by  the 
companies  in  the  U.S.  for  about 
$400.  Smith  Corona  has  no 
choice  but  to  meet  that  price  but 
would  sell  the  unit  for  about 
$600  if  fair  competition  existed, 
Thompson  said. 

The  U.S.  is  the  world’s  larg¬ 
est  market  for  word  processors 


and  is  the  only  country  where 
the  firms  are  currently  dumping 
them,  Thompson  said.  He  de¬ 
clined  to  give  sales  figures  but 
said  Smith  Corona  has  an  esti¬ 
mated  50%  of  the  domestic  mar¬ 
ket  for  typewriters  and  word 
processors,  which  together  will 
account  for  sales  of  some  3  mil¬ 
lion  units  this  year. 

Investigating  damage 

The  U.S.  Department  of  Com¬ 
merce’s  International  Trade  Ad¬ 
ministration  (ITA)  is  investigat¬ 


ing  whether  dumping  is 
occurring.  It  has  notified  the 
U.S.  International  Trade  Com¬ 
mission  (ITC)  and  asked  it  to  de¬ 
termine  whether  imports  of 
word  processors  from  Japan  or 
Singapore  are  injuring  or  threat¬ 
ening  to  injure  U.S.  industry. 
The  ITC  is  scheduled  to  make  a 
preliminary  finding  by  Dec.  21. 
If  affirmative,  the  ITA  is  to  an¬ 
nounce  its  preliminary  finding  on 
the  dumping  question  by  April 
15, 1991  and  its  final  determina¬ 
tion  by  July  1,  1991.  The  ITA’s 
final  conclusion  on  the  injury 
question  would  come  45  days  af¬ 
ter  that. 


If  dumping  and  injury  are 
found  to  have  occurred,  the  of¬ 
fending  companies  will  have  to 
pay  a  penalty  on  every  item  ex¬ 
ported  to  the  U.S.  thereafter, 
the  fee  proportional  to  the 
amount  by  which  their  U.S. 
prices  were  found  to  fall  below 
fair  value.  Such  penalties  are  as¬ 
sessed  for  at  least  one  year,  then 
may  be  removed. 

A  spokeswoman  for  Sharp 
said  the  company  would  not  com¬ 
ment  on  the  investigations  until 
it  has  filed  a  formal  reply  with  the 
U.S.  government.  Representa¬ 
tives  of  the  other  firms  could  not 
be  reached  for  comment. 


THINK  .  THINK 
DIGITAL  *  ROSS 


The  best  financial,  distribution  and  human  resource  software  for  the  Digital  VAX®  system. 
Call  Ross  Systems  today  for  more  information:  404/257-9198,  Ext.  190 
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EC  outlining  information  technology  strategy 


BY  ELIZABETH  DE  BONY 

IDG  NEWS  SERVICE 


BRUSSELS  —  Next  month,  the  Europe¬ 
an  Community  Commission  will  issue  a 
document  outlining  its  strategy  for  the  in¬ 
formation  technology  sector. 

The  strategy  could  give  the  first  indi¬ 
cation  of  how  the  commission  plans  to  re¬ 
vamp  its  10-year-old  Esprit  program  in  in¬ 
formation  technologies,  Filippo  Maria 
Pandolfi,  the  European  Community’s 
(EC)  research  and  development  commis¬ 
sioner,  said  last  month  at  the  close  of  a 
week-long  conference  devoted  to  Esprit. 
During  the  conference,  companies  and 


commission  officials  analyzed  Esprit’s 
successes  and  identified  technological 
changes  that  have  revolutionized  the  sec¬ 
tor  over  the  last  couple  of  years  and  that 
should  be  taken  into  account  in  a  second 
revamped  Esprit  effort. 

Major  changes  targeted  by  the  confer¬ 
ees  included  the  growing  importance  of 
software,  which  currently  represents 
45%  of  the  information  technology  mar¬ 
ket  and  is  expected  to  account  for  80%  by 
the  mid-1990s,  the  acceleration  into  open 
systems  and  shorter  life  cycles  for  tech¬ 
nology,  in  contrast  with  the  need  for  long¬ 
term  company  strategies.  The  conferees 
also  noted  the  development  of  parallel 


systems  —  a  trend  that  could  herald  the 
emergence  of  a  new  industry  based  on 
high-performance,  low-cost  computers. 

Faced  with  these  changes,  Jean-Marie 
Cadiou,  head  of  the  commission’s  infor¬ 
mation  technology  division,  suggested 
that  Esprit  funding  be  doubled  from  its 
current  $2.08  billion. 

Cadiou  underlined  the  importance  of 
information  technology  R&D  by  pointing 
out  that  of  the  13  identified  critical 
“emerging  technologies,”  10  fall  in  the 
information  technology  sector.  Basing  his 
comments  on  a  study  by  Price  Water- 
house  for  the  U.S.  Department  of  Com¬ 
merce,  Cadiou  explained  that  of  the  10  in¬ 


formation  technology  developments, 
Europe  is  ahead  of  or  even  with  the  U.S. 
and  Japan  in  eight  categories.  According 
to  a  table  summarizing  the  study,  the  EC 
leads  the  U.S.  in  digital  imaging  technol¬ 
ogy  and  flexible  computer-integrated 
manufacturing  (CIM)  and  is  even  with  it  in 
advanced  semiconductors,  high-density 
data  storage,  sensor  technology,  super¬ 
conductors,  advanced  materials  and  soft¬ 
ware  technology.  The  EC  falls  behind  the 
U.S.  in  artificial  intelligence,  high-perfor¬ 
mance  computing,  optoelectronics,  bio¬ 
technology  and  medical  devices. 

The  EC  leads  Japan  in  flexible  CIM  and 
software  technology,  is  on  par  in  AI,  digi¬ 
tal  imaging  technology,  sensor  technol¬ 
ogy,  superconductors,  biotechnology  and 
medical  devices  and  falls  behind  in  ad¬ 
vanced  semiconductors,  high-perfor¬ 
mance  computing,  high-density  data  stor¬ 
age,  optoelectronics  and  advanced 
materials. 

Cadiou  warned  that  although  the  EC  is 
currently  well  positioned,  it  does  face 
some  “strong  disadvantages  in  the  tech- 
nolgy  race.”  Those  include  the  following: 

•  While  the  U.S.  claims  to  spend  only  $1.5 
billion  in  direct  R&D,  another  estimated 
$70  billion  is  spent  on  defense  funding,  of 
which  10%  goes  to  research  in  the  infor¬ 
mation  technologies. 

•  Japan  benefits  from  very  low  interest 
rates.  While  EC  and  U.S.  firms  may  pay  an 
average  18.5%  on  R&D  projects,  Japa¬ 
nese  firms  pay  only  8.5%.  In  the  UK,  the 
rate  is  a  staggering  25%,  Cadiou  said. 

De  Bony  writes  for  the  IDG  News  Ser¬ 
vice’s  European  Bureau. 


NATIONAL 

BRIEFS 

Microsoft  goes  natural 

Microsoft  Corp.  took  a  major  step  in 
its  move  beyond  the  graphical  user  inter¬ 
face  last  week  by  strengthening  its  fi¬ 
nancial  and  technological  ties  with  Berke¬ 
ley,  Calif. -based  Natural  Language, 
Inc.  A  $1  million  investment  gives  Mi¬ 
crosoft,  a  Natural  Language  minority 
stakeholder  and  licensee  since  1987, 10% 
ownership  of  the  privately  held  firm 
whose  technology  offers  a  route  to  new 
dimensions  in  easy-to-use  applications. 

Compuadd  II:  The  superstore 

Austin,  Texas-based  personal  computer 
retailer  Compuadd  Corp.  has  targeted 
suburban  Chicago  as  the  maiden  market 
for  the  computer  “superstores”  on  which 
the  firm  is  pegging  its  next  round  of  ex¬ 
pansion.  In  contrast  with  its  present  74 
stores,  which  average  5,500  sq  ft,  each 
new  emporium  will  span  12,000  to 
25,000  sq  ft  and  offer  a  proportionally 
broader  range  of  wares,  according  to 
Compuadd.  The  first  of  12  proposed  su¬ 
perstores  is  scheduled  to  open  this  week 
in  Schaumburg,  Ill. 

It  worked  for  Tinkerbell 

Recession  notwithstanding,  a  blue-rib¬ 
bon  roster  of  PC  company  executives  who 
responded  to  a  survey  sponsored  by 
market  research  firm  Technologic  Part¬ 
ners  said  they  believed  their  sector 
would  increase  12%  in  the  coming  year 
and  14%  in  1991.  The  respondents  also 
predicted  an  approximate  19%  growth  in 
dollar  value  for  PC-related  software  in 
1991. 


Multi-vendor  connectivity  for  only  $  1 5 


new  networking 
technologies 

I5HIIB  COMMUNICATION 

g  NETWORKS 

"Jl  CONFERENCE  &  EXPOSITION 
January  28-31, 1991 

Washington  Convention  Center  •  Washington,  D.C. 

Make  the  right  connections  to  meet  your  everyday 
networking  challenges  at  Communication  Networks  ’91 

-  the  industry's  leading  international  exposition.  Whether 
you  take  one,  two  or  three  days  to  attend,  you'll  return 
to  your  office  with  the  information  you  need  to  build  and 
manage  better,  faster  and  more  complex  networks. 

•  Meet  over  400  Exhibitors  with  the  latest  generation  of 
communications  hardware  and  software 

•  Find  products  for  emerging  standards -FDDI,X. 400, 
TCP/IP,  OSLGOSIP 

•  Learn  new  and  proven  solutions  -  client  servers, 
networked  databases,  private  network  services, 
testing  and  analysis,  security  . . .  and  more 

•  Discover  the  exciting  world  of  ISDN  in  a  special  Exhibit 
Hall  at  Ramada  Renaissance  Techworld 


Act  now -save  $15. 

Exhibit  Hall  admission  is  only  $  1 5  when  you  mail  the 
coupon  below  along  with  payment  before  December  21 . 
Avoid  waiting  in  long  lines  at  the  Show.  Registration 
without  this  coupon  is  $30. 


•  Choose  from  over  70  dynamic  conference  sessions 
with  industry  experts  and  1 5  intensive,  full-day  tutorials 
to  bring  you  up  to  speed.  (Separate  registration 
required  for  Conference,  call  1-800-225-4698  today!) 


•  And  much  more! 
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vance  Registration  Form 


Sections  A  -  E  must  be  completed  to  process  your  registration. 
A.  Please  Type  or  Print  Clearly 

Name _ ' 


Return  Registration  Form  with  $  1 5  payment  before  December  2 1 ,  to: 

Communication  Networks.  P.O.  Box  9107,  Framingham.  MA  01701-9107 


Title, 


Company, 
Address _ 1 


City, 


State. 


ZIP- 


telephone  (  . 


) . 


B 


Your  Business  or  Profession 

(Circle  One) 

Manufacturing 
Retailing 

Wholesaling/Distribution 
Insurance/Banking/Financial 
Prolessional/Service 
Education 
Health  Core 

8  Government 

9  Communication  Corners 

10  Voice  Communications 
Equipment 

1 1  Computer  Equipment 

12  Datacom  Equipment 
L  13  Intoimqtion  Service 


14  Consistent 

15  Software 

16  Other  (Specify) 


C.  voui  Job  Title  /Function  (Circle  One) 
Communications  users 

1  General  Management 

2  Matketing/Soles 

3  Production/Operations 

4  Telecom  Management 
(Voice/Data) 

5,  Voice  Communications 
Management  Only 


6  Data  Communications 
Management  Only 

7  Network  Systems  Analyst/Planner 

8  EDP  System/Program/Planning 

9  Office/ Automation  Systems 
Management 

Communications  manufacturers/vendors: 

10  General  Management 

1 1  Marketing/Sales 

12  Hardware  Manufacturing  & 
Development 

1 3  Software  Development 

14  Engineering 

15  Consultant 

16  Other  (Specify) 


D.  Size  of  Your  Organization  (Circle  One) 

!  Under  100 

2.  100-499 

3.  500-999 

4.  1.000-4.999 
5  Over  5.000 

E  Whcrt  is  your  role  in  the  purchasing 
process  ol  communications 
equipment  and  services?  (Circle  One) 
1  Final  Decision  Makei 
2.  Recommend 

3  Specify 

4  No  role 

No  one  under  1 8  admitted  This  form  may 


be  duplicated 


TU 


104 


COMPUTERWORLD 


DECEMBER  10, 1990 


There’s  no  end  to  how  far  people  will  go 
to  get  COMPUTERWORLD  first. 


Whether  you’re  fishing  for  the  hottest  news  in  the  computer  industry 
or  trying  to  reel  in  a  new  job,  there’s  only  one  place  to  start:  the  pages 
of  Computerworld. 

But  there’s  no  need  to  go  to  extremes  just  to  be  among  the  first  in 
your  company  to  find  out  about  topics  ranging  from  products  and 
people  to  trends  and  technology. 

Simply  subscribe  to  Computerworld  today  and  you’ll  receive  51 
issues  packed  cover  to  cover  with  everything  you  need  to  know  to  get 
to  the  top  and  stay  there. 

Plus,  you’ll  get  our  special  bonus  publication,  The  Premier  100,  an 
annual  profile  of  the  top  companies  using  information  systems 
technology. 

Don’t  miss  the  boat.  Use  the  postage-paid  subscription  card  bound 
into  this  issue.  And  get  your  own  copy  of  Computerworld  —  the 
best-read  publication  in  the  industry. 

You’ll  be  so  far  ahead  of  the  competition,  you  may  even  have  time 
for  a  little  fishing. 
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Concurrent 

CONTINUED  FROM  PAGE  103 

going  to  find  to  Concurrent  could  depend 
a  lot  on  which  world  you’re  asking  about: 
the  Masscomp  world  or  the  old  Perkin- 
Elmer  one,”  said  Peter  Staaterman,  pres¬ 
ident  of  Global  Electronic  Markets,  Inc.  in 
Bedford,  Mass.  Perkin-Elmer  Corp.  spun 
off  Concurrent  in  1985.  Staaterman  de¬ 
scribed  himself  as  an  “extraordinarily  sat¬ 
isfied”  user  of  proprietary  processors 
from  the  Perkin-Elmer  spin-off. 

Not  all  agree.  “We’re  going  to  be  Con¬ 
current  users  for  about  three  more 
months  —  then  we  switch  over  to  the 
[IBM]  RS/6000,”  Tellier  said.  Disen¬ 
chanted  with  its  Concurrent  XF610,  Bux- 


Downward  track 

Financial  news  has  been  mostly  downhill  for  Concurrent  since  it  was 
merged  with  the  former  Masscomp 


Q1  '90* 

Q2  '90 

Q3  '90 

Q4  '90 

Q1  '91 

(Ended 

September) 

Revenue 

$87M 

$89.02M 

$85.71M 

$78.39M 

$70M 

Net 

income 

-$1.6M 

-$2.23M 

$164,000 

-$38M 

-$9.9M 

•Acquired  by  and  merged  with  Masscomp 


Source:  Concurrent  Computer  Corp.  CW  Chart  Tom  Monahan 


ton  looked  at  entries 
from  a  host  of  vendors 
before  settling  on  the 
IBM  workstation/ser¬ 
ver  line. 

“Everything  we 
looked  at  was  10  times 
faster  than  Concurrent, 
at  half  the  price,”  Tel¬ 
lier  said.  “We’re  going 
to  pay  for  our  two  IBM 
RS/6000s  in  what  we 
save  on  maintenance 
over  two  years.” 

Denis  Brown,  who 
was  named  Concurrent 
chief  executive  officer  in  September,  said 
the  challenge  of  differentiating  its  wares 
in  an  era  of  brutal  competition  and  tight¬ 


ening  purse  strings  "is  something  the 
whole  industry  will  have  to  grapple  with. 
The  strength  [we]  will  bring  to  the  mix  is 


software,  tools  and  applications. 
We  won’t  just  be  selling  a  box.” 

Indeed,  Concurrent’s  latest 
real-time  Unix  entry,  the  Motor¬ 
ola,  Inc.  68040-based  Series 
7000,  announced  last  month,  ar¬ 
rived  with  a  long  list  of  software 
vendors  already  signed  up  to 
support  it. 

However,  while  Lew  Bren- 
tano,  an  analyst  at  market  re¬ 
search  firm  Gartner  Group/Info- 
corp,  gave  the  machine  high 
technological  marks,  he  said  he 
sees  the  new  line  as  an  unlikely 
vehicle  to  fuel  Concurrent  back 
to  the  front  ranks. 

“The  good  news  about  the  7000  is  that 
it  offers  the  best  price/performance  for  a 
real-time  system  out  there  today,”  he 
said.  “The  bad  news  is  that  to  get  it  there, 
Concurrent  has  cut  its  price  per  unit  so 
dramatically  that  they  have  to  sell  20% 
more  just  to  break  even.” 

Nevertheless,  a  new  team  at  the  top  is 
giving  industry  observers  some  degree  of 
faith  that  Concurrent  will  be  there  to  fight 


The  good  news 

about  the  7000  is  that 
it  offers  the  best 
price/performance  for  a  real¬ 
time  system  out  there 
today.” 

LEWBRENTANO 
GARTNER  GROUP/INFOCORP 


ZENITH  DATA  SYSTEMS  INNOVATES  AGAIN 


♦Source  1990  Dataquest  estimate  for  U.S.  battery-powered  laptops.  **Subject  to  credit  approval,  a  six  month  service  commitment  with  CTE  Mobile  Communications,  and  the 
completion  of  a  liability  release  A  deposit  may  be  required.  Offer  void  where  prohibited  and  where  activation  requirement  is  prohibited  by  state  law.  See  complete  rules  for  details  at 
participating  Medallion  Resellers.  HardPac  is  a  trademark  of  NovAtel  Carcom,  Inc.  lnte!386SX  is  a  trademark  of  Intel  Corporation.  Graphics  simulate  Microsoft*  Windows™  version  3.0 
a  product  of  Microsoft  Corporation.  Intelligent  Power  Management  is  a  trademark  of  Zenith  Data  Systems  Corporation.  ©  1990  Zenith  Data  Systems  Corporation 


for  a  piece  of  the  turf  it  had  once  hoped  to 
own. 

Turnaround  expert  Brown,  who  pre¬ 
sided  over  the  reconstitution  of  a  $1  bil¬ 
lion  Penn  Central  subsidiary  between 
1985  and  this  year,  was  brought  in  with  a 
mandate  to  repeat  the  act. 

In  his  first  weeks  at  the  helm,  Brown 
won  grace  periods  from  banks  and  bond¬ 
holders  holding  debts  on  which  Concur¬ 
rent  technically  is  in  default.  Last  week, 
the  formal  grace  periods  ended;  however, 
recapitalization  discussions  with  the  lend¬ 
ers  are  ongoing,  Brown  said.  He  added 
that  a  new  business  plan  on  which  the  firm 
has  been  working  since  September  should 
be  in  the  lenders’  hands  within  days. 

While  others  raised  the  issue  of  tech¬ 
nological  extinction,  Brown  remained 
sanguine.  “We’re  still  winning  major  new 
business,”  he  said.  “I  don’t  see  this  as  an 
issue.”  September,  for  instance,  was 
marked  by  a  $1.1  million  order  for  six 
Concurrent  8400  reduced  instruction  set 
computing  real-time  Unix  systems  from  a 
government  subcontractor. 

Brown  acknowledged  that  the  issues 
first  tackled  by  the  new  team  he  has  as¬ 
sembled  were  financial  and  organizational 
rather  than  technological  —  priorities 
dictated  by  the  assumption  that  survival 
comes  before  growth. 

However,  Brown  said,  technology  has 
not  been  neglected:  Formerly  warring  de¬ 
velopment  teams  have  already  been  con¬ 
solidated  into  one  unit,  with  one  direction 
to  march  in  and  a  new  leader  —  Vice 
President  of  Development  George  Samp¬ 
son,  brought  on-board  in  September  —  to 
march  with. 

The  new  business  plan  —  an  early  ver¬ 
sion  of  which  was  apparently  sufficient  to 
sway  the  bankers  to  leniency  —  will  be 
made  public  by  the  end  of  the  year,  Brown 
said. 


A  laptop  deal  that 
will  make  you  do 
a  double  take! 


The  Double  Take  Deal— Buy  a  Zenith  Data  Systems  VGA  laptop 
PC  and  get  a  NovAtel  HardPac ™  transportable  cellular  phone. 

A  $799  retail  value! 

Here’s  a  deal  so  great,  you’ll  look  once,  and  then  again! 

It  starts  with  one  of  these  VGA  laptop  PCs  from  the  number  one  laptop  brand 
in  America*  The  SupersPort®  SX,  giving  you  Intel386SX™  performance  for  advanced 
applications.  The  SupersPort  286e,  with  the  speed  and  power  to  tackle  huge 
spreadsheets,  files  and  databases.  Or  the  new  SlimsPort™  286,  the  9%  pound 
laptop  with  full-size  286  performance.  All  feature  VGA  graphics  and  Zenith  Data 
Systems’  Intelligent  Power  Management™  System  that  lets  you  control  battery  life. 

Simply  buy  one,  then,  you’ll  receive  a  NovAtel  HardPac  transportable  phone** 
at  no  extra  charge!  It  has  3  full  watts  of  power,  handsfree  operation,  and  stores  99 
frequently  called  numbers. 

So  maximize  your  productivity  on  the  road  by  turning  your  travel  time  into 
work  time.  Take  us  up  on  the  Double  Take  Deal!  Call  now.  Offer  ends 

December  31, 1990.  For  more 

i  information  and  the  name  of  the 

SupersPort  sx  '  ,j ’  Zenith  Data  Systems  Medallion 

Reseller  nearest  you,  call 

1-800-523-9393. 


ZEN/TH 

data  systems 

Groupe  Bull 
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In  most  cases,  source  code  is  provided 
without  restriction. 

NASA  operates  nine  regional  Technol¬ 
ogy  Utilization  Offices  that  help  match  in¬ 
dustry  needs  with  NASA  technology.  Ten 
university-affiliated  Industrial  Applica¬ 
tions  Centers  provide  information  re¬ 
trieval  services  from  100  million  scientific 
documents  in  a  NASA  database  and  from 
600  other  databases.  The  space  agency 
also  publishes  NASA  “Tech  Briefs”  and 
“Spinoffs,”  publications  aimed  at  technol¬ 
ogy  transfer. 

NASA  will  also  enter  into  various  kinds 
of  consulting  arrangements  with  compa¬ 
nies,  sometimes  for  a  fee  and  sometimes 
at  no  cost.  Also,  the  space  agency  has  a 
portfolio  of  4,000  patents  available  for  ex¬ 
clusive  or  nonexclusive  licensing. 


NASA  steps  up  effort  to  improve  industry  ties 


BY  GARY  H.  ANTHES 

CW  STAFF 


The  National  Aeronautics  and  Space  Ad¬ 
ministration  (NASA)  has  received  30,000 
requests  for  technology  from  the  private 
sector  since  it  established  its  technology 
transfer  program  28  years  ago.  Now,  the 
space  agency  says  it  wants  to  do  better. 

“In  the  past,  we’ve  waited  until  a 
NASA-sponsored  technology  was  on  the 
shelf  before  looking  for  commercial  appli¬ 
cations.  That  process  takes  10  years. 
Now  we  want  to  do  things  in  parallel,” 
Adm.  Richard  H.  Truly,  NASA  adminis¬ 
trator,  said  to  1,500  industry  hopefuls  at¬ 
tending  the  first  annual  conference  and 
exposition  of  NASA  technology  in  Wash¬ 
ington,  D.C.,  last  month. 

The  exposition  is  part  of  NASA’s  strat¬ 
egy  to  forge  stronger  government-indus¬ 
try  ties.  The  space  agency  is  taking  other 
steps  to  expand  the  scope  of  its  programs 
by  which  technology  in  artificial  intelli¬ 
gence,  computer  hardware  and  software 
engineering,  data  management,  robotics 
and  other  disciplines  finds  it  way  into  the 
production  lines  and  onto  the  balance 
sheets  of  U.S.  corporations. 


ogy  so  that  medical  students  can  navigate 
inside  virtual  cadavers. 

•  A  researcher  from  the  Langley  Re¬ 
search  Center  described  a  NASA  project 
to  develop  a  high-performance  rewritable 
optical  disc  recorder.  It  is  intended  to  re¬ 
cord  at  300M  bit/sec.  per  disc,  hold  10G 
bit  of  data  per  disc,  transfer  data  at  1.8G 
bit/sec.  and  orbit  the  Earth  for  two  to  four 
years  without  repair. 

•  A  computer  scientist  at  the  Goddard 
Space  Flight  Center  described  an  experi¬ 
mental  method  for  accessing  data  over 
heterogeneous  systems  without  having  to 
know  the  access  methods  of  the  constitu¬ 
ent  systems. 


An  even  more  direct  way  that  NASA 
gets  its  computer  smarts  out  to  industry 
is  through  its  Computer  Software  Man¬ 
agement  and  Information  Center  (Cos¬ 
mic)  at  the  University  of  Georgia.  The 
NASA-funded  center  collects  software 
written  by  and  for  the  various  NASA  facil¬ 
ities,  scrubs  it  for  bugs,  reviews  documen¬ 
tation  and  offers  it  for  sale  to  the  public. 

The  Cosmic  catalog  contains  1,200 
software  titles  selling  for  an  average  price 
of  $600  each,  or  $300  for  personal  com¬ 
puter-based  programs.  They  span  nearly 
every  conceivable  field,  from  accounting 
to  nuclear  physics,  but  are  concentrated 
in  scientific  and  engineering  applications. 


Bigger  than  Apollo 

In  particular,  NASA  sees  its  major  new 
programs  —  the  Space  Station,  the  Na¬ 
tional  Aerospace  Plane,  the  Earth  Ob¬ 
serving  System  and  the  Mars  mission  — 
as  generating  a  flood  of  new  technologies 
that  will  dwarf  those  that  flowed  from  the 
Apollo  program  of  the  1960s.  “A  question 
[for  these  programs]  is  how  to  maximize 
technological  and  economic  spin-offs,” 
said  Frank  E.  Penaranda,  the  NASA  offi¬ 
cial  in  charge  of  commercial  programs. 
“The  key  is  to  build  in  technology  trans¬ 
fer  from  the  beginning.” 

Tantalizing  examples  were  not  lacking 
at  NASA’s  Technology  2000  conference. 
In  two  tracts  devoted  to  computer-relat¬ 
ed  technology,  NASA  presented  projects 
such  as  these: 

•  Scientists  from  the  Ames  Research 
Center  described  the  virtual  environment 
display  system,  which  allows  a  user  to  ex¬ 
plore  a  360-degree  “virtual”  environ¬ 
ment  via  a  head-mounted  three-dimen¬ 
sional  display.  The  Johnson  Space  Center 
is  helping  a  university  adapt  the  technol- 


INTERNATIONAL 

BRIEFS 

i  Deeper  shade  of  red 

Struggling  Dutch  technology  vendor 
N.V.  Philips  shocked  the  European 
computer  industry  with  an  announce¬ 
ment  that  it  now  expects  to  incur  net 
losses  of  some  $2.3  billion  in  1990  — 
roughly  double  the  $1.16  billion  loss  that 

I  the  firm  earlier  anticipated. 

Novell,  si 

A  Spanish  court  recently  ruled  that  Ma¬ 
drid-based  Computer  Technology  di 
Espana,  a  software  development  firm, 
violated  Novell,  Inc.’s  intellectual  prop¬ 
erty  rights  by  copying  Novell’s  Netware 
and  marketing  it  under  the  name  Comp- 
net.  The  court  ordered  the  Spanish  firm 
to  surrender  all  Compnet  copies  —  and, 
once  determined,  revenue  —  to  Novell. 

DECEMBER  10, 1990 


ANNOUNCING  OBJECT  WORLD,  JUNE  3-7, 1991,  SAN  FRANCISCO. 

Why  are  more  and  more  smart  companies  embracing 
object  technology?  Because  they  want  to  get  an  edge  on  the 
competition. 

Object  World  will  bring  together  users  and  vendors  of 
object-oriented  technology  for  five  intensive  days  of  seminars, 
conferences,  and  exhibits. 

For  the  first  time,  MIS 
managers,  strategists,  software 
developers,  and  hardware  man¬ 
ufacturers  will  gather  in  one 
location  to  exchange  ideas, 

Objecl  Whrld  is  sponsored  by  Ihe  Object  Management 
Group,  the  leading  organisation  dedicated  to  promoting 
the  commercial  success  of  object  technology  worldwide. 

The  event  is  produced  by  World  RxpoCorp.,  an  Inter¬ 
national  Data  Group  Company,  the  world’s  leader  in 
information  services  on  information  technology. 


share  technology,  and  tackle  issues  of  importance. 

Discover  why  companies  with  a  track  record  of  identify¬ 
ing  and  implementing  new  technologies  have  placed  their  bets 
on  object  technology. 

Get  a  jump  on  the  competition.  Complete  the  coupon 
below  for  information  on  attending  or  exhibiting  at  Object 


r. 


TAKE  PART  IN  OBJECT  WORLD,  JUNE  3-7,  SAN  FRANCISCO. 

For  more  information,  please  call  (800)  225-4698  or  complete  this  coupon  and  mail 
it  to:  Object  World,  c/o  World  Expo  Corp.,  1 1 1  Speen  Street.  RO.  Box  9107. 
Framingham,  MA  01701-9107.  Can’t  wait?  Reply  by  Fax:  (508)  872-8237. 

□  YES.I'  m  interested  in  exhibiting  at  Object  World.  Please  send  the  details. 

□  YES.  I  ‘m  interested  in  attending  Object  World.  Please  send  me  information. 

NAME - 


~1 


TITLE- 


ORGANIZATION. 


-STATE/ZIP- 


L 


TELEPHONE- 


World,  June  3-7,  1991,  at 
the  Fairmont  Hotel  in  San 
Francisco. 

It’s  the  first  show  of 
force  in  object 
technology. 


cwj 
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COMPUTER  CAREERS 


Tired  of  takeovers?  Try  nonprofit  groups 

Pay  is  sometimes  lower,  but  those  who  have  left  commercial  IS  behind  say  benefits  go  beyond  salary 


BY  SHERYL  KAY 

SPECIAL  TO  CW 


Information  systems  pro¬ 
fessionals  seeking  relief 
from  the  corporate  chaos 
of  takeovers  and  competi¬ 
tive  turmoil  may  find  their 
ideal  career  in  nonprofit  organi¬ 
zations. 

Although  nonprofits  general¬ 
ly  offer  lower  salaries,  they  usu¬ 
ally  provide  generous  benefits 
and  job  security.  They  are  also 
not  without  their  competitive 
zest  and  technological  pizzazz. 

“In  a  sense,  we  are  absolutely 
no  different  than 
for-profit  organi¬ 
zations,”  says 
James  Burger,  di¬ 
rector  of  IS  and 
services  at  the 
Jewish  Federa¬ 
tion  and  United 
Fund  of  Metro¬ 
politan  Chicago. 

For  example, 

Burger’s  agency 
vies  for  the  same  funds  being 
sought  by  other  charities  —  a 
definite  form  of  competition.  Un¬ 
der  Burger’s  direction,  the  fed¬ 
eration’s  IS  team  has  developed 
a  number  of  applications,  includ¬ 
ing  a  statistical  demographics 
system  to  target  the  right  people 
at  the  right  time  during  fund¬ 
raising  periods. 

The  IS  department  at  the  Boy 


Scouts  of  America  in  Las  Colinas, 
Texas,  employs  similar  competi¬ 
tive  tactics.  Susan  Spalter,  na¬ 
tional  director  of  the  IS  division, 
says  her  group  developed  and 
maintains  several  revenue-build¬ 
ing  systems,  including  member¬ 
ship,  wholesale  and  retail  sales, 
magazine  subscriptions  and  in¬ 
vestments. 

By  helping  to  keep  the  organi¬ 
zation  financially  fit,  Spalter 
says,  the  IS  division  indirectly 
plays  a  part  in  making  the  Boy 
Scouts  a  growing,  attractive  or¬ 
ganization  for  children  and  par¬ 
ents  alike. 

The  lure  of 
competitive  chal¬ 
lenges  aside,  IS 
professionals  say 
there  are  hidden 
benefits  in  the 
nonprofit  field. 
John  Kopkovits, 
director  of  infor¬ 
mation  resources 
at  the  H.  Lee 
Moffit  Cancer 
Center  and  Research  Institute  in 
Tampa,  Fla.,  says  working  in  a 
hospital  setting  has  enabled  him 
to  feel  like  he  is  making  a  positive 
contribution  to  society.  “I  never 
felt  this  in  the  corporate  world,” 
says  Kopkovits,  who  spent  the 
first  eight  years  of  his  career  in 
the  for-profit  sector. 

Spalter  likes  to  refer  to  these 
hidden  nuggets  as  “psychic  in¬ 


come,”  or  the  part  of  your  job 
that  makes  you  feel  good  about 
yourself.  Before  joining  the  Boy 
Scouts,  she  worked  for  16  years 
in  the  commercial  IS  world. 

While  there  were  times, 
Spalter  says,  when  she  was 
proud  of  her  accomplishments  in 
commercial  business,  “it  never 
compared  to  the  thrill  I  get  when 
I  come  upon  a  group  of  scouts  on 
a  hiking  trip,  and  I  know  that 
what  I’m  doing  makes  their 
scouting  possible.” 

The  downside 

Of  course,  nonprofit  is  certainly 
not  a  perfect  world  for  IS  profes¬ 
sionals.  One  major  frustration 
many  IS  managers  have  to  deal 
with  in  nonprofit  organizations  is 
a  lack  of  business  awareness. 

“We  have  400  councils 
around  the  U.S.,  and  some  of 
these  [program  organizers]  are 
not  paying  attention  to  the  bot¬ 
tom  line.  We  do  cost/benefits  an¬ 
alyses,  but  not  everyone  under¬ 
stands  why  we  have  to  do  this, 
because  they  don’t  view  every¬ 
thing  from  the  profit  side,” 
Spalter  says. 

A  second  drawback  is  that  sal¬ 
aries  in  nonprofit  organizations 
are  almost  always  lower  than 
those  in  corporations,  says  Rich¬ 
ard  Wonder,  national  director  of 
the  IS  division  at  Robert  Half  In¬ 
ternational  in  Menlo  Park,  Calif. 

However,  benefits  such  as  va¬ 


cation  time,  medical  plans  and 
pensions  are  almost  always  bet¬ 
ter  in  nonprofit  groups,  Wonder 
adds. 

In  addition,  other  than  organi¬ 
zations  that  rely  on  yearly 
grants,  few  nonprofit  groups  are 
going  out  of  business  or  merging 


Many  is  pro¬ 
fessionals 

say  there  are 
hidden  benefits  in  the 
nonprofit  field.  For  ex¬ 
ample,  it  can  make  you 
feel  like  you  are  mak¬ 
ing  a  positive  contribu¬ 
tion  to  society. 


with  other  organizations,  so  job 
security  is  usually  very  strong. 

Though  lagging  in  pay,  non¬ 
profits  are  frequently  advanced 
in  the  use  of  technology,  Kopko¬ 
vits  says.  In  many  areas,  certain 
software  products  are  now  being 
installed  —  particularly  in  clini¬ 
cal  environments  —  that  call  for 
highly  skilled  applications  devel¬ 
opers. 

The  use  of  the  latest  technol¬ 
ogy  can  also  boost  salaries  to 
higher  levels.  For  example,  Kop¬ 
kovits  says,  his  organization  is 
willing  to  pay  competitive  sala¬ 


ries  to  get  the  skills  it  needs. 

IS  professionals  should  seek 
areas  in  nonprofit  organizations 
that  use  the  latest  technology  to 
guarantee  that  their  skills  can  be 
transferred  from  profit  to  non¬ 
profit  environments  and  vice 
versa,  Wonder  advises. 

Many  IS  professionals  who 
wish  to  leave  nonprofit  organiza¬ 
tions  after  a  lengthy  career  and 
enter  the  commercial  sector  fear 
that  their  backgrounds  may  not 
be  taken  seriously. 

For  instance,  Burger  thinks 
that  his  1 1  years  of  nonprofit  ex¬ 
perience  may  unjustly  carry 
some  sort  of  stigma. 

“Employers  might  question 
what  sort  of  exposure  I  have  had 
and  how  creative  I  have  been,” 
Burger  says.  He  says  he  hopes 
that  if  he’s  ever  in  the  position  of 
looking  for  a  new  job,  the  em¬ 
ployer  will  look  past  what  the  or¬ 
ganization  does  and  judge  him  by 
his  accomplishments. 

However,  to  generalize  that 
anyone  from  a  nonprofit  organi¬ 
zation  cannot  adjust  to  commer¬ 
cial  firms  is  an  unfair  assess¬ 
ment,  Wonder  says.  Any  profit¬ 
making  company  that  espouses 
this  philosophy  may  be  passing 
up  qualified  candidates,  he  adds. 

Kopkovits  underlines  that 
misconception:  “We  are  manag¬ 
ers  of  expectations  and  agents  of 
change,  just  the  same  as  in  any 
technical  department  of  any  cor¬ 
poration.” 


Kay  is  a  Tampa,  Fla. -based  business 
consultant  and  free-lance  writer  special¬ 
izing  in  emerging  technologies  and  hu¬ 
man  resources. 


COMPUTER  PROFESSIONALS 

Benson,  Douglas  &  Associates,  Inc.  is  an  estab¬ 
lished  leader  in  the  Information  Technology  Serv¬ 
ices  consulting  industry.  Our  steady  growth  has 
created  the  need  for  us  to  expand  our  staff.  BD&A 
offers  a  diversity  of  projects  with  opportunity  for  ad¬ 
vancement  to  such  positions  as  Project  Manager 
and  Field  Support  Manager.  We  offer  an  excep¬ 
tional  benefits  package  that  includes  major  medical, 
dental,  401K  and  profit  sharing.  Current  require¬ 
ments  are: 

IBM  -  TELON,  CICS,  IDMS/CAD/CAM, 
COBOL,  DB2,  AD  ABASE/NATURAL, PC- 
MS/DOS-C,  AS/400  -  RPGIII,  SYNON 

VAX  -  VMS-C,  CI-CLUSTER  -  SYS.  MGR, 
SMARTSTAR,  ORACLE,  INGRES,  SAS, 
DBMS-CODASYL.UNIX-WINDOWS, 
MOTIF 

HP/3000  -  COBOL,  FORTRAN,  SPL,  ASK, 
SPEEDWARE,  MM,  PM,  PROTOS, 
TRANSACT,  POWERHOUSE 

HP/9000  -  HPUX,  C,  UNIX,  X- WINDOWS, 
MOTIF 

Call,  mail  or  fax  resumes  and  salary  requirements 

to: 

113  Edinburgh  South,  Suite  #  104 
Cary,  North  Carolina  27511 
Attention:  Jim  Hash  or  Bill  Hood 
Phone#  (919)467-3357  or  (800)525-2927 
Fax#  (919)467-7688 

AN  EQUAL  OPPORTUNITY  EMPLOYER 


MIS  Programmer 
Analyst 

The  Solar  Energy  Research  Institute 
(SERI),  located  in  Golden,  Colorado, ' 
of  Denver,  is  the  nation’s  primary  federal 
laboratory  for  the  study  of  renewable  tech¬ 
nologies  and  solar  energy.  As  an  MIS  Program¬ 
mer  Analyst  with  SERI,  you  will  contribute  to  the 
development  and  maintenance  of  our  Manage¬ 
ment  Information  Systems  by  analyzing,  design¬ 
ing,  programming  and  maintaining  major  busi¬ 
ness  applications.  The  emphasis  will  be  on  rela¬ 
tional  data  base  management  systems. 


You  must  possess  a  BA/BS  in  Computer  Sci¬ 
ence  or  Business  Administration  and  3  years 
programming  experience  or  equivalent.  This 
experience  must  include  2  years  of  using 
Oracle  for  business  or  environmental  analysis 
applications.  A  strong  programming  and  analy¬ 
sis  background  with  large  scale  business 
software  systems  and  RDBMS  is  also  neces¬ 
sary.  Skill  with  IBM  PCs,  SQL,  report  writer  and 
screen  generator  as  well  as  programming 
experience  in  COBOL  or  C  is  essential.  Pro¬ 
gram  development  experience  in  a  PC  environ¬ 
ment  is  desirable. 

We  offer  an  excellent  compensation  and  bene¬ 
fits  package.  Please  send  resume  to:  Human 
Resources  Office,  E3700-677,  SERI,  1617  Cole 
Blvd.,  Golden,  CO  80401.  Women  and  minori¬ 
ties  are  encouraged  to  apply.  We  are  an  equal 
opportunity  employer. 


SE?I 


Solar  Energy  Research  Institute 

mm 


System  Integration 

Tulsa-D/FW _ 


Work  at  the  leading  edge  of  airline 
information  technology  with  the  industry 
pioneer. 

You’ll  be  responsible  for  organizing  the 
UNIX  system  environment;  setting  up  the 
UNIX  system  including  installation  and 
modification,  developing  the  system 
process  control  and  management 
procedures. 

Candidates  should  have  a  minimum  of  3-5 
years  of  UNIX  based  experience  on 
multiple  hardware  platforms. 

Experience  supporting  UNIX  based 
systems  in  an  OS  I  client/server  and 
distributed  environment  is  essential. 
Knowledge  of  various  IWS,  GUI  products 
and  mid-range  hardware  architectures  is 
also  criterion  for  consideration. 

To  apply  please  send  vour  resume  to: 

American  Airlines,  Inc.,  P.0.  Box 
582809,  MD401,  Dept.  24T-CW,  Tulsa, 
OK  74158-2809. 

American 

Airlines’ 

An  equal  opportunity  employer 
©  1 990,  American  Airlines,  I  nc. 


Sunbelt  Opportunities 


ADABAS/NAT  Prog/Anal's.  30-37K 

TANDEM  Prog/Anal's .  30-40K 

DB2/SQL  Prog/Anal's  3IT40K 
AS/400- S/38  Prog/Anal's  30-37K 
Bank  Prog/Anal's  30-36K 

Insurance  Prog/Anal's  30-35K 
Manufacturing  Prog/Anal's  32-36K 

Retail  Prog/Anal's .  29  34k 

MSA  or  M&D  Prog/Anal's  33-40K 
CICS  Prog/Anal's  30-36K 

IMS  DB/DC  Prog/Anal's  30-36K 
ASSEMBLER  Prog/Anal's  29-35K 
MVS/C0B0L  Prog/Anal's  25-30K 
VAX/COBOL  Prog/Anal's  32-36K 
HP  3000-C080L  Prog/Anal's  30-35K 
DB2  or  IMS  DBA  s  4(M9K 

EDP  Auditors  33-46K 

North  Carolina's  largest  employment 
agency,  in  business  since  1975.  300 
affiliates  Opportunities  in  the  South¬ 
east  and  nationwide 

«  Corporate 

Personnel 

Consultants 

3705-320  Latrobe  Drive.  Box  221739 
Charlotte.  NC  28222  (704)366-1800 

Attn:  Rick  htourtg,  C.P.C. 


PROGRAMMERS 

I  COBOL/DMS  II . to  $46K  I 

DMS1100  . to  $46K 

MAPPER .  to  $45K 

LINC .  to  $50 K 

DMS  1 100  SUPPORT  to  $60K 

EXEC  or  MCP .  to  $60K 

TRAVELING  P/A's  . ...to  $45K 
Permanent  placement  tor  I 
UNISYS  Programmers  and 
Analysts  throughout  the  US. 
FREE  service  to  candidates  I 


COMPUTER  STAFFING 

call  800/88UNISYS 
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Systems  Engineer 

Provide  computer  programming  support 
for  a  variety  of  business,  engineering  and 
manufacturing  computer  systems.  Under 
general  direction  develops  and  maintains 
data  processing  applications  which  meet 
customer  business  needs.  Codes,  tests  and 
implements  computer  programs  in  develop¬ 
mental  and  maintenance  modes.  Defines 
system  requirements  and  priorities  with 
customers  and  ensures  that  daily  needs  are 
met.  Develops  system  and  programming 
specifications.  Designs  data  processing 
solutions  based  on  business  need  and  tech¬ 
nical  considerations.  Researches  and 
resolves  application  production  problems. 
Monitors  application  performance  and 
performs  run  time  improvement  functions. 
Prepares  system  documentation. 

Education  Required:  Bachelor  of 

Science  —  Computer  Science 

Experience  Required:  Programmer/ 

Analyst  —  2  years.  Experience  must  include: 

1  year  programming  in  “C”  language,  and 

1  year  developing  projects  for  PCs. 

The  minimum  working  hours  are  40 
hours  per  week,  with  a  starting  salary  of 
$32,220  per  year.  This  ad  is  employer-paid. 

Please  send  resume  in  confidence  to: 
Michigan  Employment  Security 

Commission,  7310  Woodward  Avenue, 

Room  415,  Detroit,  Michigan  48202. 

Reference  No.  84790. 

An  Equal  Opportunity  Employer 

M/F/V/H 

The  Chamberlain  Group,  Inc.,  the  world's  largest  ga¬ 
rage  door  opener  manufacturer  with  facilities  in  Nogales, 
Arizona  and  just  across  the  border  in  Mexico,  currently 
has  the  following  opportunity: 

SYSTEMS  ANALYST 

Position  requires  3-5  years  experience  in  a  manufac¬ 
turing  environment  (preferably  IBM )  utilizing  structured 
analysis/design  methodologies  and  application/ 
implementation  of  MRP  1 1,  J-l-T  and  TQM  systems/ 
programs.  Experience  with  relational  databases,  bar 
codes  and  personal  computers  is  also  necessary. 
Candidates  must  have  a  Bachelor's  degree  in  Business 
or  Information  Systems  and  excellent  oral/written 
communication  skills. 

Surrounded  by  mountains  and  lakes,  Nogales  and 
surrounding  areas  offer  congestion-free  neighbor¬ 
hoods,  good  schools  and  a  healthy  environment  in 
which  to  raise  kids,  plus  the  distinctive  beauty  and 
resort  lifestyle  of  the  great  South  west.  It's  a  great  place 
to  live. 

The  Chamberlain  Group  offers  a  competitive  salary  and 
an  excellent  benefits  package.  Please  send  your  resume 

to  The  Chamberlain  Group,  Inc.,  Mr.  Chris  Ledyard, 
New  Planl-Grupo  Chamberlain,  P.O.  Box 550,  Nogales, 

AZ  85728.  EEOM/F/H/V. 

8  CHAMBERLAIN 

A  Unit  of  Duchossois  Industries,  Inc. 


■  SUNBELT  &  ATLANTA  ■ 

^  $25,000  to  $95,000  ^ 

IDMS/CASE/DATACOM/IMS/DB2 
VAX/MAPICS/FOCUS/SYS38/AS400 
BAL/PLI/DP  SALES/TANDEM/COPICS 

Need  Programmers,  Programmer/Analysts  for  Full-Time 
and  Consulting  Positions  in  IBM  Shops.  Relocation  Ex¬ 
penses  Paid.  Send  resume  to: 

Jim  Heard,  EDP  Consultants,  Inc. 

3067  Bunker  Hill  Road,  Suite  202 
Marietta,  Georgia  30062 

FAX:  24-HOURS  PHONE: 

^  404-973-4052  or  404-971-7281  ^ 

■  404-977-8223 


OUTSTANDING 


In  the  world  of 
electronic  defense 
systems,  it’s  not 
enough  to  build 
precision  products, 
rock-solia  systems. 

We  need  people  who 
think  beyona  excel¬ 
lence  to  imagine  inno¬ 
vations  of  monumental 
proportions. 

At  E-Systems  Garland  Division,  we 
understand  that  to  succeed  in  the  complex 
world  of  electronic  defense,  we  have  to  be 
better  than  good.  We've  got  to  go  one  step 
beyond- to  redefine  the  meaning  of  preci¬ 
sion.  Because  it’s  not  enough  for  us  to 
create  systems  that  have  never  been  built 
before,  but  to  build  them  within  incredible 
tolerances-specifications  that  use  excel- 
fence  as  the  base  standard. 

So  it's  no  wonder  that  we're  one  of 
America's  fastest  growing  suppliers  of  elec¬ 
tronic  defense  systems  Outstanding  sys¬ 
tems,  products  and  technologies  come  from 
innovative  professionals 

E-Systems  Garland  Division  is  a 
Dallas-based  leader  in  advanced  signal  and 
image  processing  technologies,  sophisti¬ 
cated  receiver  systems,  and  systems  inte¬ 
gration  for  programs  like  JSIPS  and  the 
Distributed  Wargaming  System 

Be  outstanding  in  your  field. 

If  you're  a  technical  professional,  we 
invite  you  to  stand  out  with  E-Systems 
Garland  Division 

Senior  Software  Engineers 

•  UNIX,  “C”,  Ada,  Pascal 

•  X-Windows 

•  68000  Firmware 

•  Sun,  Daisy,  Micro  VAX 

Workstations 

•  Cray  and  IBM  Systems  Software 

•  DEC  VAX/VMS  Software 

•  Algorithm  Development 


Senior  Hardware  Systems 
Engineers 

•  Digital  Processing  (Image  and 
Signal) 

•  Receiver/Antenna 

•  RF/IF  Communications 

•  SIGINT/EUNT 
•VHSIC,  VLSI,  MM1C,  GaAs 

•  CAE/CAD/CAM  Applications 

Management  Information 
Systems 

•  Business  Systems  Programming 

•  IDMS/Cullinet 

Support  Engineers 

•  Components 
•Quality 

•  Calibration 

•  Configuration 

Business  Development 
Specialists 

•  Govemment/Commercial 
Programs 

•  Mass  Storage  Systems 

•  Communications  Systems 


Be  lietter  than  good.  Join  E-Systems 
Garland  Division  today.  Send  your 
resume  to:  Ann  Olson,  Director  of 
Staffing,  E-Systems,  Inc.,  Garland 
Division,  P.0.  Box  660023,  Dept  41PY, 
Dallas,  Texas  75266-0023. 


Principals  only,  please 
I  S  Citoenship  Required 
An  Equal  Opportunity  Employer,  M/F/V/H. 


E-SYSTEMS 


The  science  of  systems. 


i  onsiillanls.  I  m 


Data  Processing 

Seltmann,  Cobb  &  Bryant,  Inc.,  a  data  processing  consulting 
company  providing  software  development  services  to  utilities,  gov¬ 
ernment,  and  private  industry  has  openings  throughout  your  region 
for  DP  professionals  with  any  of  the  following  experience: 


Saf  Software,  one  ot  the  fast¬ 
est  growing  contract  program¬ 
ming  and  consMng  frms,  has 
immediate  openings  tor _ 


•  UNIX,  C  •  SOLIDS  •  IDMS 
•REAL  TIME  APPLICATION 
•AS/400,  RPGIII 
•TECH  WRITER,  BKMSTR., 
BKMGR. 

•062,  TELON,  PU1 
•IMS/DB2  -  SYS.  PROG. 
•VAX/VMS,  C  •  TELECOMM. 
PROJECT  LEADER 
•UNISYS  1100,  MASM,  PLUS, 
COMUS.  (NM) 

•ORACLE,  FORTRAN  or  C 


•  HOUSTON*  DALLAS 
•WASHNGTON 

Please  cal,  tax  or  mal  resune  to: 
Sai  Software 
Consultants,  Inc. 

2330  Timber  Shadows  Ste  2021 


•  IMS /TELON 

•  IMS  DB2/PL1 

•  IMS/DB2/TELON 

•  IMS  DB  or  DC 

•  DB2 

•  TELON 

•  Burroughs/COBOL 


•  CICS/COBOL 

•  System  Programmer/MVS/VTAM 

•  IMS/Database  Administrator 

•  FOCUS 

•  INFORM 

•  AD  ABASE/NATURAL 


If  you  have  above  average  skills  and  are  seeking  an  alternative, 
call  SCB  at  1-800-221-9525  or  615-256-5122.  FAX  (615-244- 
4947)  or  mail  resume  to  our  Regional  Staffing  Office: 


Seltmann,  Cobb  &  Bryant,  Inc. 

227  2nd  Avenue  North 
3rd  Floor 

Nashville,  TN  37201 


Kingwood,  Texas  77339 

1-800-888-2748 
(713)  358-1858 
Fsx  (713)  358-8952 


The  Supercomputer  Computations 
Research  Institute,  Florida  State 
University,  invites  applications  for 
an  Assistant  in  Research  position 
to  assist  computational  scientists 
to  develop  algorithms  with  new  su¬ 
percomputer  applications  and  op¬ 
erating  system  software.  A  mas¬ 
ters  degree  in  science  or  engi- 
neenng  (computer  science  pre¬ 
ferred)  is  required  with  at  least  five 
years  of  experience  using  super¬ 
computers  Experience  in  parallel 
programming  on  both  SIMD  and 
MIMD  systems  preferred.  Send 
applications  with  curriculum  vitae 
and  three  letters  of  reference  by 
December  14,  1990  to  Dr  Dennis 
Duke,  Supercomputer  Computa¬ 
tions  Research  institute,  B-186, 
Florida  State  University,  Tallahas¬ 
see,  Florida  32306-4052  (Equal 
Opportunity  Employer). 


LOOK!!!  INNOVATIVE  DP  RECRUITER!!! 


IMMEDIATE  OPENING 
MUST  BE  AGGRESSIVE  WITH 
ESTABLISHED  TRACK  RECORD 

CURRENT  TECHNICAL  POSITIONS 

•  IDMS  ADS/O  •  COBOL,  CICS,  IMS 

•  ADABAS/NATURAL  (Current)  •  ORACLE 

•  TELON  or  CSP  •  DG  INFOS/CQCS 

•  AS400  SYNON  •  Technical  Writers 

and  many  more... 

LIFE-COMM  LIFE/70  (especially  VUL) 

SAGE  CONSULTING  SERVICES 

(Life  Insurance  Services  Division) 

ICS  CONSULTING  SERVICES,  INC. 

2050  North  Loop  West,  Suite  201 
Houston,  TX  77018 
713/956-9400 
FAX  713/956-7172 


CONTRACT  PROGRAMMERS 

WITH  A  MINIMUM  OF  4  YRS  EXP. 


ADABAS/NATURAL  2.0 
SENIOR  PROGRAMMER/ ANALYST 


Up  to  $45  Per  Hour 

DATABASE  ADMINISTRATOR 
PREDICT  AND  UTILITIES 

UP  TO  $50  PER  HOUR 


TOKEN  RING 
IDMS/ADS/O 
PRIME  9000 
DEC,  MICROVAX 
VMS,  DECNET 
INGRES/ORACLE 
FOCUS 

Project  Manager- 
ADABAS/NATURAL 
up  to  $50  hour 
MODEL  204 


NOVELL  NETWARE 

IMS/DB/DC 

CICS/OS/DOS 

DB2.  SQL,  SQL  Windows 

ETHERNET 

UNIVAC  1100,  TIP 

ADA,  UNIX,  C 

P/C  SPECIALIST  w/ 

SQL  Windows 
System  38-RPG  III 
w/Synon  exp. 


Openings  in  CA,  Dallas  TX,  LA,  MO,  OK,  IL,  OH,  Ml,  NC,  VA,  & 
West  VA. 


J.P.S.  INC 


P.O.  Box  690007,  Houston,  TX  77269 
(713)  820-0024,  Toll  Free  (800)  633-0391,  FAX  (713)  370-8021 
No  trainees  or  part-time  positions 

Equal  Opportunity  Employer 


SAN  FRANCISCO  BAY  AREA 

The  Bay  Area  continues  to  hire. .  .New  openings 
require  the  following  skills: 

•  DEC/VMS  Programmer/ Analysis,  Systems  Programmers 

•  IDMS/ADSO  Programmers,  Analysis 

•  AS-400  Programmers.  Analysis 

•  C/UNIX  Programmers,  Systems  Administrators 

•  DB2  Programmer/ Analysts,  Project  Leaders 

•  RDBMS  All  levels  of  ORACLE.  INGRES,  INFORMIX 

and  SYBASE 

THE  SEARCH  FIRM,  INC. 

595  MARKET  STREET,  SUITE  1400,  SAN  FRANCISCO,  CA  94105 
1415)  777-3900  FAX  777-8632 
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DIRECTOR  OF  HOSPITAL 
INFORMATION  SYSTEMS 

The  University  of  North  Carolina  Hospitals,  a 
progressive,  665-bed  university  teaching 
hospital,  is  accepting  applications  for  a  health¬ 
care  experienced  Director  of  Information 
Systems.  The  Director  reports  to  the  Associate 
Director  of  Hospital  Operations/Director  of  Fiscal 
Services  with  support  from  a  staff  of  70  + .  The 
Director  is  responsible  for  an  integrated  hospital 
information  system  to  serve  clinical,  research, 
financial  and  administrative  needs.  Supervisory 
experience  should  include  both  applications 
and  operational  areas. 

Major  projects  include  the  networking  of  all 
existing  MIS  systems,  development  of  an  institu¬ 
tional  data  base  (DB-2)  and  upgrading  existing 
vendor  supported  applications.  An  IBM  3090 
is  the  primary  operating  hardware  platform. 
Knowledge  of  telecommunications,  Token- 
Ring/Ethernet  L.A.N.  a  plus.  A  degree  in  com¬ 
puter  sciences,  business  or  related  field 
required.  Post  graduate  education  is  desirable. 

The  successful  candidate  will  have  experi¬ 
ence  supporting  the  information  needs  of  a 
large/diverse  inpatient  and  ambulatory  care 
environment.  Salary  commensurate  with  educa¬ 
tion,  experience  and  prior  achievements. 

Please  forward  your  resume  and  salary 
history  by  Jan.  31, 1991  to:  Margaret  Brooks,  Ad¬ 
ministrative  Assistant  to  Associate  Director  of 
Operations,  Directorof  Fiscal  Services,  UNC 
Hospitals,  6th  FI.  Patient  Support  Tower,  101 
Manning  Drive,  Chapel  Hill,  NC  27514. 

An  Equal  Opportunity/Affirmative  Action  Employer. 


North  Carolina  Memorial  Hospital 
North  Carolina  Children's  Hospital 
North  Carolina  Neuropsychiatric  Hospital 


Director  of 

Information  Technology 

Gettysburg  College 

Gettysburg  College  is  seeking  a  Director  of  Informa¬ 
tion  Technology  who  will  provide  leadership  and  support 
while  developing  innovative  strategies  for  information  dis¬ 
semination  on  a  campus  experiencing  rapid  technological 
changes.  This  is  an  administrative  position,  reporting  di¬ 
rectly  to  the  Associate  Provost  for  Computing.  The  di¬ 
rector  will  work  closely  with  faculty  and  staff  to  develop 
training  programs  and  other  service-related  systems,  and 
to  support  their  computing  needs.  The  director  also  will 
coordinate  and  set  priorities  for  all  areas  of  technical  ser¬ 
vice  including  the  computer  staff,  computer  store,  printing 
office  and  post  office. 

Technical  assistance  for  all  faculty,  staff  and  adminis¬ 
trators  is  provided  by  the  computer  staff.  State-of-the-art 
equipment  includes  a  VAX  6310  mainframe  and  a  SUN  4/ 
490  server,  six  campus  computer  labs  with  Apple,  IBM 
and  NeXT  computers  and  SUN  workstations.  Administra¬ 
tive  software  is  run  on  a  PRIME  9955/11.  A  campus-wide 
network  linking  administrative  and  academic  computing 
and  the  library  system  is  currently  being  implemented. 
Plans  for  expansion  include  network  hookup  in  all  aca¬ 
demic  buildings  and  dormitories  as  well  as  connection  to 
the  internet. 

The  successful  candidate  will  have  earned  a  doctorate 
(or  an  advanced  degree  with  equivalent  professional  ex¬ 
perience)  in  a  field  related  to  information  technology.  Sig¬ 
nificant  hands-on  experience  in  computer  operations  or 
software  development  is  also  essential.  A  strong  interest 
in  distributed  systems  and  microcomputing,  as  well  as  the 
ability  to  bring  new  technologies  to  the  campus,  is  de¬ 
sired. 

Gettysburg  College  is  a  private,  liberal  arts  college  with 
an  enrollment  of  1 ,900  students.  The  200-acre  campus  is 
located  in  south  central  Pennsylvania  adjacent  to  the  his¬ 
toric  Gettysburg  National  Park.  Several  major  cities,  in¬ 
cluding  Philadelphia  and  Washington,  DC,  are  easily  ac¬ 
cessible.  The  position  will  remain  open  until  filled.  Initial  re¬ 
view  of  applications  will  begin  December  14, 1990.  For 
consideration,  submit  a  letter  of  application,  resume, 
names  and  telephone  numbers  of  references  to:  SEARCH 
COMMITTEE,  Pennsylvania  Hall-Box  439,  GETTYS¬ 
BURG  COLLEGE,  Gettysburg,  PA  17325. 


Amer.  Comp.  Profs. 

I.S.  RESUME  GUIDE 
Career  Need  a  Boost? 

Write  today  for  this  free  guide  to  help  you  with  career 
planning  and  resume  preparation, 
form  and  mail  It  In  TODAYI 

Name _ 

Street _ 

Clty_ 


ip  you 

Simply  complete  the 


Stata,  Zip 
Home  No*  __ 

HW:  _ 

SW: _ 


mpute 

140  Stonertoge  Dr.,  Suite  ISO 
Columbia,  South  Carolina  29210 


WHEN  IT  COMES  TO 
RESOLVING  EMPLOYEE  CONCERNS.. 

1500  HEADS  ARE  BETTER 
THAN  ONE, 


Hfl.  P£PT  M 

jiniuiuiuii  iiinuuB 


v/anti  iutinuvtyv\x\»>»'Mj 


There  is  no  reason  to  work  without  the  support  of  New  England’s  leading 
association  of  Human  Resources  Professionals.  NEHRA  is  your  best  local  source 
for  networking,  new  trends,  surveys,  seminars,  vendor  information,  and  much 
more.  Why  work  alone  when  you  can  put  1,500  heads  together? 

To  join,  just  call  Peggy  Erdlen  at  617  235-2900.  NEHRA  FOR  THE  90s 


Northeast  Human  Resources  Association 
20  William  Street,  Suite  G20 
Wellesley  MA  02181 
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SOFTWARE  ANALYST  II 

software  Analyst  II:  Design,  code, 
:est,  debug  and  document  Com¬ 
dex  computer  programs,  analyze 
lystem  inputs,  processing  and 
autput  requirements,  and  apply 
lata  base  management  tech- 
liques.  utilities,  file  access  meth- 
3ds  and  communication  formulas. 
Just  have  minimum  Bachelor's  in 
^imputer  Science,  three  years 
sxperience  in  duties  of  program- 
ner/analyst  (or  two  years  with 
Master's)  and  be  thoroughly  famil- 
ar  with  use  of  HP3000  and  MPE 
<1  operating  system,  VAX  and  it's 
iperating  system,  Cobol,  Pascal, 
mage  Data  Base.  Query,  and 
’owerhouse  Cognos.  Monday  - 
:riday  8:30  am  -  5:30  pm. 
>634.62  per  week  Those  inter- 
isted  send  resume  to  Georgia  De- 
>artment  of  Labor  Job  Service, 
1535  Atkinson  Road,  Lawrence- 
itlle,  Georgia  30243,  or  to  the 
learest  Georgia  Job  Service  Cen- 
er  Control  #GA5461 281 


SOUTHEAST 

CONNECTION 


Ve  currently  need  people  with  2+ 
■ears  exp.  as  Proa/ Analysts,  Sys- 
em  Programmers  S  Data  Base  An- 
dysts  for  positions  throughout  the 
Southeast  in  any  of  the  following: 


•  DB2/CSP 

•  CICS 

•  IDMS 

>  Casa  Tools 


a  AS/400,  38 

•  HP3000 

•  Oracle 

a  M&D/MSA 


>  IMS/D6/DC  a  Hogan 

>  Natural.  Adabas  a  MRP 

>  Ideal  DataComm  a  Synon 


Confidentially  send  your  resume 
rODAY!  Please  include  salary  & 
jeographical  preferences/restnc- 
10ns 


VIP  Personnel,  Inc. 

3101  Guess  Road,  Suite  C 
Durham,  NC  27705 

(919)  471-6404 
FAX  (919)  471-4044 


TAMPA 

Challenging  work  and  an  en¬ 
joyable  life  style  await  you  as 
a  consultant  for  our  clients  in 
the  Bay  area... 

DB2,  CICS,  IMS/DB-DC 
ORACLE,  RDB,  IMAGE 

Experience  in  telephone  and 
financial  systems  needed. 

Contact:  SBT 

P.O.  Box  2717 
Dunedin,  FL  34697 

FAX:  813-734-9789 


Sr  Systems  Engr.  with  Bachelors 
ri  Comp  Sci,  Engg,  Engg  Tech  or 
related  equiv  &  4  yrs  exp  in  IBM 
MVS  technical  support  using 
CICS,  IMS  &  TSO  subsystems  for 
COPICS  installation,  maint.  & 
modification  In  an  IBM  MVS  envi¬ 
ronment,  will  install/maintain  COP¬ 
ICS  applications  for  use  by  devel 
5  maint.  groups;  perform  systems 
engg  &  systems  progg  In  MVS. 
CICS,  IMS,  DB2,  TSO  &  give 
tech'l  support/analysis  to  applica¬ 
tion  devel  groups;  analyze  pkg 
req'mnts  &  implement  solutions 
for  COPICS  applications;  analyze 
MVS  systems  software/hardware 
req'mnts  for  capacity  planning. 
$55/hr.  Resumes  only  to  GA  State 
Employment  Service.  2811  Lake- 
wood  A  ve,  SW  Atlanta,  GA 
3031 5,  Control  #GA5461 305 


CONSULTANTS  NEEDED! 


EXCELLENT  PAY  FOR 
TOP  PEOPLE! 

Many  Positions  Available: 

•  MVS/C,  IMS  a  plus,  Bell 
System  exp.  a  plus. 

•  MVS,  VSAM,  CICS, 

COBOL,  banking  and/or 
Telemarketing  exp.  a  plus. 

•  UNIX/C,  ORACLE  or 
SYBASE  a  plus. 

and  much,  much  morel  I 
CONSULTING  AND  FULL-TIME 
OPPORTUNITIES! 

Call  and  send  resume  today! 

NK  Associates.  Inc. 

760  Alps  Road,  Dept.  £-100 
Wayne,  NJ  07470 
(201)628-7477 


Recruit  qualified  com¬ 
puter  and  communica¬ 
tions  professionals  with 
the  IDG  Communica¬ 
tions  Computer  Careers 
Network  of  five  leading 
computer  newspapers. 

Call 

Lisa  McGrath 
at: 

(800)  343-6474 
in  MA, 

508/879-0700 

for  more  details. 


PROGRAMMER/ANALYSTS 


6  SYSTEMS  PROGRAMMERS 

FOR  CAROLINAS 
AND  SOUTHEAST 

Numerous  opportunities 
exist  for  on-line  and  data 
base  applications  P/A's  as 
well  as  systems  programmers 
and  DBA  s  Fee  Paid  Please 
call  or  send  resume  to: 

Keith  Reichle,  CPC 
Systems  Search,  Inc. 

203  Heritage  Park 
Lake  Wylie,  SC  29710 
803/831-2129 

(Local  to  Charlotte.  NC) 


RESEARCH  TRIANGLE 
OPPORTUNITIES 

Currently  recruiting  experi¬ 
enced  computer  pro*  with 
beckground  in  any  of  the  fol¬ 
lowing:  IBM  COBOL;  CICS; 
IDMS;  IMS;  ORACLE;  Ingres; 
Progress;  Ideal;  Datacom;  DB 
2;  UNIX;  HOGAN;  Assembler; 
AS400;  DEC/VAX  Cobol  or 
Fortran;  2167;  Ada;  AS/400; 
Mtg.;  Banking;  Insurance; 
MVS,  DOS,  IMS  or  CICS  Sys¬ 
tems  Progrs;  DEC/VAX  Sys¬ 
tems  Mgrs;  Adabas/Natural; 
Banyon;  DB  Analysts:  Partial 
listing  of  local,  regional  A  nat'l 
fee  paid  position*.  Call  or 
write: 

The  Underwood  Group,  Inc. 

3924  Browning  PL,  Suite  7 
Raleigh,  NC  27609 
(919)  782-3024 
FAX  (919)  783-0492 


Full  time  systems  analyst  to  con¬ 
duct  structural  design  and  analy¬ 
sis  of  software  systems  such  as 
IDMS  network,  COBOL  and 
ADS/O  for  commercial  and  indus¬ 
trial  clients.  Represent  company 
In  analyzing  the  software  needs 
upon  consultation  with  its  clients, 
then  execute  systems  design, 
trouble-shooting  the  software  ar¬ 
chitecture  and  supervising  the 
programming  thereof  Direct  su¬ 
pervisory  responsibilities  over 
programmer  staff.  Must  have 
Bachelor  of  Science  in  Mathemat¬ 
ics  or  Computer  Science  and  one 
year  experience  as  a  Systems 
Analyst  or  Systems  Engineer 
Must  have  expenence  with  IDMS. 
COBOL,  Unix,  C,  and  SQL,  and 
ADS/O  Salary  $800  per  week  If 
interested,  please  send  resume 
to:  Georgia  Department  of  Labor. 
Job  Order  #GA  5462730,  281 1 
Lakewood  Ave.,  S.W.,  Atlanta, 
Georgia  30315.  or  to  the  nearest 
Georgia  Job  Service  Center. 


Quality  Control  Engineer:  Uti¬ 
lizes  background  as  electronic 
engineer  &  in  computers  to  es- 
tab  quality  control  improve¬ 
ments  in  electrical  &  electronic 
systems  of  our  products.  Con¬ 
ducts  research  &  development 
concerned  with  the  design, 
manufacturing  &  testing  of  elec¬ 
trical  components  &  equipment 
&  establishes  routines  to  con¬ 
firm  that  products  sold  meet 
minimum  quality  standards 
Helps  design  improvements  In 
the  electrical  components  of  our 
equipment  for  improved  product 
reliability.  Responsible  for  test¬ 
ing  apparatus  for  defects  Spe¬ 
cializes  in  PC  and  NOVELL  ap¬ 
plications.  40  hrs.  $32,000/yr. 
Must  have  MSEE  in  Electronic 
Engineering.  1  yr.  exp.  in  job  of¬ 
fered  or  as  computer  engineer 
Resume  to  President,  Dunwell 
Computer  Inc.,  99  Route  17 
North,  Maywood,  NJ  07607. 


Client  companies  have  need  for  in¬ 
dividuals  with  minimum  of  3  years 
expenence  in  the  CASE  market: 

•  Project  management  with 
experience  with  either  IEF/ 
lEW/Foundation/Teamwork 

•  Training  education/course 
development  for  Systems 
Design  and/or  CASE 

•  Sales  of  32  bit  workstation- 
based  CASE  tools 

•  Sr  Consultants  with  hands-on 
Yourdon/DeMarco,  Warner/ 

Orr  or  other  similar  meth¬ 
odologies 

For  more  information,  forward  re¬ 
sume  to  Dean  Adame  at  6401 
Carmel  Rd„  Suite  107,  Charlotte, 
NC  26226.  Fax  704-541-1931. 


CONSULTANTS 

*  ORACLE  *  DB2  *  MVS 

•DBA 

*  DATA  ADMINISTRATION 

*  DATA  MODELING 

*  DESIGN  & 
DEVELOPMENT 

*  PROGRAMMERS 

NEOTEC  INC 

P.O.  BOX  1801 
UNION,  NJ  07083 

CALL  (201)  687-5754 


F7 

Career  Track:  Virginia  Beach  Style. 


Programmers  and  Analysts: 

We’re  looking  for  YOU  if  you  have: 
IDMS/R,  ADS/O  4  MVS,  FORTRAN  ♦  MSA 
w/MFG,  AMAPS/Q  ♦  DR2  ♦  INFORMIX  ♦ 
UNIX,  C  4  Capacity  Planning  4 

Metro  offers  excellent  salaries  and  benefits.  Call  us 
to  find  out  about  our  current  positions  available. 

METRO 

Information  Services.  Inc 

Marianne  leni  •  PO  Box  8888  •  Dept  600CW 
Virginia  Beach.  VA  23450  •  (804)  486- 1700  •  FAX  (804)  431-8215 
EOE  


COMPUTER 

PROFESSIONALS 


IMI.  Information  Management  Inc.,  a  national  data  processing 
consulting  firm,  has  immediate  openings  for  professionals  with 
the  following  skills: 

*  IMS  DB/DC  *  CICS/DB2 

*  ORACLE  *  IMS/DB2 

*  HOGAN  -  *  FOCUS 

(F/Time  +  Bonus) 

Full-time  and  contract  positions  available  nationwide. 
Subcontractor  Welcome 

For  immediate  consideration  FAX  or  mail  resume  to; 
FAX:  813  572-0223 

INFORMATION  MANAGEMENT  INC. 

ONE  CORPORATE  DRIVE,  SUITE  135 
CLEARWATER,  FL  34622 

1-800-282-8717 


CONTRACT 

ASSIGNMENTS 

New  Jersey  and  Pa 

•  sas  •  ADA 

•  Oracle  •  PCSA 

•  LANSA  •  RPG  III 

•  DB2 

(Focus  or  Cobol) 

•  Pansophic,  MFG. 

•  Documerge 

•  Knowledgeware 

•  AS 

(Application  System) 


DEVON  CONSULTING 

435  Devon  Park  Drive 
Suite  410,  Box  C 
Wayne,  PA  19087 

Phone#:21 5-964-2700 
Fax#:215-964-2708 

Member  NACCB 


Software  Engineer  -  Design  and 
develop  communications  proto¬ 
cols,  network  architectures, 
mainframe  emulation  modules, 
operating  system  interfaces,  and 
voice  applications  for  telecommu¬ 
nications  industry.  Must  have 
minimum  Master's  in  Computer 
Science  or  Electrical  Engineering, 
one  year  experience  in  job  or  two 
years  experience  in  development 
of  network  architectures  and 
communications  facilities,  and  be 
thoroughly  familiar  with  use  of  HP 
16500A  Logic  Analysis  System, 
Phar  Lap  386  software  develop¬ 
ment  tools,  Metaware  C  386  Pro¬ 
tected  Mode  Compiler  Assembly 
language  for  PS/2  computers. 
IBM  Micro  Channel  Interfacing. 
Periscope  Debugger,  SR224  pbx, 
Interview  40A  Data  Analyzer,  Di- 
giboard  Dlgichannel  MC/l6,  and 
PS-COM/8.  M-F,  8:30  a.m.-5:30 
p.m ,  $32,000  per  year,  $23.00 
per  hour  overtime.  Those  inter¬ 
ested,  send  your  resume  or  apply 
in  person  to  Georgia  Department 
of  Labor,  1535  Atkinson  Road, 
Lawrenceville.  Georgia  30243  or 
to  the  nearest  Georgia  Job  Ser¬ 
vice  Center,  Control 
#GA5461731. 


Oata  Processing 

IS  PROFESSIONALS 

Unprecedented  growth  has 
created  a  need  for  experi 
enced,  talented  Programmers, 
Senior  Programmer/Analysts, 
DBA  s  and  Systems  Manag 
ers  Current  needs  include 

IBM 

*  AS/400,  COBOL 

*  DB2,  CICS,  APS 
'  Walker  Fin.  pkg. 

'  Natural,  Adabas 

*  CICS,  COBOL,  any 

Databaae 

*  Datacom,  Ideal,  CICS 

DEC 

*  VAX,  C,  Oracle 

*  PDP-11,  RSX11M+ 

Fortran,  Dec  net 

*  VAX.  ROB,  datatrieve 

*  VAX,  Fortran,  DBMS  32 

*  VAX,  Unix,  C 

*  VAX,  Ingrea,  ABF, 

Embedded.  COBOL 

We  offer  stafe  of  the  art  work 
environments,  excellent  com¬ 
pensation,  relocation  and  pro¬ 
fessional  visibility  Send  your 
resume  TODAY!  (Degree  Pre- 
lerred). 


AMERICAN 

COMPUTER 

PROFESSIONALS 


1 40  Stonendge  Drive 
Suite  350 

Columbia,  SC  2921 0 
(800)  933-9227 
E.O.E. 


PROGRAMMER/ 
ANALYST  POSITIONS 

SYSTEMS 

PROGRAMMERS 

With  at  least  3  years  experience  in 

*  IMS  DB/DC,  DL1  *  CICS 

*  NATURAL  *  ADABASE 

*  PL1  COBOL 

*  DB2/SQL  *  TANDEM 

*  VM/MVS  RPGII/III 

•VAX/VMS  *  IDMS/ ADS/O 

*  FOCUS  *  C  LANGUAGE 

Please  Send  Resume  to: 


Management 
Solutions,  Inc. 

1416  South 
Third  Street, 
Louisville,  KY 
40208 


502-634-1387 


INFORMATION  SYSTEMS 
OPPORTUNITIES  J 


join  the  NYC  Department  of  Transportation  and  work  in  one  of  the 
largest  ADABAS/NATURAL  environments  in  the  world! 

We  have  challenging  positions  in  our  Parking  Violations  Bureau  for 
individuals  with  exceptional  technical  expertise  to  work  with  our 
Summons  Tracking  Accounts  Receivable  System  (STARS).  Take  the 
opportunity  to  enhance  your  current  skills  and  develop  additional 
abilities! 

DIRECTOR  OF  COMPUTER  SECURITY 

Candidate  selected  will  be  responsible  for  developing  and  managing 
an  effective  data  processing  security  program  ensuring  the  logical  and 
physical  protection  of  PVB's  data  processing  resources.  The  individual 
selected  will  direct  Security  Risk  Analysis,  manage  the  data  process¬ 
ing  Disaster  Recovery  Plan;  coordinate,  implement  and  ensure  com¬ 
pliance  with  relevant  dty  guidelines  and  directives. 

The  candidate  must  have  knowledge  of: 

•  Back-up  and  Recovery  methods  for  all  types  of  applications  systems 
and  hardware/operating  systems. 

•  Security  protection  software  such  as  RACF. 

•  EDP  Auditing,  ADABAS,  NATURAL. 

Salary  36K  to  69K,  commensurate  with  experience.  Six  years  of  related 
experience,  or  an  equivalent  combination  of  education /experience 
required;  at  least  18  months  of  which  must  have  been  in  a  managerial 
capacity.  NYC  residency  required  within  90  days  of  appointment. 

SENIOR  ANALYST/PROJECT  LEADER 

Programmers  and  project  leaders  work  on  special  projects  relating  to 
program  implementation  and  new  technologies.  Bachelors  degree  plus 
4  years  experience  in  at  least  four  of  the  following  areas:  systems  analy¬ 
sis,  database  management,  applications  testing,  EDP  auditing,  CO¬ 
BOL,  PL/ 1 ,  CICS,  TSO/DPF,  JCL.  All  candidates  must  have  a  mini¬ 
mum  of  one  year  ADABAS/NATURAL.  Salary  starts  at  $47K  com¬ 
mensurate  with  experience. 

Send  two  copies  of  resume  and  cover  letter  stating  salary  history  to: 
Recruitment  Office  (IS/LP),  NYC  Dept  of  Transportation,  40  Worth 
St,  Rm  801,  NY,  NY  10013. 

Equal  Opportunity  Employer 

NFW  YOSK  CITY 

JNNERMRMN^^MMMNRNEmOffAiUMHT  Of  TKANSPOiTATION 


VIPS,  me 


Join  the  ‘Consultants  of  Choice’ 

VIPS,  Inc.,  is  seeking  dynamic,  self-motivated  DP  professionals. 

PROGRAMMERS  to  PROJECT  LEADERS 

IBM/CICS/COBOL/VSAM 

MEDICARE/HEALTH  CARE  EXPERIENCE  A  PLUS 

For  immediate  confidential  consideration,  please  call  or  forward  your 

resume  to: 

VIPS,  INC. 

515  Fairmount  Avenue  m  Towson,  Maryland  21204 

ATTN:  Human  Resources  •  (301)  832-8300 

EOE/Qualified  Applicants  Only 


Great  CONSULTING 

Assignments! 
and  Exceptional 
FULL  TIME 
Opportunities 

Call  &  send  your  resume  to 

MIMI 

SIMON  ASSOC. 

90  West  Street.  Suite  1105 
New  York,  NY  10006 


1406-1705 

[212)  406-1768 


COMPUTER  PROGRESS 
UNITED 

S40.000  lo  S60.000 


We  provide  Fortune  500  companies 
with  consulting  and  programming 
services  We  have  immediate 
positions  available  for  P/A  in 

Kentucky,  Ohio,  Indiana,  and 
Tennessee.  We  are  the  DB2 
Specialist! 

TELON 

DB2  ■  IMS  ■  CICS 

Send  resume  or  call: 

Computer  Progress  United 
12730  Townepark  Way 
Louisville,  KY  40243 
(502)  245-6533 


Systems 

Professionals 

North  Carolina 
Locations 

Permanent  and  Contract 
Posltlons-Two  or  more 
years'  experience. 

•  coeot  tics  •  EXCEL 

•  DB2  •  MACINTOSH 

•  IMS  •  INGRES 

•  PL/1  •  VM  CMS 

•  OS/2  PM  •  C/UNIX/ 

ORACLE 

5000  Falls  ol  the  Neuse 
Road,  Suite  400,  Dept. 

C,  Raleigh,  NC  27609 

Toll-Free:  (800)  832-3443 
FAX:  (919)  876-2127 
EOE. 


% 


omputer 

ntelligence, 

ncorporated 


A  Terrific 
Opportunity 


Computer  Consulting  Group 
has  immediate  openings  on 
Its  consulting  staff  for  talented 
Programmer/Analysts  with  2 
or  more  years  experience 
Excellent  salary  &  benefits 
We  re  especially  seeking 

•INGRES 
•C/UNIX 
• ORACLE 
•VAX  SYS  MGR 

•  DB-2/CICS 

•  DEC  VAX 
•IBM  30XX 

Computer 

Consulting 

Group 

Contracl  Professional  Services 


Research  Triangle  Area 

4109  Wake  Forest  Rd 
Suite  307 
Raleigh,  NC  27609 

1-800-222-1273 
FAX  (803)738-9123 
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COMPUTER  CAREERS 


AIRLINE 

OPPORTUNITIES 


USAir,  America’s  Most  Frequent  Flyer,  is  seeking  experienced 
Data  Processing  professionals  for  a  new  joint  Finance/Market¬ 
ing  project  located  in  Arlington,  VA  and  Winston-Salem,  NC. 
Multiple  openings  are  available  for  Technical  Specialists  in  both 
locations. 


Working  in  a  large  state-of-the-art  IBM  mainframe  environment 
and  a  sophisticated  distributed  environment,  successful  can¬ 
didates  can  expect  competitive  salaries  and  an  excellent  benefits 
package,  including  liberal  travel  privileges.  Company  paid 
relocation  also  is  available  for  those  individuals  with  the  requisite 
skills  and  experience  to  match  these  challenging  opportunities: 


DB2  DATA  BASE  ANALYST 

Perform  both  logical  and  physical  data  base  designs  for  rela¬ 
tional  data  bases.  Must  have  ability  to  utilize  DB2  utilities  and 
tools  to  support  a  large  CICS/DB2  production  environment. 
Support  experience  must  include  backup/recovery  and  perfor¬ 
mance  monitoring/tuning.  Background  in  a  dictionary  driven 
data  base  development  environment  preferred.  Four  year  degree 
also  preferred  with  3-5  years  IBM  MVS  systems  experience  with 
CICS.  Excellent  interpersonal  skills  required. 


UNIX  RELATIONAL  DATA  BASE  ANALYST 

Perform  both  logical  and  physical  data  base  designs  for  rela¬ 
tional  data  bases  running  in  a  UNIX®  LAN  environment.  Must 
have  proven  experience  in  supporting  production  relational  data 
bases  in  a  UNIX  LAN  environment.  SYBASE  experience  is 
preferred.  Four  year  degree  a  plus  with  2-3  years  UNIX  LAN 
environment  background  necessary  for  this  position. 

LAN  TECHNICAL  SPECIALIST 
BS  in  Computer  Science,  Engineering  or  Business  Administra¬ 
tion  preferred.  Requires  3-5  years  data  processing  in  an  Ethernet 
local  area  network  administrative  role  with  knowledge  of 
TCP/IP,  UNIX  networking  environment,  and  excellent  com¬ 
munications  skills. 


SYSTEMS  PROGRAMMER 

Position  requires  3-5  years  work  experience  in  support  of  a  multi¬ 
ple  mainframe  large  scale  systems  (IBM)  environment.  Depen¬ 
ding  on  position,  duties  to  include  installation,  maintenance  and 
support  of  MVS/ESA,  CICS/DB2,  and  other  program  prod¬ 
ucts.  Excellent  interpersonal  skills  a  must.  Four  year  degree 
strongly  preferred. 


Catch  a  career  you  can  fly  with  by  forwarding  your  resume, 
with  salary  hikory,  to:  USAir  Employee  Relations,  Dept. 
RAMISTECH,  P.O.  Box  15866,  Ariington,  VA  22215. 
EOE  M/F.  PRINCIPALS  ONLY. 


®  UNIX  is  a  registered  trademark  of  AT&T  Laboratories. 


USAir 


Opportunities  in  Houston,  Texas 
and  Throughout  the  U.S. 


For  over  23  years,  AGS,  a  NYNEX  Company,  has  played  a 
major  role  in  designing  and  building  computer  software 
systems  for  renowned  companies  in  computer  manu¬ 
facturing,  telecommunications,  financial  services,  consumer 
products  and  government. 


AGS’  Houston  branch  is  currently  seeking  various  levels  of 


:iy 

experienced  Data  Processing  Professionals  to  staff  two 
major  commercial  development  efforts.  These  projects  will 
require  exceptionally  talented  Programmer  and  Systems 
Analysts  who  have  experience  in  tne  following: 


•AS/400,  S/38 

•  RPG  III 


COBOL 

SYNON 


As  an  AGS  consultant,  you  can  direct  and  participate  in 
diverse  systems  and  software  development  projects.  AGS 
offers  competitive  salaries  and  an  excellent  benefits 
program,  including  medical  and  dental  coverage,  training, 
tuition  reimbursement,  a  401K  savings  plan,  and  more. 


To  find  out  more  about  career  opportunities  in  Houston 
and  nationwide,  call  or  send  your  resume  to:  Loree  Tisdale, 
Sr.  Technical  Resources  Mgr.,  National  Recruiting,  AGS 
Information  Services,  Inc.,  1139  Spruce  Drive, 
Mountainside,  NJ  07092. 

Fax  201-654-9794  1-800  HIRE  AGS 


AGS 


A  NYNEX  Company 

An  Equal  Opportunity  Employer  M/F/H/V. 


Management  Information  System 
Analyst  Supervisor  to  deskyi,  devel¬ 
op.  mplernent  and  marttaki  data¬ 
base  management  systems  and  de¬ 
sign  and  manage  system  design  and 
programming  activities.  Provide  PC 
programming  and  ongoing  opera¬ 
tional  support  to  users  throughout 
company.  Assist  others  in  dewing 
database  management  and  data 
processing  needs  and  provide  tech¬ 
nical  support  and  expertise  in  creat¬ 
ing  solutxxis  to  problems.  Recom¬ 
mend  hardware  and  software  for 
curent  and  future  use.  Design  in  R- 
Base  and  D-Base  in  DOS  environ¬ 
ment  for  DEC  hardware.  Program 
under  IRIS  operating  system  using 
Point  4  Mark  12  hardware  in  Basic. 
Manage  system  for  attendrig  all 
Point  4  hardware  problems.  Mainte¬ 
nance  of  FLEXX  software  system. 
Programming  in  Rbase,  Dbase  III 
plus  in  Disk  Operating  System  and 
in  4GL  Language  ORACLE  Man¬ 
age  system  for  Novel  network  Re¬ 
pairing  PC's,  fixing  printer  problems, 
maintenance  of  hardware,  installa¬ 
tion  of  the  cabling,  network  and  soft¬ 
ware.  Design  and  maintain  pack¬ 
ages  for  accounting  purposes  and 
functions.  Must  have  Master's  de¬ 
gree  in  Management  Information 
Systems  with  one  year  experience 
as  Network  and  Systems  Manager 
Must  have  had  Graduate  level 
coursework  which  included  one  of 
each  of  Database  Management  Sys¬ 
tems;  Advanced  Data  Structures; 
Administrative  Controls;  and  Com¬ 
puter  Operating  Systems.  Experi¬ 
ence  must  include  design,  develop¬ 
ment  and  implementation  of  com¬ 
puter  programs  in  Dbase  III  Plus, 
Cobol,  C.  R-Base,  INGRESS.  Oracle 
under  Disk  Operating  Systems  and 
UNIX  in  VAX/VMS.  Salary 
$35,000.00  per  year,  40-hour  week. 
Send  resumes  to  7310  Woodward 
Avenue,  Room  415,  Detroit,  Michi¬ 
gan  48202.  Reference  No.  91990. 
Employer  paid  ad. 


Director,  Global  Telecommunica¬ 
tions.  Direct  staff  of  60  including 
systems  engineers,  network  de¬ 
signers  &  engineers,  software  en¬ 
gineers,  project  managers,  & 
technical  consultants  to  design, 
develop  &  implement  in  1 20  coun¬ 
tries  Unix-based  telecommunica¬ 
tions  wide  area  network  for  intnl. 
air  courier.  Design,  develop  &  im¬ 
plement  communications  soft¬ 
ware,  office  automation  applica¬ 
tions  software  &  global  network 
management  center.  Manage 
budget  in  excess  of  $10  million. 
Direct  and  coordinate  technical  re¬ 
search  for  fault  tolerant  switching 
systems  &  analysis  of  intnl  regula¬ 
tory  impact  on  satellite  &  terres¬ 
trial  telecommunications.  Must 
have  min.  10  yrs.  managerial  exp. 
&  background  in  telecommunica¬ 
tions.  large  applications  software 
project  management,  &  communi¬ 
cations  software.  Must  be  familiar 
w  /  WAN/LAN  OSI/NM  Forum 
standards/protocols,  object-ori¬ 
ented  design  in  real-time  distrib¬ 
uted  processing  systems,  Unix  & 
C  programming.  Exp.  interfacing 
w/international  PTT's  essential. 
$1 1 0,000/yr.  plus  possibility  of 
performance  bonus.  Clip  ad  and 
send  with  resume  to  CW-47683, 
Computerworld,  Box  9171, 
Framingham,  MA  01701-9171  no 
later  than  January  9,  1991.  Job/in¬ 
terview  site:  San  Mateo,  CA. 


Why  WTW? 


Because  You’re  The  Best 

Wesson,  Taylor,  Wells 

one  of  the  nation's  premiere 
software  consulting  firms  — 
has  challenging  careers 
across  the  country  for  top 
programmer/analysts  with 
application  development 
expertise. 

DEC  VAX,  SMARTSTAR 
Rdb  or  Oracle 


Senior  Positions  Jan.  '91 

Send  resume  immediately  or  call: 

Wesson,  Taylor,  Wells 

P.O.  Box  72137 
Atlanta,  GA  30007-2137 


1-800-833-2892 


WTW 


SOKIWARK 

CONSU.TTNU 

SEKYKKS 


An  Equal 
Op  port  unity 
Employer 


CA& AZ 
CONTRACTS 


P  Murphy  A  Auoclatei.  Inc 


4405  RIVERSIDF  DRIVE,  SUITE  100 
BURBANK.  CA  91505 
(818)  841-2002  (714)552-0506 
FAX:  (818)  841-2122 


TRANSLATORS 
ENGLISH  TO 
JAPANESE 


Sterling  opportunity.  Part 
or  full-time  translation  ex¬ 
perts  needed  for  convert¬ 
ing  computer  manuals  to 
Japanese.  Long  term  pro¬ 
gram.  Contract  work.  In- 
house  editor/program 
manager  also  needed.  Ex¬ 
cellent  pay  for  top  quality 
work.  Send  qualifications 
and  samples  (include  orig¬ 
inal  English)  to  Mr.  Rob¬ 
erts,  LSI,  P.O.  Box  31, 
Cambridge,  MA  02139. 


PROGRAMMER/ANALYST 
From  requirements  provide  anal¬ 
ysis.  design,  development,  im- 
pilementation  &  testing  of  appli¬ 
cations  under  various  databases 
(relational  &  inverted-list)  Re¬ 
quire  Bachelor's  in  Computer 
Science  or  related  No  experi¬ 
ence  necessary.  Academic 
Coursework  must  include  Struc¬ 
tured  Relational  Database  Man¬ 
agement  Systems,  Structured 
Systems  design,  Data  &  File 
Structures  Salary:  $27,000  per 
annum.  40hrs/wk.  Resume  in 
duplicate  to  J  O.  #1091,  Com¬ 
monwealth  of  Massachusetts 
Department  of  Employment  & 
Training^  Special  Programs,  First 
Floor,  P.O.  Box,  19  Staniford 
Street,  Boston,  MA  02114. 


THIS 
SPACE 
FOR  HIRE 


Call  Today 
to  place  your 
recruitment  ad. 


800-343-6474 
in  MA,  508/879-0700 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING  WORKS 


Computerworld  reaches  more  highly 
skilled  computer  professionals  than  any 
other  newspaper  or  magazine  -  Sunday, 
daily,  or  trade. 


629,204  of  them  to  be  exact.  And  this 
audience  is  even  verified  by  the  Audit  Bu¬ 
reau  of  Circulations  (ABC),  the  largest  in¬ 
dependent  auditor  of  publication  circula¬ 
tions.  And  from  JCL  to  Unix  profession¬ 
als,  DEC  VAX  to  IBM  PC  professionals, 
these  job  candidates  have  the  skills  your 
company  needs. 


Access  DB  •  Adabas/Natural  •  Answer /DB  •  Datacom/ 
DB  •  DB2  •  dBase  •  DL/1  •  Focus  •  Ideal  •  1DMS  •  IMS  • 
Informix  •  IMS  DB/DC  •  Ingres  •  Inquire  •  Mantis  •  Mod¬ 
el  204  - 


•N. 

•  System 
Universe  < 
CAM  •  3C 
Network  • 
Wang  Offu 

•  APL  •  As 

•  Fortran « 

•  SAS  •  S< 
PICK  •  T 
VTAM  • 
NCP/VTA 
trol  Data  « 


For  Full  Details  on 
The  Key  Skills 
Computerworld 
reaches,  call  John 
Corrigan,  Vice  Presi¬ 
dent/classified  Adver¬ 
tising,  at  800/343- 
6474  (in  MA,  508/ 
879-0700). 


>ra  •  Sybase 
ra  •  Unify  • 
iase  •  CAD/ 
r  •  IBM  PC 
s  •  Disoss  • 
ADA*  ADS 
■  Easytrieve 
II  •  RPG  III 
KA  •  OS/2  * 
MS  •  ACF / 
•  LU6.2  • 
T&T  •  Con- 
•  Honeywell 


Cray  *  DEC  VAX  •  DEC  PDP 
Bull  •  IBM  Mainframe  •  IBM  S/3X  •  Data  General  •  Hew¬ 
lett-Packard  •  NAS  •  NCR  •  Prime  •  Tandem  •  Sperry  • 


SOURCE:  Skill  Survey  of  Computerworid’s  Audience,  May  1989. 


To  place  your  ad  regionally  or  nationally, 
call  John  Corrigan,  Vice  President/Classi¬ 
fied  Advertising,  at  800/343-6474  (in 
MA,  508/879-0700). 
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COMPUTER  CAREERS 


XEROX 


Systems  Sales  and 
Sales  Support 
Professionals 

We're  Making  History.  Again. 

'  r#: 


Malcolm  Baldrigc 

National 
Quality 
'Award 


It  was  easy  at  first  Computer  technology  was  just  taking  off.  But  as  the 
Information  Age  continues  to  evolve,  so  does  the  technology.  The  real 
challenge  is  putting  it  together.  To  be  more  productive.  And  at  Xerox,  we 
believe  that  it  is  the  document  that  unifies  a  work  group,  an  idea,  a 
contribution.  So  we've  created  our  highly  sophisticated  DocuTech 
product  line  to  produce  better  documents.  And  coupled  with  our  printing 
systems  products,  we're  primed  to  revolutionize  offices  the  world  over. 


If  you  are  a  polished  systems  sales  or  systems  sales  support  professional 
and  qualify  for  either  of  the  following  positions,  join  the  team  that 
captured  the  Malcolm  Baldrige  National  Quality  Award.  You'll  find  that 
your  skills  in  our  environment  can  lead  to  a  very  rewarding  future. 


Systems  Sales  Specialists 

As  a  member  of  our  Systems  Sales  force,  you  will  assume  primary  sales 
responsibility  for  our  systems  business,  selling  DocuTech  or  printing 
systems  products.  And  as  an  added  benefit,  you'll  receive  world- 
renowned  Xerox  training. 

To  qualify,  you'll  need: 

•  3-5  years'  successful  sales  experience  in  a  systems  environment 

•  Proven  consultative  sales  experience 

•  Knowledge  of  networking,  publishing  and/or  MIS  environments 

•  BS/BA  degree  or  equivalent 

•  Excellent  presentation  and  demonstration  skills 

•  Major  account  selling  experience  preferred. 

Systems  Analysts 

Acting  as  the  driver  of  pre-sales  customer  needs  assessment  and  post¬ 
sales  application  development  efforts,  you  will  be  providing  support  to 
our  systems  sales  professionals. 

To  qualify,  youH  need: 

•  An  undergraduate  degree  or  equivalent  with  a  concentration  or 
major  in  Computer  Science 

•  3-5  years'  data  communications  and  applications  analysis  and 
design  with  concentration  in  network  and/or  production  publishing 
environments  or  experience  in  a  centralized  MIS  environment  with 
IBM  operating  systems  experience  preferred. 

•  High  level  of  Interpersonal,  oral  and  written  communication  skills 

•  Experience  with  a  hardware/software  vendor  in  a  systems  marketing 
support  function. 


pursuit  of  advanced  technology  have  built  a  68-year  tradition  of  achievement.  Today  our  team  spirit, 
open  communication  and  intensive  "Total  Quality  Management"  approach  are  creating  an  even 
stronger  achievement  environment  for  the  next  century. 

In  San  Antonio,  Texas,  you’ll  discover  a  rich  multi-cultural 
lifestyle  that  combines  urban  amenities,  easy  commuting 
and  one  of  the  lowest  living  costs  in  the  nation.  It’s  a  great 
place  to  raise  a  family,  and  we  ought  to  know:  USAA’s 
corporate  family  is  one  of  the  biggest  and  best  in  San  Antonio. 

We  are  currently  seeking: 

DB2  PROFESSIONALS 

PROGRAMMERS  withDB2  skills  in  a  maintenance  or  development  environment.  Previous  exposure 
to  IMS  desirable.  Minimum  of  1-2  years’  experience  with  IBM  mainframe  applications. 

DATA  BASE  ADMINISTRATOR  with  experience  in  the  physical  implementation  of  adata  model. 
Requires  use  of  tools:  DB2,  Explain,  Lode.  Minimum  of  5  years’  experience  with  IBM  mainfame 
applications  and/or  systems  experience. 

SYSTEMS  PERFORMANCE 

SYSTEMS  PROGRAMMER  with  experience  required  in  planning  large  system  configurations, 
leading  systems  projects  and  VM/XA  performance  tuning.  Strong  system  problem  determination  and 
resolution  experience  necessary.  Understanding  of  concepts  involved  in  developing  and  maintaining 
a  high  performance  shared  DASD  and  tape  environment  is  also  required. 

Other  requirements: 

•  2  years’  experience  MVS/ESA  or  M  VS/XA  system  performance  in  a  multi-CPU,  shared  DASD 
system  environment. 

•  Knowledge  of  the  following:  OMEGAMON,  RMF,  CA-FASTDASD,  MICS,  TSOMON,  PAS. 
Qualified  applicants  should  send  a  resume  to: 

USAA 

USAA  Building 

San  Antonio,  Texas  78288-0055 

Attn:  Employment  &  Placement/TLL/SD/CW 

FAX:  (512)498  1489 

No  agencies,  please.  An  Equal  Opportunity  Employer,  M/F/H/V. 


A  Community 
For  Families. 


Xerox  offers  a  highly  competitive  starting  salary  and  comprehensive 
benefits.  But  best  of  all,  you’ll  find  that  when  you  put  your  skills  together 
with  Xerox  technology  and  training,  there's  a  lot  more  you  accomplish. 
For  immediate  consideration,  please  send  your  resume  with  salary 
history,  indicating  position  of  interest,  to:  Employment  Manager,  Xerox 
Corporation,  Dept.  CW,  690  Canton  Street  #300,  Westwood,  MA 
02090.  Or  fax  your  resume  to  (617)  329-2718.  Xerox  is  an  equal 
opportunity  employer. 

XEROX 

The  Document  Company 


Systems  Engineer,  40  hrs/wk„ 
9:00am-5:00pm,  $33,700/yr.  De¬ 
sign  and  develop  software  for  the 
implementation  of  mathematical 
optimization  techniques,  both  de¬ 
terministic  and  heuristic,  for  proj¬ 
ect  management  Duties  include: 
design  of  algorithms  and  use  of 
mathematical  techniques  to  en¬ 
sure  fast/efficient  processing; 
analysis  of  software  to  conform 
with  hardware  platforms  using 
electrical  engineering  principles 
and  techniques.  Tools:  PforCe, 
C-Worthy,  Microsoft  C,  80x86 
Assembler  under  MS/DOS  and 
PS/2  operating  systems.  Master 
of  Science  in  Computer  Science 
as  well  as  3  years  experience  as 
a  Systems  Engineer  or  as  an  As¬ 
sistant  Computer  Engineer  re¬ 
quired.  Previous  experience  must 
include  the  design  and  implemen¬ 
tation  of  microprocessor  hard¬ 
ware/software  as  well  as  serial 
communication  for  microcom¬ 
puter  hardware/software.  Gradu¬ 
ate  course  work  must  include: 
Computational  Linear  Algebra; 
Numerical  Analysis;  Sorting  and 
Searching  Algorithms.  Must  have 
proof  of  legal  authority  to  work  in 
the  U.S.  Send  resumes  to:  ILLI¬ 
NOIS  DEPARTMENT  OF  EM¬ 
PLOYMENT  SECURITY,  401 
South  State  Street  -  3  South,  Chi¬ 
cago,  IL  60605,  Attn:  Len  Boksa, 
Reference  #V-IL-1959-B,  NO 
CALLS,  AN  EMPLOYER  PAID 
AD. 


SENIOR  IMS  DB2  SOFTWARE 
ENGINEER  required  Support  in¬ 
stallation  and  maintenance  of  IMS 
and  DB2  software  products  and 
IEF  CASE  products  Will  perform 
programming  tasks,  including 
systems  analysis,  internal  design, 
documentation,  coding  and  de¬ 
bugging.  Provides  technical  train¬ 
ing  and  guidance  to  less  senior 
level  programmers  and  may  act 
as  a  project  leader  on  major  pro¬ 
gramming  tasks.  Applicants  re¬ 
quired  to  have  a  bachelors  de¬ 
gree  in  computers,  math,  or  engi¬ 
neering  with  at  least  four  years 
IMS  DB2  programming  and  soft¬ 
ware  analysis  experience.  Experi¬ 
ence  must  include  at  least  two 
years  working  with  IEF  Case 
Product.  Education  will  be  found 
acceptable  if  applicant  possesses 
a  combination  of  training  and  ex¬ 
perience  found  to  be  equivalent 
to  a  bachelors  degree  in  a  com¬ 
puter  intensive  curriculum.  An¬ 
nual  salary  will  be  $45,000.00  per 
year  for  a  40  hour  work  week 
Additional  salary  up  to 
$49,000.00  per  year  may  be  paid 
if  education  and  experience  war¬ 
rant.  Interested  applicants  apply 
at  the  Texas  Employment  Com¬ 
mission,  Dallas,  Texas,  or  send 
resume  to  the  Texas  Employment 
Commission,  Austin,  Texas 
78778-0001 ,  JO.  number 
5515190.  This  advertisement 
was  paid  by  an  equal  opportunity 
employment  employer. 


FLORIDA 


We  are  Romac  A  Associates, 
specialists  in  the  data  process¬ 
ing  industry.  Currently  our 
technically  sophisticated  clients 
have  requirements  for. 

•  PROGRAMMER  ANALYSTS 

•  SYSTEMS  PROGRAMMERS 

AND  OTHER 

•  MIS  PROFESSIONALS 


WHO  HAVE  EXPERIENCE  IN  ANY  Of 
THE  FOLLOWING  ARIAS; 


IBM-MVS 

•  MA.  D/MSA 

CICS 

•  SYSTEM  38 

COBOL 

•  AS-400 

ASSEMBLER 

•  RPG  III 

TANDEM/TAL 

•  FOCUS 

IMS 

•  INGRIS 

IDMS 

•  HP/VAX 

DB2 

•C 

CASE  TOOLS 

Our  clients  offer  top  salaries 
and  a  perfect  climate  Please 
send  your  resume  or  call  any 
of  our  consultants. 

I  Harbour  Place  #880C 
Tampa.  FL  33602 
(813)229-5575 


%  ROMAC 

Professional  Recruiters 

All  fees  are  assumed  by  our 
client  companies. 


Work  SMART 
With  Anatec. 


Discover  the  world  of  SMART 
thinkers  when  you  join  Anatec 
Since  1980,  our  dynamic  team 
of  professionals  has  been  suc¬ 
cessfully  providing  Fortune  500 
MIS  departments  and  govern¬ 
ment  organizations  with  innova¬ 
tive  software  services  and  tech¬ 
nology. 

With  a  S  M  A  RT,  philosophy 
(Synergism  of  Management,  An- 
alyticaf  Resources  and  Technol¬ 
ogy),  we  offer  a  wide  range  of 
technical  challenges  -  both  on- 
and  off-site  -  as  we  find  creative 
solutions  to  complex  informa¬ 
tion  systems  problems. 

Put  your  talents  to  the  test  by 
becoming  involved  in  new  de¬ 
velopment  projects,  on-line  ap¬ 
plications,  Relational  Database 
products  and  more. 

Opportunities  exist  for  Systems 
Analysts,  Programmer/Analysts 
or  Project  Leaders  in  both  Mich¬ 
igan  and  Minneapolis  If  you 
have  the  following  skills,  be¬ 
come  one  of  the  SMART  think¬ 
ers  with  Anatec. 


•  IMS  DB/DC 

•  DB2 

•  FOCUS 

•  CICS 

•  IDMS 

•  C 


•  INGRES 

•  NOMAD 

•  SQL/DS 

•  ORACLE 

•  MS-WINDOWS 

•  SYBASE 


Anatec  offers  excellent  salary 
packages,  company-paid  bene¬ 
fits,  training  programs  and  on-go¬ 
ing  growth  potential  to  its  quality 
people  If  innovation  and  diversity 
are  what  you're  after,  make  a 
SMART  move  by  calling  313/ 
540-4440  or  send  a  resume  to: 


ANATEC 

Analytical  Technologies,  Inc. 
Human  Resources 
30300  Telegraph  Rd. 
Suite  200  -  CW12/10 
Birmingham,  Ml  48010 
Fax;  313.540.4342 


Equal  Opportunity  Employer 


A  Strong  CASE  For  A 
CGI  Consulting  Career. 


Call,  mail  or  FAX  resume  to: 

Gary  Cappallo, 

Consulting  Staff  Manager 

CGI  Consulting,  Inc. 
Southpoint  11 
1180  VV.  Swedesford  Rd. 
Suite  350 

Berwyn,  Pennsylvania  19312 

(215)  993-8082 
FAX  (215)  993-8125. 


A  full  application  life  cycle  sys¬ 
tem  that  totally  integrates  and 
automates  the  application 
development  and  enhancement 
process,  PACBASE  is  the  most 
widely  used  CASE  system  of  its 
kind.  Developed  by  CGI  Inter¬ 
national  the  leading  authority 
on  system  development  and 
maintenance  productivity, 
PACBASE  is  used  extensively 
to  support  CGI  Consulting 
client  companies. 

As  a  CGI  Consultant,  you'll 
help  provide  full  project  man¬ 
agement  support  tailored  to 
each  client's  needs.  Working 
with  prominent  Fortune  500 
companies,  you'll  make  valua¬ 
ble  contributions  in  your  area  of 
expertise  —  programming, 
applications  development,  data¬ 
base  management,  project 
management  or  methodology 
consulting. 

With  the  technical  and  financial 
resources  of  CGI  International 
a  prominent  concern  boasting 
3,500  professionals  in  35  coun¬ 
tries,  CGI  Consulting  can  pro¬ 
vide  you  with  more  challenging 
and  rewarding  opportunities 
than  most  other  companies. 

CGI  and  PACBASE:  together 
we  make  a  strong  case  for  an 
exciting  career. 


CGI  Consulting 

An  Affiliate  of  CGI  International 
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Why  the  best  call 
Compaq  home. 

At  Compaq,  our  common-sense  approach  to  business  has 
helped  make  us  a  world  leader  In  advanced  personal  computers. 
But  It’s  our  commitment  to  people,  our  relentless  dedication  to 
building  a  quality  work  environment,  that’s  the  heart  of  our 
success. 

Why  do  the  best  In  the  business  call  Compaq  home?  Because 
Compaq  brings  out  the  best  In  Its  people  For  the  following 
positions,  related  work  experience  and  a  BS  In  Computer  Science, 
Computer  Engineering,  or  Electronics  Engineering  Is  required. 

Systems  Software 
Development  Engineers 

You  will  evaluate,  design,  and  develop  firmware,  operating 
systems,  device  drivers  and  utility  software  for  PC  systems. 
Requires  proven  programming  expertise  In  ‘C’  and  Assembler  In 
DOS,  OS/2,  UNIX,  NetWare,  and  Windows.  Experience  with 
International  adaptations  using  DBCS  a  plus. 

Systems  Architects 

Design  new  products  by  Investigating  and  evaluating  system 
compatibility  and  performance  of  design  alternatives  and  new 
technologies.  Expertise  in  CPUs/Memory/Bus  architectures, 
Numeric  Coprocessors,  File  Subsystems,  Networks/Communica¬ 
tions,  Graphic  Subsystems  or  State  Machines  Is  desired. 

Software  Quality 
Assurance  Engineers 

Verify  functionality  and  compatibility  within  UNIX,  MS-DOS, 
OS/2,  PM,  and  Windows  environments.  Analyze  and  develop  test 
strategies  for  Compaq-specific  utilities  which  perform  memory 
management,  Installation,  and  disk  caching.  Experience  In  SQA, 
communications,  and  window  environments  Is  a  plus. 

Compaq  offers  competitive  salaries,  comprehensive  benefits 
and  an  unequaled  work  environment.  If  you’re  interested  In  one 
of  these  unique  opportunities,  simply  submit  your  resume  along 
with  the  position  for  which  you  wish  to  be  considered  to: 

Compaq  Computer  Corporation  Dept.  CW1210-YA  P.O.  Box  692000 
Houston,  Texas  77269-2000 

Compaq  is  an  affirmative  action  employer,  m/f/v/h. 

compAa 


APPLICATION  SYSTEMS  ANA¬ 
LYST:  Develop  and  maintain 
application  software  systems,  in 
support  of  on-line  information 
processing  functions,  using 
VAX  computers  on  a  Local  Area 
Vax  Cluster.  Integrate  existing 
applications  with  other  soft¬ 
ware.  Develop  application  soft¬ 
ware  to  support  data  flow  be¬ 
tween  remote  facilities  and  the 
host  computer  systems.  Re¬ 
quires  software  implementation 
with  knowledge  in  “C"  pro¬ 
gramming  language  and  SQL. 
Ability  to  apply  relational  data 
base  theory  and  design.  Two 
years  on  the  job  programming 
expenence  in  VAX/VMS  envi¬ 
ronment.  Job  experience  must 
include  the  use  of  relational  data 
base  system  Also  requires  pro¬ 
ficiency  in  Ingres  DBMS  and  In¬ 
gres  application  tools.  B.S.  in 
Computer  Science  with  2  yrs. 
exper,  necessary;  40  hrs.  per 
wk  ,  Mon-Fri,  8:00  am-5:00 
p  m.,  $34,000  per  yr.  Contact 
Utah  Job  Service.  1234  So. 
Main  St  ,  PO  Box  11750,  Salt 
Lake  City,  Utah  84147-0750. 
Refer  to  Job  Order  #39185514. 


PROGRAMMER/ANALYST,  BUSI¬ 
NESS:  M  S.  in  Computer  Science 
with  strong  background  in  Ac¬ 
counting  &  Data  Base  (9  hrs 
course  work  or  2  yrs  hands-on  ex¬ 
penence  m  each  area)  required  Ap¬ 
ply  principles  in  accounting,  data 
base  management  and  computer 
science  to  analyze,  develop,  up¬ 
date.  modify  and  maintain  business 
accounting  systems  using  COBOL. 
ASSEMBLER  and  Data  Base 
Must  be  knowledgeable  in  System 
Analysis  and  Design  (3  hrs.  course 
work  or  1  yr  hands-on  experience). 
$24,000  Oo/yr.,  40-hrs./wk.  Con¬ 
tact  Texas  Employment  Commis¬ 
sion,  Houston,  Texas,  or  send  re¬ 
sume  to  the  Texas  Employment 
Commission,  TEC  Building.  Austin, 
Texas,  78778.  J  O  #6122895  Ad 
Paid  by  An  Equal  Employment  Op¬ 
portunity  Employer 


Systems  Analyst,  40  hrs/wk. 
8:15am-5:00pm,  $30,875/yr.  Lead 
group  to  support/maintain  65  per¬ 
sonal  computers  including  hard¬ 
ware/software  installation,  inspec¬ 
tion,  troubleshooting  and  training. 
Collaborate  in  networking  project 
to  link  90  PCs  through  DECnet 
LAN  Design,  develop,  implement 
and  test  program  utilities,  data¬ 
base  interlace  and  interoffice  ap¬ 
plications  such  as  library  index 
system;  vendor  information;  in¬ 
ventory  control;  daily  routing  slip 
and  PC  usage  accounting  and  bill¬ 
ing  software.  Tools:  Mini  and  mi¬ 
crocomputers;  FORTRAN;  C; 
RTIRIM  database;  VCS;  CAD3D; 
CADD;  VAX/VMS,  UNIX  Bachelor 
of  Science  in  Computer  Science 
as  well  as  2  years  experience  as  a 
Systems  Analyst  or  as  a  Program¬ 
mer  required.  Previous  direct  or 
indirect  experience  must  include 
use  of  and  support  of  user  needs 
for  FORTRAN,  C,  RTIRIM  data¬ 
base,  VCS,  CAD3D  on  mini  and 
microcomputers.  Send  resumes 
to:  ILLINOIS  DEPARTMENT  OF 
EMPLOYMENT  SECURITY,  401 
South  State  Street  -  3  South,  Chi¬ 
cago.  IL  60605,  Attn:  L  Donegan, 
Reference  #V-IL-1945-D,  NO 
CALLS,  AN  EMPLOYER  PAID 
AD 


Electrical  Test  Engineer.  An¬ 
alyze  data-processing  equip¬ 
ments  &  test  results.  Rec¬ 
ommend/design/plan  layout 
&  installation  of  new  system 
or  modification  of  existing 
system.  Direct/coordinate 
activities  concerned  with 
manufacture,  construction, 
installation,  and  operational 
testing.  Test  new  products. 
Ascertain  problems/develop 
applications  of  controls.  BS 
degree  in  Electrical  Engi¬ 
neering.  $2, 950/mo.  Send 
ad  and  resume  to  job  site/in- 
trw,  15711  E.  Valley  Blvd., 
City  of  Industry,  CA  91744 
Attn:  Earl  Yang 


STOCKTON  STATE  COLLEGE  - 
Faculty  for  Information  and  Com¬ 
puter  Science  program,  beginning 
Fall,  1991.  To  teacn  a  broad  range 
of  undergraduate  computer  science 
courses  and  participate  in  the  Gen¬ 
eral  Studies  program.  Ada  and 
Pascal  are  the  principal  languages 
of  instruction.  A  commitment  to  ex¬ 
cellence  in  teaching  and  continued 
scholarly  activity  is  required.  As¬ 
sistant  Professor  rank  ($30,175- 
$34,71 1 )  requires  a  terminal  degree 
or  ABD  in  latter  stages  of  disserta¬ 
tion.  Master  s  degree  required  for 
Instructor  rank  ($24,840-$28.550). 
Saiaiy  may  be  higher  depending  on 
qualifications,  experience  and  in¬ 
creases  in  the  New  Jersey  Higher 
Education  Compensation  Plan. 
Screening  begins  Apni  1,  1991, 
Send  resume  and  3  references  to 
Dr.  James  Liu,  Dean  of  Profes¬ 
sional  Studies,  Stockton  State  Col¬ 
lege.  AA40,  Pomona,  NJ  08240. 
Stockton  is  an  AA/EOE  employer. 
Women  and  minohties  are  encour¬ 
aged  to  apply  R101644 


Software  Development  Engineer 
--  Design,  implement  and  test 
layout  versus  schematic  (LVS) 
verification  software  for  VLSI  full 
custom  and  semicustom  lay¬ 
outs  M.S.  C.S.  or  Mathematics 
2+  yrs.  exp.  in  software  devel¬ 
opment.  Exp.  must  include  de¬ 
sign  and  coding  of  algorithms  for 
CAD/CAE  system  of  VLSI  chip 
design,  CAD  layout  tools  for 
PLA  minimization  and  place  and 
route;  design  and  implementa¬ 
tion  of  LVS  software;  computer 
fault  diagnosis;  structured  pro¬ 
gramming  using  C  or  Pascal; 
programming  languages  on 
Apollo  workstation;  and  AEGIS 
operating  system.  $61,000/yr  ; 
40  hrs./wk.  Place  of  employment 
and  interview:  Beaverton,  OR. 
Must  have  legal  right  to  work. 
Clip  ad  and  send  with  resume  to: 
Job  Order  #5550063,  875 
Union  Street,  N.E  ,  Salem,  OR 
97311  not  later  than  Jan  10, 
1991.  EOE 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING  WORKS 


Computerworld  gives  you  large  numbers  of  professionals  who 
work  in  your  industry. 

When  you’re  recruiting  computer  professionals,  it’s  often  im¬ 
portant  to  find  ones  with  experience  working  on  systems  spe¬ 
cific  to  your  industry.  From  manufacturing  to  banking,  health¬ 
care  to  insurance,  Computerworld  reaches  the  right  people  in 
every  major  industry. 


Number  of  Computerworld  Readers 
with  Experience  in  Key  Industries 
(Entire  Career) 


Job  Industry 


of  Computerworld’s  Audience ... 


Computer  Vendor  and  Consulting  . 1 47,897 

Computer  Manufacturer . 79,521 

large-scale  computers . 37,1 1 0 

medium-scale  computers . 45,938 

small-scale  computers . 33,851 

personal  computers . 47,758 

technical  workstations . 24,889 

Software  Vendor . 130,589 

for  large-scale  systems  . 57,561 

for  medium-scale . 74,967 

for  small-scale  systems . 61 ,274 

for  personal  computers  . 76,787 

for  technical  workstations  . 26,379 

Non-CPU  Computer  Products  Manufacturer . 36,994 

VAR/dealer/retailer . 27,557 

DP  Service  Bureau/contract  DP  Services . 53,077 

Consulting/planning . 86,677 

Manufacturer  (not  computers) . 1 68,664 

Insurance . 52,910 

Healthcare . 64,729 

Banking/financial  Services . 97,953 

Government  -  federal/state/local  . 11 0,399 

Business  Service  (except  DP) . 40,108 

Communications  Systems . 28,91 3 

Public  Utilities . 54,364 

Transportation . 26,031 

Wholesale/retail  Trade . Ill ,095 

Education . 125,184 


SOURCE:  Skill  Survey  of  Computerworid’s  Audience,  May  1989. 


To  place  your  ad  regionally  or  nationally,  call  John  Corrigan, 
Vice  President/Classified  Advertising,  at  800/343-6474  (in 
MA,  508/879-0700). 
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MARKETPLACE 


Inexpensive  options 
simplify  connectivity 


BY  SIMSON  L.  GARFINKEL 

SPECIAL  TO  CW 


Connectivity  among  dif¬ 
ferent  kinds  of  comput¬ 
ers  —  exchanging  files 
between  IBM  Personal 
Computers,  Apple 
Computer,  Inc.  Macintoshes  and 
Unix  workstations,  for  instance 
—  has  become  much  more  af¬ 
fordable  and  less  complicated  in 
recent  years.  From  the  stand¬ 
point  of  information  systems 
managers,  there  are  more  op¬ 
tions  and  a  broader  market  of 
products  to  select  from.  We 
haven’t  reached  connectivity 
nirvana,  however.  Different  PCs 
and  workstations  from  different 
vendors  still  store  information 
on  floppy  disks  and  magnetic 
tapes  in  fundamentally  incom¬ 
patible  formats.  But  when  prop¬ 
erly  configured,  all  of  the  leading 
brands  of  computers  —  and 
many  more  —  can  transparently 
access  one  another’s  files  over  a 
network. 

There  are  two  levels  to  inter¬ 
connecting  disparate  worksta¬ 
tions:  physical  and  logical.  Two 
workstations  are  physically  con¬ 
nected  if  they  share  the  same  lo¬ 
cal-area  network  —  which  is  not 


hard  to  arrange,  given  that  third- 
party  vendors  now  provide  Eth¬ 
ernet  and  token-ring  cards  for 
Macintoshes,  PCs  and  a  variety 
of  Unix  workstations. 

The  cost  of  the  hardware  de¬ 
pends  on  how  quickly  users  need 
to  transfer  information.  Every 
Macintosh  comes  standard  with 
a  Local  talk  interface,  but  Local- 
talk  only  transfers  230K  bit/sec. 
If  a  user  wants  high-speed  trans¬ 
fer,  he’ll  have  to  buy  an  Ethernet 
or  token-ring  interface  card  for 
each  computer  he  wants  on  the 
network.  Most  of  these  cards 
cost  between  $400  and  $600. 

However,  physical  connectiv¬ 
ity  is  only  the  first  phase.  The 
second,  or  logical  connection,  is 
more  complicated,  because  it 
can  involve  reconciling  incom¬ 
patible  disk  storage,  network 
server  software  and  application 
software  formats. 

Network  software  comes  in 
two  parts.  Server  programs 
make  the  files  stored  on  servers 
available  over  the  network.  Cli¬ 
ent  programs  run  on  local  com¬ 
puters  and  make  the  files  stored 
on  the  server  available  to  the  op¬ 
erating  system. 

On  MS-DOS  computers,  No¬ 
vell,  Inc.’s  proprietary  Netware 


is  the  most  popular  networking 
protocol.  Netware  runs  with 
Ethernet.  Software  clients  are 
also  available  for  the  Macintosh 
and  OS/2,  which  means  these 
computers  can  access  files 
stored  on  a  Netware  server.  But 
Netware  is  expensive:  The  serv¬ 
er  software  costs  between 
$3,000  and  $8,000,  depending 
on  options.  This  may  seem 
steep,  but  250  users  can  share  a 
single  Intel  Corp.  80386  server 
using  the  $7,995  Netware  386. 
Netware  clients 
cost  approxi¬ 
mately  $200  per 
workstation. 

If  an  office  is 
mostly  using 
Macintosh  com¬ 
puters,  users  will 
probably  choose 
Apple’s  Apple- 
share  remote  file 
system.  To  use 
Appleshare,  users  must  dedicate 
one  Macintosh  computer  to  be  a 
file  server,  and  only  files  stored 
on  the  server  can  be  shared 
among  users.  While  any  Macin¬ 
tosh  can  be  a  server,  the  faster 
ones,  such  as  the  Macintosh 
IIFX,  give  better  performance 
to  all  users.  Of  course,  the  faster 
Macintoshes  are  also  more  ex¬ 
pensive.  The  server  costs  $790. 

Next  year,  however,  Apple’s 
long-awaited  Version  7.0  operat¬ 
ing  system  “will  allow  [users]  to 
set  up  part  of  [their]  individual 
Macintosh  as  a  nondedicated 


server,”  says  Doug  McLean,  Ap¬ 
ple’s  product  line  manager  for 
network  integration. 

In  the  Unix  world,  Sun  Micro¬ 
systems,  Inc.’s  Network  File 
System  (NFS)  is  undisputedly 
the  most  popular  network  file 
system.  Although  NFS  was  orig¬ 
inally  a  proprietary  protocol,  it  is 
now  a  standard.  The  free  soft¬ 
ware  is  available  from  the  Uni¬ 
versity  of  California  at  Berkeley. 
Also,  NFS  is  highly  portable,  be¬ 
cause  it  is  based  on  the  industry- 
standard  Trans¬ 
mission  Control 
Protocol/Inter¬ 
net  Protocol.  As  a 
result,  it  is  avail¬ 
able  for  practical¬ 
ly  any  computer 
for  which  a  net¬ 
work  interface 
can  be  purchased, 
anything  from 
PCs  and  Macin¬ 
toshes  to  supercomputers. 

Unfortunately,  NFS  pays  a 
price  for  this  portability.  “The 
performance  of  most  NFS  solu¬ 
tions  with  DOS  does  not  really 
compare  with  Netware,”  says 
James  Van  Bokkelen,  president 
of  FTP  Software,  which  sells 
NFS  for  the  IBM  PC. 

However,  the  advantage  of 
NFS  is  its  adherence  to  an  open 
and  well-thought-out  standard, 
Van  Bokkelen  says.  Since  NFS  is 
a  standard,  it  is  available  on  far 
more  platforms  than  any  other 
network  file  system.  And  NFS 


software  is  a  good  investment, 
because  it  is  likely  to  be  support¬ 
ed  by  any  computers  users  buy  in 
the  future. 

Unfortunately,  merely  being 
able  to  access  files  stored  on  the 
server  is  often  not  enough.  If  a 
user  uses  his  PC  to  access  data 
written  by  a  Macintosh,  he  must 
be  sure  that  the  application  pro¬ 
grams  on  the  two  computers  can 
interchange  files  in  a  mutually 
compatible  format. 

For  example,  the  Macintosh 
version  of  Microsoft  Corp.’s  Mi¬ 
crosoft  Word  can  read  and  write 
data  files  in  a  variety  of  formats, 
including  the  format  used  by  Mi¬ 
crosoft  Word  running  under  Win¬ 
dows  3.0.  If  a  user  wishes  to  use 
a  specific  application  on  a  variety 
of  platforms,  he  should  be  sure 
that  the  various  versions  can  all 
exchange  data  files. 

Sharing  plain  text  files  be¬ 
tween  operating  systems  can  of¬ 
ten  be  more  complicated  than 
sharing  data  files  from  applica¬ 
tion  programs.  This  is  because 
DOS,  Apple  and  Unix  use  differ¬ 
ent  series  of  control  characters 
to  indicate  the  end  of  a  line  and 
the  end  of  a  paragraph.  Conver¬ 
sion  between  the  formats  often 
requires  nothing  more  than 
search-and-replace  inside  a  word 
processor,  but  on  a  daily  basis, 
the  need  to  convert  is  annoying. 


Garfinkel  is  a  free-lance  writer  and 
computer  consultant  based  in  Cam¬ 
bridge,  Mass. 


Buy/Sell/Lease 


The  BoCoEx  index  on  used  computers 

Closing  prices  report  for  the  week  ending  November  30, 1990 


Closing 

price 

Recent 

high 

Recent 

low 

IBM  PC  Model  176 

$375 

$450 

$200 

XT  Model  086 

$500 

$550 

$450 

XT  Model  089 

$550 

$625 

$400 

AT  Model  099 

$650 

$975 

$500 

AT  Model  239 

$875 

$1,025 

$750 

AT  Model  339 

$925 

$1,100 

$900 

PS/2  Model  30-286 

$1,100 

$1,300 

$1,025 

PS/2  Model  60 

$1,500 

$1,800 

$1,400 

PS/2  Model  70P 

$3,425 

$3,450 

$3,175 

Compaq  Portable  II 

$900 

$1,050 

$875 

Portable  286 

$1,100 

$1,450 

$1,000 

SLT  286 

$2,500 

$2,625 

$2,000 

Portable  386 

$2,600 

$2,800 

$2,500 

LTE  286 

$2,000 

$2,100 

$1,850 

Deskpro  286 

$1,000 

$1,200 

$975 

Deskpro  386/20 

$2,900 

$3,100 

$2,400 

Apple  Macintosh  Plus 

$750 

$975 

$700 

SE 

$1,150 

$1,450 

$1,100 

II 

$2,700 

$2,900 

$2,600 

IIFX 

$6,500 

$6,900 

$6,400 

INFORMATION  PROVIDED  BY  THE  BOSTON  COMPUTER  EXCHANGE  CORP. 


PEC  •  SYSTEMS 

•  PERIPHERALS 

IBM  •  NOVELL  AUTHORIZED 

COMPATIBLE 


CPUs  •  MEMORIES  •  DISC  &  TAPE  DRIVES  •  CRTs 

•  TERMINALS  •  PRINTERS  •  INTERFACES  Etc. 

PfPflDIGITM  CO/VIPUTER 

PItJexchnnge  INC 

2467  Industrial  Pkwy.  West,  Hayward,  CA  94545 

oiguai  Call  (415)  887-3100 
Associates  Fax  (415)  887-5590 

•  Registered  trademark  of  Digital  Equipment  Corporation 


ddo 


COMPUTER  ROOM 
EQUIPMENT 

UEBERT 

Computer  Room  Air  Conditioners 
3  thru  22  Ton  Units 
Main  Frame  Chillers 
3  thru  12  Ton  Units 
Power  Distribution  Units 
30  thru  225  KVA 

PILLER 

40  &  75  KVA  Silentblocks 

UEBERT,  EXIDE,  EMERSON 
EPESIPM 

18.75  -  556  KVA  UPS  Systems 

RAISED  ACCESS  FLOORING 

Thousands  of  square  feet  in  stock, 
wood  and  steel. 

All  Hems  listed  ere  reconditioned  with  warranty 


dp 

I  support 


DP  SUPPORT 

P.O.  Box  1409 
Plano,  TX  75086 
214-422-4551 
214/578-1236  Fax 


Go  Shopping  in... 
Computerworld’s 

CLASSIFIED  MARKETPLACE 

Call  for  all  the  details 
(800)343-6474 

(In  MA.,  (508)  879-0700) 
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Buy/Sell/Lease 


SPECTRA 

EQUIPMENT  CORPORATION 


(714)970-7000  (800)745-1233  (714)970-7095  fax 

BUY  SELL  RENT  LEASE 

XEROX 


ANAHEIM 

CORPORATE 

CENTER 

5101 E.  La  Palma  Ave 
Suite  206 
Anaheim 
California  92807 

LOS  ANGELES 
SAN  JOSE 
SEATTLE 


9370, 4381  MicroVax 

AS400,  S/36,  S/38  VAX  6000 
Point  of  Sale  VAX  8000 

CAD/CAM  processors 
Series/1  peripherals 

Banking  upgrades 


2700 

3700 

4050 

4090 

8790 

9790 


r)nte<putty  .  . .  (Ac  SfiecTux  cU^€Aie*icc  ! 


A  full  line  IBM  and  Digital  computer  dealer 


CBCALLUSLAST 

CB  OR 


GET  YOUR  BEST  PRICE 
THEN  CALL 

COMPUTER  BROKERS,  INC. 

WE 

Buy  -  Sell  -  Lease 
New  and  Used  IBM  Equipment 
AS400  -  System  36,  38,  43XX 

SHORT  TERM  RENTALS  I 


Call  800-238-6405 
IN  TN  901-372-2622 

COMPUTER  BROKERS,  INC. 
2978  Shelby  SL,  Memphis,  TN  38134 

Since  1974 ' 


CB  CB  CB  CB  CB  CB  CB  CB  CB  CB  CB  CB  CB  CB 


ll  Mi 


EXCHANGE , 


BUY  •  SELL  •  LEASE  •  NEW  •  USED 

PERIPHERALS  •  SYSTEMS  •  UPGRADES 


■  -BOO  ICI-BUYS 


I  r  Data  General 


sun 

apollo 


PC /A  T/PS2 


VAX  Station  3100  | 

NEW . $14,000  1 

IBM  NEW  6450604 
2MB  Mem  $350 

VT  420  NEW  $495| 

VT  320  NEW  $420 1 
VT  220  USED  $22S| 

IBM  NEW  6450876 
80486  Upgrade 

$1,995 

Apollo  DN2500I 

I8M  NEW 

34 F 2933 

NEW  Loaded  $7,500l 

4MB  Mem 

$850 

HP  4MB  Mem  | 

INTELL 

8238020 

PIN  98267  A  $9001 

INTELL 

6048b  .’5 

CALL  TODAY  FOR  QUOTE 

1-800-ICE-BUYS 


INTERNATIONAL  COMPUTER  EXCHANGE,  LTD. 

TEL.:  (617)  565  8688  •  FAX:  (617)  585-9177 
•  1§3  MAIN  ST.  •  KINGSTON.  MA  02364  • 
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o 
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IN-HOUSE 

TECHNICIANS 

Buy 

Sell 

Lease 


slmon 

systems 

Inc. 


HONEYWELL 

LEVEL  6  DPS  6 
SERIES  16 


•  Complete  Minicomputer 

Line  -  New  &  Used 

•  Ail  Peripherals  & 

Terminals 

•  Upgrades  snd  Features 

•  Depot  Repair  Capability 

•  Honeywell  Maintenance 

Guaranteed 

•  Immediate  Delivery 
Low  Prices 

•  HDS  5  and  HDS  7 
Compatible  Terminals 

The  Recognized  Leader 
in  Honeywell  Minicomputer 
Sales  and  Support 


BOUDREAU 
COMPUTER  SERVICES 
100  Bearfoot  Road 
Northboro,  MA  01532 
(508)  393-6839 
FAX  508-393-3781 

“ Since  1974" 


•  Data  General 

•  Fujitsu 

•  Data  Products 

•  CDC 

•  Printronix 

•  Zetaco 

BUY  SELL 
TRADE 

617/982-9664 

FAX: 

617/871-4456 


DATA  CENTER 
ENVIRONMENTALS 


U.P.S.  -  EXIDE,  EMERSON.  E.P.E..  IPM.  DELTEC.  PILLAR 
A/C  -  LIEBERT.  DATA  AIRE,  AIRFLOW 
D/G  SETS  -  CAT.  ON  AN.  KOHLER 
FLOORING  -  TATE.  C-TEC.  BESCO 


Used  Refurbished  ■  Warranties,  Recertification 


BUY  /  SELL  /  BROKER 


,v; ; 


Computer  Site  Technologies,  Inc. 

- -  '  r  \  W™- - 

262  S.  Military  Trail  •  Deerfield  Beach,  FL  33442 


1-800-226-0784 


WE  BUY  and  SELL 

NEW  -  USED  -  AS  IS 

APOLLO,  DEC,  HP,  SUN,  WANG 
CDC,  MAXTOR,  MICROPOUS 

Fax  us  your  excess  listings 
Call  us  (or  current  inventory  on  above 

Industrial 
Electrosurplus 

Tel  (SOS)  768-3480 
FAX  (508)  768-3479 


Jk 


VAX  RENTALS 


MV  3600 
MV  3800/3900 
VAX  6000  SERIES 
VAX  8000  SERIES 
Systems  &  Peripherals 

•  Fast  Turnaround  •  Dependable  Products 
•  Upgrade/ Add-On  Flexibility 


•  6  Months'  •  1 2  Months  •  24  Months 


BROOKVALE  ASSOCIATES 

UMAssrss-  ddas 


EAST  COAST 

(516)  273-7777 


WEST  COAST 

(206)  392-9878 


■  SYSTEMS 

g  peripherals 

B  upgrades 

SOUHCEDATA 
f)  products 

19762  MacArtburBlvd 

.  ,20,  Irvin e,  CA  ^ 


(714) 
(800)  333 


851-197° 

.2669 


S 370 

That’s  All 
We  Do! 


From  20’sto90’s 
Most  Machines, 
Peripherals  & 
Features 

IN  STOCK 


Callus  for  a  quote 

708-831-1255 

Executive  Infosource 

1530  Eastwood  Ave.,  #100 
Highland  Park,  IL  60035 

rni  &«*— ■ 

s^ps§  -  ,”71^  °rr„  i 


PI2ARRO  COMPUTER  MARKETING  INC 

Buying  used 
IBM  equipment: 

►  3380  -  Disk 

►  3480  -  Tape 

►  3880  X23  - 
Cache  Controllers 
(any  model) 

►  3990  -  Controllers 

Eligible  tor  ISM  M,  A 

Call  Chris  Bratun 
(216)892-3990 

END-USERS  ONLY 


fGTEX 
■  _  FINANCIAL 
l= GROUP.  Inc 


IBM 

BUY  SELL 
LEASE 

PS/2  OPERATING 
LEASES 

3084  3090 

PERIPHERALS 

OEM/PCM 

LEASES 

800-888-7568 

FAX  214/783-1379 

Member  EST. 

£Dlft  w* 


Prime 

Experienced 
Systems 
New  &  Used 
Peripherals 
Worldwide  Service 

Buy  -  Sell  -  Lease 

OTW,  Inc 
305  Union  St 
Franklin  MA  02038 

508-520-0250 


For  Sale 

Six  used  Davox  850  Auto  Dial 
systems.  Includes  all  the 
necessary  peripherals  to 
commence  calling. 

Systems  are  ideal  for 

-  High  volume  Calling 

-  Telemarketing  Programs 

-  Solicitation  Programs 

-  Collection  of  Receivables 

-  Customer  Surveys 

Also  available  are  4  complete 
tape  to  disc  conversion  systems. 
Call  today  for  information. 
(516)  6 73-2439 

CRS,  P.O.Box  5217 
Melville,  NY  11747 


Buy 


Sell 


RT 

RS/600 
SERIES/1 
3X, AS/400 
937X 
4300 

Lease  Rent 

Currently  replacing  Series/Ts 
with  the  new  RS/6000  line  via 
EDX  to  AIX  migration 

612-942-9830 


DATATREJVDm, 

10250  Valley  View  Koad 
Suite  149 

Eden  Prairie,  Minnesota  55311 


AS/400 

S-3X 

S-23 

SERIESONE 

BANKING 

EQUIPMENT 


800-328-7723 
61 2-949-9400 
FAX: 

612-949-0750 


HEWLETT 

PACKARD 


1 000  •  3000 
9000 

Computers 

Peripherals 

Terminals 

Buy  •  Sell 
Rent  •  Lease 


eURODtfm  IMC. 

2574  Sheffield  Road 
Ottawa,  Canada  K1B  3V7 

613-745-0921 

FAX:  613-745-1172 


BUY 

SELL 


Nlclre 


I  Systems 
I  Components 
I  Peripherals 
I  New  Equipment 

SINCE  1976'' 
„  »WQ o „ 
■  'i  b  ° 


"Got*"' 

615-870-5500 

Telex:  3785891 
Fax:  615/875-5199 


GOMPUTERWORiD 

CLASSIFIED 

MARKETPLACE 

Examines  the  issues 
while  computer 
professionals  examine 
your  message.  Call  for 
all  the  details. 

(800) 

343-6474 

(In  MA..  508/879-0700) 
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BasicFour 


MPx  9410 

Sale  or  Lease 
Call  617-267-8600 


Buying 

Selling 

DEC -SUN 
Data  General 
Plus 

All  Peripherals 

Call  DCC 

617-837-7255 

or 

301-750-7200 


HONEYWELL 


NEW/USED  EQUIPMENT 

•  All  Models 

•  Ultimate  Equipment 

•  Older  Equipment 
Available 

•  Buy-Sell-Lease-Trade 

PARTS  &  REPAIR 
FULLY  GUARANTEED 
PROMPT  DELIVERY 


Call:  Level  6  Systems 

1-216-951-2221 


BULL 


Great  Deals 

on  sr_ _ 

pcs 

Custom  configurations 
for  LANetworking 
Most  models  in  stock 
for  immediate  delivery 
Wang  300  and  400 
series,  workstations, 
printers,  peripherals,  Wang-compatibles 
Other  PCs:  IBM,  Epson,  HP,  NEC,  Arche, 
AST,  Zenith,  Toshiba,  others  . . . 


WANG 


SAVE  50%  on  WPB-Refurbished  I 

VS,  OIS,  Printers,  and  Peripherals 
Guaranteed  acceptable  for  the 
WANG  Service  Contract 

1-800-223-9264 

AUTHORIZED  WANG  ^  PC  DEALER 

•New  Wang  PCs  sold  in  Wang's  Eastern  Zone  and  Southern 
California  only.  8  Sales  Offices  Member:  WIDA 


the 

iuob 

ED  WANG  J  PC  DEALEI 


New/Reconditioned 


Equipment 

Whatever  your  re¬ 
quirements  are  (or  Digi¬ 
tal  Equipment,  call  CSi 

first!  Buying,  selling,  trading, 
leasing,  consignments  -  we 
do  it  all1 

CSI  sells  all  equipment 
with  a  30  day  unconditional 
guarantee  on  pans  and  labor 
and  is  aligible  for  DEC 
maintenance. 

Ottering  systems,  disk 
drives,  tape  dnves,  pnnters, 
terminals,  memory,  options, 
boards,  upgrades  and  many 
more. 

Compurex 
Systems,  Inc. 
83  Eastman  St. 

Easton,  MA  02334 
Call  Toll-Free 
1-800-426-5499 
In  Mass.  (508)  230-3700 

FAX  (508)  238-8250 


PRIME 

EXPERIENCED 
SYSTEMS  AND 
PERIPHERALS 

BUY-SELL-LEASE 

BROKERAGE 

NEW  PLLKTCOMPATIBLE 
DISK,  TAPE,  MEMORY 

PLUS 

THE  FASTEST  1/0 
AVAILABLE  ANYWHERE 

1ST  SOLUTIONS,  INC. 

1 1 460  N  CAVE  CREEK  RD 
PHOENIX,  AZ  85020 

ASK  FOR  DON  SHIFRIS 

602-997-0997 

Fax:  602-997-1688 


RENT  RIGHT  FROM  THES0URCE. 


High-quality  datacomm  products  from  Codex 

Modems  —  V.32,  dial,  leased  line 
Multiplexers 
DSUs/CSUs 


In-stock  products 
shipped  within 
24  hours! 


Why  hesitate? 

Call  us  for  a  quote 

800-446-6336, 


And  much  more 


Fax:  508-261-7105 


•  Rent  direct  from  Codex  and  you  ’ll  have  valuable  equity  later  if  you  choose  to  purchase 
1  All  of  the  versatility,  quality  and  reliability  you’ve  come  to  expect  from  today’s  leading 
datacomm  supplier 

-  Full  Codex  warranty  and  nationwide  service  -  installation  also  available 

•  Flexible  payment  options  -  check,  charge,  P.O.,  or  C.  0.  D. 


CODEpxPRESS 


WANG 

Buy-Sell  or  Trade 

VS  PC  OIS 

Systems  in  Inventory 
VS  7000/  100/85/65/6/5 

And  Peripherals 

4230A  •  4230  •  Laser  Printers 
PC/386sx  Workstations 

Genesis  Equipment  Marketing 

Phone  (602)  948-2720  Fax  (602)  948-0615 


HP  HP 


NEW  and  USED 
1000  •  3000  •  9000 
Including  Spectrum 

BUY  •  SELL  •  TRADE  •  RENT  •  LEASE 
Processors  •  Peripherals  •  Systems 

All  in  Stock  -  Immediate  Delivery 
All  warranted  to  qualify  for  manufacturer's  maintenance 

ConAm  Corporation 

It’s  Performance  That  Counts! 
800/926-6264  213/419-2200 

FAX  213/419-2275 


Your  used 
computer 
equipment 
deserves  a 
second  chance. 


If  you  have  used  computer 
equipment  to  sell,  Comput- 
erworld’s  Classified  Market¬ 
place  is  the  best  place  to  do 
your  selling.  That’s  because  the 
Classified  Marketplace  features 
a  Buy/Sell/Lease  section  to 
help  you  market  your  equip¬ 
ment  to  the  very  people  who  are 
looking  to  buy. 

And  when  you  advertise  in 
Computerworld  Classified  Mar¬ 
ketplace,  you  reach  a  total 
(ABC-audited)  audience  of  over 
612,000  computer  professionals 
who  turn  to  Computerworld  for 
news,  information,  features  - 
and  the  Classified  Marketplace 
-  every  week. 

So  give  your  used  computer 
equipment  a  second  chance  to¬ 
day.  To  reserve  your  space,  call: 


800/343-6474 

(in  MA,  508/879-0700) 


C0MPUTIRW0RU) 


Where  all  computer  buyers  and  sellers  go  to  market. 


Peripherals/Supplies 


9-Track  Tape 
For  Your 
IBM 

PC/XT/AT/PS-2 


Read  1600  or  6250  bpi 
9-track  tapes  from  a  micro, 
mini  or  mainframe  in  EBCDIC 
or  ASCI  I  as  mirror  image  or 
by  individual  files. 

Use  the  2000  PC'  for 
disk  backup,  data  inter¬ 
change  or  archival  storage. 

PC/XT/AT/PS-2  are  trademarks  ot  IBM 


■■■i  First  In  Value 

DIGI-DATA  CORPORATION 
8580  Dorsey  Run  Road 
Jessup,  MD  20794-9990 
(800)  782-6395 
FAX  (301  >498-0771 


612,000  MIS/DP 
Professionals 
see  the 

CLASSIFIED 

MARKETPLACE 

each  week. 

Call  for 
advertising 
information: 

(800)  343-6474 

(In  MA.,  508-879-0700) 


COMPUTERWORLD 

Classified 

Marketplace 

gives  you  buyers 
with  extensive 
purchase  influence. 


In  fact,  a  full  95%  are  in¬ 
volved  in  purchase  deci¬ 
sion  making  for  their  orga¬ 
nizations.  They  determine 
needs,  evaluate  technolo¬ 
gies,  identify  solutions, 
and  select  products  and 
vendors  for  the  entire 
range  of  information  sys¬ 
tems,  as  well  as  related 
products  and  services. 

So  if  you’re  selling  com¬ 
puter  products  and  servic¬ 
es,  advertise  in  the  news¬ 
paper  that  delivers  buyers 
with  volume  purchasing 
influence.  Advertise  in 
Computerworld’s  Classi¬ 
fied  Marketplace! 


For  more 
information,  call 

(800)  343-6474 

(in  MA,  508/879-0700). 


Books 


Nintendo,  Genesis,  &  TurboGrafx-16 
Hot  Tips  &  Tactics  Guides! 

Perfect  stocking  stutters!  These  game-winning  books  from  GamePro 
Magazine  are  available  in  Sports  or  Adventure  games  versions.  Each 
book  is  200  pages,  full-color,  and  packed  with  over  750  game  tips,  tac¬ 
tics,  passwords,  and  strategies,  on  more  than  75  of  the  most  popular 
games!  Plus,  all  major  systems-Nintendo,  Genesis,  &  TurboGrafx-16! 

GamePro  Hot  Tips-Sports  Games ,  $9.95 
GamePro  Hot  Tips-Adventure  Games ,  $9.95 

For  first  book,  add  $3.00  shipping  &  handling  in  U.S.;  $4.00  in  Canada.  No  charge  for  second  book! 
These  books  are  unauthorized 
by  Nintendo,  Sega  &  NEC. 


hi,-,  v  1  * 

Kw, , 


,  »WJL 


OrderToday! 
Call  (800) 
28B00KS! 

Also  available 
from  your 
local  book, 
electronics, 
or  software 
store. 

CWCL1290 


ki 


Conversions 


Automated  Conversions  to  AS/400 

from 

1.  IBM  MAINFRAMES.  CICS  &  Batch  COBOL 
Up  to  65%  cheaper/75%  quicker  than 
manual  conversion.  Industry  proven. 

2.  NON-IBM  Wang,  Unisys,  Honeywell,  etc. 

3  PAPER  DOCUMENTS.  Imaging  Systems  on  PCs 
and/or  AS/400.  Call  for  details. 

CSI  Inc. 

150  Lafayette  Street,  Suite  800,  NYC,  NY  10013 
Phone:  (212)  431  4084  •  Fax:  (212)  431  4109 


Business  Opportunities 


CLASSIFIED 

MARKETPLACE 

Where 

Computer 

Professionals 

Shop 

(800) 

343-6474 

(in  MA;  508/879-0700) 


CD-ROM 


entrance 
_  CD-ROM 
market  a  pre¬ 
mier  indexing  and  retrieval 
system.  We  train  our  VARs 
in  all  aspects  of  CD-ROM. 
Your  clients  have  many  CD- 
ROM  potential  applications. 
We  seek  Regional,  District, 
and  Local  VARs  Call  or 
write: 


Multimedia 
Solutions* 

(713)681-2044 
10555  Northwest  Frwy, 

#  279,  Houston,  TX  77092 
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Software 


PC-BASED  DATA  INPUT  SOFTWARE 


Replace  Dedicated  Data  Entry  Systems 
Front-end  Mainframe  Applications 


j  LAN  or  stand-alone 
environments 
J  Two-pass  verification 
j  Batch  balancing  and 
check  digits 
J  Operator  statistics 
reporting 

j  Embedded-numeric 
keypad  emulation 
j  Extensive  field  edits  and 
table  lookups 
_j  Screen  Painter  and 
MenuManager  included 


O  Batch  Control  System 
and  Reformat  utility 
U  User-definable  help 
screens  and  windows 
O  OS/2  version 
O  Outstanding  customer 
support 

O  Thousands  of  users 
worldwide 

O  French,  Spanish,  and 
German  versions 
O  Consulting,  conversion 
and  integration  services 


FREE  evaluation  systems  available  for 
qualified  companies. 


@ 


1-800-533-6879 

Soi  thern  Computer  Systems,  inc. 

2732  Seventh  Avenue  South  ■  Birmingham.  Al  35233 
PHONE  (205)251 -2985  ■  FAX  (205)322-485 1 


Send/Receive 
Faxes  Directly 
From  Your: 


RS6000 


To  Receive  a 

Free 

Brochure  Call: 

708-574-3600 

Fax:  708-572-0508 

DEVCOM  MID- 
AMERICA,  INC. 


Bids/Proposals/Real  Estate 


OHIO  TURNPIKE  COMMISSION 

682  Prospect  Street 
Berea,  Ohio  44017 

PROPERTY  DISPOSAL  NO.  D-1414 

NOTICE  TO  BIDDERS 

Sealed  bids  will  be  received  by  the  Ohio  Turnpike  Commission,  at  its 
principal  office,  located  at  682  Prospect  Street,  Berea,  Ohio  44017, 
until  10:00  A.M.  (E.S.T.).  December  21,  1990,  for  the  purchase  of  used 
Computer  Equipment  from  the  Ohio  Turnpike  Commission.  At  said 
hour  all  bids  will  be  publicly  opened  and  read. 

Each  bid  must  be  on  the  form  prescribed  by  the  Commission  and  must 
be  accompanied  by  an  affidavit  of  noncollusion. 

Each  Proposal  Offer  is  to  be  accompanied  by  a  certified  check,  on  a 
solvent  bank,  payable  to  the  Ohio  Turnpike  Commission  in  an  amount 
not  less  than  five  percent  (596)  of  the  total  bid  offer.  Each  such  check 
will  be  held  by  the  Commission  as  a  guarantee  of  the  performance  of 
the  contract  if  any  offer  be  accepted.  The  checks  submitted  by  the  un¬ 
successful  Bidders  will  be  returned  within  five  (5)  days  after  the  date  of 
opening  of  bids. 

The  commission  will,  if  it  shall  accept  a  bid,  accept  the  highest  and 
most  responsive  bid  offered.  If  any  bid  be  accepted,  such  acceptance 
shall  constitute  a  contract  between  the  Bidder  and  the  Commission. 
Within  five  (5)  days  after  acceptance  of  an  offer  the  successful  Bidder 
shall  pay  to  the  Commission,  by  a  certified  check,  the  remaining  nine¬ 
ty-five  percent  (95%)  of  the  estimated  purchase  price. 

The  Commission  reserves  the  right  to  waive  technicalities  and  to  re¬ 
ject  any  and  all  bids. 

OHIO  TURNPIKE  COMMISSION 
Purchasing  Section 


MISSISSIPPI  CENTRAL  DATA 
PROCESSING  AUTHORITY 

Sealed  proposals  will  be  received 
by  the  CDPA,  301  N.  Lamar  St., 
301  Building,  Suite  508,  Jackson, 
MS  39201  for  the  following  equip¬ 
ment  and  services: 

RFP  No.  1886,  due  Thursday,  Jan¬ 
uary  10,  1991  at  3:30  p.m.  for  the 
acquisition  of  15  terminals  and  3 
printers  to  connect  to  the  main 
campus  Unisys  mainframe  for  the 
administrative  offices  of  HINDS 
COMMUNITY  COLLEGE,  Rankin 
Campus. 

RFP  No.  1904,  due  Tuesday,  Jan¬ 
uary  8.  1991  at  3:30  p.m.  for  the 
acquisition  of  eleven  (11)  micro¬ 
computers.  printers,  hard  disk  up¬ 
grades  and  digitizers  for  COPIAH- 
UNCOLN  COMk 
LEGE. 

RFP  No.  1905,  due  Tuesday,  Jan¬ 
uary  8,  1991  at  3:30  p.m.  for  the 
acquisition  of  a  ten  (10)  work¬ 
station  Local  Area  Network  for  AL¬ 
CORN  STATE  UNIVERSITY 
RFP  No.  1907,  due  Thursday,  Jan¬ 
uary  3,  1991  at  3:30  p.m.  for  the 
acquisition  of  CD-ROM  computer- 
based  training  courseware  for  the 
CENTRAL  DATA  PROCESSING 
AUTHORITY  INSTITUTE 
RFP  No.  1908,  due  Thursday,  Jan¬ 
uary  3,  1991  at  3:30  p.m.  for  the 
acquisition  of  twentyseven  (27) 
80286-based  microcomputers, 
two  (2)  laser  printers  and  four  (4) 
dot  matrix  pnnters  for  the  General 
for  Excellence;  and  ten 
I  microcomputers 


IMMUNITY  col- 
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RFP  No.  1909,  due  Thursday,  Jan¬ 
uary  3,  1991  at  3:30  p.m.  for  the 
acquisition  of  an  uninterruptible 
power  supply  for  two  networked 
Data  General  Computers,  and  a 
1  0GB  disk  subsystem  and  2.0GB 
8mm  cartridge  tape  for  an  existing 
Data  General  MV/15000  Model  8 
computer  for  the  Mississippi  Agri¬ 
cultural  &  Forestry  Experiment 
Station  at  MISSISSIPPI  STATE 
UNIVERSITY 

Detailed  specifications  may  be  ob¬ 
tained  from  the  CDPA  office  The 
CDPA  reserves  the  right  to  reject 
any  and  all  bids  and  proposals  and 
to  waive  informalities 
Patsy  Stanley  a  (601)  359-2604 


Request  For  Proposal 
The  Snohomish  County  Public 
Transportation  Benefit  Area  Cor¬ 
poration  (dba  Community  Transit) 
will  be  accepting  proposals  until 
1:00  PM,  Tuesday,  January  22, 
1 99 1 ,  for  providing  the  following: 
RFP  #5-90  Management  Informa¬ 
tion  System 

Community  Transit  is  seeking  a 
comprehensive  integrated  soft¬ 
ware  package  to  include,  but  not 
limited  to.  General  Ledger,  Project 
Cost  System,  Maintenance  Man¬ 
agement.  Parts  Inventory,  Ac¬ 
counts  Payable/Receivable,  Pay¬ 
roll,  Purchasing,  and  Fixed  Asset 
to  run  on  existing  Prime  4050. 

The  required  “Request  for 
Proposal"  documents  may  be  ob¬ 
tained  at  the  office  of  Community 
Transit  located  at  8905  Airport 
Road,  Everett,  WA  98204,  Mon¬ 
day  through  Friday  between  the 
hours  of  8:00  AM  and  5:00  PM. 
Community  Transit  reserves  the 
right  to  reject  any  and  all  propos¬ 
als 

The  successful  bidder  must  com¬ 
ply  with  the  terms  of  financial  as¬ 
sistance  between  the  U  S.  Urban 
Mass  Transportation  Administra¬ 
tion  (UMTA)  and  Community  Tran¬ 
sit. 

The  performance  of  this  contract  is 
subject  to  the  requirements  of  Title 
VI  of  the  Civil  Rights  Act  of  1964 
and  all  applicable  equal  employ¬ 
ment  requirements.  DBE  firms  will 
be  afforded  full  opportunity  to  sub¬ 
mit  bids  and  will  not  be  subject  to 
discrimination  on  the  basis  of  race, 
color,  sex,  handicap  or  national  ori¬ 
gin  in  consideration  of  award. 

All  inquiries  pertaining  to  the 
Request  for  Proposal  specifica¬ 
tions,  or  any  questions  in  reference 
to  the  "Request  for  Proposal" 
documents  should  be  directed  to: 
Community  Transit 
8905  Airport  Road 
Everett,  WA  98204 
ATTN:  Sandra  Biskovich 
Purchasing  Ma 
(206)  348-7 1C 


CLASSIFIED 

MARKETPLACE 

Where  Computer 
Professionals  Shop 

(BOO)  343-6474 

(in  MA;  508/879-0700) 


Request  for  Proposals  (RFP). 
The  State  of  Wisconsin,  Depart¬ 
ment  of  Health  and  Social  Ser¬ 
vices,  is  inviting  proposals  for  a 
Project  Manager  to  assist  in  the 
implementation  of  a  Child  Sup¬ 
port  Data  System  (CSDS)  in  its 
72  counties.  The  individual  or 
firm  selected  to  be  the  Project 
Manager  will  be  responsible  for 
overseeing  and  directing  state 
CSDS  staff  and  the  CSDS  Sys¬ 
tem  Contractor  to  be  selected 
under  a  separate  RFP.  Further 
information  and  the  RFP  packet 
are  available  from  Shirley  Ander¬ 
son,  Department  of  Health  and 
Social  Services,  Room  450,  1 
West  Wilson  Street,  P.0  Box 
7935,  Madison,  Wl  53707-7935 
(telephone:  608/266-2549).  Pro¬ 
posals  are  due  January  14, 
1991.  The  individual  or  firm  se¬ 
lected  to  be  the  Project  Manager 
will  not  be  eligible  to  compete 
under  the  RFP  to  select  the  Sys¬ 
tem  Contractor. 


C0MPUTERW0R1D 

Classified 

Marketplace 

showcases 
your  ad  by 
product  category! 

Whether  it’s  used  equip¬ 
ment,  software,  time,  ser¬ 
vices  or  just  about  any 
other  category  of  com¬ 
puter  product  or  service, 
Computerworld’s  Classi¬ 
fied  Marketplace  is  orga¬ 
nized  to  make  your  ad  visi¬ 
ble  and  to  make  buying 
your  product  easy. 

Just  look! 

Computerworld’s 
Classified 
Marketplace 
Product  Categories 

software 
hardware 
conversions 
PC  products 
time/services 
buy/sell/lease 
communications 

bids/proposals/ 
real  estate 

graphics/desktop 

publishing 

peripherals/supplies 

business  opportunities 

So  if  you’re  selling  com¬ 
puter  products  or  services, 
advertise  in  the  newspaper 
that  showcases  YOUR 
product  or  service.  Adver¬ 
tise  in  Computerworld’s 
Classified  Marketplace! 

For  more 
Information,  call 

800/343-6474 

(in  MA,  508/879-0700) 


Time/Services 


Financial 
Technologies 

Innovative,  Responsive, 
Quality 

a  few  words  that  describe 
the  most  complete 
computer  processor 

offering . 

IBM  3090,  MVS/XA, 
MSA,  DB2,  VM/HPO, 
TSO,  CICS/VSAM 
and  a  multitude  of 
third  party  software 

the  complete  source  for 
...  outsourcing  ... 

1-800-443-8797 

14300  Sullyfield  Circle 
Chantilly,  Virginia  22021 


ICOTECH 


HI  JJEB 


MVS/XA 
TSO/ISPF/ SDSF 
CICS 
AD ABAS 
LIBRARIAN 


VTAM 

FILE-AID 

INTERTEST 

SAS 

$AVRS 


DB2 

SIMWARE 
ACF2 
A  DC  2 


■  24  hour  availability  -  Uninterrupted  Power 
•  International  access  Supply 

■  Superior  technical  -  Certified  on-site  vault 

support  staff  -  Disaster  recovery 

-  Impeccable  service 


Call  Now  -  Solve  Your  Computing  Worries 
TODAY  &  TOMORROW! 
(201 )  685-3400 


QUALITY 
COMPUTING- 
SERVICES _ 


PROCESSING  &  SYSTEMS  OPERATIONS 

OUTSOURCING 
FACILITIES  MANAGEMENT 
REMOTE  COMPUTING  /  TIMESHARE 

SYSTEMS  PLANNING  &  CONSULTING 

STRATEGIC  SYSTEMS  PLANNING 
NEEDS  ANALYSIS  /  FEASIBILITY 
QUALITY  ASSURANCE  PROGRAMS 

PROJECT  MANAGEMENT 

PROJECT  LEAD  /  CONSULTANT  SUPPORT 
SYSTEMS  DEVELOPMENT 
SYSTEM  /  DATA  CONVERSIONS 

For  more  information  contact  Susan  Boush  at: 
(206)  924-2527  or  (800)  654-9347 


Weyerhaeuser  A 

Information  Systems  w“ , 


OUTSOURCING  SERVICES 


IBM  MVS/XA  •  VM/CMS 
TSO  •  SUPERWYLBUR  •  CICS  •  CMS 
Extensive  Library  of  3rd  Party  Software 

“We  offer  fixed  price  solutions” 


•  Professional  Services 

•  Laser  Printing 

•  Capacity  Planning 


•  Nationwide  Network 

•  24  Hrs/Day.  7  Days/Week 

•  Over  23  Years  Experience 


COMPUTER  NETWORK  SYSTEMS,  INC. 

(202)  537-2500 

S18S  MacArthur  Blvd  ,  N.W,  •  Washington,  D  C.  20016 


-Remote 

.Processing 


Personalized  Service 

•  Guaranteed  Service  Levels  •  Fixed  Pricing 

•  Peak  Load  Processing  •  Disaster  Recovery  Services 

•  Satellite  Communications  •  Printing  A  Mail  Services 
•  VM/XA,  MVS/XA,  DOS/VSE 


r-Agway  Data  Services  Inc. 

Call  1-800 -ADS -7  112 

“ Committed  to  Customer  Satisfaction' 


ANOTHER 
REASON  WHY 
COMPUTERWORLD’S 
MARKETPLACE 
PAGES  WORK ... 


Computerworld’ s  Classified  Mar¬ 
ketplace  gives  you  buyers  with 
extensive  purchase  influence.  In 
fact,  a  full  95%  are  involved  in 
purchase  decision  making  for 
their  organizations.  They  deter¬ 
mine  needs,  evaluate  technolo¬ 
gies,  identify  solutions,  and  se¬ 
lect  products  and  vendors  for  the 
entire  range  of  computers  -  from 
PCs  to  minicomputers,  superminis 
to  mainframes. 


Involvement  in  the  Purchase  of 
Computer  Systems  by  Computerworld 


Personal  Computers 


Minicomputers 


SuperMiniComputers 


Mainframes 


69% 

61% 

58% 


42% 


*  Source:  ST AT  Resources  Profile  of  Computerworld 
Subscribers,  November  1987. 


To  place  your  ad,  call  John  Corri¬ 
gan,  Vice  President/Classified 
Advertising,  at  800/343- 
6474  (inMA,  508/879- 
0700). 
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CLASSIFIED 


Time/Services 


CDMPUTRWORLD 

Classified 

Marketplace 


delivers  your 
message  in 
companies  that 
plan  to  buy 
your  product 
or  service. 


From  PCs  to  minis, 
mainframes  to  super¬ 
computers,  Comput- 
erworld’s  readers  buy 
products  across  all 
ranges  of  today’s  com¬ 
puters.  So  if  you’re  sell¬ 
ing,  advertise  in  the 
newspaper  that  delivers 
readers  that  plan  to 
buy  YOUR  product  or 
service.  Advertise  in 
Computerworld’s  Clas¬ 
sified  Marketplace! 


For  more 
information, 
call: 

800 

343-6474 

(in  MA,  508/879-0700) 


SUNGARD 


COMPUTER  SERVICES 


.  OUTSOURCING  EXPERTISE 

.  FIXED  PRICE  COMPUTING 

.  ECONOMICAL  PRICES  -  SIGNIFICANTLY  LESS  THAN 
IN-HOUSE 

.IBM  3090  COMPUTERS  WITH  MVS/ESA,  AND  VM 
TECHNOLOGY 

.  EXTENSIVE  NATIONWIDE  TELCOM  NETWORK 

.  EXTENSIVE  LIBRARY  OF  THIRD  PARTY  SOFTWARE 

.  PROFESSIONAL  SERVICES  FOR  APPLICATION 
SUPPORT  &  DEVELOPMENT 

FOR  MORE  INFORMATION  CALL: 
(800)441-4203  (215)387-3890 
(21 2)  943-9540 

SUNGARD  COMPUTER  SERVICES  INC. 

1265  DRUMMERS  LANE 
WAYNE.  PA  10086 


REMOTE  COMPUTING  OUTSOURCING 


•  MVS/XA 

•  CICS 

•  DB2 


•  VM/370 

•  TSO 

•  IMS/DBDC 


•  DOS/VSE 

•  CMS 


OVER  1 50  SOFTWARE  PRODUCTS 

•  DEVELOPMENT  •  DEBUGGING 

•  PRODUCTIVITY  •  PERFORMANCE 


•  TELENET 

•  SEARSNET 


•  TYMNET 

•  IBM  INFORMATION  NETWORK 


EXTRAORDINARY  CUSTOMER  SERVICE 
MIGRATION  MANAGEMENT 


GIS 


INFORMATION 
SYSTEMS,  INC 


815  Commerce  Drive,  Oak  Brook,  IL  60521 


708-574-3636 


New  England 

617-595-8000 


“...Based  on  number 
of  leads  per  dollar 
invested,  I  always  win 
with  Computerworld 
Response  Cards.” 

-  Paul  D.  Boone 
President 
Stile  Software  Company 


“Converting  leads  into  sales  - 
economically  -  is  the  backbone  of 
my  business.  Here,  based  on  cost 
per  reader  and  number  of  leads 
per  dollar  invested,  I  always  win 
with  Computerworld  Response 
Cards.  And  to  keep  on  winning 
next  year,  I  plan  to  double  my 
frequency  schedule  in  Comput¬ 
erworld  Response  Card  decks.” 

Computerworld  Direct  Response 
Cards  give  you  a  cost-effective 
way  to  reach  Computerworld’s 
powerful  buying  audience  of  over 
135,000  subscribers. 

Call  Norma  Tamburrino,  Na¬ 
tional  Account  Manager,  Com¬ 
puterworld  Direct  Response 
Cards,  at  (201)  587-0090,  to  re¬ 
serve  your  space  today. 


COMPUTERWORLD 


Where  all  computer  buyers  and  sellers  go  to  market. 


Quality  Outsourcing 


♦  IBM  Mainframe/Peripherals 

♦  Full  Technical  Support 

♦  24  hour  Help  Desk  w/  800# 

♦  Database  Specialists 


♦  Consulting  Services 

♦  Network  Specialists 

♦  Capacity  Planning 

♦  Automated  Operations 


Resources  Available  Include: 

MVS/XA,  VM/XA,  CMS,  CICS,  DB2/QMF,  TSO/E, 
ISPF/PDF,  SAS,  Librarian,  IBM  IN,  PANVALET, 
EASYTREIVE,  Telenet/Tymnet,  TOP  SECRET 

Au  7  Call:  (201)  216-3216 

■I  W  A  INFORMATION  TECHNOLOGY  ALLIANCE  CORPORATION 


Especially  when  you're  outsourcing.  You  need  a  company  that's  big 
enough  to  handle  everything  from  data  processing  to  coast-to-coast 
networking  to  software  development  and  integration.  All  with  total 
commitment  to  customer  service  and  support.  And  that  company  is 
Litton  Computer  Services.  We  re  just  what  you're  looking  for. 


•  Multiple  Data  Centers 
•Large-scale  Information  Systems 
•Nationwide  Network 
•Remote  Facilities  Management 
•Migration  Specialists 


•Operating  System  Conversions 
•Integrated  Financial  Systems 
•Major  Third-party  Software 
Packages 


Litton 


Call  toU  free,  1-800-752-6527 


Computer  Services 


OUTSOURCING  AND 
REMOTE  COMPUTING 


•  IBM  MVS/XA 

•  AS/400 

Environment 

•  Full  Supporting 

•  DB2,  IDMS/R,  Model 

Services 

204  and  4GLs 

-  Media  Conversion 

•  Professional  Suppon 

-  Laser  &  Impact 

Staff 

Print  Facility 

•  Experienced 

-  Application 

Migration  Manage- 

Programming 

ment  Team 

•  Technical  Support 

•  Simplified  Pricing 

•  24  Hours  a  Day  - 

and  Invoicing 

7  Days  a  Week 

May  &  Speh,  inc. 

1501  Opus  Place,  Downers  Grove,  IL  60515-5713 

1(800)  729-1501 

For  More  Information  Contact  Tony  Ranieri 


ON-LINE  WITH 
COMPUSOURCE 


^Multiple  centers 
aSRACF,  CICS.  IMS 
^  Volume  &  term  discounts 
^Full  technical  support 
A  Disaster  recovery  services 


A  MVS/XA,  VM.  DOS 
A  SAS,  DB2 
—  Worldwide  access 
~  Laser  printing 


aKOMPUSGuRCE 

(919)  469-3325 


It’S  the 

Classified 

Marketplace 

Reach  Computer 
Professionals 
Where  They 
Shop  For: 

□  Buy/Sell/Lease 

□  Hardware 

□  Software 

□  Peripherals/Supplies 

□  Communications 

□  Graphics/Desktop 

Publishing 

□  Time/Services 

□  Bids/Proposals/ 

Real  Estate 

□  Business  Opportunity 

CALL  NOW 
800343-6474 

(in  MA.,  508/879-0700) 


REMOTE 
COMPUTING 


r  i 

•We  locate  COMPUTER 
TIMESHARING,  includ¬ 
ing  OUTSOURCING  on 
ALL  mainframes. 

•Since  1968  we  have 
found  your  LOWEST 
prices  from  over  800 
nationwide  data 
centers. 

•NEVER  a  charge  to  the 
Buyer,  because  our  fee 
is  paid  by  the  Seller. 

CALL  DON  SEIDEN  AT 

COMPUTER 
.RESERVES,  INCj 


(201 )  882-9700 


COST-EFFECTIVE 
COMPUTING  SERVICES 
for  TODAY  and.... 
TOMORROW 


COMDISCO  COMPUTING 
SERVICES  CORP. 

Provides  you  with: 

REMOTE  COMPUTING 
COMPUTER  OUTSOURCING 
FACILITY  MANAGEMENT 

Featuring: 

•  IBM®  CPUs  and  Peripherals 

•  Systems  Software: 

MVS/XA,  TSO/E,  ISPF/PDF, 
CICS,  VM/XA,  VM/SP,  HPO,  CMS 

•  Application  Software: 

Database  Management 
Application  Development 
4/GLs  Graphics 

Statistical  Analysis 

•  Multiple  Communications 
Methods 

•  Technical  Support 

•  Automated  Tape  Handling 

•  ULTRA-Secure  Data  Center 

•  Advanced  Laser  Printing 

•  Pricing  to  fit  your  needs 

Call:  Robert  Marino 

201-896-3011 

comw/oo 


COMDISCO  COMPUTING 
SERVICES  CORP. 

430  Gotham  Parkway.  Carlstadt,  NJ  07072 


.  UPS:  tatter*  1 
tothne  § 
tack-up 


.  Network  soeeialtsts 

.  Migration 

•  Laser  printing: : 
continuous  form 

OPERATING 
ENVIRONMENTS 
MVS/XA  CICS  VM/XA 
TSO/E  DB2 
ISPF/P0F 

VPS 


VM-MAGIC 


FOCUS 


DOS/VSE 


PRODUCTIVITY/ 
DEVELOPMENT  AIDS 

SAS  EASYTRIEVE  PLUS 
FILEAID  ABENDAID 
SPREADSHEET  GDDM 
1AM  C0MPAREX 

XC0M  6.2  E-MAIL 
ACCTG.  PKGS.  XICS 

COMMUNICATIONS/ 

NETWORKING 

T1  SUPPORT  TYMNET 
TOKEN  RING  NJE 
PROTOCOL  CONVERSIONS 
PC-HOST  SUPPORT 
...and  much,  much  more 

CALL  JOE  BALSAM0 

(708)  449-2800 

STATfAB 

a  division  of 
CREATIVE 
AUTOMATION 
COMPANY- 
220  Fend  Lane 
Hillside,  IL  60162 
Serving  the  Nation 
Since  1936 
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TRAINING 


Cutting  costs,  not  training 

Education  is  often  the  first  to  go  in  tough  times,  but  maybe  itshouldn  ’tbe 


BY  STEWART  L.  STOKES  JR. 

SPECIAL  TO  CW 


As  we  prepare  to  turn 
the  comer  into  the 
new  year,  economic 
and  competitive  forces 
are  pressuring  U.S. 
companies  to  do  more  with  less 
—  and  do  it  faster. 

However,  while  this  “do 
more  with  less”  attitude  sounds 
logical,  not  all  strategic  areas  of  a 
company  should  be  squeezed. 

One  important  area  that  is  of¬ 
ten  cast  aside  —  an  area  that 
could  be  a  vehicle  to  pull  compa¬ 
nies  out  of  the  economic  hole  and 
ahead  of  the  competition  —  is 
training. 

Training  close-up 

At  a  quick  glance,  training  — 
both  technical  and  nontechnical 
—  appears  to  be  big  business  in 
this  country.  According  to  the 
American  Society  for  Training 
and  Development  (ASTD),  an  as¬ 
sociation  for  training  and  human 
resources  development  profes¬ 
sionals,  U.S.  enterprises  cur¬ 
rently  spend  approximately 
$210  billion  for  all  types  of  em¬ 
ployee  education. 

But  on  a  closer  look,  the  over¬ 
all  attention  given  to  training  has 
some  flaws. 


“As  a  country,  we  are  still 
state  of  the  art  in  technology,  but 
we  are  far  from  state  of  the  art  in 
training  workers  to  reap  the 
benefits  of  that  technology.  The 
result  is  an  enormous  lack  of 
competitive  muscle,”  ASTD 
President  John  Hurley  says. 

On  top  of  that,  U.S.  firms 
must  keep  a  close  eye  on  their 
foreign  competition  in  terms  of 
training.  Some  countries  are  put¬ 
ting  forth  serious  efforts  in  train¬ 
ing,  education  and  professional 
development.  The  ASTD  is  gath¬ 
ering  data  for  employee  training 
and  education  abroad  and  has  in¬ 
formation  to  indicate  that  our 
country  is  falling  well  behind 
Germany  and  Japan. 

Furthermore,  an  ASTD  pub¬ 
lication  recently  stated  that  the 
UK  invests  approximately 
$1,176  per  worker  in  formal  job- 
related  training.  The  U.S.  in¬ 
vestment?  Only  $256  per  work¬ 
er,  or  approximately  one-fifth  of 
the  UK  amount. 

Tom  Peters,  author  of  Thriv¬ 
ing  on  Chaos  and  one  of  the  na¬ 
tion’s  leading  spokesmen  for  en¬ 
terprisewide  change  in  organiz¬ 
ations,  underlines  the  problem 
more  bluntly:  “Our  investment 
in  training  is  a  national  disgrace. 
Despite  lip  service  about  people 
as  our  most  important  asset,  we 


value  hardware  . . .  over  people. 
Even  when  we  do  train,  we  get  it 
backwards.” 

The  root  of  the  problem  is 
that  firms  perceive  training  to  be 
too  expensive.  When  times  get 
tough,  training  gets  cut. 

A  second,  deep-seated  prob¬ 
lem  is  that  training  is  a  “lag” 


strategy;  it  is  always  the  last 
thing  to  happen  when  change  oc¬ 
curs,  and  it  may  even  tend  to  be 
an  afterthought:  “Oops,  we’d 
better  get  these  people  trained, 
and  the  faster  and  cheaper,  the 
better.”  In  that  situation,  train¬ 
ing  is  developed  and  delivered  in 


a  quick-and-dirty  fashion,  with 
predictable  results.  Little  real 
learning  takes  place,  and  the  re¬ 
cipients  muddle  through  with  a 
sour  taste  in  their  mouths. 

Consequently,  information 
systems  managers  and  trainers 
have  an  uphill  battle  to  fight  in 
convincing  their  firms  that  train¬ 
ing  should  be  positioned  as  a 
strategic  weapon. 

With  a  little  perseverance  and 
creativity,  however,  managers 
and  trainers  can  come  out  on  top. 
First,  they  will  need  to  advocate 


the  role  of  training  in  an  organi¬ 
zation.  They  will  need  to  become 
strong  spokesmen  and  aggres¬ 
sive  marketers  by  linking  train¬ 
ing  very  explicitly  to  the  objec¬ 
tives  of  the  organization. 

One  way  they  can  do  this  is  by 
becoming  more  creative  in  their 


sales  tactics.  For  example,  one 
manager  actually  pulled  togeth¬ 
er  a  videotape  that  positioned 
and  rationalized  specific  training 
courses.  This  video,  which  was 
shown  before  each  training  ses¬ 
sion,  emphasized  the  importance 
of  training  and  its  practical  appli¬ 
cation. 

Another  tactic  IS  managers 
and  trainers  can  employ  is  to  de¬ 
velop  quantitative  measure¬ 
ments.  Take  the  example  of  cus¬ 
tomer  service  representatives 
who  are  not  handling  their  sys¬ 
tems  properly:  Customers  be¬ 
come  frustrated  because  of  long 
waits,  and  the  order  often  gets 
botched.  Trainers  can  take  ad¬ 
vantage  of  this  situation  by  de¬ 
signing  a  training  course  that  will 
solve  those  specific  problems 
and  then  turn  it  into  a  cost/bene¬ 
fit  analysis. 

This  analysis  serves  to  bring 
the  managers  involved  together 
around  a  common  issue.  From 
that  point,  training  solutions  can 
be  developed. 

The  bottom  line  in  this  tough 
national  economic  climate  is  that 
companies  must  resist  the  pres¬ 
sures  for  the  easy  answer  and 
the  quick  fix.  Planning  for  the 
“long  pull”  and  investing  in 
training  cannot  be  sacrificed  be¬ 
cause  it  is  perceived  as  too  cost¬ 
ly.  It  will  end  up  costing  compa¬ 
nies  more  later. 


Stokes  is  a  senior  vice-president  at 
QED  Information  Sciences,  Inc.  in 
Wellesley,  Mass. 


Training  shortfall 

Forty-nine  million  Americans  will  need  training  in  the  following  areas  in 
1990  to  meet  changing  business  needs 

Number  of  American  workers  who  need  training 

Total:  49  million 


Executive  & 
supervisory 

Customer 

service 

New 

technology 

Basic  skills 


5  million 


1 1  million 


iff  ft  4 
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16  million 
17  million 


Source:  American  Society  for  Training  and  Development 


CW  Chart:  Doreen  St.  John 


PROMOTING  A  BETTER  UNDERSTANDING  OF 

INFORMATION  ENGINEERING 

CEC  is  pleased  to  present  the  1991  public  offerings 
of  our  Information  Engineering  courses. 


Course 

Date 

Location 

Price/Student 

lE/Planning 

May  6-8 

Chicago 

S  895.00 

lE/Analysis 

Feb.  4-6 

Atlanta 

S  895.00 

April  15-17 

Detroit 

$  895.00 

May  13-11 

Los  Angeles 

S  895.00 

|une  3-5 

New  York 

S  895.00 

IE/  Design 

March  4-7 

Atlanta 

SI  195.00 

May  20-23 

Detroit 

S  1195.00 

June  17-20 

Los  Angeles 

SI  195.00 

For  more  information  about  our  offerings,  please 
contact  the  CEC  Education  Coordinator  at: 

(313)  569-0900 


'The  IE  Practitioners" 


18620  W.  10  Mile  Rd.  •  Southfield,  Ml  48075-2667 


Computer  Education  at 

ComputerLand 

■  of  New  York/New  Jersey 


We're  not  just  Hardware! 

Call  for  a  FREE  course  schedule 

(212)952-1509 

Mention  this  ad  for  a  12%  discount  on  any  course. 


C  &  UNIX 

$750/person  5  days 

Special  prices  for 
multiple  employees 

Over  80  classes  completed 
with  fortune  500  companies 

CET 

(214)  285-5599 


VIDEO’S 

THE 

ANSWER! 

$49 

AI.  SQL, 
C,  COBOL 

ItechinsiderI 

2170  Broadway 
Suite  2290 
NYC,  NY  10024 
21 2\  362-0559 


TRAINING  SECTION 

Examines  the  issues  while  Computer  Professionals 
examine  your  message.  Call  for  all  the  details 

(800)  343-6474 

(m  MA.,  508/879-0700) 
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PRACTICAL  GUIDE  TO  LAN 
PLANNING  &  INSTALLATION 
$149.00 

PRACTICAL  GUIDE  TO  LAN 
SYSTEMS  ADMINISTRATION 
$99.00 

Take  Both 
Selections  For 
$ 199.00 

NovaNet,  Inc. 

8114  Mizner  Lane 
Boca  Raton,  FL  33433 
(407)852-0553 

Allow  4-6  Weeks  For  Delivery 


Sludeiil  Signup 
S\stcm 


Vor:  Corp.lnformation 
Centers/  .  . 

Training  Companies| 

•  PC  Lan  (Multi-User) 

•  Student  Signups 

•  Invoicing 

•  Scheduling 

•  Management  Reporting 

Free  Demo  Disk 
Call  (919)460-0071 
[Computer  Decision*  I 


PO  Box  80024 
JJajelgJUJCZTe^ 


Instructor-Led 
Mainframe  Training 
and  Development 
for  IBM  and 
related  products. 

interact 

INFORMATION  SERVICES.  INC 

914-332-6100 

(Within  NYS) 

800-628-5471 

(Outside  NYS) 


Computerworld's 
Training  Pages 

Gives  you  the  opportunity  to  reach  over 
612,000  potential  attendees  for 


— - r - | - - - — 

your  seminar/conference! 

For  more  information, 
call 


800/343-6474 

(in  MA,  508/879-0700) 
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0.0 

0.0 

N 

TANDEM  COMPUTERS  INC 

30 

9 

13.625 

1.1 

9.0 

N 

TANDY  CORP 

43 

24 

29.75 

2.0 

7.2 

N 

ULTIMATE  CORP 

10 

1 

2 

-0.3 

-11.1 

N 

UNISYS  CORP 

17 

2 

3 

0.1 

4.3 

A 

WANG  LABS  INC 

6 

3 

2.875 

0.1 

4.5 

Software  &  DP  Services 

Q 

ADVANCED  COMP  TECH 

NA 

NA 

0.01 

0.0 

0.0 

Q 

AMERICAN  MGMTSYS  INC 

20 

11 

16.875 

1.0 

6.3 

Q 

AMERICAN  SOFTWARE  INC 

18 

8 

12.75 

1.3 

10.9 

N 

ANACOMPINC 

5 

1 

1.75 

-0.3 

-12.5 

Q 

ANALYSTS  INTL  CORP 

24 

10 

14.25 

0.8 

5.6 

Q 

ASHTONTATE 

15 

5 

8.5 

0.8 

9.7 

Q 

ASK  COMPUTER  SYS  INC 

10 

4 

5.563 

0.2 

3.5 

N 

AUTO  DATA  PROCESSING 

60 

45 

54.875 

0.5 

0.9 

Q 

AUTODESK  INC 

60 

32  ' 

50.375 

4.1 

8.9 

Q 

BMC  SOFTWARE  INC 

30 

17 

25.25 

3.5 

16.1 

Q 

BOOLE  &  BABBAGE  INC 

22 

11 

14 

0.3 

1.8 

N 

BUSINESSLAND  INC 

12 

1 

1.5 

0.1 

9.1 

Q 

COGNOSINC 

10 

4 

7.5 

-0.1 

-1.6 

N 

COMPUTER  ASSOC  INTL  INC 

17 

4 

8 

0.3 

3.2 

Q 

COMPUTER  HORIZONS  CORP 

17 

8 

15 

0.8 

5.3 

N 

COMPUTER  SCIENCES  CORP 

59 

37 

49 

1.5 

3.2 

N 

COMPUTER  TASK  GROUP  INC 

12 

7 

7.625 

0.4 

5.2 

Q 

COMSHAREINC 

25 

14 

18.25 

0.3 

1.4 

Q 

CORPORATE  SOFTWARE 

16 

4 

7.5 

-0.3 

-3.2 

N 

CULLINET  SOFTWARE  INC 

0 

0 

0.01 

0.0 

0.0 

N 

GENERAL  MTRS  (CLSE) 

38 

24 

37.5 

1.6 

4.5 

Q 

GOAL  SYSTEMS  INTL 

18 

8 

9.0 

-0.3 

-0.3 

Q 

HOGAN  SYS  INC 

7 

2 

2.625 

0.4 

16.7 

Q 

INFORMIX  CORP 

18 

4 

5.375 

0.6 

13.2 

Q 

INTELLICORPINC 

8 

1 

2 

0.3 

14.3 

Q 

KEANE  INC 

0 

0 

0.01 

0.0 

0.0 

Q 

LEGENTCORP 

31 

17 

23 

0.0 

0.0 

Q 

LOTUS  DEV  CORP 

39 

13 

22 

0.0 

0.0 

Q 

MANAGEMENT  SCIAMER 

19 

18 

0.01 

0.0 

0.0 

Q 

MICROSOFT  CORP 

81 

38 

75.25 

4.9 

6.9 

Q 

NATIONAL  DATA  CORP 

35 

8 

14.5 

0.8 

5.5 

N 

ON  LINE  SOFTWARE  INTL  INC 

11 

4 

4.5 

0.1 

2.9 

Q 

ORACLE  SYS  CORP 

188 

5 

8.125 

1.5 

22.6 

N 

RANSOPHIC  SYS  INC 

19 

7 

8 

0.0 

0.0 

Q 

PHOENIX  TECHNOLOGIES  INC 

5 

1 

2.375 

-0.1 

-5.0 

N 

POLICY  MGMT  SYS  CORP 

43 

30 

39 

-0.3 

-0.6 

Q 

PROGRAMMING  &  SYS  INC 

13 

5 

6 

0.0 

0.0 

Q 

RABBIT  SOFTWARE  INC 

0 

0 

0.01 

0.0 

0.0 

Q 

RELATIONAL  TECH  INC 

10 

3 

9.125 

0.0 

0.0 

N 

REYNOLDS  &  REYNOLDS  CO 

27 

12 

15.625 

0.1 

0.8 

Q 

SAGE  SOFTWARE  INC 

16 

8 

10.75 

-0.3 

-2.3 

Q 

SEI  CORP 

22 

15 

18.25 

0.3 

1.4 

Q 

SHARED  MED  SYS  CORP 

18 

12 

17.875 

1.6 

10.0 

Q 

SOFTWARE  PUBGCORP 

28 

12 

20.25 

4.5 

28.6 

N 

STERLING  SOFTWARE  INC 

11 

6 

7.75 

0.6 

8.8 

Q 

SUNGARD  DATA  SYS  INC 

26 

10 

14 

2.0 

16.7 

Q 

SYSTEMATICS  INC 

46 

30 

43.625 

0.0 

0.0 

N 

SYSTEM  CENTER  INC 

25 

6 

10.25 

-0.1 

-1.2 

N 

SYS.  SOFT  INC 

29 

13 

26 

2.3 

9.5 

Q 

WORDSTAR 

2 

1 

1.063 

0.0 

0.0 

Semiconductors 


N 

ADV  MICRO  DEVICES  INC 

11 

4 

4.625 

0.4 

8.8 

N 

ANALOG  DEVICES  INC 

10 

6 

6.375 

0.4 

6.3 

Q 

ANALOGIC  CORP 

10 

8 

8.75 

0.4 

4.5 

Q 

CHIPS  &  TECHNOLOGIES  INC 

24 

5 

8.625 

0.8 

9.5 

Q 

INTEL  CORP 

52 

28 

38.25 

0.5 

1.3 

Q 

LSI  LOGIC  CORP 

0 

0 

0.01 

0.0 

0.0 

N 

MICRON  TECHNOLOGY  INC 

16 

7 

11.625 

1.6 

16.3 

N 

MOTOROLA  INC 

88 

49 

55 

1.0 

1.9 

N 

NATLSEMICONDUCTOR 

9 

3 

4.375 

0.5 

12.9 

N 

TEXAS  INSTRS  INC 

44 

23 

36.25 

4.4 

13.7 

A 

WESTERN  DIGITAL  CORP 

15 

4 

5.25 

0.3 

5.0 

Q 

Peripherals 

ALLOY  COMP  2  0 

0.094 

-0.1 

-50.0 

N 

AM  INTL  INC 

5 

1 

1.375 

0.1 

10.0 

Q 

AUTO  TROL  TECH  CORP 

4 

2 

1.875 

0.0 

0.0 

Q 

BANCTEC  INC 

24 

10 

1 1.5 

-0.8 

-6.1 

Q 

CIPHER  DATA  PRODS  INC 

8 

4 

8.125 

0.0 

0.0 

A 

COGNITRONICS  CORP 

7 

3 

6.5 

0.5 

8.3 

N 

CONNER  PERIPHERALS 

31 

11 

29.25 

3.5 

13.6 

A 

DATAPRODUCTS  CORP 

10 

5 

0.01 

0.0 

0.0 

A 

DATARAMCORP 

22 

7 

9.5 

1.6 

20.6 

N 

EASTMAN  KODAK  CO 

44 

34 

41.875 

-0.8 

-1.8 

N 

EMCCORPMASS 

10 

3 

7.875 

-0.4 

-4.5 

Q 

EMULEXCORP 

9 

4 

5.75 

0.3 

4.5 

Q 

EVANS  &  SUTHERLAND 

35 

14 

19.75 

2.8 

16.2 

Q 

ICOTCORP 

2 

0 

0.375 

0.2 

99.5 

Q 

INTERLEAF  INC 

8 

3 

4.25 

0.9 

25.9 

Q 

IOMEGA  CORP 

6 

3 

5.125 

0.4 

7.9 

Q 

LEE  DATA  CORP 

3 

1 

0.01 

0.0 

0.0 

Q 

MASSTORSYS  CORP 

3 

0 

0.313 

-0.1 

-16.5 

Q 

MAXTOR  CORP 

17 

4 

5.375 

0.9 

19.4 

Q 

MICROPO LIS  CORP 

10 

3 

8.25 

1.3 

17.9 

Q 

MINISCRIBE  CORP 

0 

0 

0.03 

0.0 

0.0 

N 

MINNESOTA  MNG&  MFG  CO 

91 

74 

83.625 

3.3 

4.0 

Q 

PERSONAL  COMP  PRODUCTS 
INC 

5 

4 

3.563 

-0.4 

-10.9 

Q 

PRIAM  CORP 

0 

0 

0.01 

0.0 

0.0 

Q 

PRINTRONIX  INC 

15 

6 

8.625 

0.0 

0.0 

N 

QMS  INC 

21 

9 

14.25 

2.3 

18.8 

Q 

QUANTUM  CORP 

26 

9 

22.625 

1.6 

7.7 

N 

RECOGNITION  EQUIP  INC 

8 

4 

4.875 

0.1 

2.6 

Q 

REXON  INC 

10 

4 

5.875 

0.3 

5.6 

Q 

SEAGATE  TECHNOLOGY 

20 

6 

10.75 

1.6 

17.8 

N 

STORAGE  TECH  CORP 

35 

11 

22.5 

2.6 

13.2 

Q 

TAN  DON  CORP 

4 

1 

2.125 

0.4 

21.4 

N 

TEKTRONIX  INC 

19 

12 

17.875 

0.8 

4.4 

Q 

TELEVIDEO  SYS  INC 

1 

0 

0.219 

-0.1 

-22.1 

N 

XEROX  CORP 

60 

29 

36.75 

3.0 

8.9 

Q 

Leasing  Companies 

AMPLICONINC  12  7  8.25 

0.3 

3.1 

N 

CAPITAL  ASSOC  INTNL  INC 

5 

0 

0.438 

-0.1 

-22.2 

N 

COMDISCO  INC 

29 

15 

18 

2.1 

13.4 

Q 

CONTINENTAL  INFO  SYS 

1 

0 

0.039 

0.0 

-17.0 

Q 

LDI  CORPORATION 

17 

9 

10.875 

1.1 

11.5 

Q 

PHOENIX  AMERN  INC 

6 

3 

5.25 

0.0 

0.0 

Q 

SELECTERM  INC 

7 

3 

2.75 

-0.3 

-8.3 

EXCH:  N  -  NEW  YORK;  A  =  AMERICAN;  Q  =  NATIONAL 


AT&T  continues  to  woo  NCR 
while  tech  stocks  flourish 

Youch!  If  familiarity  breeds  contempt,  then 
AT&T  and  NCR  Corp.  must  have  been  life¬ 
long  friends  in  another  incarnation,  because 
$6.12  billion  worth  of  hostility  now  exists  be¬ 
tween  the  two  firms.  NCR’s  top  brass 
sneered  at  AT&T’s  takeover  bid  of  $90  per 
share,  but  investors  apparently  thought  bet¬ 
ter  of  it.  NCR  shares  zoomed  up  36  points 
last  week,  closing  Thursday  at  92%.  AT&T, 
however,  dropped  2  points  by  Thursday  to 
close  at  30%. 

As  the  multibillion-dollar  offer  ricocheted 
around  Wall  Street,  other  technology  stocks 
also  lurched  into  action.  Compaq  Computer 
Corp.  jumped  5%  points  to  58%,  while  Dell 
Computer  Corp.  finished  Thursday  just  shy 
of  a  new  high,  up  %  of  a  point  to  13%.  Digital 
Equipment  Corp.  shot  up  4%  points  to  56%. 

Borland  International  topped  its  52-week 
high,  gaining  2%  points  for  the  week  to  30%, 
and  Autodesk,  Inc.  climbed  2%  points  to 
50%.  Prudential-Bache  Securities,  Inc.  rates 
Autodesk  a  buy,  citing  its  70%  hold  on  the 
computer-aided  design  software  market.  Lo¬ 
tus  Development  Corp.  fell  2  points  to  20%. 

IBM  announced  it  will  reorganize  in  the 
U.S.  and  Europe,  which  sent  shares  down 
2  Vs  points  to  111%. 

Among  semiconductor  firms,  Motorola, 
Inc.  soared  3%  points  to  54.  Texas  Instru¬ 
ments,  Inc.  gained  3%  points  to  34%. 

KIM  S.  NASH 
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NEWS  SHORTS 

Flight  from  Phoenix  brings  suit 

“Phoenix’s  trade  secrets  and  its  employees  are  its  most  valu¬ 
able  assets,”  Phoenix  Technologies,  Inc.  Chief  Executive  Offi¬ 
cer  Ron  Fisher  said  last  week,  explaining  why  the  firm  hauled 
five  ex-members  of  the  latter  “most  valued  asset”  group  into 
court  on  charges  of  stealing  the  former.  Also  charged  with  mis¬ 
appropriation  of  trade  secrets  and  unfair  business  practices  is 
SystemSoft  Corp.,  the  software  firm  founded  by  several  of  the 
defendants  after  leaving  Phoenix.  SystemSoft  President  Rob¬ 
ert  Angelo  denied  all  charges.  The  suit,  he  said,  “is  clearly  the 
act  of  a  desperate  company,  intended  to  divert  attention  away 
from  Phoenix’s  fundamental  business  and  product  problems.” 


Lotus  closes  Samno  offer 

Lotus  Development  Corp.  said  last  week  that  stockholders  of 
Samna  Corp.  had  tendered  95%  of  outstanding  Samna  shares 
to  a  Lotus  subsidiary  formed  to  acquire  word  processing  ven¬ 
dor  Samna.  Lotus’  $65  million  tender  offer  of  Nov.  7  expired 
last  week  with  almost  3  million  Samna  shares  being  tendered. 


Temporary  software  exports  OK 

The  U.S.  Department  of  Commerce  recently  eased  restric¬ 
tions  on  the  export  of  certain  software  for  temporary  purposes 
such  as  exhibitions,  testing  and  inspection.  These  items  may 
now  be  exported  provided  they  are  returned  to  the  U.S.  within 
one  year:  software  used  as  a  “tool  of  trade,”  software  used  in 
demonstrations  not  exceeding  120  days  at  any  site  and  soft¬ 
ware  used  in  news  gathering  by  accredited  media  personnel. 


German  military  requires  openness 

Midrange  computer  systems  vendors  will  only  be  able  to  sell 
their  products  to  the  German  Defense  Department  if  they  can 
prove  the  products  correspond  to  current  X/Open  Portability 
Guide  specifications  (XPG3).  According  to  the  Defense  De¬ 
partment,  it  made  the  decision  in  accordance  with  the  German 
government’s  administrative  recommendations.  The  Defense 
Department  said  XPG3  compatibility  is  essential  for  all  acquisi¬ 
tions  in  the  midrange  data  technology  sector. 


Bug  overstates  Army  requirements 

A  bug  in  the  U.S.  Army’s  software  for  setting  inventory  levels 
at  divisions’  forward  support  units  caused  excess  inventory 
equal  to  a  $110  million,  10-day  supply,  the  U.S.  General  Ac¬ 
counting  Office  (GAO)  said.  The  Army  issued  “an  emergency 
system  change  request”  to  fix  the  software,  the  GAO  said. 


Interface  postponed 

Interface/’91,  the  long-running  industry  conference  focusing 
on  the  communications  arena,  has  been  rescheduled  to  coin¬ 
cide  with  Comdex/Spring  ’91,  May  20-23  in  Atlanta.  Originally 
slated  for  March  26-28,  the  show  was  moved  to  complement 
Comdex,  according  to  The  Interface  Group  in  Needham, 
Mass.,  which  produces  both  events. 


IBM  to  outline  chip  breakthroughs 

IBM  scientists  this  week  are  expected  to  claim  world  speed 
records  for  the  types  of  circuits  used  in  mainframes.  In  presen¬ 
tations  scheduled  for  today  at  the  International  Electron  De¬ 
vices  Meeting  in  San  Francisco,  IBM  plans  to  describe  its  use  of 
bipolar  technology  to  set  several  records  using  both  silicon  and 
silicon-germanium  transistors.  IBM  also  plans  to  announce 
that  it  has  built  CMOS  transistors  out  of  a  material  called  sili- 
con-on-insulator,  which  it  says  can  run  three  times  faster  than 
comparable  silicon  CMOS  transistors. 


MCI  wraps  EDI  in  X.400  envelope 

MCI  Communications  Corp.  last  week  announced  the  MCI  EDI 
400  service,  which  is  said  to  provide  global  exchange  of  docu¬ 
ments  that  comply  with  electronic  data  interchange  standards 
over  MCI’s  X.400-compliant  electronic-mail  service.  The  ser¬ 
vice  also  delivers  to  users  that  do  not  use  X.400,  MCI  said. 


Northern  leaves  LAN  market 


BY  ELISABETH  HORWITT 

CW  STAFF 


NASHVILLE  —  Northern  Tele¬ 
com,  Inc.  last  week  pulled  the 
plug  on  its  one  remaining  local 
data  networking  product,  Lan- 
star,  and  announced  that  it  is  offi¬ 
cially  giving  up  on  the  market. 
The  action  leaves  100-odd  Lan- 
star  customers  out  on  on  a  pro¬ 
prietary  limb  and  wishing  that 
Northern  had  been  more  adept 
at  nurturing  what  they  claim  is  a 
uniquely  useful  product. 

Lanstar,  introduced  in  1985, 
is  a  proprietary  hub  that  links 
workstations  and  local-area  net¬ 
works  over  unshielded  twisted¬ 
pair  wiring.  Its  failure  to  sell  is 
primarily  due  to  its  lack  of  LAN 
standards  support,  Northern 
spokesman  Brian  Murphy  said. 

Product  not  to  blame 

Users,  while  agreeing  that  Lan¬ 
star  needed  standards  support, 
blamed  Northern  for  “not  recog¬ 
nizing  a  good  product  and  not 
knowing  how  to  market  and  sell 
it,”  said  Larry  Gauthier,  sys¬ 
tems  planning  coordinator  at  the 
University  of  Michigan.  The  uni¬ 
versity  uses  approximately  two 
dozen  Lanstar  hubs  to  intercon¬ 
nect  1,500  to  2,000  worksta¬ 
tions  running  Banyan  Systems, 
Inc.  Virtual  Network  Software 
(Vines). 

Gauthier  and  other  users 
praised  Lanstar’s  high  reliability 
as  well  as  its  ability  to  deliver 
2.5M  bit/sec.  to  each  user  on  un¬ 
shielded  twisted-pair  wiring 


over  distances  of  up  to  2,000 
feet.  In  contrast,  products  based 
on  the  Ethernet  lOBase-T  stan¬ 
dard  —  which  users  reportedly 
turned  to  instead  of  Lanstar  — 
are  prone  to  degradation  prob¬ 
lems  and  security  leaks  and  re¬ 
quire  workstations  to  be  within 
308  feet  of  the  wiring  plant, 
Gauthier  pointed  out. 

“I  think  Lanstar  provides  a 
level  of  functionality  that  is  not 
offered  in  other  products, 
through  its  long  reach  and  high 
reliability,”  said  Mark  Beauche- 
min,  senior  network  analyst  at 
Lexington,  Mass.-based  MIT 
Lincoln  Laboratories.  Lanstar 
connects  about  200  Lincoln  Labs 
users,  whose  personal  comput¬ 
ers  communicate  via  Novell, 
Inc.’s  Netware  and  Apple  Com¬ 
puter,  Inc.’s  Appletalk,  he  add¬ 
ed. 

Northern’s  promise  to  sup¬ 
port  Lanstar  for  the  next  10 
years  “is  no  good  whatsoever” 
unless  the  vendor  also  promises 
to  update  the  product’s  software 
drivers  to  support  the  latest  re¬ 
leases  of  Netware  and  Vines, 
Gauthier  said. 

Stuart  Robinovitz,  a  senior  in¬ 
formation  consultant  at  the  Uni¬ 
versity  of  Michigan,  said  this  is 
an  important  consideration  for 
the  university,  which  may  not  be 
able  to  afford  to  migrate  off  its 
huge  Lanstar  installation  in  to¬ 
day’s  tough  economic  times. 

Northern  has  chosen  to  focus 
its  efforts  on  “connectivity, 
compatibility  and  network  man¬ 
agement”  in  the  wide-area 


networking  arena  through  its 
central  office,  Fiberworld,  and 
packet-switch  product  lines, 
Murphy  said.  “We  will  still  have 
LAN,  but  not  hub-oriented  LAN 
capabilities,  through  the  Merid¬ 
ian  1,”  a  digital  private  branch 
exchange  system  that,  in  addi¬ 
tion  to  providing  RS-232-based 
workstation  links,  can  interface 
with  Ethernet  and  Appletalk, 
Murphy  added. 


ANSTAR 
PROVIDES  a 
level  of  func¬ 
tionality  that  is  not  of¬ 
fered  in  other  prod¬ 
ucts.” 

MARK  BEAUCHEMIN 
MIT  LINCOLN  LABS 


Northern’s  decision  to  aban¬ 
don  local  data  networking  makes 
sense,  given  its  “pretty  spotty 
track  record”  in  the  local 
networking  arena,  said  Jack 
Musgrove,  an  associate  director 
at  San  Jose,  Calif.,  research  firm 
Dataquest,  Inc.  Aside  from  Lan¬ 
star,  Northern’s  major  thrust 
into  that  market  was  the  Merid¬ 
ian  Data  Networking  System. 
The  multipurpose,  proprietary 
data  connectivity  platform  was 
introduced  approximately  two 
years  ago  with  maximum  fanfare 
and  was  quietly  discontinued  in 
the  summer  of  1989. 


Simmons 

FROM  PAGE  1 

Corp.  midrange  and  desktop  ma¬ 
chines  and  fault-tolerant  com¬ 
puters  from  Stratus  Computer, 
Inc.  and  Tandem  Computers, 
Inc. 

“At  this  point,  a  lot  of  what 
will  affect  Bank  of  Boston  is  be¬ 
yond  their  control.  The  bank  is  in 
a  defensive  mode  right  now,” 
said  Michael  Starr,  an  analyst  at 
Duff  &  Phelps,  Inc.  in  Chicago. 
“In  the  long  term,  however,  this 
technology  change  is  very  posi¬ 
tive  and  will  put  the  bank  in  a 
more  competitive  position.” 

Like  the  rest  of  the  bank, 
however,  his  six  technology 
groups  just  finished  cutting  8% 
of  their  budgets. 

Yet  even  with  its  third-quar¬ 
ter  losses  of  $255  million,  Bank 
of  Boston  “is  doing  better  than  a 
lot  of  large  banks  in  New  En¬ 
gland,”  said  Lisa  Todario,  a  bank 
analyst  at  SNL  Securities  in 
Charlottesville,  Va. 

“This  is  strategy  on  a  rubber 
sheet,”  Simmons  said,  stressing 
that  no  spending  plan  has  been 
mapped  out  yet.  “It  can  be  long¬ 
er  or  shorter  as  needed,  but  it’s 
overwhelming  in  its  simplicity.” 


The  basics  of  the  technologi¬ 
cal  changes  that  Simmons  has 
under  way  include  consolidating 
four  data  centers  into  two,  cast¬ 
ing  off  several  midrange  vendors 
and  eventually  creating  a  bank¬ 
wide  network  with  “any-to-any” 
communications  from  each  desk¬ 
top. 

“The  key  issue  is  access  to 
data  and  linking  up  all  these  iso¬ 
lated  technologies,”  he  said. 

“The  business  of  banks  is  not 
counting  money.  We're  in  the  in¬ 
formation  management  busi¬ 
ness,”  Simmons  added.  “The 
communication  network  is  the 
compute  facility.” 

Taking  the  offensive 

Consistency  and  cost  cutting  are 
the  watchwords  for  Simmons’ 
offensive  on  the  hard  times  fac¬ 
ing  the  financial  industry. 

“We’re  reducing  and  simpli¬ 
fying  the  choices,”  he  said. 
“Most  important  of  all,  we’re 
empowering  the  users.” 

Included  on  his  “recommend¬ 
ed  short  list”  for  workstations 
and  LANs  are  IBM  and  DEC  ter¬ 
minals,  Intel  Corp.  80386-  and 
1486-based  PCs  and  Apple  Com¬ 
puter,  Inc.  Macintoshes,  with 
Microsoft  Corp.’s  LAN  Manager 
as  the  preferred  standard  net¬ 


work  operating  system.  If  neces¬ 
sary,  users  can  also  turn  to  No¬ 
vell,  Inc.  or  Banyan  Systems, 
Inc.  LANs. 

Bank  of  Boston  also  has  nine 
different  electronic  mail  systems 
which  cannot  cross-communi- 
cate.  Eventually,  there  will  be 
only  three  that  will  communi¬ 
cate:  DEC’S  All-In-1,  IBM’s 
Toss  and  CC:Mail. 

Simmons’  technology  blue¬ 
print  will  ultimately  mean  sub¬ 
stantial  expenditures,  he  ac¬ 
knowledged.  But  the  adaptable 
nature  of  this  “rubber  sheet” 
strategy  should  adjust  to  what¬ 
ever  level  of  financing  is  avail¬ 
able,  he  said. 

“Electronic  delivery  of  our 
products  and  services  is  our  sur¬ 
vival,”  he  pointed  out. 

Consolidating  data  centers 
and  streamlining  computer  plat¬ 
forms  not  only  makes  sense  from 
a  cost-cutting  perspective,  Stan- 
noted,  but  should  dispel  the 
bank’s  reputation  for  being  slow 
to  respond  to  technological 
change. 

“Simmons  is  a  very  positive 
influence  in  the  bank,”  said  Mi¬ 
chael  Landolfi,  technology  man¬ 
ager  for  the  banking  services  di¬ 
vision.  “He’s  what  this  bank 
needed.” 
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NEWS:  AT&T’S  BID  FOR  NCR 


Europe  a  plus 
in  AT&T  bid 


BY  LINDA  LEWIS 

IDG  NEWS  SERVICE 


PARIS  —  The  European  market 
is  a  big  factor  in  AT&T’s  bid  for 
NCR  Corp.  French  customers  of 
NCR  were  mulling  over  the 
same  questions  as  customers  in 
the  U.S.  last  week:  Will  the  im¬ 
mense  resources  of  the  tele¬ 
phone  company  offset  the  diffi¬ 
culties  NCR  faces  in  turning 
from  a  proprietary  systems  line 
to  an  open  systems  strategy? 

Michel  Loury,  president  of  an 
NCR  user  committee  in  France, 
viewed  the  proposed  merger  as 
mostly  positive.  “It  would  en¬ 
hance  NCR’s  role  as  a  supplier  of 
computer  systems  to  European 
companies,”  he  said.  “Compa¬ 
nies  not  offering  Unix  are  no 
longer  a  consideration.” 

Michel  Morin,  head  of  the 
computer  division  at  FR3,  a 
French  television  network,  said 
he  believes  NCR  is  better  posi¬ 
tioned  to  remain  independent. 

Didier  Caspers,  who  is  in 
charge  of  the  computer  depart¬ 
ment  at  Banque  Nationale  de 
Grece,  said  his  organization’s 
major  preoccupation  is  migrat¬ 
ing  its  NCR  9300  to  the  new 
3000  series  and  the  transition 
from  NCR’s  ITX  proprietary 
Unix  systems  to  Unix  System  V. 
“NCR  can’t  drop  its  old  clients,” 
he  said. 


AT&T,  NCR  engaged  in  war  of  words 


A  flurry  of  correspondence  between  NCR 
Chairman  Charles  E.  Exley  Jr.  and 
AT&T  Chairman  Robert  E.  Allen  esca¬ 
lated  into  a  heated  war  of  words  over  the 
merits  of  such  a  merger.  What  follows  are 
excerpts from  that  correspondence: 

Dear  Bob: 

. . .  The  board  of  directors  of  NCR  has 
unanimously  determined  to  reject  AT&T’s 
proposal  to  purchase  NCR  for  $85  per 
share  in  AT&T  stock  as  not  in  the  best  in¬ 
terests  of  the  shareholders  and  other 
stakeholders  of  NCR. 

...  We  at  NCR  are  disappointed 
that,  despite  our  having  shared  with 
you  our  most  candid  and  careful  eval¬ 
uation  of  your  proposal  and  the  atten¬ 
dant  risks  for  everyone  affected  by  it, 
you  have  continued  in  your  efforts  to 
acquire  NCR. 

...  If  AT&T  is  prepared  to  offer  a 
price  which  more  accurately  reflects 
what  you  characterized  to  our  board 
as  the  substantial  prospects  of  NCR’s 
business  plan  . .  .  NCR  is  prepared  to 
enter  into  private  discussions. 

—  Exley  to  Allen,  Nov.  30 

Dear  Chuck: 

...  I  had  hoped  by  now  we  would  be 
jointly  announcing  the  successful  negotia¬ 
tion  of  the  merger.  Unfortunately,  this  Is 
not  the  case . . . 

...  To  our  surprise,  your  advisers 
promptly  dismissed  our  higher  proposal 
and  stated  that  NCR  would  not  share  any 
information,  meet  with  us  or  our  advisers 
or  even  look  at  a  draft  of  the  merger  agree¬ 


ment  until  we  further  increased  our  price 
to  an  unstated  amount  that  you  consider  to 
be  “preemptive.” 

. . .  AT&T  and  its  board  of  directors  are 
committed  to  the  combination  of  our  two 
companies . . . 

—  Allen  to  Exley,  Dec.  2 

Dear  Bob: 

I  am  puzzled  and  dismayed  by  the  mis¬ 
leading  characterizations  of  the  events  to 
date  both  in  your  latest  letter  and  AT&T’s 


AT&T’s  Allen 


NCR’s  Exley 


Dec.  2  press  release.  The  press  release 
could  only  have  been  written  by  someone 
with  no  knowledge  of  the  facts. 

...  I  want  to  set  the  record  straight. 
You  came  to  us  with  an  unsolicited  propos¬ 
al  to  acquire  NCR  in  an  $85  stock-for-stock 
transaction,  which  threatened  a  hostile 
takeover  ...  We  have  never  participated 
in  negotiations  with  AT&T  relating  to  any 
potential  business  combination. 

.  . .  The  combination  of  AT&T  and 


NCR  makes  no  sense  from  a  business  or 
strategic  view  . . .  Already  the  process  of 
destroying  [AT&T]  shareholder  value  . . . 
is  under  way. 

—  Exley  to  Allen,  Dec.  3 

Dear  Bob: 

. . .  NCR  is  prepared  to  commence  ne¬ 
gotiations  if  AT&T  offers  to  pay  not  less 
than  $125  per  NCR  share. 

...  You  have  still  given  us  no  reason 
whatsoever  to  change  our  view  that  the 
transaction  you  propose  makes  no 
business  sense,  and  so  it  must  be  a 
desperate  attempt  to  salvage 
AT&T’s  disastrous  foray  into  the 
computer  business. 

—  Exley  to  Allen,  Dec.  5 

Dear  Chuck: 

I’m  sorry  to  tell  you  that  AT&T 
feels  it  now  has  no  choice  but  to  go 
ahead  tomorrow  and  commence  its 
cash  tender  offer  for  NCR  at  $90  per 
share  ...  We  intend  to  continue  our 
computer  business  under  the  NCR 
name  and  the  leadership  of  NCR’s  se¬ 
nior  management .  . . 

Second,  we  do  not  intend,  in  any  way, 
that  NCR’s  people  be  diverted  from  dedi¬ 
cating  all  their  energies  and  resources  to¬ 
ward  NCR’s  existing  programs  and  cus¬ 
tomers  ...  We  do  not  understand  how  you 
can  maintain  . . .  that  a  merger  at  $125  in 
AT&T  stock  would  work  . . .  but  a  merger 
at  $90  would  be  a  strategic  disaster. 
Chuck,  all  we  have  is  a  difference  of  opinion 
on  price. 

—  Allen  to  Exley,  Dec.  5 


NCR  takeover 
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will  finally  bring  it  success  in  the 
computer  business,  came  one 
day  after  NCR’s  board  unani¬ 
mously  rejected  an  unsolicited 
$90  per  share  stock-swap  merg¬ 
er  proposal.  NCR  did  say  that  it 
would  be  willing  to  enter  into 
confidential  negotiations  should 
AT&T  begin  its  bid  with  a  $125 
per  share  stock-swap  offer. 

AT&T  and  NCR  users  took 
the  news  in  stride.  Many  said 
they  recognized  the  synergies 
between  the  two  firms,  which 
have  bet  their  futures  on  Unix, 
open  systems  and  a  client/server 
network  computing  architec¬ 
ture. 

“AT&T  and  its  whole  net¬ 
working  and  communications 
ability  adds  a  lot  to  what  NCR 
has  to  offer,”  said  Timothy  Gal¬ 
lagher,  head  of  TP  Gallagher  and 
Associates,  Inc.,  a  Chicago- 
based  systems  integrator  spe¬ 
cializing  in  retail  banking.  Gal¬ 
lagher  said  he  expected  it  would 
take  three  to  five  years  before 
there  would  be  any  benefit  from 
the  union. 

“I  don’t  see  any  particular 
reason  for  concern,”  said  NCR 
customer  David  V.  Evans,  vice 
president  of  information  systems 
at  J.  C.  Penney  Co.  in  Dallas.  “I 


believe  the  table  is  set  for  some¬ 
one  to  be  enormously  successful 
in  Unix  for  commercial  custom¬ 
ers.” 

Mind  your  own  strategy 

Any  anxiety  users  had  involved 
the  prospect  that  AT&T  would 
meddle  with  NCR’s  daring  strat¬ 
egy  to  be  the  first  of  the  old-line 
computer  companies  to  abandon 
its  proprietary  approaches  in  fa¬ 
vor  of  Unix  and  an  exclusively 
microprocessor-based  hardware 
platform.  The  System  3000 
computer  family,  announced  in 
September  [CW,  Sept.  24],  will 
use  Intel  Corp.’s  80386  and  I486 
chips  and  range  from  laptop 
computers  to  loosely  coupled, 
parallel  systems. 

“I’m  only  nervous  if  it’s  going 
to  distract  NCR  from  meeting  its 
objectives”  with  the  System 
3000  project,  said  Paul  Gallico, 
director  of  the  information  cen¬ 
ter  at  Toys-R-Us,  Inc. 

Big  V  Supermarkets,  Inc.  in 
Florida,  N.Y.,  has  used  NCR’s 
9800  mainframe  for  2%  years, 
along  with  NCR  Towers,  PCs 
and  communications  front  ends 
from  NCR  Comten.  The  lease  on 
the  9800  runs  for  another  two 
years,  and  the  company  is  seri¬ 
ously  considering  a  move  at  that 
point  to  a  Unix  platform  —  per¬ 
haps  as  a  stepping  stone  to 
NCR’s  System  3000.  “If  NCR  is 


left  to  its  own  devices,  that’s 
fine,”  said  Dennis  Melville,  vice 
president  of  IS  at  Big  V. 

In  counterpoint  to  the  cool  re¬ 
action  of  its  customers,  NCR  it¬ 
self  may  be  brought  kicking  and 
screaming  to  the  negotiating  ta¬ 
ble  with  AT&T.  Declaring  his 
company  is  not  for  sale,  NCR 
Chief  Executive  Officer  Charles 
E.  Exley  Jr.  repeatedly  blasted 
what  he  called  AT&T’s  “pres¬ 
sure  tactics”  and  promised  his 
company  would  fight  the  take¬ 
over  with  all  available  means. 

Among  other  defensive  ac¬ 
tions,  Exley,  who  turns  61  this 
week,  said  he  will  resign  from 
NCR  if  AT&T  succeeds  with  its 
effort.  NCR’s  board  also  beefed 
up  its  “poison  pill”  defense  late 
last  week,  modifying  sharehold¬ 
er  rights  provisions. 

Several  users  and  analysts  ar¬ 
gued  that  AT&T  needs  NCR 
more  than  NCR  needs  AT&T. 
Executives  at  AT&T  as  much  as 
conceded  that  point,  pledging  to 
keep  NCR  intact  and  turn  over 
its  own  money-losing  computer 
operations  to  NCR’s  current 
management  team. 

“AT&T’s  stuff  isn’t  selling, 
and  NCR  has  come  up  with  an 
implementation  strategy  that’s 
similar,”  said  George  Brenner, 
director  of  corporate  IS  and  vice 
president  at  Universal  City  Stu¬ 
dios  in  Los  Angeles.  Universal 


has  a  number  of  AT&T  3B2 
minicomputers. 

“When  the  3B2s  run  out  of 
gas,”  he  said,  “we  will  look  at  the 
next  level  of  Unix  box,  and  if 
there’s  an  easy  migration  to 
NCR,  we’ll  take  it.” 

AT&T’s  aggressiveness  sur¬ 
prised  several  analysts  who  orig¬ 
inally  predicted  the  telecom¬ 
munications  giant  would  not 
pursue  a  hostile  takeover  action 
and  risk  the  expense  or  the  ill  will 
it  would  cause  within  NCR’s  top 
ranks. 

Unexpected  urgency 

“Frankly,  I’m  kind  of  surprised,” 
said  Harvey  L.  Poppel,  a  partner 
at  Broadview  Associates,  a  Fort 
Lee,  N.J.-based  information 
technology  merger  and  acquisi¬ 
tion  firm.  Such  a  move,  he  said,  is 
totally  against  AT&T’s  typical 
modus  operandi  and  “shows  a 
sense  of  an  imperative  that  this 
is  a  company  they  absolutely 
must  have.” 

Robert  M.  Kavner,  AT&T’s 
group  executive  for  data  sys¬ 
tems  and  federal  systems,  called 
the  proposed  merger  “an  essen¬ 
tial  strategic  step  for  us”  and 
said  it  would  produce  “a  strong 
American  company  to  compete 
in  the  global  marketplace,  with 
$45  billion  in  combined  assets.” 

AT&T’s  desire  for  NCR, 
which  has  been  rumored  in  other 


years,  is  not  the  first  indication 
AT&T  was  looking  for  a  solution 
to  its  problems  in  building  a  via¬ 
ble  computer  business.  During 
the  past  nine  months,  AT&T  has 
inked  three  different  OEM  deals 
with  Pyramid  Technology  Corp., 
Tandem  Computers,  Inc.  and  In¬ 
tel  Corp.  It  also  holds  a  19.1% 
equity  stake  in  Sun  Microsys¬ 
tems,  Inc. 

“AT&T  needs  a  stronger  po¬ 
sition  in  the  computer  market  or 
has  to  get  out  of  it,”  said  Tom 
Nolle,  president  of  CIMI  Corp.,  a 
technology  assessment  company 
in  Voorhees,  NJ.  “The  3B  has 
not  succeeded  in  the  commercial 
market  and  is  not  going  to.” 

AT&T’s  resources  would 
fund  NCR’s  “gutsy  and  desper¬ 
ate”  Systems  3000  gambit,  Nol¬ 
le  said.  No  other  company  has 
successfully  migrated  its  base  to 
open  systems,  he  noted,  adding, 
“NCR  needs  to  establish  the 
credibility  of  the  System  3000  or 
their  life  span  will  be  measured 
in  years.” 

However,  promises  to  retain 
NCR’s  status  quo  are  suspect,  he 
continued.  He  estimated  there 
was  a  15%  to  20%  overlap  in 
field  sales  forces  between  the 
two  companies,  a  30%  manufac¬ 
turing  overlap  and  an  even 
greater  duplication  among  head¬ 
quarters  and  management  per¬ 
sonnel. 
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Exley  to  AT&T: 

Not  at  any  price 

In  a  telephone  interview  Friday  morning,  NCR  Chair¬ 
man  Charles  E.  Exley  Jr.  made  clear  his  personal  oppo¬ 
sition  to  a  merger  with  AT&T,  even  if  the  price  rose  to  a 
point  where  it  would  make  sense  for  NCR  shareholders. 
Following  are  excerpts  of  the  interview  with  Computer- 
world  Midwest  Bureau  Chief  Ellis  Booker. 

Is  NCR  as  of  this  morning  still  planning  to  fight 
AT&T’s  hostile  takeover  attempt? 

Oh,  yes  indeed. 

If  it’s  a  disaster  at  $90  per  share,  why  not  at  $  1  25? 

It  will  be  a  disaster  at  $90,  at  $125,  at  $200  ...  At  $125  per 
share,  it  does  make  business  sense  for  NCR  shareholders ...  If 
they  were  willing  to  meet  that  price  —  and  I  hope  they  do  not 
—  I  would  feel  it  was  my  duty,  hate  it  though  I  would,  to  sell  the 
company. 

What  happens  to  NCR  if  it  fights  a  protracted  bat¬ 
tle?  At  some  point,  won’t  this  harm  customers? 

Reaction  we’re  getting  so  far  from  customers  is  positive.  The 
raider  has  said  wonderful  things  about  us  ...  If  I  were  an 
AT&T  customer,  on  the  other  hand,  I’d  be  mighty  concerned. 

If  we  were  running  the  [merged  computer  operations],  we 
would  orphan  the  3B2  as  fast  as  we  could ...  We  have  selected 
Motif;  they  have  selected  Open  Look.  Open  Look  would  get 
axed.  Our  client/server  architecture  is  based  on  the  PC  model; 
theirs  is  on  the  Unix  model.  The  Unix  model  would  get  axed. 

You  were  Burroughs  Corp.’s  chief  financial  officer 
until  Sept.  1 ,  1 976.  From  this  vantage  point,  do  you 
think  an  NCR/AT&T  combination  risks  becoming 
another  Unisys? 

I  don’t  think  it  would  be  that  bad.  That’s  an  especially  colossal 
calamity.  At  least  we  begin  with  a  healthy  company  on  one  side 
—  NCR.  But  I  think  we’ve  got  to  remember  that  a  sick  ele¬ 
phant  can  kill  a  healthy  dog  just  by  falling  on  it. 


AT&T  has  a  need  to  fulfill 


BY  ELLIS  BOOKER 

CW  STAFF 


“Why  are  we  doing  it  now?” 
AT&T  Computer  Systems  Pres¬ 
ident  Richard  McGinn  asked 
rhetorically.  “Because  there’s 
an  absolute  sea  change  custom¬ 
ers  are  making  as  they  move 
from  traditional  com¬ 
puting  to  network  com¬ 
puting.” 

McGinn  said  this 
shift  is  as  fundamental 
as  the  move  from  cen¬ 
tralized  processing  to 
the  personal  computer 
in  the  1980s,  but  he 
conceded  that  “organic 
growth  only,  quite  hon¬ 
estly,  won't  be  enough” 
for  AT&T  to  gain  a 
leadership  position. 

In  its  heart,  then, 

AT&T  hopes  a  combi¬ 
nation  with  NCR  Corp. 
will  give  it  the  market 
access  and  manage¬ 
ment  savvy  it  desper¬ 
ately  needs  to  realize  its 
goal  of  becoming  a  significant 
provider  of  integrated  computer 
and  communications  systems. 

NCR  is  also  attractive  be¬ 
cause  its  areas  of  dominance,  the 
financial  and  retail  industries,  do 
not  overlap  with  AT&T’s 
strengths  in  the  lodging,  tele¬ 
communications  and  federal  gov¬ 
ernment  markets. 

NCR,  the  fifth  largest  com¬ 


puter  company  in  the  U.S.,  also 
claims  an  attractive  internation¬ 
al  business,  with  60%  of  its  sales 
coming  from  outside  the  U.S. 
AT&T’s  computer  group  counts 
only  about  $100  million  of  its  an¬ 
nual  $2  billion  in  revenue  from 
overseas  sales. 

From  a  product  standpoint, 


too,  the  congruences  are  strong. 

In  software,  both  AT&T  and 
NCR  have  client/server  comput¬ 
ing  approaches  that  actually 
share  common  components. 
AT&T’s  Rhapsody,  the  office 
automation  and  work  flow  auto¬ 
mation  platform  it  launched  in 
March,  and  Cooperation,  the  ob- 
jected-oriented  office  and  work 
flow  environment  NCR  an¬ 


nounced  in  October,  both  use 
Hewlett-Packard  Co.’s  New 
Wave  graphical  user  interface. 

NCR  was  also  an  early  backer 
of  Unix,  the  operating  system 
developed  by  AT&T  Bell  Lab¬ 
oratories,  which  has  become  a 
cornerstone  in  AT&T’s  postdi¬ 
vestiture  work-group,  server 
and  high-end  computer 
strategy. 

Finally,  NCR  and 
AT&T  have  the  same 
network  management 
approach,  the  former 
using  an  OEM  version 
of  AT&T’s  Stargroup 
Unix-based  LAN  man¬ 
ager. 

However,  when  it 
comes  to  discussing 
current  hardware  prod¬ 
ucts  —  specifically, 
whether  the  much-ma¬ 
ligned  3B2  minicom¬ 
puter  that  AT&T 
launched  in  1984  will  be 
terminated  as  a  result 
of  a  merger  with  NCR 
—  AT&T  officials  ap¬ 
pear  to  be  on  the  defensive. 

“Fifty  thousand  [3B2s]  have 
been  sold  since  ’84  . . .  about  the 
same  number  as  NCR  Towers,” 
McGinn  said,  adding,  “It’s  a 
profitable  business  for  us.” 

Both  the  Tower  and  the  3B2, 
he  continued,  will  be  transcend¬ 
ed  in  time  with  Intel  Corp.  1486- 
and  reduced  instruction  set  com¬ 
puting-based  architectures. 


lines  of  business 

While  NCR  is  only  1/6  the  size  of  AT&T,  its  computer 
business  is  1/3  larger  than  the  size  of  its  potential  acquirer 


Hostile 
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especially  one  like  this  where 
[the  target’s]  management  has 
been  doing  a  good  job,”  said 
Scott  Smith,  an  analyst  at  Don¬ 
aldson,  Lufkin  &  Jenrette. 

The  proposed  AT&T  buy 
could  put  anywhere  from  a  six- 
month  to  a  year-long  crimp  in 
NCR’s  ambitious  System  3000 
strategy,  said  Judith  Hurwitz,  an 
analyst  at  Patricia  Seybold’s  Of¬ 
fice  Consulting  Group  in  Boston 
—  that  is,  if  NCR’s  current  man¬ 
agement  remains  and  is  given 
the  reins.  Hewlett-Packard  Co.’s 
1988  acquisition  of  workstation 
maker  Apollo  Computer,  Inc.  — 
one  of  the  friendlier  computer 
industry  combinations  in  recent 


history  —  produced  costly  prod¬ 
uct  line  delays,  she  said. 

When  both  sides  are  willing 
—  even  eager  —  the  melding  of 
disparate  technologies  and  cor¬ 
porate  cultures  inevitably  turns 
out  to  be  a  longer,  harder  and 
costlier  proposition  than  antici¬ 
pated. 

The  added  threat  that  critical 
talent  will  walk  out  the  door  in 
protest  has  kept  most  firms  from 
even  trying  to  acquire  a  comput¬ 
er  company  against  its  will, 
Smith  said. 

Nevertheless,  some  industry 
observers  and  players  said  they 
believe  that  technological,  finan¬ 
cial  and  corporate  trends  are 
converging  to  create  a  computer 
industry  far  less  unfriendly  to 
hostile  takeovers  than  has  tradi¬ 
tionally  been  the  case. 


“These  acquisitions  will  make 
more  sense  as  the  industry  ma¬ 
tures  and  standardization  prolif¬ 
erates,”  said  Bahar  Gidwani,  a 
computer  industry  analyst  based 
in  New  York.  “The  more  stan¬ 
dards  each  company  relies  on, 
the  less  disruption  of  their  re¬ 
spective  product  lines  after  a 
takeover.”  Outsourcing  will  also 
ease  transitions,  he  said. 

Merger  veteran  Joe  M.  Hen¬ 
son,  now  chairman  of  Legent 
Corp.,  said  the  AT&T  bid  “is 
vastly  different  from  the  debt-fi¬ 
nanced  hostile  bids  driven  by  fi¬ 
nanciers  that  we  were  seeing  so 
many  of  a  short  while  back.” 

Rather,  Henson  said,  “there 
is  a  marketplace  imperative  to 
this  consolidation”  of  NCR  and 
AT&T,  with  “too  many  players 
with  too  many  products  chasing 
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too  few  prospects.” 

Henson  has  seen  the  combi¬ 
nation  game  from  all  positions. 
As  chief  executive  officer  of 
Prime  Computer,  Inc.,  he  presid¬ 
ed  over  that  company’s  hostile 
acquisition  of  computer-aided 
design  and  manufacturing  player 
Computervision,  Inc.  in  1987. 
Henson  was  still  aboard  one  year 
later  when  MAI  Basic  Four,  Inc. 
mounted  its  hostile  takeover  at¬ 
tempt  against  an  engorged 
Prime  that  was  struggling  with 
indigestion.  Subsequently,  he 
guided  software  firms  Morino 


Associates,  Inc.  and  Duquesne 
Systems,  Inc.  through  then- 
merger  into  Legent. 

Industry  economics,  he  said, 
are  making  a  moot  point  of  the 
hostile/friendly  distinction. 

“NCR  isn’t  going  to  make  it 
alone,”  he  said.  Any  work-force 
reduction  or  product  line  trim¬ 
ming,  he  added,  “will  probably 
happen  anyway.  In  the  long  run, 
isn’t  it  better  that  it  happens  be¬ 
cause  of  a  merger  that  creates  a 
viable  [computer  industry  con¬ 
tender],  rather  than  at  the  mercy 
of  economic  necessity?” 


TAMING  OF  THE  FEW 

Consummated  hostile  takeovers  have  not  fared  well  in  the 
computer  industry.  Examples  include  the  following: 

1985:  Datapoint,  Inc.  falls  to  arbitrageur  Asher  Edelman. 
Many  losses,  reorganizations  and  lawsuits  later,  a  vastly  pared- 
down  Datapoint  reported  a  profitable  quarter  last  week. 

1986:  Burroughs  Corp.  acquires  Sperry  Corp.  and  emerges 
as  Unisys  Corp.,  which  is  for  a  short  time  the  second  largest 
computer  vendor  in  the  world.  In  the  wake  of  losses  and  draco¬ 
nian  work-force  cuts,  Unisys  is  now  seen  as  a  ripe  acquisition 
target,  with  its  market  value  slipping  to  well  below  $  1  billion. 

1988:  Computervision,  Inc.  falls  to  Prime  —  but  techno¬ 
logical  woes  leave  Prime  open  to  the  hostile  advances  of  MAI 
Basic  Four,  Inc.  Nine  months  of  resistance  devastate  Prime’s 
bottom  line,  employee  roster  and  morale.  White  knight  J.  H. 
Whitney  &  Co.  makes  eleventh-hour  purchase  of  Prime. 
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Strategic  Systems  Software 

Six  major  IBM  systems  software  products  have 
strengthened  their  foothold  within  the  MVS  arena 
during  the  last  few  years 

January  1987  September  1990 


Penetration  at  MVS  sites 

(Percent  of  U.S.  IBM/PCM  MVS  mainframe  sites) 
(Base:  4,800) 

Netview  has  gained  acceptance  as  the 
predominant  network  management  tool,  while 
IBM’s  RACF  security  package  and  other  systems 
software  offerings  have  asserted  themselves 


Installed  market  share 

(Percent  of  overall  market  at  U.S.  IBM/PCM  MVS 
mainframe  sites) 

(Base:  4,800) 

Each  product  category  has  also  experienced  a 
jump  in  overall  market  share.  Once  controlling 
only  6%  of  the  entire  MVS  DBMS  market,  IBM’s 
DB2  can  now  claim  a  21%  share 
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DB2  vs.  IMS 

(Percent  of  U.S.  IBM/PCM  MVS  mainframe  sites) 

(Base:  4,800) 

The  growth  ofDB2  has  been  great  during  this  period,  but  IBM's  IMS  still  has  a  major 
presence,  experiencing  only  a  slight  drop  from  its  1987 position 


DB2  IMS 


Source:  Computer  Intelligence,  1^  Jolla,  Calif. 

CW  Chart:  Tom  Monahan 
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As  Operation  Desert  ► 
Shield  enters  its  fifth 
month,  U.S.  armed  ser¬ 
vices  officials  are  evaluat¬ 
ing  how  local-  and  wide- 
area  networks  have  helped 
smooth  the  fastest  mobili¬ 
zation  in  military  history. 

IS  managers  at  Oakland 
Army  Base  only  have  to 
look  out  their  windows  to 
see  how  their  electronic 
tracking  and  planning  sys¬ 
tems  are  working. 


Robert  Holmgren 


Johnson  Wax  is  seri¬ 
ous  about  re-engineer¬ 
ing  with  information  sys¬ 
tems  —  so  much  so  that 
the  IS  department  has 
transformed  its  own  human 
resources  allocation  pro¬ 
cess  with  an  innovative  da¬ 
tabase  application  that 
matches  jobs  and  projects 
with  skill  levels.  In  Depth 
examines  the  leading-edge 
IS  strategy  of  this  global 
manufacturer. 


INSIDE  LINES 

Big  John  on  the  prowl? 

Rumors  are  rife  in  the  industry  these  days  that  Dun  &  Brad- 
street  Software  is  looking  closely  at  a  privately  held  software 
company  in  Michigan  to  augment  D&B  Software’s  line  of 
products  for  the  IBM  Application  System/400  midrange  com¬ 
puter  series.  Whether  it  would  be  an  outright  acquisition  or 
some  type  of  marketing  agreement  remains  uncertain  at  this 
point,  but  the  Michigan  software  house  responded  to  Compu- 
terworld’s  questions  with  a  big  “no  comment.”  A  spokesman 
for  D&B  Software  added  that  it  is  company  policy  not  to  com¬ 
ment  on  acquisition  or  divestiture  rumors. 

And  a  very  merry  to  you,  too 

Wang  has  confirmed  that  it  will  close  many  U.S.  operations 
for  an  unpaid  “holiday  shutdown”  from  Dec.  24  through  Jan.  2 
in  an  effort  to  cut  expenses  during  a  traditionally  slow  time  of 
year  throughout  the  industry.  According  to  a  Wang  spokes¬ 
woman,  manufacturing  facilities  will  not  be  affected,  and  skel¬ 
eton  crews  will  be  working  in  various  departments. 

Just  down  the  street 

Gary  Kennedy,  who  resigned  as  president  of  the  Oracle  USA 
sales  division  during  an  Oracle  Systems  shake-up  in  early  Sep¬ 
tember,  has  landed  on  his  feet.  The  former  chairman  of  Oracle 
Complex  Systems  in  Arlington,  Va.,  is  now  just  a  hop,  skip  and 
jump  away  at  PRC,  Inc.,  a  systems  integration  company  in 
McLean,  Va.  Kennedy,  whose  aggressive  sales  style  helped 
build  Oracle  into  a  $971  million  software  giant,  is  now  presi¬ 
dent  and  chief  executive  officer  at  $700  million  PRC,  a  Black  & 
Decker  subsidiary.  “I  considered  many  offers  after  I  left  Ora¬ 
cle,”  Kennedy  said  last  week.  But  it  only  took  six  weeks  from 
the  time  he  left  Oracle  Complex  Systems  on  Oct.  15  until  he 
became  a  top  cat  once  again. 

AT&T  lightens  up 

Robert  Kavner  of  AT&T  said  last  week  that  a  stripped-down 
version  of  Unix  is  in  the  works  for  personal  computers.  Ad¬ 
dressing  Technologic  Partners’  semiannual  gathering  of  the 
tribes  in  California,  Kavner  said  developers  are  working  on  a 
version  that  will  require  as  little  as  4M  bytes  of  random-ac¬ 
cess  memory  and  a  40M-byte  hard  disk.  “Unix  Lite”  will  take 
out  all  the  extraneous  enhancements  to  Unix  and  make  them 
available  as  add-on  packages,  he  said. 

Next,  not  in  line 

An  impromptu  and  decidedly  unscientific  survey  at  the  recent 
Cause  ’90  conference  for  campus  information  systems  folks 
found  virtually  no  intent  to  buy  a  Next,  Inc.  machine.  The 
reason?  The  machine  is  costly,  which  is  bad  enough,  but  the 
college  computer  chiefs  also  complained  that  the  level  of  sup¬ 
port  for  the  machine,  as  required  by  Next,  is  way  out  of  line. 
One  conference  attendee  said  he  bought  three  of  the  ma¬ 
chines  from  another  university  to  get  around  the  support  re¬ 
quirements.  Next  started  off  planning  to  sell  the  machine  to 
campus  computer  users  but  has  since  decided  also  to  market  to 
corporate  customers. 

Will  they  call  in  Sherlock  Holmes? 

Scotland  Yard  has  set  up  a  computer  crime  unit  to  keep  track 
of  computer  virus  outbreaks  in  hopes  of  compiling  evidence 
and  cataloging  the  damage  caused  by  a  particular  virus,  as¬ 
suming  the  virus  author  is  nabbed.  The  unit  is  staffed  with  four 
detectives  and  based  at  New  Scotland  Yard,  London.  Under 
the  UK’s  new  Computer  Misuse  Act  of  1990,  a  virus  author 
could  be  imprisioned  for  as  long  as  five  years. 

NCR  CEO  Charles  E.  Exley  Jr.  showed  he  hasn ’t  lost  his  sense 
of  humor  during  the  runn  i  ng  ba  ttle  to  sta  ve  off AT&T’s  take¬ 
over  attempt.  Taking  time  out  from  the  NCR  war  room  to 
make  an  appearance  at  Businessland’s  Technology  Summit 
in  Atlanta  last  Thursday,  Exley  wisecracked,  "I heard 
AT&T  is  going  to  change  its  tag  line  to  ‘Reach  out  and  grab 
someone.  ’  ’’But  that  was  all  he  had  to  say,  and  he  dodged  a 
press  ambush  on  his  way  back  to  Dayton,  Ohio.  We’ll  be  staying 
on  top  of  the  action  and  working  on  the  postmortems,  so  call 
in  your  opinions  and  insights  to  Assistant  News  Editor  Jim 
Connolly  at  (800)  343-6474,  message  COMPUTERWORLD 
on  MCI  Mail  or  fax  documents  to  (508)  875-8931. 
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Hannover ;  Germany,  1990:  European 
experts  judging  at  CeBIT,  the  world's  lar¬ 
gest  computer  exposition,  give  their  top 
design  award  to  the  Wyse  PC  Model  3225. 

No  big  surprise.  Wyse  design  has 
been  winning  over  computer  profes¬ 
sionals  for  nearly  a  decade.  It’s  won, 
in  fact,  an  installed  base  of  more  than 
3,000,000  terminals  and  PCs.  ■  Be¬ 
cause  Wyse  design  is  also  a  wise  invest¬ 
ment.  It  delivers  more  features,  styling 
and  ergonomics  than  the  competition. 
For  less  money.  Witness,  for  example, 
the  Wyse  family  of  Novell-certified  per¬ 
sonal  computers.  ■  The  CeBIT  award 
winner,  our  Model  3225,  is  a  25  MHz  386 
that  gives  you  more 
MIPS  for  your  money 
than  Compaq's  DeskPro  386/25  or  IBM’s 
PS/2  Model  70.  It’s  very  likely  the  most 
cost  effective  server  or  CAD/CAM  work¬ 
station  you’ll  find  anywhere.  Likewise, 
our  3016SX  at  16  MHz  outperforms 
Compaq’s  DeskPro  386S  and  IBM’s  PS/2 
Model  55.  Expandable  to  16MB  of  RAM, 
it’s  the  best  SX  value  around  for  the 
demanding  user.  I  For  entry  level  users 
who  plan  to  grow,  our  Model  2012i  at  12 
MHz  286  desktop  offers  7  expansion 
slots,  4  drive  bays,  and  up  to  16MB 
RAM.  It’s  the  most  expandable  PC  in  its 
price  range.  All  these  Wyse  systems 
include  MS-DOS  3.3  at  no  extra  charge. 
To  learn  more  about  their  winning  ways, 
call  1-800-438-9973. 


Ten  of  Europe's  toughest  critics  awarded 

Wyse  their  top  prize. 

Over  3  million  even  tougher  critics 
awarded  us  iheir  business. 


THE  WORLD  IS  GETTING  WYSE. 


WYSE 
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WYSE  is  a  registered  trademark  and  Models  20121,  3016SX. 
and  3225  are  trademarks  of  Wyse  Technology  Inc 
All  other  trademarks  are  property  of  their  respective  owners. 
©  1990,  Wyse  Technology  Inc. 


The  Wyse  Novell-certified  PC  family,  led  by 
our  CeBIT  award-winning  Model  3225. 
Wyse  PCs  are  among  the  smartest  invest¬ 
ments  any  business  can  make  today. 
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Managing  the  tremendous  output  of  paper  is 
one  of  today's  most  critical  and  costly  concerns  for 
MVS  data  centers.  $AVRS/TRMS,  from  Software 
Engineering  of  America,  provides  a  total  solution 
to  this  expensive  and  resource-consuming  problem, 
with  a  system  for  the  online  viewing,  distribution 
and  archival  of  all  types  of  system  output. 
$AVRS/TRMS  handles  all  aspects  of  report  man¬ 
agement/distribution,  and  output  management, 
including  production  reports,  end-user  reports,  JCL 
listings  and  error  messages,  SYSLOG,  and  compiles. 
$AVRS/TRMS  is  powerful,  yet  easy  to  use  and  is 


accesible  to  all  levels  of  personnel  through  a  variety 
of  full-screen,  menu-driven  interfaces  including 
CICS,  ISPF,  VTAM  and  TSO.  Full  cut-and-paste, 
windowing  and  PC  interfaces  make  $AVRS/TRMS 
a  flexible  and  broad-based  solution.  $AVRS/TRMS 
interfaces  with  all  popular  security  systems  and 
also  has  multiple  levels  of  internal  security. 

$AVRS/TRMS  provides  a  complete  and  cost- 
effective  solution  to  all  aspects  of  report  management/ 
distribution  and  output  management.  This  is  why 
over  2,500  data  centers  worldwide  use  $AVRS/TRMS 
to  control  the  paper  deluge. 


For  a  no-obligation  45-day  free  trial  or  for  further  information , 
call  Software  Engineering  of  America  at  1-800-272-7322. 
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